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wv From the Editor 


ata can fascinate or frustrate, depending on сау 

whether you аге a "numbers person" or not. 

We don't know which of the two categories of 
readers you belong to, but as India's largest-selling 
business magazine, we cater to both kinds. BT's oldest 
annual issue—Br 500—is all about tables and data. 
Started in 1992, вт 500 has evolved into a unique 
annual barometer of corporate performance. In exe- 
cuting this much sought-after issue, our challenge is 
always how to add more rigour for those who like numbers while retaining 
its appeal to others. The solution we found is to do more and do differently., 

We have the main tables that evaluate and rank 550 companies (includ- 

ing 50 Psus) on several different parameters and another 500 companies on 
fewer parameters (pages 116-159). Then we sliced and diced over 10,000 sets 
of data to mine for the hidden gems. We found plenty. Which companies use 
their capital most efficiently? Which ones actually give most returns on share- 
holder's equity (no, they are not the same as the ones with maximum growth 
in stock prices)? Which are India's most profitable companies (they are not the 
same as the biggest generators of profit)? And even simple factoids like the Top 
10 private sector employers in the country. You will find all these and more 
between pages 94 and 102. Looking for most valuable companies across 
different industries? Turn to page 104. So in addition to the master tables, 
we provide charts and illustrations that give you quick, easy and interesting 
insights—and hopefully whet your appetite to dig deep into the tables that 
follow. In the tables itself, we have introduced interesting snapshots around 
the page. Our hope is that the more you understand the data, the more you 
will enjoy them. Data tell infinite stories—restricted only by imagination, 
and, in the case of a magazine, space. 

















Of course, we didn't 
leave every story to be 
told through data. In 
the set of features that 
interpret the вт 500 
universe, we start with 
the one that looks at 
the Road to Recovery», 
(page 38)—how long 
and arduous it is and 
who are best equipped 
to make the most of this 
journey. Recovery isn't 
the only R-word in vogue these days. Restructuring and Risk are the other 
two Rs that the downturn had forced Indian companies to focus on. On pages 
68 and 74, we assess how companies have done on these R factors. Wonder 
which companies could top the вт 500 charts in 2020? Turn to page 90. 


Kauf Sarum 


ROHIT SARAN 


P.S.: Free access to the past four years of вт 500 tables ой: www.businesstoday.in. 









READERS' FORUM 


Leader with the Light Touch 

In spite of his famous surname, Noel Tata likes to fly under 
the radar. So, he may strike one as more bourgeoise than 
a corporate czar (The Other Tata, Br, November 1) but 
that only makes him a level-headed honcho who knows 
how to handle success. It also shows that he is firmly tethered 
to the group's corporate values and ethics. Prerna Rai, Chennai 


Right Man For the Top Job 


Noel Tata has everything going for him: an 
impeccable pedigree, great lineage and 
what not. By providing good stewardhip of 
his retail business even during the recession, 
he has displayed sharp business acumen 
and burnished his credentials further. I 
am sure he will prove to be a responsible 
shepherd of his company and his group's 
interests, A.P. Kutty, Hyderabad 


Planning for Succession 
Business mags and publications are fond 
of producing fawning accounts of corpo- 
rate entities and business honchos. But I 
can say that your cover story on Noel 
Tata does not flatter to deceive. However, 
it may be a little early and even presu- 
mptuous on your part to project him as a 
natural heir to Ratan Tata. In any case, 
with Ratan Tata being around at the helm 
of the Tata Group for the next couple of 
years, I doubt if any succession strategy is 
being planned at Tata House at present. 
When that time comes, I expect the group 
to go through a smoothly engineered 
succession that's both seamless and 
satisfactory. Vineet Achyut, New Delhi 
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 Bang-up Job of Acquisitions 

By integrating its acquired businesses and through cash-conservation and sound 
management systems under its belt, Tata Chemicals has ensured that it 
does not suffer from an overhang of debt. At the same time, it has been able to 
reap big efficiencies from its acquisitions. cts deft management of its takeovers 
holds a lesson for other firms full of acquisitive fervour during the boom but who 
now find themselves painfully out of pocket. B. Rajasekaran, Bangalore 








[business ay) 


B-school Rankings 

I am a regular subscriber of your maga- 
zine. As an MBA aspirant myself, I have 
reasons to believe that your magazine is 
read by a lot of wannabe mpas. However, 
I have always felt let down and disap- 
pointed by your B-school rankings (The 
Best B-schools, вт, October 18). I would 
suggest you consult any prominent MBA 
coaching institute to get a better idea of 
B-school rankings before publishing them. 
They will undoubtedly give you much 
better insights than some market research 
company. Apaar Miglani 


Making India Industrial 

To make India industrial, the government 
must review the critical issues facing the 
industrial sector (“We are Looking to Buy 
in India", вт Focus, October 18). These 
include demand for better quality infra- 
structure and a gamut of industrial-labour 
policies. Samrat Patel, Vadodara 
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On scrapbook at www.businesstoday.in 


R 





WRITE TO: 
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The Other Tata 


He's self-effacing and follows a simple lifestyle. Among the reclusive business honchos in 

' India, he's the only one with the coveted family name (other than Ratan Tata) to be head- 
ing a group business. Can Noel Tata rise to the top job as the group chairman? Also, an 
exclusive interview in which he speaks on a range of issues, including his passion—retail. 
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BT 500 Down the Years 


We are the pioneers—having started BT500 as early as 1992—of this 
annual compendium of corporate India reflecting India's most valuable 
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analyse—and rank—companies on sales and profit, return on 

capital employed, earnings per share, among others. 


To tap the wealth of data on вт 500 companies 
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Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF | TO ANSWER THE BT-ON-THE-MOVE 
THE DAY QUESTION 










» ф Should companies moderate 
MM ne" "eX compensation for higher executives? 


2. Type "BTTIP" on the message 


screen. 1. Go to "Write messages" on your mobile phone 
и message to the number 2. Type "BTPOLL Y" for Yes 





tibune hd Type “BTPOLL N" for No. 


tip for the day in a return message. 






3. Send the message to the number “52424”, 
Readers can also ipate in the 


poli a! www.businesstoday in 








NOTE: Availabie with ail cellular operators. 
Charges apply 


Regular SMS Powered by ActiveMedia Technology www.activemediatech.com 





Brand Mahatma? 

Ф. Efficient Fuel 
Drucker's Wisdom 
FYI-Windows 7 
Challenge of Hunger 


Dollar's Fall 


4 Why? How much тоге? And what it means for you. 


































n the fast fluctuating forex markets, nerves of steel are 

prized. In recent months, more so. The gyrations in 

the forex markets now rival those in the more bois- 
terous equity markets. And leading the volatility is the us 
dollar—the currency of the biggest economy in the world. 
The dollar has been on a yo-yo movement in the last year: a 
appreciating almost 20 per cent at the height of the | 
financial crisis, and since March, sliding almost 12 per | 
cent against most currencies. 

The current refrain in the forex dealing rooms is that 
the era of the dollar is over. An imbalanced world 
economy, where export-driven emerging mar- 
kets funded the debt-fuelled con- 
sumption binge of the developed 
countries with their savings, is 

м believed to have aggravated the 
financial crisis. 

As the world economy moves 
slowly to regain equilibrium, cur- Ё 
rency markets are in flux. Tilldate 
the dollar has had a favoured sta- 
tus of the world’s de facto reserve 


Lue 


Ed 


currency. That essentially means 
central banks across the world stock 
up their reserves in dollar-denominated 
assets because they like the liquidity 
and depth of the us markets. Invoicing 
of global commodities such as oil, 
therefore, is also in dollars. In re- 
f cent weeks, both the 
International Monetary 
Fund and the Gulf oil pro- 
ducers have aired ^ 
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FOCUS 


thoughts on alternatives to the dollar, 
sending the greenback into a tail- 
spin. But what has prompted this 
crisis of confidence in the currency on 
which the world still relies heavily? 

The immediate trigger for the 
weakness stems from the near-zero us 
short-term interest rates. 
Implemented with the intention of 
jump-starting the economy, these 
low rates have made the dollar the 
new funding currency of the world, 
replacing the yen. Simply put, in- 
vestors borrow in the us dollar, ex- 
change them to buy risky, higher 
return assets across the world. Notice 
the near simultaneous rise in equities 
the world over. 

The impaired fiscal situation of 
the us does not help. Indications are 
that the us fiscal deficit will climb to 
13 per cent of Gross Domestic 
Product this year. And the us will 
need foreign funds to support its en- 
larged balance sheet. Is it a one-way 
bet on the dollar then? Says D. Joshi, 
Director and Principal Economist, 
CRISIL: "It will be a hard, rocky 
road ahead." 

That is also because there are no 
viable alternatives yet. “A global re- 
serve currency should have high liq- 
uidity, be a store of value, and should 
be able to see high fresh issuance of 
debt. So, despite the rhetoric, the us 
dollar will continue to remain im- 
portant," says Indranil Pan, econo- 
mist with the Kotak Mahindra Bank. 


WHAT THE | 
FALL MEANS 


@ After almost 20% appreciation in ‘08, 


$$ Dollar dominance will continue 
for some time. 


® But days of single reserved 
currency may be numbered. 


® Rupee to appreciate some more, 
and that may not be bad for 
the economy. 


In any case, a depreciating dollar 
does not really suit anyone. G-7 
economies, many with significant 
exports, could see a rapid apprecia- 
tion of their currencies as a result, 
which could dampen their recovery 
prospects. Also, central banks hold- 
ing dollar-denominated assets cannot 
abruptly move away from the dollar 
since that will impair the value of 
their existing dollar assets. Plus 
excessive dollar depreciation could 
lead to a surge in commodity prices, 
raising inflationary pressures. 

Economists believe pullbacks in 
dollar value would coincide with 
indications of reversal of the policy 
stimulus. As economic recovery 
remains feeble, those signs are still a 
few quarters away. Equity market 
corrections and mounting risk aver- 
sion could also lead to the unwinding 
of the dollar-carry trade, strength- 
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both rural and urban characteristics 
a person or a setting that is rural but 
with urban aspirations. 


Why Now: With business 
seeking fortune at the bottom 
of the pyramid and aspira- 






tions of rural and urban consumers 
getting less distinct, addressing the 
Rurban customer is the challenge. 


Usage: As companies in India move 
to rural territories to expand their 
business—whether it is mobile 
phones for rural folk or real 





ening the greenback. 

Shivom Chakravarti, nore Bank 
economist, adds: "It is in the interest of 
other major economies to talk down the 
prospects of the dollar losing its promi- 
nence at least till the global economy is 
on course for a full-fledged recovery." 

However, the long-term trend for 
dollar weakness remains intact, which 
broadly translates into a strengthening 
Indian rupee. Kotak's Pan believes the 
rupee could appreciate to 44.50-45.00 
against the dollar by end-March 2010 
(at the time of writing, the rupee was at 
48 against the dollar). 

Rupee appreciation would not 
necessarily be a bad thing, despite 
exporters hurting. Imports will be- 
come cheaper, and global capital flows 
will increase, which will be attracted 
as much by India's stable growth story 
as for the appreciating currency which 
improves their returns. 

However, "India will have to 
improve its capacity to absorb these 
capital flows as also put in place suit- 
able regulations,” says crisit’'s Joshi. 
Read: faster financial sector reforms 
coupled with sharper oversight. Who 
said shifts in power are easy? 

As a recent Standard Chartered 
Bank report on “Global Imbalances” 
sums it up: “The dollar's days may be 
numbered. Yet, the death of a reserve 
currency can take a long, long time.” 
In the interim, nerves of steel are 
sorely needed. 

SHALINI S. DAGAR 


estate in small towns-the 'rurbanites' 
are rural folk who enjoy some advan- 
tages of city life. As a recent article in 
a national daily pointed out, though: 
"Rurban development will measure up 
to its name only when villagers can 
access all urban amenities without 
moving out of their villages." 


FOCUS 


How Free Is 
the Mahatma Brand? 


he Father of the Nation is indeed a @ Montblanc's ‘Gandhi Pen’ uses 


global icon, but Mohandas a sketch of the Mahatma. The 
Karamchand Gandhi still cannot be Kerala HC wants it banned. 
used as a “brand icon” that companies © Legal expert using 
; i al experts say 
can freely use. Or so at least it appears : 
à pictures of icons are not a 
from the notice issued by the Kerala 


problem if due permission is taken. 
High Court to MontBlanc Interna- 


tional and others following a writ € Gandhi's picture has been 
petition filed in the court, seeking to used on T-shirts before. 

ы €— età en ней _ ec ies st with 
есеппулаипспеа Ks акп бапат intellectual pr t lawyers 

before such launches. 


Pens. The issue raises a key question: 
how free are companies to use the 
image or name of an iconic historical personality? 

According to Sunita K. Sreedharan of sks Law Associates, there is a 
law that specifically regulates the use of iconic figures and their names 
in India: The Emblems and Names (Prevention of Improper Use) Act, 
1950. “Section 3 of the Act read with Rule 8 is very important in this 
case. From the law it appears that there should be no problem using 
the portrait of Gandhiji provided required permissions have been 
obtained,” she says. 

However, since Montblanc appears to have taken permission 
from Gandhi's family, could there be 
an ethical issue involved here? “In my 
view, there are no ethical issues. 
Gandhiji's own austere lifestyle does 
not mean his image cannot be used in 
a non-derogatory manner subject, of 
course, to due permissions from the 
legal heirs. The company also has to 
abide by the law of the land,” she says. 
“The subject of Gandhi is an 
emotive issue and the judiciary 

may not take a detached view. 



























After all, he is being used as a 

| trademark that will lead to 
\ commercial gain," says Rai S. 

Mittal, Partner, Titus & Co. 
He says firms should check 
with intellectual property 
lawyers before such launches, 
but it is better for companies 
to steer clear of revered icons 
as such cases also tend to 
attract objections that are 
gimmicks to gain publicity. 
SHAMNI PANDI 
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FOCUS 


NUMBERS 
OF NOTE 





(Rs 3,600 crore): The 
amount of money raised by 
Tata Motors to repay the 
debt in connection with its 
$2.3 billion (Rs 11,040 crore) 
acquisition of Jaguar and 
Land Rover in 2008. 


640 


The number of directors of 
public listed companies who 
took home more than Rs 1 
crore for the year ended 
March 2009, compared to 
570 in the previous year. 
The number of top execu- 
tives earning more than 

Rs 1 crore is about 3,000. 






The number of Gmail users. 
For the first time in 10 
years, Gmail has overtaken 
Yahoo! Mail and emerged as 
India's most popular e-mail 
service, in a survey done 

by ViziSense, an Internet 
user measurement agency. 


E-mail usage in India 





"Figures in million for Sept. 2009 


What UID Will Really Do 


A huge gulf has emerged between the expectations from and the intentions 
of the Unique Identity Authority, thanks to a blinkered faith in technology. 


he Unique Identity Authority (via) will not plug the chronically leaky delivery 

of public services, which means. it may not improve the targeting of these 
services. To that extent, it may not turn out to be the tool for poverty alleviation 
that some expect it to be. 

Its high-profile Chairman Nandan Nilekani says fixing bad governance isn't 
exactly what he signed up for. "My primary concern is to ensure every resident of 
India gets a unique identification (um) number,” he says. It's a tall order that has 
never been achieved before by 
any other country and, at any 
rate, will be of huge service to 
national security. Nilekani isn't 
guaranteeing whether an unique 
identification will provide 
unhindered services that its 
holder is entitled to—since that's 
for the providers of these services 
to ensure. 

The big-buck project, he 
explains, will involve two stages: 
first, the technical infrastruc- 
ture will be laid out and the data- 
base built by acquiring data from 
the likes of PAN card issuing 
authorities. The enrolment drive 
will form the second stage where 
partners such as mobile phone 
operators will assist in the col- 
lection of biometric samples. In $^ It will give unique identification 
the third stage, in which Nilekani numbers. 
sees only a consolatory role for — ^ M nite 


the ил, the new infrastructure v Using the UIDs for fixing 
and database will be used to governance issues will be up 


drive transparency and to the public service providers. 
accountability in public serv- 


ices. “We could hold workshops 

for departments and offer consultation on leveraging the database,” he explains. 
The database will partially resolve bad targeting by preventing a claimant from 
usurping more than his share of benefits. Nevertheless, it will not be able to 
differentiate between undeserving and genuine claimants, feel observers. 

So, is mass faith in the UID project misplaced? The globally acceptable rate of 
error in biometric identification technologies is 0.4 per cent, which for the UID 
project turns out to be a whopping 40 lakh Indians. It's the overarching faith in 
technology as a tool for addressing socio-political issues that seems to be the 
trouble here. It’s not a magic wand and technologists are no wizards. 

PUJA MEHRA 


X It will not alleviate poverty. 
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y titch? | 
SMS the operator you want 
fitch to; the company will 
u а unique porting 
hen submit a written 
st to the new operator, 


out the form, and make 
sure all your dues with the 
operator are paid off. 


| n 1997, Singapore took 

a small step for mobile users 

and a giant leap for the global 

telecom industry when the country 

became the first to implement 

mobile number portability (MNP), 

which allows mobile phone customers to 

maintain the same phone number even if 

they switch service providers. 
More than a decade later, from December 31, 

2009, India will join some 50-odd countries that 

have already established an MNP framework. Industry 

experts, however, aren't expecting a major shift in cus- 

tomers after MNP implementation. A Nielsen Mobile Consumer 

Insights study found that higher income, post-paid mobile sub- 

scribers are more likely to switch operators, but more than half the 

12, 500 respondents said they were happy with their mobile service. 

Only 18 per cent said they would change operators 

MNP is implemented, BT's Online poll shows a different result (pg 22). 

Pr blems, too, have already cropped пр. Established шош n BSNL 





a future group' venture 





<CLUSIVE STORES: 

=LHI: DLF Place, Vasant Kunj, Tel: 011 46609068; DLF Place, Saket, Tel: 011 46150633; Shop no. 41A-B, Khan Market Tel: 011 45651897; G-9A, Janak place, Distri¢ 
ntre, Janakpuri, Tel: 011 45651605; Great India Place Mall, Noida, Tel: 0120 4212382 MUMBAI: R-City Mall, Ghatkopar (W), Tel: 022 65148225; Palladium Mal 
wer Parel, Tel: 022 40802301. Also available in Ahmedabad, Bangalore, Bhubaneshwar, Chandigarh, Chennai, Delhi & NCR, Guwahati, Hyderabad, Indore 


iipur, Kanpur, Kolkatta, Mumbai, Nagpur, Pune at selected outlets of lifestvie 


Windows®. Life without Walls™. HP recommends Windows. 


o model. Certain ndows Vista product 
mputer. To d oad ! ool, visit www,windowsvi 
lor identification purposes only and belo their respective owners. For taxes 





Introducing the advanced HP Z800 Workstation. 
Ultimate performance and capacity for the oil and gas industry. \ 


With today's increasingly complex exploration and production challenges, oil and gas componies need a 
solution that offers a precise understanding of the surface, optimises software performance and reduces 
risks and uncertainties. Which is why, HP, the world-wide leader in professional innovations, brings you the 

ile НР 2800 Workstation, powered by Intel” Xeon” Processor, to address the critical challenges in 
tion. With up to 8 Physical Cores of processing power, this highend workstation is twice 

visuolising and simulating 3D seismic surveys. Н can also access crucial field 

rent locations and analyse without a margin of error. With innovative industrial design, 

neering, the НР 2800 Workstation ushers in a new era of productivity, performance 


alysis 


3 physical memory and DDR3 ECC high-speed memory, the HP Z800 Workstation easily 
: datasets at high resolution, providing a more accurate representation of the reservoir. 


- efficiency and cooling 

«station comes with 85% Efficient Power Supply and is Energy Star’ 5 compliant. 
atiSaver technology consumes less than 1 watt in hibernate mode. It also comes with 
ing System to keep the system quiet. 


lise = 


v MM p lo 8GB dedicated graphics memory, the HP Z800 Workstation offers accuracy, preciseness and 
detailing like nothing else. 2j | 


s *Wirtualise _ | | 
The Parallel Workstation Extreme in the НР 2800 Workstation makes it the world's first workstation to offer 
| dedicated graphics solution for virtualised environments. Now design, simulate and visualise complex 
© BD models on multiple platforms but on a single, high performance workstation. 


_ * Unique in every way 
The unique, highly modular design offers ease of servicing and handles for easy movement. With enhanced 
Turbo Boost, Performance Tuning Framework Software, DASH support for Remote Management and Vision 
. Field Diagnostic Software, the HP 2800 Workstation boasts an array of professional innovations. 


nit comes to Exploration and Simulation, HP is the obvious choice of the industry. 

ievable what the HP 2800 Workstation is capable of. It performs like workhorse, 

exploring every opportunity for your business. So partner with HP and fuel your business 
for the future. 


Unique in Superb Data 116.4ems (46) 3D & 
Every Way | Performance Analysis | 76.2cms (30) TFT Monitors 





Call 1800 4254 999 (from MTNL/BSNL lines) or 3030 4499 (from mobile) 








FOCUS-BT POLL 


Will you opt for 
mobile number 
portability once it 
comes into force? 







2% Can't Say 
Results of 87 Online poll: No. of respondents: 379 


——— HN - 


ла 
| Yes, as an individual, | | i think there are | 

it will not only give | | multiple benefits of | 
| methe flexibility | | mobile number portabiity. | 
| to switch operators while e Above all, this facility | 
| keeping my existing | | Will give users the freedom | 
| number, but also it will | | toswitch operators | 
| push them to improve  fftheyarenotsatisfied | 
| Service quality. Since | | with the services. | 
| travel frequently, if | |. is therefore, obvious | 
| tomorrow ту operator | | formetogofor this | 
| failsto provide service bj facility as soon as | 
| inacountry, | will be able || it comes. | 
| toswitch networks. | | пак | 
i | | оверак оша, р 
| Satya Narayan Bansal, | | Managing Director, | 
| CEO, Barclays Wealth || Korn/Ferry International | 
porc Е Z VÀ СИИ Y 

v x "1 





Will you pay more for cars that are fuel-efficient? 
Log on to www.businesstoday.in to cast your vote 
COMPILED BY MANU KAUSHIK 
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Vision 2011: Only ‘Fuel — ^ 
Efficient’ Cars in India 


W^ the Copenhagen climate change conference 
coming up in December, India is getting its act 
together to make vehicular efficiency mandatory and 
introduce new fuel economy norms by 2011. The 
country's efforts to green its roadways started with its first 
emission regulation in 1989. By 2000, the government y 
started adopting Europe's emission and fuel standards for 
four-wheelers. In the meantime, auto makers and oil 
companies have had to develop new technologies to keep 
up with the various Bharat Stage regulations, which were 
rounded out by a national fuel policy in 2003. 

Now as the climate change conference draws nearer, 
India has taken a third crucial step. Environment Minister 
Jairam Ramesh announced the mandate in September, 
when the government reported that nationwide emissions 
could reach anywhere from 4 billion to 7.3 billion tonnes 
by 2031. Every Indian would have to plant about 18 trees 
a year to offset that damage, according to Carbonify.com's 
carbon dioxide calculator. 

The government announced 
these standards as part of an 
overall energy-efficiency 
mission to slow greenhouse gas 
growth. All vehicles will have to drive at or above a to-be- 
determined number of kilometres per litre; the higher the 
number, the more "efficient" the vehicle is. Carmakers, too, 
have offered their support in adhering to these norms. 

"I think it's important from a national point of view, to 
have a proactive agenda to deal with (fuel efficiency)" says | 
Dilip Chenoy, Director General, Society of Indian Automobile | 
Manufacturers. "It's an important competitive positioning 
for the industry, so we need to have a standard method to 
arrive at fuel efficiency and a standard declaration in the 
interests of consumers." 

Legislative follow-up, however, will have to wait until 
Parliament's winter session, when fuel efficiency is 
introduced as an amendment to the Energy Conservation | 
Act. While this proposal isn't fixing a target for carbon b 
emissions, it's a step towards the consensus-building that 
India will need in Copenhagen. 
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Fosters our existence 


юше tne ton е FLOWMORE - 


fauna. Holds the power to ж С, 
avert any calamity. At Flowmore, р A PUMPS. 
we adorn life with the eternal joy that Vn e к 4e 
permeates deep into the way of your life fo М 
Ве it drinking water, irrigation, fire-fighting or Flow 


industrial applications in power, steel & cement sectors 


с our research-led technology ensures that our products 
mmission Lis Imin - 
Ws Pumps upto 4000 HP & 420000 are truly state-of-the-art and zero-maintenance 


8001 A happiness that flows for life. 





FOCUS-ADVERTISING 


BT-TAM 


Most Watched Ads ir September 2009 


THE TOP TEN... 
Fair & Lovely Multivitamin 





Seconds on air: 4,30,480 


Lifebuoy Total GRPs 
1,084 


| 


Seconds on air: 2,45,715 





СЕРУ 
735 









Seconds on air; 2,63,795 





Seconds on air: 1,43,985 


GRPs 
678 











Seconds on air: 2,01,530 
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Seconds on air: 3,22,375 


GRPs 
742 


Seconds on air: 3,95,920 


GRPs 
701 






Seconds on air: 2,86,980 


here is a very telling statement 

hidden in this month's Most 
Watched Ads: that durables and 
automobiles have been subdued in 
their share-of-noise in the run up to 
the festive season. The fast moving 
consumer goods (FMcG) have hogged 
space as the most aggressively 
advertised category in September. 
Barring the BSNL ad at the seventh 
slot, Castrol Activ 4T at the 14th 
position, Airtel Digital rv at the 20th 
and BSNL 3G at the 25th, all others 
аге FMCG. What does this say? That 
perhaps the other key categories 
such as durables and automobile 
companies have chosen to bank 
more on the actual point-of- 
purchase economics and draw. 


.. AND THE OTHER FIFTEEN 





Tl Cadburys Dairy Milk Chocolate 631 


12 Dove Therapy 629 
13 Ponds White Beauty 590 
14 Castrol Activ 4T 577 
15 Stayfree Secure 577 
16 Dove Cream Bathing Bar 572 
17 Lux Peach & Cream 565 
18 Fair & Lovely Anti-marks Cream 565 
19 Clinic Plus 553 
20 Airtel Digital TV 551 
21 Colgate Dental Cream 548 
22 Vivel Satin Soft 534 
23 Lifebuoy Total 531 
24 Rin 527 
25 BSNL 3G 507 


MOST WATCHED ADS IN AUGUST ‘09 


Lifebuoy Total 1126 2? Airtel Digital TV 1,050 3 Airtel 
Cellular Phone Service 1009 4 Fair & Lovely 
Multivitamin 887 5 BSNL 856 $ Axe Dark Temptation 
729 Kinley Mineral Water 723 8 Castrol Activ 4T 697 
9 Fair & Lovely Anti-marks Cream 694 0 Parachute 
Advansed 693 
Source: TAM People Meter System 
All India C$ 4+Үгѕ GRP normalised to 30 secs 
Sept. 2009 To see ad duration, visit www.businesstoday.in 
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Call Shikha Saxena at 
1800 180 1818 (Toll Free)/ 
491-124-39884088 or email 
info@businessoctane.com 
to request a demo or ask 
our Sales Consultant to 
get in touch with you. 





Presenting 


CollaboratorHYPERMAX" 


Business Octane introduces CollaboratorHYPERMAX ", a Media-f 
Telepresence Suite. The world's first such solution, this Suite 
shifting product for real time collaboration across groug 


So, ensure that the next time you fly, it's for a holiday and not 


CollaboratorHYPERMAX™, Media-Rich Telepresence capabilities: 


TeleXPLAIN™- Share whiteboard notes 


Allows teams to share ordinary ceramic whiteboard 
notations with full clarity 










PaperXPLAIN™- Share documents and objects 


Gives local and distant teams the power to show 
A4 size documents and even object models 


It's time to get real work done... 


And break the barriers of time and distance! 
www.businessoctane.com 








DID YOU KNOW THAT TAPERED 
BEAMS ARE OUTDATED? 


MOVE TO PARALLEL FLANGE BEAMS 


WHICH ARE NOW BEING MANUFACTURED BY JSPL 


IN LARGER SIZES FOR THE FIRST TIME IN INDIA. 





Tapered Beam Parallel Flange Beam 


Considered a revolutionary product, JSPL's Parallel Flange Beams, Columns and Channels 
are the most sought after by construction projects globally. The beams have standard 
nominal depth, but different flange and web thickness, thereby offering more options in 
terms of unit weights and sectional properties. Manufactured as per international 
standards, they are superior in terms of strength. efficiency, higher axial and bending load 
bearing capacity, workability and economy vis-à-vis outdated tapered flange beams. 


Product Specifications 


Flange Beam UB 203mm X 133mm to UB 610mm X 229mm 
p . NPB/IPE 300mm X 150mm to NPB/IPE 600mm X 22 
WPB/HE 600mm X 300mm fo WPB/HE 700mm x 










UC 182mm X 152mm to UC 356mm X 3687 

. ВМС 250/300/400mm. - b. 
` Customised to your sizes and specificatio 
from 350mm fo 2000mm depth ^ — — 


We also manufacture: 
* Track Rails & Crane Rails 
* Steel Plates & Coils 
• TMT Bars & Wire Rods 





JINDAL STEEL & POWER LIMITED 
TAKING INDIA AHEAD 


For more details, please visit www.jindalsteelpower.com 
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FOCUS-WELL SAID 


Peter Drucker predicted many of the most important business developments of our 
time, including the challenge to America's global economic dominance. As a centennial 
tribute, we look back at some words of wisdom from him that have timeless relevance. 


A sking ‘What is right for the enterprise?’ does not guarantee 

that the right decision will be made. Even the most brilliant executive 

is human and thus prone to mistakes and prejudices. But failure to 

ask the question virtually guarantees the wrong decision" 

"The purpose of a 
company is to create a 
customer. A business... 

is defined by the want the 
customer satisfies when 
he or she buys a product 
or a service. To satisfy the 
customer is the mission 
and purpose of every 
business" 


"Knowledge 
workers cannot be 
controlled; they 
must be 
motivated. Such 
employees must 
see a purpose more 
meaningful than 
personal profit" 


Peter Drucker, Management Guru 





Far too many people—especially people with great expertise in one 
area—are contemptuous of knowledge in other areas or believe 
that being bright is a substitute for knowledge. First-rate engineers, 


for instance, tend to take pride in not knowing anything about Read a special collection 
people... Human resource professionals, by contrast, often pride of articles on Drucker 

E: AP ANN ef E ELSE quie in the latest issue of HBR, 
themselves on their ignorance of elementary accounting... now on the news-stands. 


But taking pride in such ignorance is self-defeating" 





Harvard Business Review 


“Nonprofits need management even more than 
business does, precisely because they lack the 
discipline of the bottom line” 


“In the half century after the Second World War, the business 
corporation has brilliantly proved itself as an economic 
organisation... In the Next Society, the biggest challenge... 
may be its social legitimacy: its values, its mission, its vision” 
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SAVINGS ACCOUNT 





| CURRENT ACCOUNT 


| GLOBAL INDIAN BANKING 





` FIXED DEPOSITS : | | INDIAN 
| WEALTH MANAGEMENT & 
INVESTMENT ADVISORY 





At YES BANK, we offer YES Prosperity Banking, an exclusive program with comprehensive pro 


needs. YES Prosperity is a strong relationship-driven, service-centnc, ranch Banking 
This exceptional customer experience is driven by innovative technologies, proven processe 
and delivered by the finest branch network across India. 


To experience Prosperity Banking, walk-in to your nearest YES BANK branch or contac 


YES АНК, 


EXPERIENCE OUR EXPERTISE 


126 Branches Pan India | Over 200ATMs | 2 National Operating Centres 


Corporate & Registered Office: Nehru | Ноо Dr. AB. Road, Wort, Mumbai- 400018. Ind 
YES Touch Phone Banking numbers: medabad: Bangalore/Chennai: +9! 90083 90909 Delhi/NCR: +9! 99 0 Kolkata: ' 
Mumbai: +9! 99872 90909. Website: www yes 








FOCUS-TECHNOLOGY 


Location-based Servic 
Like the way a web page recog- 
nises where you are, the computer 
will read the Internet Protocol (IP) 
address to figure that out. If you 
work in a corporate environment, it 
will identify shared resources 
(printers, for example) nearby. 


Things 
About 
Windows 7 


Microsoft would 
have launched its 
latest Operating 
System by the 
time you are 
reading this. We 
give you seven 
reasons why 
Windows 7 is 
worth it. 





KUSHAN MITRA 


Security 

IT administrators can 

now programme their USB 

ports to their security settings. 
USB drives can be encrypted and 

in-built Windows Defender 
ogramme protects against 
alicious attacks. 



















Direct Access 

Far away from work but need to 
access your office e-mail? The 
"Direct Access" solution creates a 
Virtual Private Network with 

any headache, allowing you t 
access your office network. 


Back-up and 
Restore 
This feature is also beefed 
up with the process made 
jer. As is the "restore" 
ure when things 
rong. 


Graphics 

Windows 7 improves the 
“Aero” interface first 
seen on Vista, making it 
less resource-hungry. 
is also primed for 

touch screen comp 


Home Groups 

Want to play a movie from 
your laptop to your TV? 
Provided your home has a 
wireless network running 





Windows Search 
The new Search takes search beyond your desktop 
nd onto your office servers. Whether it's a music 
le hidden in a clutter of folders or a presentation 
meone made to the client you are meeting 


morrow, you can locate it now. 


an average speed of had 3.996 of observed number of unique IP 
1,271 kbps. traffic. China and US addresses, with 
accounted for 45%. over 3 million IPs. 
Delhi and Maharashtra 
are top states with 
over 1 million unique 
India's rank for the IPs each. 


STILL India’s global rank for 


average connection 
NOT FAST speed, at 895 m 


Haryana tops the list India's position in terms 
of Indian states, with of Internet traffic. It 


ENOUGH 
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MULTI DISCIPLIN: 
UNIVERSITY 
EDUCATION TIMES 
СЕК IDE 
SURVEY 





An Education Times 
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FOCUS-GRAPHITI 


НЦ CHALLENGE OF 


unger 





The recession, combined with a ye igh and volatile 
food prices, has seen a growth in malnourished people 
globally. Where have governments failed and what can 
they do to eliminate hunger? 


1 What Global Hunger Index (GHI) Means 


0 15 20 25 30 35 40 
4 x l 


) 5 10 
| «4.9 | - 10-19.9 20-29.9 »30 
Low  |Moderate Serious Alarming Extremely Alarming 


и GHI is measured by the proportion of undernourished people, the 
number of underweight children and child mortality rate in a country. 


№ India ranks 65 in list of countries where hunger problem is moderate to 
alarming with a CHI of 239, behind Pakistan and Nepal. China ranks 5". 


W Progress was made globally in reducing hunger in the 1980s and 19905. 
For the past decade, though, hunger has been on the rise. 


и Whereas in Southeast Asia the GHI has decreased by 40 per cent, in 
Sub-Saharan Africa, the GHI has fallen by only 13 per cent since 1990. 


т Those with a GHI value of less than 5 are best placed. Most South Asian 
and Sub-Saharan African countries have index value of more than 20. 













How the World 


Has Fared 

mm Increase in hunger 

mm Decrease of 0-24.9% > 4 

ш= Decrease of 25-499% | Dealing with Hunger... 
um Decrease of 50% or mor 


||| Striped countries have 1990- ^ 
2009 GHI of less than five 


» No data 


Industrialised country miencand-women 


2 


What Is Keeping the , 
Hunger Index High 


т The highest regional GHI scores are in 
South Asia, at 23.0, and Sub-Saharan 
Africa, at 22.1 though the problems are 
different in the two regions. 












m In South Asia, the low nutritional, 
educational and social status of women 
contributes to a high prevalence of 
underweight children under five. 


и In contrast, in Sub-Saharan Africa, low 
government effectiveness, conflict, 

political instability, and high rates of 

HIV and AIDS lead to high child mortality. 
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тш An important part of the solution to global hunger is reducing gender inequality. ^ 


и Evidence shows that higher levels of hunger are associated with lower literacy 
rates and access to education for women. 


m High rates of hunger are also linked to health and survival inequalities between 


sum Under-five mortality rate 
s Prevalence of underweight in children 
a Proportion of undernourished 
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.. and the Way Ahead 


m Reduce gender disparities in key areas, 
such as education and health to reduce 
levels of hunger. 


ш Equalise men's and women’s status in 
South Asia to reduce the number of 
malnourished children by 13.4 million. 


ж ва Ensure mothers finish primary school 
to reduce proportion of population 
below the poverty line by 33.7 per cent. 


Percentage decrease in 2009 GHI compared with 1990 GHi 





Source: А study by Welt Hunger Life, International Food Policy Research 
institute and Concern Worldwide titled: GLOBAL HUNGER INDEX 2008 
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CEO WATCH 


India's and the world's most talked-about 
CEOs in the past month. 


EOs of Public Sector Undertakings received greater coverage 

in the Indian media in October (3 out of the top 5 inthe list are 
PSU heads), though not always for the right reasons; The most 
written-about CEO was Arvind Jadhav of Air India, who received 
flak for his handling of the Al pilots’ strike. The “most favourable" 
CEO of the month, Anil Ambani of ADAG, continued to receive 
positive coverage even as the RNRL-RIL tussle got murkier. 
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A. Jadhav/Air India K Lewis/Bank of America | т) 

К. Im ИЙ 4 | JR. Immelt/o: 154 
R.S. Sharma ЖЕШ Е Henderson 12 
К. Соу W. Buffett/ Berkshire Hathaway ff 
A. Premji MEG к R. мисос Corp. 10 
V. ма\!үа нер J. Dimon/ JF Morgan 9 
A. AmbantADAG T. Stitzer/Gagbury 9 
О.Р. Ваш M. Атбай С 8 
С. Kochhar/ICICI Bank J.T. Chambers/Cisco 8 
5. Mittal/Bharti Enterprises S. Marchionne/Fiat 6 
Figures are no. of appearances Source: CARMA International 





“We Have 2.5 
Million Honeypots 
to Track Malware" 


Bill Robbins, Executive Vice 
President, worldwide sales ol 
Symantec, spoke to Rahul 
Sachitanand on new threats to 
online information. Excerpts: 


Information grew at 30-50 
per cent over the previous 
year. There is now a booming 
amount of unstructured data 
flowing in from social 
networking sites such as 
Facebook. too. This pervasive- 
ness also creates challenges of 
effectively managing this data 
and ensuring it's secure. 


Symantec has shifted its focus 
from knee-jerk reaction of just 
developing security patches to 
anti-virus and other security 
tools to a more proactive 
approach of protecting п 
infra-servers, storage etc., 


from malicious content. 


India, China and Brazil are our 
three fastest-growing markets. 
We are in India since 1991 
before it became a fashion 


to be here, 
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BT 500 


Ready 


Recover 


How much you gain from the recovery will depend on 
two things-the strength and shape of the revival and 
your company's deeds during the downturn. кзн! лозни 









Y 


he beat of the economic 

recovery has brought a 

smile on the lips of every- 

body—from consumers 

to businessmen and pol- 
icymakers. But there is the occasional 
stab of anxiousness in the heart, or 
a missed heartbeat, when the mind 
asks: Is this for real? 


1.0 
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Look at the stunning rebound in 
the index of industrial production, a 
10-fold rise in the growth rate—from 
1.1 per cent in April to 10.4 per cent 


in August. Check out the legions of 


companies reporting definitive upticks 
in sales and profits. Did you hear that 
so and so companies are thawing inv- 
estment plans and recruiting all over 


again? You bet the recovery is 

real, and that all this seems to 

be indicating is that the gov- 
ernment's fiscal stimulus has 
worked in stoking consumer spending, 
and corporate investment. 








But every company that has 
weathered the storm so far has to 


confront a far more critical question: 


2.2 


May '09 







Figures in per cent for ИР growth 


Green Shoots 
Turn into Stalks... 


Industrial production growth has jumped dramatically, 
but may subside a bit in the coming months. 


a Will the recovery benefit it as 
E much as it would its competi- 
tor? The answer to this ques- 
tion—which could dramatically 
change market shares and alter 
the corporate landscape—depends 
on what the companies did during 
> the downturn. The harvest of recovery 
is not going to be equally good for all. 
Good harvests will be claimed by com- 
panies that not only understand the 
shape and speed of the unfolding rec- 
overy better than the rest, but also 
id the "right" things during the 
downturn. Did they take cover in the 
renches or charge into new territo- 
les? Did they use the opportunity to 
become lean and mean? 

The 2009 edition of вт 500, an 
annual performance barometer of 
over 1.000 listed companies, has some 

* pointers to these. See how Maruti 
Suzuki and Hero Honda Motors have 
done a pole-vault in market capitali- 
sation, Maruti from #34 to #18, Hero 



















10.4 


August '09 


Honda from #48 to #20. 

But first some pointers to the 
strength of the recovery itself. India’s 
Gross Domestic Product (GDP) growth 
for the June quarter (Q1) was 6.1 per 
cent, up from 5.8 per cent the previous 
quarter. This recovery was largely 
driven by the manufacturing sector, 
which seems to be stirring back to 
life, partly a consequence of the stim- 
ulus package. 

Says Mahesh Vyas, MD & CEO, 
Centre for Monitoring Indian 
Economy (смів): "Though fiscal stim- 
ulus helped, too, RBI's reversal of its 
tight money supply policy has played 
amore important role in getting the 
economy back on track.” In a recent 
review, CMIE found finances of most 
companies to be sound, profit margins 
set to rise and sales growth likely to 
pick up. Vyas feels that the investment 
boom, which had subsided a bit in 
the first half of this year, is already 
showing signs of recovery. His 


proving Economic Outlook... 
owth forecasts point to better days. 


Old forecast 


New forecast af i | 


# 2010 2003 MOM 


Figures in per «Ж. Average of various forecasts 
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..Which is Helped by Stimulus... 
Spike in govt spending compensates for 
fall in demand. 


60 Growth in government 
consumption expenditure 








consumption 
expenditure 
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Source: ICRIER 
... And Corporate Score Sheet 
Looks Promising. 
€ Production and sales in key 
industries are rising healthily. 





© Profits are growing faster than 
sales, indicating that cost cuts are at 
work more than revenue growth. 





€ Cost reductions alone, though, 
won't sustain the rise in profit. 





& Continued revival in consumer 
spending and government stimulus 
should rekindle revenue growth. 





@ Inflation, exchange rate, fiscal 
deficit and uncertainty of global 
recovery are the key risk factors. 
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Smarter technology for a Smarter Planet: 


пііте business 
I nervous system? 


Today, instrumented devices connected by powerful service management 
systems are infusing intelligence into things like production equipment 
and supply chains, redefining the role of the infrastructure at the core of 
the enterprise. On a smarter planet, the datacenter is not simply the heart 
of IT—it's also the central nervous system of the entire business. 





IBM is helping companies view their extended infrastructure not as a 
collection of disconnected pieces, but as an integrated system that 
connects the datacenter to all of the digital and physical assets of the 
business, creating a more dynamic infrastructure. From railway Systems 
that can predict and schedule their own maintenance, to power grids that 
match supply and demand, мете already helping customers improve 
Service, increase flexibility and reduce operating costs by as much as 5096. 


A smarter business needs smarter software, systems and services. 
Let's build a smarter planet. ibm.com/infrastructure/in 
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BT 500 READY FOR RECOVERY 


estimates show that projects 
worth Rs 3 lakh crore are 
scheduled to be commissioned 
between October 2009 and 
March 2010 
times the Rs 1.3 lakh crore 
worth of projects that were 


almost three 


commissioned between April 
and September 2009. Says 
M.S. Unnikrishnan, mp & CEO 
major 
Thermax: “Our order book 


of engineering 


has already started improv- 
ing. We have also started to 
get plenty of enquiries from 
prospective customers for fu- 
ture projects across sectors 
like cement and steel.” 

So, will the economy soon 
return to its high growth rates 
of 9 per cent? Most analysts 
concur that might not happen 
in a hurry. Points out Rajiv 
Kumar, Director & Chief 
Executive, ICRIER: “The recovery is still 
fragile and is only likely to take hold in 
the next financial year." 


RAVI $. SAHANI 


Why? Because though industry 
seems to have responded well to the 
fiscal and monetary measures, there 
are areas of the economy where the 
influence of government—or even 
domestic consumers—is very weak. 
For instance, trade. Exports had 
plunged into the territory of negative 
growth in October 2008 and haven't 
recovered yet. That means India's 
exports have been shrinking for the 
past one year. With western 
economies less sure of the shape of 
recovery (there have been talk of J, L or 
W-shaped recovery). major markets 
for India's exports aren't going to start 
generating big demand soon. 





Agriculture—still making up about 


one-fifth of the economy —will also 
register a negative growth in 2009- 
10, for the second consecutive year. 
Overall, the срр growth for 2009-10 
will touch 6 per cent, with prospects of 
a higher growth in 2010-11. 

'Then there is also a question mark 
on how much of economic stimulus is 
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"Industrial revival is 
underway. The 
question is how to 
sustain it" 


Ajit Ranade 
Chief Economist, Aditya Birla Group 


enough. beyond which it could start 
hurting the recovery itself. For ins- 
tance, if inflation spikes due to easy 
money environment, interest rates 
will have to be hiked to keep the price 


SOURCES OF OPTIMISM 


® Sound finances of industry till 
March 2009. 





© Healthy profit margin. 





© Strong demand growth expected. 








€ Investment pipeline robust. 








€ 400 projects worth Rs 1.3 lakh crore 
commissioned in Apr.-Sept. '09. 





@ Rs 3 lakh crore investment likely 
between Oct.-Mar. ‘10. 


Source: CMIE 


line in check. Higher interest 
rates could take some steam 
out of the big investments 
being planned. 

Says Ajit Ranade, Chief 
Economist, Aditya Birla Group: 
"We are fairly sure an indus- 
trial revival is underway. The 
question is only how to sus- 
tain or accelerate it." 

So the recovery is certain, 
the speed and shape of it isn't. 
How and who—among India 
Inc.—makes most of the rec- 
overy? Br applied some filters to 
the vast universe of compa- 
nies, sifted through data and 
spoke to top analysts. The res- 
ult: A shortlist of seven com- 
panies whose readiness for rec- 
overy is explained between 
pages 46 and 60. Some of 
them are already reaping the 
benefits of their strategic ini- 
tiatives. Infosys, for instance. focussed 
on sustaining its high margins to allow 
it to spare more cash for growth ini- 
tiatives when the tide turns. Now in a 
better business environment, it's scal- 
ing up operations, again focussing 
on high margin-businesses. 

"Our model has proved to be res- 
olute," said Infosys’ MD & cro S. ‘Kris’ 
Gopalakrishnan. “Clients are mak- 
ing some decisions, especially in merg- 
ers and acquisitions.” 

Or take boiler major Thermax. It 
diversified into new business cate- 
gories, which has given a fillip to its 
order book. 

In fast-moving consumer goods, 
Godrej Consumer Products Ltd (GcPr) 
ramped up advertising and promo- 
tion expenditure to ensure high visi- 
bility for its brands and managed to 
increase its market share in soaps and 
hair colour by focussing on the main 
brands. 

"Our philosophy has been to win 
brand loyalty during hard times. We 
have built relationships with con- 
sumers during hard times and we are 
confident that they will stay on with us 


| www.cgglobal.com 


On our way to lighting up the future, 
we added some light to our brand as well. 
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"Monetary policy 
played a more 


important role in 


2 rr 
revival 
Mahesh Vyas, MD & CEO, CMIE 


during the good times as well," says 
Dalip Sehgal, мр, GCPL. 

Maruti went about increasing 
market share without getting into a 
funk. “We did not lose focus on our 
long-term goals during the slowdown. 
We wanted to convert the downturn 
into an opportunity,” says Ajay Seth, 
cro, Maruti Suzuki. 

By the time this issue hits the 
stands, most companies will have 
announced their results and we will 
have more stories of survival—and 
failure. The times are hard and, in 
the world's major economies, those 
who see green shoots are still treated 
with scepticism. So, just doing well 
in Q2 will not guarantee a passport to 
a good future: Storms can remove 
familiar landmarks and create new 
ones. Every company will have to 
adapt and learn fast. © 
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FALSE DAWN? 


The initial burst of results for the second quarter indicates a recovery, 
but that may be just a festive flash in the pan. 


e first flush of numbers for the second quarter of the current 

T were mostly in line with expectations as the impact of the 

government's stimulus packages kicked in along with a softening 
in commodity prices. For the 170-odd companies that had come out with 
their quarterly results, net profits increased by 19.5 per cent, while the 
revenues were up 7.3 per cent over the previous year's corresponding 
quarter. This trend clearly indicates that focus of the companies 
continued to be on profitability rather than on volumes. The slower 
growth in the top-line can also be attributed to the fall in the prices of 
commodities over the last year. For instance, crude, steel, chemicals 
prices have come down sharply over the last year, and for such 
companies, the rise in revenues will not be visible. However, low 
commodity prices have also reduced input costs for some companies, 
which has resulted in improved profit margins. The Q2 revenue figures 
are only marginally better than those for the preceding quarter and 
profits are, in fact, marginally down for the 170 companies, perhaps, 
indicating that it may be a bit premature to arrive at the conclusion that 
a recovery is underway. What's more, most companies that rely on 
consumer demand have booked sales for Diwali. Typically, such sales 
have an impact on the third quarter (ended December), but an early 
Diwali has resulted in boom times for consumer durables firms in the 
second quarter itself. That explains the sudden boost in profits for 
two-wheeler firms like Hero Honda and Bajaj Auto. Similarly, banks 
benefitted from robust demand for consumer loans due to lower interest 
rates that were dangled as carrots for the festive season. No similar 
uptrend trend is, however, visible in corporate lending. The recovery may 
have begun, but whether it can be sustained is a billion-dollar question. 

VIRENDRA VERMA 


Q2 LEADERS IN PROFIT 


% Change 
(July-Sept. '09/July-Sept. '08) 


Apollo Tyres 1,211 
Emkay Global Fin. — _ 992 
Bharat Seats _ 946 
Chowgule Steamships 86 Zydus Wellness 600 
Subex 73 Dujodwala Products 588 


Shiv-Vani Oil & Gas TO баі 440 


02 LEADERS IN SALES 


Company 96 Change 
(July-Sept. '09/July-Sept. '08) 


Zydus Wellness 279 


Bajaj Holdings & Invst. 91 
Modern India 90 


Company 





Deep Industries 66 Supreme Industries 377 
Bharat Seats 64 Bajaj Auto Finance 375 
Geojit BNP Paribas Fin. Services 62 Asahi Fibres 359 
Bajaj Auto Finance 60 Sudal Industries 289 
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Godrej Consumer 


Soap 
Opera! 


The core business was 
under attack. Solution: 
Spend more on advertising 
to increase brand loyalty, 
capture lower price points. 








GCPL in 87500 "Our philosophy 
Rank ‘09 Avg. Market Cap (Rs cr)* has been to win 


101 4,834 brand loyalty 


Rank'08 Market Cap (Rs cr)* during hard 
150 3.304 times" 


*April-Sept 


oday, the вт 500 rankings 
show that Godrej Consumer 
Products Ltd (бср) has shot 


up from #150 to #101. For some 
time, though (the second half of 2008 
09, to be precise), it was touch and go 


as the slowdown gripped the economy. 


m 


Cc 


lhe top brass was in a lather: Do 
people bathe less in a downturn: 
There was no research to indicate 


layimages 


this, but people were sure as hell 


1 


using less soap. or at least Godrej 
No. 1 and Cinthol, towards the end 
of 2008. 


And that was bad news, as сср 


vww.indiato« 


gets half its turnover from soaps. Forget 
squeezing margins—prices of inputs 
like palmolein derivatives had shot 
up. GCPL was a sitting duck and profit 
alter tax dropped by 6 per cent in the 
third quarter of 2008-09, compared 
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with Q3 of the previous year. 

But, while resources to fight back 
were limited, ideas were not. As it 
entered the new fiscal, бср, decided to 
focus on a few key brands—Godrej 
No. 1. Cinthol and Godrej Expert—in 
soaps and hair colours and improve 
market share. 

Says Dalip Sehgal, Managing 
Director, бср: "We felt... it made 
sense to focus on a few brands to gain 
market share." 

Strategy: Double advertising and 
promotional spends (Get Hrithik 
Roshan), launch variants. Why not 
expand the deodorant range to help 
people ward off the smell of fear 
and failure as the recession took 
more jobs? 

Among the variants it launched 
this year are Cinthol Fresh Aqua. 
Godrej No. 1 lime and Aloe Vera. In 
deodorants, it launched new fra- 
grances under the Cinthol brand. In 
the hair colour segment, Godrej Expert 
Hair Colour was launched in powder 
form. Nupur was relaunched this year 
on a natural product platform. 

Then, it expanded in rural India, 
adding 2,000 small towns to the 
4,000 already on its distribution net- 
work, and 8,000 villages to the 
14.000 it had last year. It aims to 
have 50.000 villages on its network 
by the end of the year. Rural sales 
already account for 42 per cent of 
its total, up from 38 per cent. 

Says Sehgal: "Despite the poor 
monsoon, various government ini- 
tiatives like NREGA and the thrust on 
rural infrastructure will ensure that 
the rural market will continue to 
grow for us." 

Anand Shah of Angel Broking 
says: "Its expanding footprint in rural 
India would mean that it will cut into 


the share of rivals like HUL.” 
As for the sharp improvement in 


market cap rankings, Sehgal says: % 


"This is a reflection of investor confi- 





| The company has been... 
GAINING MARKET 
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dence.... Our revenues and profits 
have grown consistently and at a 
good pace even when the environ- 
ment has been difficult." 

Sehgal says GcPL tracks EVA or 
economic value added "rigorously". 
“Our business has consistently been 
EVA positive. These factors have con- 
tributed to better recognition from 
the capital markets." he says. 

GCPL is also bent on capturing 
the lower price points: Its major brands 
are available in Rs 5 packs now, and 
this size already accounts for one-fifth 
of revenues. "We believe we have the 
right price points to gain market 
share." says Sehgal. This is one of the 
main reasons, the company says, why 
it has not cut prices of its products 
this year when its competitors, inc- 
luding uut, were doing it. 

The picture today: The soaps 
business has grown over 25 per cent 







( 4 this fiscal, 


sales are up 22 per cent and 
profit after tax 78 per cent 
(helped by a steep correction in 
input prices). 

“We are the second-largest 
soap player in the country with 
three strong brands-—Godrej No. 1. 
Cinthol and Fairglow,” says Sehgal, 
asserting that Godrej No. 1 is now a 
Rs 500-crore brand and a leader by 
value and volume in north India. 

It now has a 10 per cent share of 
the Rs 7,000-crore soap product 
market. In the Rs 800-crore hair 
colours market, which is growing 
at 20 per cent a year, it has inc- 
reased its share. Also, it has been a 
consistent market leader in hair 
colours. Following the recent 
acquisition of a 49 per cent stake in 
Godrej Sara Lee Ltd, сср. has added 
Good Knight, Jet. Hit, AmbiPur and 
Kiwi to its portfolio. 

“Our philosophy has been to win 
brand loyalty during hard times. We 
have built relationships and we are 
confident that they will stay on with 
us during the good times as well," 
Sehgal says. "Brands have a strong 
emotional connect, which are built 
over a period of time. The economic 
recovery would give а р to modern 
trade in urban centres, which would 
help us grow even faster." 

And oh, if you meet any act folks, 
check out the smiles on their faces. 
Behind the smile is an 82 per cent 
increase in staff costs in the first quar- 
ter of the current year, compared 
with the last quarter of 2008-09. 
They got a performance-linked bonus: 
À component of the compensation 
structure is variable and linked to 
business performance. 

RISHI JOSHI 
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Indusind Bank 


Indusind Bank's MD & 
CEO Romesh Sobti (C) 





Creating Income Rivers 


Multinational and public sector banks have their strengths. 


A veteran of both systems finds a new challenge. 


hen Romesh Sobti took 
over as IndusInd Bank's 
Managing Director & CEO 


in early 2008, the timing and cir- 
cumstances were perfect: The stock 
market had just tanked and the bank 
was an organisational jumble. At 
branches, the tellers were upfront 
and customer care at the back. 
Within, there was no clarity on client 


or product segments. 
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Indusind Bank in 87500 


Avg. Market Cap (Rs cr)* 
23 2,917 


Rank '08 Market Cap (Rs cr)* 


203 2,423 


*April-Sept 


The global financial meltdown 
was months away, but what Sobti 


began doing almost immediately after 


joining would keep IndusInd steady 


when the slowdown hit. 

Sobti revamped the branches, got 
people to cross-sell and worked out 
a three-year business plan. IndusInd 
was already reshaping itself for 
tough times. 

"We adopted a theme of produc- 
tivity, profitability and efficiency," says 
the 59-year-old Sobti, who has over 
three decades in public sector and 
multinational banks (his last job was at 


£r 





ABN AMRO India, now part of Royal 
Bank of Scotland, at which he rose 
from a Chief Manager to the Country 
Executive's post over 18 years). 

IndusInd brought in more low- 
cost deposits and pared its non- 
performing assets. The result: Profits 
improved sharply. 

On the qualitative front, the 
stock market started giving a 
higher РЕ (price to earnings) to 
IndusInd Bank once Sobti joined the 
bank and brought in other top notch 
professionals. 

And. as the Br rankings show. 
IndusInd improved its rankings by 
market cap from #203 in 2008 to 
#148 in 2009. 

On the quantitative side, the 
bank significantly improved its asset 
quality and risk management 
capabilities and used the technol- 
ogy platform to deepen its customer 
relationships. 

“Banking remains the same, it's 
only the approach to customers that 
changes," says Sobti. At Indusind, 
Sobti could not fall back on the large 
network of a public sector bank or 
the global strength of a foreign one. 

But this had its advantages. "You 
don't have to go to Amsterdam or 
Singapore for approvals," laughs Sobti. 

Today. Indusind is one of the 
fastest-growing banks in India (in 
2008-09, its net profit was almost 
double the previous year's figure; in 
the first half of the current fiscal, net 
profit is up 200 per cent, year- 
on-year). 

Sobti recruited big and poached 
talent with a performance-based cul- 
ture. It helped that the job market 
had softened considerably. 

"The workforce has jumped from 
2,700 to 4,800 in the last 18-20 
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"Banking remains 
the same, it's only 
the approach to 
customers that 


changes" 


Romesh Sobti, MD & CEO 


months," he says. "We put a lot of 
science, people and money behind 
our distribution business." 

And who were these people at 
the senior levels? Top-notch foreign 
banking professionals with decades of 
experience in banks like ABN AMRO, 
ANZ Grindlays (now Standard 
Chartered ), Citibank, Bank of 
America as part of top management 
team. Also, half the new workforce 
came in last year. 

The new initiatives were sup- 
ported by a new brand campaign— 
“Makes you feel richer" —which repo- 
sitioned IndusInd as a tech-savvy 
bank for the smart and energetic 
young people. 

While repositioning its retail prod- 
ucts like home loans, auto loans and 
remittances, IndusInd Bank intro- 
duced new ones like cash manage- 
ment, structured trade finance and 
supply chain financing. 





Even as he launched new prod- 
ucts, Sobti mobilised Rs 480 crore 
from institutional investors to 
strengthen IndusInd’s capital Базе, 
The capital adequacy of over 15 per 
cent now offers enough headroom 
for the bank to be aggressive in cor- 
porate and retail lending. 

The net interest margin jumped 
from 1.53 per cent in FY08 to 2.86 per 
cent in Q2 of rv10. | 

The bank does not make any for- 
ward-looking statements, but res- 
earch houses reckon Indusind will 
improve its net interest margin —a 
key profitability parameter—from 
1.9 per cent in FY09 to 2.8 per cent 
in ЕҮ11. 

Similarly, the return on assets 
would go up from 0.6 per cent to 
1 per cent and return on net worth 
will jump from 9.8 per cent to 
15.5 per cent by FY11. 

In the second quarter of the cur- 
rent financial, IndusInd reported a 
131-per cent increase in profit after 
tax, possibly the highest for any pri- 
vate sector bank. This continued the 
trend it set in the first quarter ended 
June 30 with a 352 per cent net profit 
jump, when it beat biggies like icici 
Bank and norc Bank. 

The nearest that a bank had 
come to IndusInd was the south- 
based Federal Bank, which reported 
a 100 per cent jump in its net prof- 
its, followed by ves Bank, with an 
85 per cent rise. 

"Things are bouncing back much 
faster than we thought,” says Sobti, 
just before the Q2 results were ann- 
ounced. His goal is clear: Make 
Indusind one of the top three private 
banks in productivity, profitability 
and efficiency. 

ANAND ADHIKARI 
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Maruti Suzuki 


Been 
There, 
Done 


That 


The carmaker kept its cool 
to capture new customer 
segments and geographies. 


Maruti Suzuki in 87500 
Avg. Market Cap (Rs сг)" 
[B 33,730 
Rank ‘08 Market Cap (Rs cr)* 
34 19977 
*April-Sept 


from the snows of Ladakh to 

the hot deserts of Rajasthan 

and India's monsoon tracks, 
and tackling competition from the 
world's best, Maruti Suzuki has been 
there, done that. And so it is with 
rankings: the carmaker has improved 
its market capitalisation ranking from 
#34 in 2008 to #18 in 2009, 

So when Maruti drove right into 
the recessionary mire in the second 
half of 2008. posting negative sales of 
) per cent and 11 per cent in the 
July-September and October- 
December quarters, respectively, it 
did not get into a funk. 

"We did not lose focus on our 
long-term goals during the slow- 
down. We wanted to convert the 
downturn into an opportunity," 
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recalls Ajay Seth, cro, Maruti Suzuki. 

No slashing sticker prices. 
Instead, increase market share. That 
became Maruti's focus. It tapped 
new segments—government emp- 
loyees whose bank balances had 
been topped up by pay commission 
arrears. And new territories— 
rural India. 

"The Sixth Pay Commission rec- 
ommendations meant that govern- 
ment employees had more dispos- 
able incomes while we focussed on 
rural India as it's under penetrated,” 
says Seth. 

Maruti scaled up its already for- 
midable distribution network, inc- 
reasing sales outlets and service cen- 
tres across the country. It has inc- 
reased its sales outlets from 600 across 
393 towns at the end of fiscal 2008 to 
726 in 495 cities now. Its service 
outlets increased from 2,628 in 1,225 
towns to 2,800 in 1,335 towns in 
the same period. 

To drive growth, it continued to 
launch fuel-efficient models like the 
A-Star and the Ritz. 

Says Vaishali Jajoo, Analyst, 
Angel Broking: “Maruti has a size- 
able competitive advantage over the 
new foreign entrants... its widespread 
service and distribution network is 
not easy to replicate.” 

There was no slowdown in capi- 
tal expenditure: Rs 1,600 crore dur- 
ing 2008-09 and a planned Rs 1,800 
crore in the current financial. And 
there’s been no let up in spending on 
research and development, invest- 
ments in innovative products and 
selling and marketing. 

Says Seth: “The idea is to bring in 
the right product and technology in 
the market at the appropriate time.” 
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“During the downturn, 
we did not lose focus on 


our long-term goals” 
Ajay Seth, cro 


Manufacturing capacity has been 
ramped up. “The market is showing 
definite-signs of recovery and it will 
help us in meeting the growing 
demand,” says Seth. 

Referring to the вт 500 ranking, 
Seth says: “Strong fundamentals form 
the basis of shareholders value. 
Market cap increases based on inv- 
estor's perception of the value of the 
company." 

And this, he says, is based on 
Maruti Suzuki's "strong product port- 
folio, financial strength, customer's 
preference, internal controls, sound 
corporate governance and prudent 
financial management policies". 

Says Jajoo: "Maruti's strong brand 
image means that it has the ability to 
maintain market share in intensifying 
competition." 

Maruti is now increasing its focus 
on exports even as its Japanese parent, 
Suzuki, aims to make Maruti its small- 
car manufacturing hub for the world. 
Already. Maruti is riding the demand 
for fuel-efficient small cars. 

Since its first shipment in January 
2009, the "A-Star" has led Maruti's 
exports and has been well-received in 


the European markets such as 
Germany, the uk, the Netherlands, 
France and Belgium. The company 
planned to increase its exports this 
fiscal to 1.5 lakh units from 70,000 
last year, aided by the global eco- 
nomic recovery. Its dedicated export 
port facilities for cars at Mundra is 
already complete and was used for 
the A-Star shipment. 

Says Jajoo: "We estimate the com- 
pany's exports to act as a buffer to 
any loss of its domestic franchise to 
new entrants." 

Seth is not worried about the 
crowd of foreign brands jostling for 
space on Indian roads, although he 
admits that the competitive envi- 
ronment has become more dynamic 
with the entry of foreign players and 
changing customer preferences. 

Maruti Suzuki has maintained 
its market share at around 52 per 
cent consistently over the last few 
years, he points out. 

"Our diverse product offerings, 
new product launches and fuel effi- 
cient cars with advanced engine 
technology have helped us in out- 
performing others. We have made 
focussed efforts for rural markets and 
government employees. Continuous 
focus on kaizen, cost reduction, process 
improvements and productivity enh- 
ancements helps us keep our opera- 
tions lean and provide the edge over 
our competitors," the cro says. 

"In terms of financial perform- 
ance, too, we have outperformed.... 
We are the least leveraged company," 
Seth points out. Maruti's EBITDA mar- 
gin was 12.2 per cent for 2008-09. 
"This, to our understanding. is higher 
than that of our competitors," he says. 

RISHI JOSHI 
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BT 500 READY FOR RECOVERY 


Infosys 


parta 
Margins 


After its core market hit 
self-destruct, Infosys began 
looking at high-margin 
areas and new markets. 


Infosys in BT 500 


Ауд. Market Cap (Rs cr)* 


105,306 


Rank '08 Market Cap (Rs cr)* 


4 97,14 


*April-Sept 





ust the other day, in April, 
Infosys had projected its first- 
ever annual sales decline in its 
28-year history. Then, in September, 
the Bangalore-based technology bell- 
wether seemed to be back on track, 
raising its full year forecast to 
Rs 21,961-22,055 crore (against its 
earlier projection of Rs 21,416-21,747 
crore), reintroducing salary hikes and 
opening up a crack in the recruit- 
ment gate that it had shut a couple of 
quarters ago. 
"Our model has proved to be res- 
olute," said мр & CEO S. ‘Kris’ 
Gopalakrishnan. “Clients are mak- 


m 


ing some decisions, especially in merg- 


"О чуазза 


Infosys' MD & CEO 


hel . ers and acquisitions." In its key fin- 
S. 'Kris' Gopalakrishnan : 


ancial services business alone, Infosvs 


нумуа 


bagged seven new deals, five of which 
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were the outcome of consolidation in 
the industry. 

In a sign of improving times, 
Infosys registered a 7.5 per cent inc- 
rease in net profit for the second quar- 
ter ofthis fiscal as a slew of cost-cutting 
initiatives began to pay off and gun- 
shy customers began to make some 
decisions. Specifically, the company's 
staple financial services business began 
to get to its feet, buoyed by new busi- 
ness resulting from the wave of 
M&As across the industry. Then, 
smaller contributors such as retail 
and energy and utilities showed prom- 
ise for the firm, even as large cus- 
tomers in manufacturing showed few 
signs of improvement. 

Volumes increased by 2.3 per cent 
overall and 3 per cent offshore and 
the rates at which the firm bills its 
customers went up marginally by 
0.4 per cent on a reported basis, even 
though it declined 1.1 per cent on a 
constant currency basis. 

Markets and margins are its new 
mantras. Infosys has also tweaked 
the kind of business it goes after to 
try to boost its profitability. It is foc- 
ussing its efforts on two fronts: One, 
markets such as systems integration, 
consulting and enterprise solutions, 
which offer higher productivity and 
margins. Two, segments such as (тт) 
infrastructure management and test- 
ing and validation, which provide a 
greater offshore component and, there- 
fore, better margins. Essentially, an 
expansion of its consulting business, 
and an entry into non-BFsi markets 
such as retail, energy and utilities. 

To protect its margins—the best in 
the industry and at least 2-3 per cent 
higher than its large rivals—Infosys is 
very selective about the projects it 
pitches for. According to cro 
V. Balakrishnan, the company wins 
barely 30-35 per cent of the projects it 
bids for, often passing on an opportu- 
nity to work on several large deals 
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“Our model has 
proved to be resolute” 


S. 'Kris' Gopalakrishnan 
MD & CEO 


because they dilute margins. 
Meanwhile, all Infosys subsidiaries, 
barring the one for Mexico and Brazil, 
turned profitable. 

The company has nearly $3 bil- 
lion in the bank and is looking for ac- 
quisitions in Europe, which, going by 
Infosys’ conservative nature, will be 
valued at no more than 10 per cent of 
its overall revenue. Unlike its large 
rivals, rcs and Wipro, Infosys has rem- 
ained wary of buying companies, 
making two notable deals, one for 
Expert in Australia and another to 
acquire Philips' captive units in India. 

However, Infosys officials said the 
firm has set up a dedicated M&A unit 
and is now hunting for deals in three 
directions. It is hunting for acquisi- 
tions to extend its geographic reach 
deeper in Europe, Japan and other 
non-English speaking countries and to 
get new technologies such as plat- 
form-based вро firms. Finally, it may 
buy its way into new industries such 
as healthcare and government, said 
S.D. Shibulal, coo, Infosys. 

"We aspire to have one of the 
highest margins in the industry," says 
Shibulal. In a sign of growing confi- 


dence. Infosys also announced that 
headcount at its Chinese operations 
had crossed the 1,000-mark and it 
would soon expand into Brazil, too. 
Clearly, India's second-largest soft- 
ware exporter is steering itself slowly 
to the path of recovery. 

In the latest quarter, India's best- 
known tr firm hired 1,548 people, 
against a net reduction of 945 in the 
first quarter. "Recruitment is closely 
linked to the business environment 
and we do see some stability on this 
front," T.V. Mohandas Pai, Director 
(HR), said. 

Last year, it had hired a total of 
13,663 people, compared to 18,946 
in 2007-08. "The velocity of 
business is slow, there is challenge in 
pricing and significant movement 
in currency," Gopalakrishnan had 
said then. 

Utilisation—employees that are 
billable to customers—has increased 
to 73 per cent from 70.9 per cent in 
the preceding quarter, and Infosys 
also announced pay hikes of 8 per 
cent for its offshore employees and 2 
per cent for onshore Infoscions, 

"In a good year, we normally give 
10-15 per cent hike offshore and this 
typically will have an impact of 
2-3 per cent on our margins,” 
Balakrishnan said. 

Since April, Infosys has been rec- 
overing lost ground by focussing on 
high-margin businesses and keeping 
costs down. It also benefitted from 
the stronger rupee. 

Brokerage house Prabhudas 
Lilladher sees the salary hike, uptick in 
pricing and lateral hiring as good ind- 
icators. “The company reported an 
EBITDA margin expansion of 47 basis 
points Qoo to 34.6 per cent due to cur- 
rency tailwind of 1.5 per cent ооо on 
blended basis, 40 basis points increase 
in offshore-mix and 30 basis points 
improvement in utilisation." it noted. 
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Spark of 
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Exide Industries' CFO 
& Director (Finance) 
A.K. Mukherjee 





Exide Industries had everything going against it, but it made new friends in rural India. 


Exide in 87500 


Avg. Market Cap (Rs cr)* 


Rank '08 Market Cap (Rs cr)* 


100 5,572 
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“Greater focus on 
replacement market 
is the result of robust 
demand...” 


CFO & Director (Finance) 
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ar sales had plunged, and unbra- 

nded batteries had half the re- 

placement market. The industrial 
sector, a major user of lead-acid batteries, 
was slipping into a recession. The price of 
lead, which accounts for 70 per cent of 
input costs, was going through the roof. 

Kolkata-based Exide Industries, a leader 
in lead-acid storage batteries for the aut- 
omotive and industrial sectors, went flat 
out to increase sales and cut costs. 

Exide had no control over sales of cars, 
but 77 per cent of new cars sold in India 
come fitted with Exide batteries and need 
areplacement after two years. So Exide inc- 
reased its presence by entering smaller 
Tier П and Tier III towns. From 30 loca- 
tions in early 2008, it has over 200 across 
the country today. These locations are 
company-owned distribution centres 
which are points of sale to its dealer net- 
work (over 4.000 across the country). 
These centres also work as warehouse 
and service points. 

"Greater focus on replacement market 
is the result of robust demand in this mar- 
ket on account of strong OEM auto sales in 
the previous fiscal. Our superior technol- 


ogy and competitive prices gave us huge 


2009 


scope to grow,” says A.K. Mukherjee, cro 
& Director (Finance), Exide. 

At the back end, Exide cut costs by 
reducing its dependence on lead imports 
and acquiring two smelters. Exide has 
ensured that 40 per cent of its lead req- 
uirements come from its own sources, 
against 28 per cent in 2007-08. Savings 
on raw material costs: 8 per cent. 

Mukherjee expects the replacement 
segment to grow at around 20 per cent for 
the next few quarters. Better still, new- 
car sales have picked up. "We expect the 
recent turnaround of the passenger car 
segment and a robust growth in sales of 
two-wheelers will contribute to ОЕМ seg- 
ment growth,” he says. Then, the gen- 
eral power shortage has fuelled demand for 
back-up devices that depend on batteries. 

But despite all this activity, Exide pre- 
ferred to focus on below-the-line public- 
ity activities and product innovation. 

In the second quarter of 2009-10, 
Exide reported a 92 per cent increase in 
net profit to around Rs 150 crore, com- 
pared with the same period of the previ- 
ous year, with big savings coming from 
lower interest costs. 
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Thermax 


Success under Pressure 


The boiler maker looked at new areas. 


hen you make boilers, 
Thermax in 87500 


Rank 09 Avg. Market Cap (Rs cr)* 
Rank '08 Market Cap (Rs cr)* 


106 5,345 


*April-Sept ring deliveries, cancelling or- 
ders and clamouring for a 


you know all about 
pressure. So, when the 
downturn almost took the 
steam out of Thermax, the 
boiler maker acted on a wide 
front. Customers were defer- 


| The company has been... 


renegotiation of terms. 


Thermax reined in costs. got 
à handle on cash flows and 
SANING MARKET x trimmed the workforce. The 
savings: Rs 80 crore. 
! PRUNING COSTS " d Says M.S. Unnikrishnan, 
| MD & CEO: "... a leaner organ- 
| DIVERSIFYING = isation.... allows us to offer 
| shorter and faster execution 
| Во, ый of contracts." 


Thermax also entered 

Ma new businesses like utility 

boilers. Then it bagged an 

order from an independent power producer. By executing 

only those orders that have a sufficient line of credit, 

Thermax has been able to improve its cash position vastly. 

Says Unnikrishnan: “With the economic recovery gath- 

ering Momentum... Companies across sectors... will spend 
more on capital equipment, which is good news for us.” 

RISHI JOSHI 
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Zee Entertainment Enterprises 
Flee the Kitchen! > 


The flagship has been revamped. 






ut! Kitchen politics or Saans 
Bahu stuff doesn't sell in 
a recession! That was what 
Zee Entertainment Enterprises 
figured when its advertising 
revenues started plunging 
in the third quarter of 
2008-09. 
ertainment's 
Ad revenues are the back- COO Nitin Vaidya 
bone of a television broadcaster 
and Zee began revamping pro- 
gramming. Zee Tv widened the Zee Entertainment in BT 500 


prime time band from 7 p.m. to о ШОСТА 
11р.т, (against the earlier 8- 15 T 647 
10 p.m.), and rebuilt it, intro- r 


ducing shows like Agle Janam Rank'O8 Market Cap (Rs cr)* 
Mohe Bitiya hi Kijo (March 16, 66 Jj 353 
2009) and Aap Ki Antara (June Nod d 
1, 2009). Г -——-- —— 
While ad revenues are yet | The company has been... 
to surge, Zee has steadied the 
net profit. GAINING MARKET 
In the first half of 2008- | SHARE и 





09, ad revenues had grown 


| 
by 30 per cent over the same | PRUNING COSTS и 
period of the previous year. DIVERSIFYING = 


The recession took away that 
growth. And rivals like BUILDING 
Viacom 18's Colors channel CAPACITIES x 
began grabbing eyeballs. | 
Zee had to spend EERIE T 
madly to fight the com- 
petition, but the new shows have helped it close the 
gap with the top two rivals Colors and srAR Plus. 
Nitin Vaidya, coo, Zee Entertainment. says: “In 
Week 34, we had 284 crrs and were growing con- 
sistently... our strength is in content... Zee is not 
dependent on any one programme.” 
Zee has also streamlined its operations, reduced ex- 
penses across the spectrum. It's now links payouts to 
content providers to ratings, and produces its own 
shows whenever it can. Subscription revenues are up. 
Vaidya says: “We are happy to have emerged a 
clear genre leader based on our prc gramming strength 
alone and not on airing movies or running content - 
without commercial breaks. We are creating GRPs and 
not buying them." 
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AMBANI BROTHERS 


AMBANI VS AMBANI 


THE RACE 
FOR VALUE 


Four years after carving out the Reliance 
Group between themselves, the estranged / 
brothers are implementing a string of 

mega projects that could propel them 

into another league. suman LAYAK 
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Banking on his new 
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MARKET 
KNOWS BEST 


Mukesh is ahead in 






































value creation, but 

that also means 
expectations from E 
him are greater. Uu 


RELIANCE 
INDUSTRIES 
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7 by no means a straightforward sprint between а Usain Bolt 

and a Tyson Gay. the two fastest men on the planet 

Rather, it's like the celluloid chariot race between Ben Hur 

and Messala, in which every trick, a few of them not 

from the book, is used. It's only a little over four vears since 

the Ambani brothers agreed to part ways. and in the process carve up the 

Reliance empire built by family patriarch, the late Dhirubhai Ambani. That's too 

short a time to crown either Mukesh (52) or Anil (50) as the winner. The race 

to create value has only just begun. The elder brother would seem to be wav ahead 

if one goes by conventional parameters like market value, sales and profits. But 

it would be Anil who has more irons in a fire that's thrown up a clutch of red-hot 

companies, which hold the promise of propelling his group— The Reliance- 
Anil Dhirubhai Ambani Group. or R-ADAG—into higher orbit. 

Says Raamdeo Agrawal, Joint Managing Director, Motilal Oswal Securities 
"The split has been good for the Ambanis as well as the investors. The brothers’ 
entrepreneurship was unleashed after the split and they have created more 
value since then than what they had done when they were together." Indeed, both 
brothers embarked upon new ventures, raised capital and debt from the markets 
and climbed the global rich lists. Even as the brothers continue to spar in the pub 
lic glare, a refreshingly meaningful exercise 
would be to turn the spotlight to what 
they're trying to create, and what 
they've achieved so far. Let's 
quickly run through some of 
the big value numbers 

According to the 
BT-500 (which is 
based on average 
market cap in the 
April-September 
period as against 
just the September 
ended figures used 
in the graphic 
alongside, and hence 

the slight variations 
| the total market cap ol 
ғ Anil's companies stands 


at Rs 1.53,654 crore 


Mukesh Ambani: 
Ahead of competition in 
terms of market cap, 
sales and profits 
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whilst Mukesh's are valued at Rs 3,62,902 crore, with 
flagship Reliance Industries (RI) accounting for most of that 
(Rs 3.61.460 crore). R-ADAG on the other hand has its mar- 
ket value distributed across a host of companies— Reliance 
Communications (R-Com), Reliance Power, Reliance 
Capital and Reliance Infrastructure. As far as returns go. 
Mukesh's companies seem to be on a better wicket—in 
the вт 500, R-Com has slipped from #3 last year to #12, 
with its average market cap for the March-September 
2009 period plunging 42 per cent. Reliance Power, too, is 
down five places to #17, with its market value plunging by 
almost 30 per cent. Mukesh, by merging Reliance Petroleum 
into RIL has created a Rs 3.61,460 crore monolith. 


How the Two Empires Stack Up 
Anil has more companies, but Mukesh's flagship is 
still the biggest by far. 
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although its market cap is not comparable to the rest of вт 
500 pack as the merged entity listed only in late September. 

The merged кп-Кебапсе Petroleum—Rit's audited 
results for 2008-09 show a consolidated picture—too is 
way ahead on the top line, reporting sales of Rs 146,000 crore 
for the year ended March 2009. The highest ranked R-ADAG 
company, on the other hand, is R-Com, with sales of close to 
Rs 20,000 crore. Reliance Power, ranked #17 in market cap, 
gets a rank of #640 in sales. 

But that’s today’s picture—which could change dras- 
tically in the years ahead. After all, Reliance Power is im- 
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plementing 16 power projects. into which it will sink 
more than Rs 1,00.000 crore—of which the top four will 
account for almost Rs 75,000 crore. The last of these 
four ventures will come on stream by 2015, by which 
time RPL would be generating mega revenues, along with 
thousands of megawatts of power. 


Promises to Keep 
Both brothers have plenty to deliver. Anil pledged to make 
Reliance Capital the largest financial services firm in India. 
He's made progress. Reliance Mutual Fund (largest fund 
house going by assets under management as per AMFI 
data) and Reliance Money (5.000-city network for distri- 
bution of financial products) are top dogs in their respective 
arenas. But that wouldn't be enough for Anil, who has in- 
dicated his intent to buy a bank some day, regulation per- 
mitting. Size and scale are clearly obsessions as they were 
for Dhirubhai (and indeed also for Mukesh). For instance, 
the younger Ambani has a vision of making Reliance 
Power the largest generator of power in the country. And 
he wants to make Reliance Infrastructure a giant in Ерс (en- 
gineering. procurement & construction)-—on the lines of 
Larsen & Toubro, a company that the late Dhirubhai had 
bought into and had become Chairman of in the late '805. 
Engineering & construction is one ambition both broth- 
ers nurse. Mukesh has a 50:50 joint venture with us 
engineering major Bechtel. Reliance Bechtel built кш. 
second refinery at Jamnagar. It is now looking to build 
infrastructure and factories elsewhere—the agreement 
with the MNc, signed in 2006. was renewed last fortnight. 
The maximum potential for value creation among RIL's 
existing businesses lies in exploration and production (E&P) 
of gas and oil. This has the potential to be even larger than 
petrochem & refining, which currently account for 94 per cent 
of ки’ revenues. A recent sum of the parts (sorp) valua- 
tion by Citi's analysts puts a value of close to Rs 1,000 on the 
БАР assets, almost the same as the enterprise value of the 
petrochem & refining portfolio. And don't forget that ви, 
has only just begun producing gas from the кс Basin. The 
company has 31 exploration blocks in India and 14 others 
in the rest of the world and only a handful of those are pro- 
ducing. The Citigroup report on the company says that ru.’s 
operating profits (EBITDA) from oil and gas and retail will 
overtake those from refining and petrochemicals by 2011. 
If there's one вп, business that still doesn't seem to be 
adding significant value, it's organised retail—accounting 
for just Rs 76 of Rs 2,015 per share as per Citi's sorp val- 
uation. Flagged off in 2006, what's difficult to forget is the 
Rs 25,000 crore that was expected to be sunk into re- 
tailing in three years. Analysts reckon that RIL wouldn't 
have invested much more than Rs 1,000 crore, and the 
900-store chain is probably in need of a course correction. 
RIL encountered rough weather recently with its sales 
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ADAG's Power Hunger 


That's one sector into which Anil is pumping big bucks. 
Power will be the sector that sees the bulk of expenditure. 
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UMPP stands for ultra mega power projects 


Оп a Money- Raising Spree 


Anil's group has raised Rs 76,000 crore while Mukesh's has raised 


Rs 47,000 crore since 2005. 
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The Value Within RIL 


Asum of the parts breakdown. 
Enterprise value of 
Petrochem & Refining (a) 
Net Debt (b) 

Total Value of Invest: 
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Value of Treasury | 
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Value for Equity 
Holders (rb«c«d) 


WPre-RPL merger Ж Post RPL merger 











997 


Figures represent Rs/share 


*includes value of investments in E&P assets (Rs 729 pre- RPL merger & Rs 999 post- RPL 
merger) and in organized retail (Rs 51 pre-RPL merger and Rs 76 post-RPL merger); value of 
investment in RPL before it was merged is at Rs 231 


Source: Citi Investment Research & Analysis estimates; report dated October 8, 2009 
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stagnating and the refining business under pressure, 
resulting in a dip in net profits of the recently merged entity. 
Still, Mukesh has made brave decisions like hiking production 
at the new refinery. Those familiar with the company say it is 
ready to build a cracker plant at Jamnagar. at a cost of Rs 
15.000 crore. As long as ви. keeps delivering with 
petrochem/refining and r&r, retailing can take a backseat. at 
least as far as value creation for shareholders is concerned. 

Huge expectations are also riding on Anil. According to 
Anagram Stockbroking. the R-ADAG companies raised 
Rs 76,000 crore in equity (Rs 26.810 crore) and debt (almost 
Rs 50,000 crore) since 2005. кп. has raised Rs 47.000 crore 
in that period (a little under Rs 17,000 crore in equity and a 
little over Rs 30,000 crore in debt). Anil's Reliance Power 
mopped up Rs 1 3,000 crore from the public, most of which is 
lying unspent. If Reliance Power has to get going with its 
projects, much depends on R-ADAG getting assured supply of gas 
from the kc Basin at the price it wants it—$2.34 per mmbtu 
as against $4.2 per mmbtu that RI. wants to charge. 


Tough Times Ahead 
R-Com may also present challenges for Anil in the years 
ahead. Competition is hotting up, and analysts at ratings 
major Fitch, in a recent report, point out that the sector will see 
reduced profitability, which may lead to consolidation. New 
entrants like Tata Docomo and Shyam Systema have launched 
per second billing; R-Com has reacted by cutting call rates to 50 
paise per call for all kinds of call, which will tell on its revenues. 
Like many other telecom players, R-Com has hived olf'its pas- 
sive infrastructure business and is looking at yet another тро. 

In the '90s, when Dhirubhai was firming up his oil-to- 
petrochem-to-textiles integrated blueprint, Mukesh and Anil were 
his trusted lieutenants. Whilst Mukesh was the hands-on man, 
responsible for building the refinery at Jamnagar. Anil was 
the financial whizkid, raising money in the global markets via 
innovative instruments. With such a win-win combination. 
Dhirubhai was able to reward shareholders year 
after year. One estimate suggests that on an original investment 
of Rs 1.000 in Reliance's shares (when it first offered shares to 
the public in 1977) an investor would have earned Rs 1,64,000 
till 2002 when Dhirubhai passed away—a CACR of 43 рег 
cent. Mukesh seems to have taken a leaf from his father's book 
when RIL issued bonus shares to shareholders. V.K, Sharma, Head 
of Research at Anagram Stockbroking, says: "Today's investor 
is more likely to react on a transactional basis rather than on the 
basis of image of the group... The retail investor's fancy for the 
groups hasn't been tested recently, but the last iro from the ADAG 
stable has left bad taste in the mouth of the investor." 

The brothers clearly have the enviable task of emulating 
their late father even as they rattle sabres on the corporate battl- 
efield to prove that "my Reliance is bigger than yours." © 
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RESTRUCTURING PLAN: De-merge 
cement business into a subsidiary, 
Samruddhi Cement. Eventually merge 
Samruddhi Cement with group 
cement company, UltraTech. 


THE BENEFITS: 
€ Allow investors to participate in a 
pure cement company. 





€ Use cash generated by Grasim for 
cement business expansion. 


— Xx 


"The restructuring is designed 
to ensure continued support 
to the rapidly growing cement 
business and simultaneously 
provide Grasim shareholders 
direct participation in the 
pure-play cement company” 


BHASKAR PAUL/WWwW.indiatodayimages.com 


Chairman, Aditya Birla Group 
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In a year in which growth wasn't easy, some of India's biggest | 
conglomerates resorted to restructuring their businesses to unshackle 
value. Will such re-jigs work in the long run? VIRENDRA VERMA 


Bad times have a scientific value. 
These are occasions a good learner 
would not miss. 

Ralph Waldo Emerson 


he 19th century 
American philosopher 
might have not had a 
credit crisis or a global 
recession in mind when 
he held forth on the 
benefits of adversity, but for the cream 
of India Inc., Emerson couldn't be 
more relevant. Fiscal 2008-09 was 
indeed a "bad time" but there was 
some wisdom to be gained for the 
“good learners." Just one of those les- 
sons: Go easy on inorganic growth 
and instead focus on putting your 
house in order. 

Against a backdrop of softening 
demand conditions and slowing 
economies, India Inc. had to look be- 
yond cash flows and profitability to 
continue creating value for share- 
holders. Restructuring has proved to be 
the stone that kills two birds: Not only 
does it help make the company better- 
placed to ride an upturn, whenever it 
comes, it also helps unlock value that 
would otherwise have stayed hidden. 
Promeet Ghosh, Managing Director 
(Investment Banking), pse Merrill 





Lynch, feels that companies resort to 
restructuring when the business case 
for it is compelling and not just 
because a slowdown has impacted 
their stock prices. He adds that syner- 
gies and cost-savings are two big trig- 
gers for restructuring the portfolio. 
India's biggest conglomerates— 
the Tatas, the Aditya Birla Group, 
and Mukesh Ambanis' Reliance 
Industries Ltd. (RiL)—have been 
re-jigging their sprawling empires 
precisely for those reasons. Mergers. 
demergers and acquisitions of stakes 
are being orchestrated, the big dif- 
ference being that they're all intra- 
group transactions. The benefits: A 
sharper focus, higher valuations, and 
enhanced synergies. At the same 
time, promoters who chased organic 
and inorganic growth in the gung-ho 
times—often with dollops of debt in 
tow—are beginning to clean up their 
acts. Non-core businesses are being ei- 
ther hived off or sold, and in more 
than a few cases those proceeds are 
being used to retire high-cost debt. 
Let's start with the Aditya Birla 
Group, which has hived off group 
company Grasim's cement division 
into a subsidiary company. Grasim 
now becomes a pure-play producer 
of viscose staple fibre (552), a man- 


URGE TO MERGE 
& DEMERGE 


Why business groups 
are restructuring. 


e Restructuring can 
create short-term 
value with the promise 
of a sharper focus over 
the longer term. 


e Pure-play businesses 
(eg: just cement or just 
petrochem) get better 
valuations from 
investors. 


е Operational and 
financial synergies 
between businesses 
can be enhanced. 


@ Sale of non-core 
businesses can allow 
for more focus on 
the core. 

e Proceeds of sale can 


be used to retire 
high-cost debt. 
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made fibre with cotton-like charac- 
teristics that is used to make apparels 
and dress material. The subsidiary, 
Samruddhi Cement, in turn will be, at 
a later date, merged into Birla's 
cement company UltraTech, thereby 
creating two distinct and sharply 
focussed entities. “The cement business 
will enjoy a better valuation outside of 
Grasim rather than as a part of a 
Grasim that has multiple businesses 
(vse and cement),” says Kumar 
Mangalam Birla, Chairman, Aditya 
Birla Group. Analysts agree that the 
new structure will help in improving 
the valuation of the cement business. 
and is a positive for UltraTech. Also, by 
virtue of UltraTech being a 54.78 per 
cent-owned subsidiary of Grasim. it 
can rely on the financial strength ol 
the vsr producer 

While Birla's aim is to create value 
by building a cement colossus via a 
demerger, Mukesh Ambani's ки. has 
gone the other way, opting to merge a 
group company in a bid to become a 
global energy giant. There was alwavs 


speculation that Ambani would even- 
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tually merge Reliance Petroleum Ltd. 


(RPL), the company floated to build a 
second refinery of 5.8-lakh barrels of oil 
per day in Jamnagar, into RIL. And 
\mbani eventually did oblige. “It is a 
Significant step in our goal to be 
among the largest global corpora- 
tion,” said Mukesh Ambani, 
Chairman, RIL, at the time of the 
merger. Most analysts tracking the 
firm say the merger was the need of the 
hour as sharp fluctuations in global 
crude prices were resulting in unstable 
refining margins. RIL's cash flows from 
its petrochemicals business—which 
is a natural hedge to refining—will 
help neutralise the slowdown. 

Other than the financial implica- 
tions, the merger puts ки. among the 
top 10 private sector refining com- 
panies in the world, controlling a 
fourth of the world's complex- 
refining capacity. “ки. will have 
improved cash flows, a stronger bal- 
ance sheet and lower cost of capital 
post-merger," says Deepak Pareek, 
research analyst at Angel Broking. 

lhe Tatas, meantime, have shifted 


RESTRUCTURING PLAN: Merger of Reliance 
Petroleum with Reliance Industries. 


THE BENEFITS 


@ Make Reliance Industries an integrated 
global energy company. 


@ Reduce earnings volatility for Reliance 
Petroleum due to fluctuating oil prices. 


“This follows Reliance 

Industries’ philosophy of creating 
enduring value for all our 
stakeholders. It is a significant 
step in our goal to be among 

the largest global corporations” 


Chairman, Reliance Industries 


focus from global acquisitions to con 

solidating the group's myriad busi- 
nesses—or at least those in which syn 

ergies exist. The first step in this direc 

tion was taken when Tata Chemicals 
increased its stake in group company, 
agrochemicals major Rallis India. from 
9.4 per cent to 46 per cent. The aim is 
to have a common pool ol customers 
using both the companies' products 
"There is some synergy and a team is 
being built to derive more synergies," 
says R. Mukundan, Managing Director, 
Tata Chemicals. Some of the synergies 
Tata Chemicals and Rallis will try to ex- 
ploit are the marketing of agrochemicals 
ofthe latter through Tata Chem's 600 
rural retail outlets. 

Restructuring at India Inc. is also 
being driven by promoters who've 
been singed by slowing consumer 
demand. This, coupled with mount- 
ing high-cost debt, have called for 
streamlining operations and attempts 
to extract value by creating stand- 
alone entities for different businesses. 
Future Group's Pantaloon Retail (India) 
is one such company. High real 
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Tata Chemicals 


RESTRUCTURING PLAN: Increase stake 
in Rallis India; perhaps merge it over 
the longer term. 


THE BENEFITS: 
€ Increased focus on agriculture sector. 


€ Reach out to common customers- 
the farmer-and use Tata 
Chemicals’ rural retail outlets to 
sell agrochemicals. 


“Our effort will be to support 
Rallis in whatever way we can 
as a large shareholder. There 
is some synergy and a team 
is being built to. have more 
synergies. We will work 
together to make Rallis 

even more stronger” 


R. MUKUNDAN 
MD, Tata Chemicals 


estate prices and mounting debt have 
made cash-generation difficult, One 
option for Kishore Biyani, Chairman, 
Future Group, is to restructure the 
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overall operations. “Our plan is to 
have three separate businesses: Retail, 
financial services and others (like 
brands, media and logistics) and raise 
cash by selling stakes in each of them,” 
says Biyani. The businesses under flag- 
ship Pantaloon Retail could also be 
carved out, with the hypermarkets 
arm, Big Bazaar, being hived off into a 
separate company, leaving Pantaloon 
as a pure-play fashion & lifestyle 
retailer. Earlier in the year, the group 
had a plan to attract private equity 
via the foreign direct investment route, 
but some policy issues have to be sorted 
out. Biyani declines to elaborate on 
the revised plan. “There are several 
technical issues and these are being 
sorted out,” he says. 

Clearly, the economic slowdown 
provided big Indian businesses with a 
great opportunity to align its busi- 
nesses in line with its overall vision. All 
the value-unlocking in a difficult year 
will come handy once the going gets 
good, and the benefits of synergies 
and cost-cutting begin to reflect 
in valuations. © 
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URGE TO PURGE 


A few promoters have been forced 
to sell non-core assets to protect 
their flagships. 


or some of India Inc., restructuring 
F was also necessitated after they 
were caught by the global 
meltdown. Whilst some, like pharma major 
Wockhardt, took a hit because of their 
exposure to currency derivatives, others, 
like Unitech, got steamrolled by mounting 
debt and plunging real-estate prices. 
Selling non-core assets to retire or 
restructure debt was the only option. 

For Wockhardt, the spoilers were a 
provision of Rs 866 crore for mark-to- 
market losses in the forex derivates mar- 
ket, and interest payment of Rs 439 crore 
for the 18 months ended June 2009. 
However, the company has disputed some 
of the forex derivatives contracts with the 
respective banks. "We have advisors and 
legal experts in India and the UK to advise 
us on the mark-to-market situation," says 
Habil Khorakhiwala, Chairman, Wockhardt. 
To overcome these losses and high inter- 
est cost, Wockhardt had to sell some of its 
non-core businesses like nutrition, animal 
healthcare and a German subsidiary 
Esparma, from which it raised Rs 770 
crore. It has also been able to restructure 
debt of over Rs, 1,100 crore from the 
Indian bankers, with lower interest rates. 

Unitech was forced to sell some of its 
hotel properties, commercial complexes 
and also a majority stake in its telecom 
venture Unitech Wireless to Norway's 
Telenor Mobile Communications. In its 
core business, it is now focussing on 
affordable housing. The priority today is 
not adding to the land bank but generat- 
ing cash pronto. The divestments, coupled 
with the focus on improving cash flows, 
helped bring down the debt position from 
Rs 10,900 crore at the end of December 
2008 to Rs 8,900 crore by March, 2009, 
Company officials were not available for 
comments on the restructuring, but 
Clearly Managing Director Sanjay Chandra 
would like to echo Khorakiwala, who told 
BT. "We believe we can emerge 
successfully out of this situation soon,” 
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While most Indian companies have yet to incorporate 
risk analysis in their businesses even after being hit by 
the slowdown, a handful has shown India Inc. why 









it's essential to do so. pusa MEHRA 


n January 2008, Group cro of 
the Future Group Kishore 
Biyani gave his staff a war cry: 
Garv se kaho hum kanjoos hain. 
He had sensed that real estate 
prices were rising. and costs 
of acquiring people and, in general, 
doing business were going through 
the roof. "The markets had been 
doing well before that and we'd been 
taking so much risk, but that clearly 
couldn't go on." he recalls. 
Realisation about risk-reduction, 
however, really set in when the com- 
pany began to feel the pain from dete- 
riorating market conditions during 
the slowdown. Biyani converted his 
management style to "get more out 
ofthe same" and senstivised the entire 
organisation to measuring the overall 
risk in every possible scenario. "We've 
now turned too defensive and I am 
trying to get us out of this mode to 
exercise controlled aggression," he 
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PERILS OF IGNORING 
RISK 


e Firms are becoming more 
conscious about the need 
to minimise risk in today's 
business landscape. 


@ However, most have not 
been rigorous about embedding 
a culture of risk mitigation in 
their company's DNA. 


e Firms that ignore catastrophes, 
which have a low probability 
of occurring, could face 
devastating consequences. 


e Firms need to figure out 
where to place bets, where to 
hedge them, and where to 
avoid betting altogether. 





says. The company is attempting to 
strike a better balance between risk 
and caution with a leadership con- 
clave in early November that will assess 
future risks, amongst other things. 
Fact is, Biyani aside, few Indian 
companies have been fully cognisant 
of the sizable risks that increasingly 
confront their businesses in an era 
where wild swings in commodity 
prices, fluctuations in currencies or 
an improper assessment of political 
or business landscapes have damaged 
companies. For instance, getting a 
handle on complex financial deriva- 
tives would have saved Hexaware 
and Wockhardt from the colossal hits 
they took last financial year. The slow- 
down in the last year has only height- 
ened the vulnerability of firms who 
haven't safeguarded themselves. 
Some companies, however, seem 
to be waking up to the urgent need 
to manage risk. A recent Ernst & 


Young survey shows the size, magni- 
tude and reach of risk-management 
functions are on the rise in bigger com- 


panies. Today, the more enlightened of 


independent directors have begun 
questioning vulnerabilities and Boards 
in general are calling for risk reduction. 
"By and large, risk management in 
India commenced with identification 
of risks for the purposes of complying 


with the regulation of Clause 49 of 


the Listing Agreement," says Neville 
Dumasia, Head of Governance, Risk & 
Compliance Services at KPMG. "But 
when Lehman happened, Indian com- 
panies started asking what went so 
wrong and they figured that there had 
been a lack of following robust risk- 
management practices and perhaps 
overruling of the basic tenets.” he adds. 


Still. fact is, the transformation of 


this gradual awareness into a risk 
culture that is embedded into the DNA 
of organisations is far from reality. 
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F&v's survey shows that a significant 
proportion of top companies still do not 
have a clearly-defined charter for 
internal audits. The effort spent on 
internal controls over financial 
reporting (ICFR) is still not comparable 
to global benchmarks. And the 
momentum gained through Clause 
49 compliance (which mandated iden- 
tification of certain types of risk) 
efforts is now reducing. 

Problem is, Clause 49-driven risk 
management is limited to processes. 
It does not pay adequate attention 
to other kinds of risk such as sover- 
eign, currency, commodity, and 
strategic risk. Companies investing 
in new projects that fail to sufficiently 
cushion themselves from the risk em- 
anating from, say, operating ina 
country that has fickle power sup- 
ply, chronic labour problems or a 
high rate of kidnapping of business- 
men. can be in for a nasty surprise. 


Group CEO, Future Group 


DE-RISKING ACTIVITY: 

Senstivised his firm to assess 
risk in every department. A 
leadership conclave to focus 
on gauging future risks. 


Sometimes. the probability of cata 
strophic risks occurring is so low that 
it simply drops below the radar screen 
“Organisations failed to think through 
the scenarios and underestimated 
the interconnectivity between the 
risks. If the risk of a catastrophic event 
happening was only 1 per cent. it 
was mentally dismissed," says Ram 
Sarvepalli, Risk Head for F& 

There are, however, a few firms 
like Bivani's, which have managed 
to thrive in an era of uncertainty 


When the Sensex was struggling 
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around half of what it is now, very 
few companies seized the opportunity 
to reduce their foreign debt raised in 
the form of foreign currency convert- 
ible bonds (rccas). One of the few to 
benefit from the weakness in stock 
markets was Hotel Leela Venture. In 
the weeks before the year ended in 
March, the hospitality group repaid a 


quarter of its euro debt and a third of 


its dollar debt with ғссв buybacks at a 
huge discount. In other words, the 
group cleared a good part of its debt by 
paying back less than what it had 


raised. "The вссв buyback was one of 


our key risk-mitigating initiatives,” 
says V.L. Ganesh, Director (Finance) 
and Chief Financial Officer (cro), Hotel 


Leela Venture. "We took advantage of 


the depressed prices of Feces, bought 
back a major percentage of exposure 
and derived a major profit in the 
process," he adds. 

For Apollo Tyres, the manage- 
ment of fluctuations in prices and 
supply of raw materials—mainly 


Director (Finance) & CFO, Hotel Leela 
Venture 

DE-RISKING ACTIVITY: 

Took advantage of 
depressed prices of FCCBs 
when markets were weak 
and bought back a major 
percentage of its exposure. 
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commodities such as rubber and 





crude—have always been a big 
challenge and its ability to do this 
well saw it emerge relatively un- 
scathed from the turbulence of the 
last few years. Apollo had set up 
forecast models three years ago for 
managing this key vulnerability 
which feeds into a risk map that 
aggregates the exposure of each 
functional department. Last year, 
before the quarter ended in March, 
global commodity prices skyrock- 
eted, and the raw material risk-rat- 
ing hit the critical level of 5 on a 
meter of 1 to 5. Apollo scrambled to 
soften the impact using a two- 
pronged strategy: some of the ex- 
pected price rise was passed on to 
consumers and inventories were 
built to prepare against higher 
future costs. The risk management 
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Chief Financial Officer, Apollo Tyres 


DE-RISKING ACTIVITY: 

Set up forecast models three 
years ago for managing 
swings in rubber and crude 
prices. A risk map aggre- 
gates the exposure of each 
functional department. 


model protected the company and 
aided its sharp recovery starting 
January 2009. Today, the com- 
pany seems to be more aware of 
risk than ever. "If our internal au- 
dit officers or Board members earlier 
asked us 10 questions related to 
risk, they are now asking a few 
more than that. They want to know 
what could go wrong and how ro- 
bust are our practices," says Sunam 
Sarkar, cro, Apollo Tyres. 

The lesson to learn from these 
companies is not to avoid risk alto- 
gether—after all, without risk, there 
would be no rewards. The point is 





for companies to manage risk well— 

that is, to choose where to place bets, 

where to hedge bets, and where to 
avoid betting altogether. © 
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“Canons energy efficient multi-function devices 


have helped me save up to 40% on power consumption. 


[ rely on Canon technology. 


Deepak Malhotra 
Sr. VP, Broadcast Engineering, Tata Sky 


Canon multi-function devices, the preferred document solution expert of the leaders. 


He is just one of the many who have placed their trust in Canon multi-function devices. They give y 


speed and high security with features like WiFi, network facilities and 128-bit data encryption Working to 
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Print Health а Shop No. 1 & 2, Vipul Agora Mall, M.G.Road, Gurgaon. Ph. С 
heck Up to 58888 No.135, Ground Floor, Brigade Tower, Brigade Road, Bengaluru Ph 
^ 312A. 3rd floor, Atria Mall, Dr. Annie Besant Road, Worli, Mumbal. Ph. 0 
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SALARY 


The 


ueeze 
at the Top 


A clutch of CEOs resorted to pay cuts 
in a tough year. Not all head honchos, 
however, were in such a Spartan 
State of mind. RACHNA M. KOPPIKAR 


T 


and “vulgar"—cxo pay-packets. Take #2: A few days later 


ake #1: Corporate Affairs Minister Salman 
Khurshid stirs a hornet's nest when he blurts 
out that government should cap sky-rc cketing— 


Khurshid clarifies that he was reacting to complaints from 
board members and shareholders about bloated pay 
packages to the top brass. In fact, rather than capping 
pays, the government was considering unshackling CEO 
pay—the Companies Act currently puts a lid of 11 per 
cent of a company's annual profits as the remuneration 
for all directors put together. 

Days after Khurshid made his stand clear, Mukesh 
Ambani, Chairman and wp, Reliance Industries (RIL), 


CEOS WHO TOOK A PAY CUT 













www.ind 


tal salary came down from 
Rs 5.38 crore to Rs 4.62 crore. 


Baba Kalyani, CMD, 
Bharat Forge 


iOSWANI/ 


117 


Total Compensation (Rs сг) 
COMPANY NAME NAME DESIGNATION FY 08-09 FY 07-08 96 CHANGE ¢ 
Aditya Birla Nuvo А =? Kumar Mangalam Birla CH 0.01 0.93 -98.9 
Wockhardt * ~ Habil F. Khorakiwala CH 1.76 8.08 -78.2 
Eicher Motors * "am Siddhartha Lal MD 0.41 1.66 15.3 
Maruti Suzuki India ** Hirofumi Nagao Jt. MD 0.39 1.42 -72.4 
JSW Steel C : Sajjan Jindal Vice CH & MD 6.56 16.73 -60.8 
Bajaj Hindusthan * Shishir Bajaj CH & MD 1.08 2.23 -51.5 
HCL Infosystems * Ajai Chowdhry СН & CEO 1.47 2.19 -47.2 
MphasiS * Deepak Patel MD 1.72 3.24 -46.9 
Great Eastern Shipping Co. K.M. Sheth Exec. CH 4.03 7.21 -44.2 
Apollo Tyres Onkar S. Kanwar CH & MD 9.21 15.54 -40.7 
Hindustan Construction Co. Ajit Gulabchand CH & MD 4.68 7.58 -38.3 
Hotel Leela Venture Dinesh Nair Jt. MD 1.67 2.67 -37.4 
EID-Parry (India) S.S. Mukherji Vice CH 4.37 6.53 -33.0 у 
EIH Arjun Oberoi Jt. MD 1.87 2.64 -29.4 
Elecon Engineering Co. Prayasvin B. Patel CH & MD 3.02 3.87 -22.0 
Bharat Forge B.N. Kalyani Vice CH & MD 4.62 5.38 -14.1 


** ceased to be the director of the company from July 08. All 
* as companies follow a different financial year ending 


data for the FY ended March 31, 2009 except for those marked with 







The steel czar took Б 
a60 per centcut Т 
5 in salary. 
Sajjan Jindal, — 
VC & MD JSW Steel. 


appeared to have got the message when he announced 
whopping 66 per cent cut in his annual salan 


Rs 44 crore to Rs 15 crore. A company release also said 





that it will replace the existing compensation policy of pure 






percentage to net profits with a capped structure. Khurshid 





gave a vigorous nod of approval. “It is voluntary, sensitive 
and a significant gesture,” he is reported to have said 
Гһе elder Ambani wasn't the only one in such a 
“sensitive” state of mind. Younger brother Anil had a fort 
night earlier told shareholders of one of his five listed grouy 
companies, Reliance Communications (R-Com), that 
he would not take home Rs 30 crore in commissions 
R-Com is one of the biggest losers in the вт 500, dowi 


9 places from the previous year's #3 to #12 


Whilst Mukesh's move is seen as voluntary 
isn't quite the case for many other promoters ani 
For those whose commission income has dried up. th 
cut could have been unintentional. Reason: Comm 
ssions, which are a key component of salaries of the 
top brass, are linked to a company's net profits. Toy 
directors are allowed to draw commissions of up t 
per cent of net profits. So, if the bottom line sags, com 
missions duly come down. Consider, for instance, Sajjan 
Jindal, Vice Chairman & Managing Director, jsw Steel 
who saw a 60 per cent cut in his remuneration as h 
company's profits fell from Rs 2,484 crore a year ago | 
Rs 677.63 crore in the year-ended March 31. 2009. His 
salary dipped a bit, but commission income plunged 
from Rs 12.56 crore to Rs 3.33 crore. The company has 
a policy of paying not more than 0.5 per cent of net prol 
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its in commission to the Vice Chairman 


CEOs WHO SAW THE MAXIMUM INCREASE IN PAY 





Total Compensation (Rs cr) 
$ COMPANY NAME NAME DESIGNATION FY08-09 ҒҮ07-08 9% CHANGE 
Rolta India * i A.P. Singh Jt. MD 2.25 0.34 553.40 
CESC Sumantra Banerjee MD 2.95 0.59 400.31 
Maruti Suzuki India Shinzo Nakanishi MD & CEO 1.97 0.47 316.81 
Reliance Communications ** Anil D. Ambani CH 30.02 11.01 172.78 
Ipca Laboratories Premchand Godha MD 3.89 2.10 85.05 
Bajaj Auto Rahul Bajaj CH 6.27 3.81 64.70 
Bajaj Auto Madhur Bajaj Vice CH 4.14 2.53 63.55 
Ballarpur Industries * Gautam Thapar CH 5.88 3.62 62.28 
JK Lakshmi Cement Bharat Hari Singhania Vice CH & MD 6.18 449 31.15 
Shree Cement H.M. Bangur MD 6.45 472 36.61 
Mundra Port & SEZ Gautam S. Adani CH & MD 10.83 8.25 31.25 
Apollo Hospitals Enterprise Prathap C. Reddy (Dr.) Exec. CH 8.62 6.90 24.93 
/ Gujarat Fluorochemicals V.K. Jain MD 20.73 16.88 22.86 
Divis Laboratories Murali K. Divi CH & MD 15.61 13.25 17.76 
India Cements N. Srinivasan Vice CH & MD 14.28 12.14 17.63 
Bharti Airtel Sunil Bharti Mittal CH & MD 22.90 19.55 17.12 





** Anil D. Ambani announced plans to forgo Rs 30 crore in commission Source: CMIE Prowess, Company Annual Reports 
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“Promoters Must Set an Example” 


RAHUL BAJAJ 
Chairman, Bajaj Auto Limited 


do not agree with those who want government to cap CEO salaries. 
| believe salaries of CEOs should be determined by the Board of 
Directors and approved by shareholders in the general body meeting. 
Like everything else in life and business, | would like the emoluments 
of CEOs to be reasonable keeping in mind market conditions. 

| do not understand what is meant by "vulgar" with respect to salaries 
of CEOs except that the reference is probably to salaries which may be 
deemed exorbitantly high. However, a company with Rs 100,000-crore 
market cap will have a different salary for its top management including 
the CEO than a company with a market cap of less than Rs 100 crore. 
Similarly, salaries/emoluments would depend on the person concerned 
and his experience and capability. | believe, however, that while the above 
should apply to professional CEOs, there is need for the promoter CEOs to 
have a voluntary restraint on their salaries/emoluments. Promoters, by 
definition, have other income and in any case will not leave their company 
to join another one. Hence, they must set an example. 

To the extent government finds that СИ or any other business 
organisation does not come out with a satisfactory voluntary code of 
conduct for remunerations of CEOs, | believe government could keep in 
the Companies Act a cap on emoluments of Promoter CEOs as a 
percentage of net profit of the company. Currently, for an individual CEO 
the figure is 5 per cent and for the Board as a whole, 11 per cent. The 
figure for the individual CEO, if he is a Promoter, may be fixed at 1 per 
cent of the profits of the company as calculated at present. However, a 
promoter CEO may be allowed a certain minimum emolument per annum 
in case of absence or inadequacy of profits in a company. 


Wockhardt Chairman Habil F. 
Khorakiwala took home just Rs 1.76 
crore in fiscal 2008-09 against the 
previous year's Rs 8.08 crore, which 
included a commission of Rs 7 crore. 
The company is currently in the 
trenches because of huge mark-to- 
market losses in the forex market, 
which have necessitated a corporate 
debt restructuring (CDR) scheme. "I 
took a pay cut much before the com- 
pany faced problems, in 2008; and, in 
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2009, there was a freeze on salary at 
all levels," says Khorakhiwala. 
Bharat Forge's cmp Baba Kalyani's 
salary went up from Rs 1.8 crore to 
Rs 2.5 crore. A 20 per cent cut that 
was reported a few months ago in 
sections of the media appears to be 
restricted to his commission income, 
which has more than halved from 
Rs 3.1 crore to Rs 1.5 crore in the 
financial year 2009, thereby bringing 
down his total remuneration by 14 per 


cent. The company didn't respond as 
it's in the silent period for fund raising. 

In some large companies which 
are part of a conglomerate, senior 
directors have forgone their sitting 
fees or the commission income. For 
instance, Kumar Mangalam Birla's 
income from UltraTech Cement and 
Grasim Industries remained at the 
previous year's level. His commis- 
sion income from Hindalco came 
down from Rs 8.89 crore to Rs 6.79 
crore whilst in Aditya Birla Nuvo, he 
gave it a miss. 


Cut? No way 

However, for each CEO who took a 
cut, there are two who saw a sharp 
increase in their remuneration. Much 
of the increased compensation has to 
do with the performance of the top 
honchos' respective sectors, too. 
Industries such as fast-moving 
consumer goods and telecom didn't 
face as much of the heat of the slow- 
down as those like automobiles and 
commodities did. Unsurprisingly, 
then, Sunil Bharti Mittal, Chairman 
& мр, Bharti Airtel, saw a 17 per 
cent increase in his total remunera- 
tion, which stood at Rs 22.89 crore; 
this included a performance-linked 
incentive of Rs 13.2 crore. 

Human resource consultants 
believe it may be too early to con- 
clude that India Inc. is on an auster- 
ity mission as one needs to see it in 
context of the shareholding pattern of 
the companies. In India, most of the 
blue-chips are run by promoter-cEos 
along with their managers; few have 
outside professionals at the top. "For 
a professional ско, salary is the only 
main source of income and a salary 
cut could be a disincentive for him. On 
the other hand, if promoter св05 forgo 
their commission or salary, they can 
still earn through dividends and price 
appreciation of the shares held by 
them,” points out E. Balaji, CEO and 
Director, Ma Foi Consultants (see 
Rahul Bajaj's take in “Promoters Must 
Set an Example"). © 
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For almost a decade it was seen as the industry that could do no wrong but the 
telecom sector is facing up to several demons today. The question is not one 
er Seius 











n the early days of India's telecom gold rush in the late 1990s, well 
before the rich veins of gold were struck, subscriber growth was a 
big story, even though the numbers added were less than 100,000 
every month. Today, Bharti Airtel, India's leading mobile operator, 
adds almost that many subscribers every day. Yet. behind the 

“= massive numbers—India will close the September 2009 quarter with 
over 470 million mobile connections—things are not quite so rosy. There 
is an apparent mismatch between the actual number of connections and 
active users. Worse still, while telecom operators claim that they have 
never really cared about revenues per user, the same has been falling 
sharply—ten per cent each quarter over the past few quarters to stand at 
around Rs 150 today. And with operators needing to go deeper and 
deeper into rural India to attract subscribers, network costs per subscriber 
have not been declining so sharply. 

It is "connections" rather than subscribers that is the biggest worry for 
the telecom industry. There is a disconnect between the actual number of sub- 
scribers and those publicised by the Telecom Regulatory Authority of India 
(TRAD, but it is not clear. Pankaj Mahindroo, President, Indian Cellular 
Association (ica), a body that represents mobile hardware manufacturers in 
India, says, “As per data, we are on average adding 12 million connections 
every month. But only 11 million odd handsets are being sold, of which maybe 
3-4 million are replacement handsets. Even if one assumes some second-hand 
handsets and dual-sim handsets, there is still a disconnect.” In fact, some in 
the industry estimate the number of duplicated subscribers to be as high as 
100 million, and if that were true then India's wireless subscriber base today 
would be closer to 370 million rather than 470 million. 

Then, there is heavy churn in the subscriber base of operators—some say 
itis as much as 40 per cent annually. This is partly due to the fact that some 
users use and throw sim cards once a month, but the churn is mainly being 
fuelled by new operators offering rock-bottom prices and deals to resellers. 

But the new operators have a logic behind their apparent madness. 
"There is high penetration in urban markets. But there is also a larger than 
earlier estimated double and triple sm holders. So, penetration may not mean 
those many customers. Also, people who currently have one connection are 
increasingly buying a second or a third connection. That's an urban 
opportunity." says Stefan Erik-Vellar, Managing Director, Unitech Wireless, 
which is shortly going to start services under the UniNor brand. 

“We always tell our investors not to look at our subscriber marketshare 
but at our revenue marketshare,” says Sanjay Kapoor, Joint ceo, Bharti Airtel. 
He argues that with several new operators entering the market, subscriber 
numbers are not the best yardstick to measure Indian telecom operators. 
This is so because all new operators are advertising extremely low tariffs in 
“a race to the bottom”, according to Mahindroo. “These tariffs are not 
sustainable for a small operator. Being the largest operator, we have the traffic 
volume to keep our costs down, and we are transparent,” Kapoor adds. 

In fact, Kapoor foresees large-scale consolidation in the sector in the com- 
ing years. “I feel the market will coalesce into four-five operators and if 
international markets are any indication, the top two players will be prof- 
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2009 ШЕШ 50 paise 
Average Revenues Per User (per month) 
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2009 № Rs 150 
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..ANDNETWORK . — 
COSTS HAVE FALLEN TOO... 
Network costs per subscriber 
2001 

2009 Mili Rs 3,500 


... THE CHALLENGE IS... 


& To retain profitability as call rates 
decline 


№ To encourage users to talk more 
and increase иѕаде 

m То prompt users to use more — 
value-added services such as _ 
mobile data and ringtones 


...50 EXPECT IN 5 YEARS 


æ Rich data services on mobile 
devices with next-generation 
networks 


E Consolidation i in the industry 
which will see some smaller 
players weeded out 


æ India reaching close to 100 per 
cent mobile penetration 
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itable and the rest will be marginal." Vellar disagrees, "In a 
hypercompetitive market, price wars are to be expected. 
Margins will always be under pressure. As a new operator, 
we have no burden of legacy. We don't own expensive 
equipment and towers, or have hundreds on our rolls to 
manage them. We find the best partners and the latest 
technology and get them to do this for us." 

How bad are revenues? For the quarter ended June 
2009, according to the TRAI's latest report, the monthly 
Average Revenues Per User (ARPU) for GSM operators declined 
by ten per cent quarter-on-quarter to Rs 185. For СОМА op- 
erators, the decline was 7.2 per cent to Rs 92. 


Light on the Horizon? 

"There is still a whole lot of opportunity. As we penetrate 
deeper into the countryside we see a whole new class of con- 
sumers pick up mobile phones. And as that mobile ecosys- 
tem grows and the economy picks up, we expect rev- 
enues and minutes growth to pick-up,” Airtel's Kapoor says. 
Vellar concurs here. "Rural markets are clearly under- 
penetrated with more basic consumption. The potential 
there is clearly through new connections and evolution on 
products and services," he says. 

The other interesting point, Kapoor points out, is the 
climb in data usage. Unsurprisingly, one of the latest entrants 
into the nationwide cellular market, Aircel, has decided to 
make data their main selling plank. "Only ten per cent of 
Indian operators' revenues come from data (and value-added 
services) now. Data usage is going to climb, especially be- 


"Data usage is going to climb because India is a 
young country where youth want to do more. In 
many cases the mobile screen will replace the 
computer screen " 

C00, Aircel 








^| feel the market will coalesce into four-five 

operators and if international markets are any 

indication, the top two players will be profitable. 
r, Joint CEO, Bharti Airtel 


cause India is a young country where youth want to do 
more. In many cases the mobile screen will replace the 
computer screen,” says Gurdeep Singh, coo, Aircel. 

Vellar feels that customers will demand more from 
operators in times to come, and he is basing his strategy 
around that. “We have a lot of respect for competition. 
Some of the largest service providers operate in this market. 
But we also believe that a lot more can be done to try and get 
closer to the customer.” 

But the big bet for Kapoor and most of his peers—in fact, 
for the whole industry—remains next-generation net- 
works, particularly 3G. These networks, which will be 
built using the High-Speed Packet Access (HSPA) stan- 
dard, promise far improved connectivity for users cou- 
pled with higher speeds. But 3G itself has been stuck in a 
quagmire for years with delayed auctions and sniping 
between the Department of Telecom and the defence es- 
tablishment, which is hoarding the spectrum required 
for 3G use (this particular band of spectrum—2 100 mega- 
hertz—is reserved for mobile communications, accord- 
ing to the International Telecom Union). 

In the meantime, the additional 2G licence holders 
have been launching their services and skewing the mar- 


ket further. The recent raids by the Central Bureau of 


Investigation (св!) at the Department of Telecom have 
raised serious questions about last winter's rushed tele- 
com licence dole-out. These will only create more problems 
for an already troubled telecom industry. © 
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At Kyocera Mita we believe in "Customer First", creating true customer 
satisfaction by providing the greatest value through all business cycles. 

With Kyocera Mita this approach takes the tangible forms of our printer brand 
"ECOSYS*" and the multifunctional system brand "TASKalfa." 

Our printers and multifunctional printers, meeting the demands of cost, ecology 
and performance, won 2009 BERTL's BEST Awards in a total of 10 categories. 
an addition, the TASKalfa 500ci series won five stars - the highest rating - proving 
the high reliability of Kyocera's technology. We continue our unending pursuit of 

value and reliability, and so remain the best partner for our customers. 





* Kyocera's acclaimed concept of environmentally-friendly products. 
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Jaiprakash Associates... 
GMR Infrastructure... £ 
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Nearly 80 per cent of the India we envisage in 2030 
is yet to be built. The opportunity for private sector is 
huge. A McKinsey study identifies five points of action. 


PRASHANT GUPTA AND THOMAS NETZER 


nfrastructure is undoubtedly one of 
India's top most priorities. For 
nationwide infrastructure develop- 
ment to take off in key sectors like 
power, roads and railways, the 
government needs to undertake 
bold policy measures. Nevertheless, 80 per 
cent ofthe India we envisage in 2030 is yet 
to be built and if project conceptualisation 
and development accelerates. the opportu- 
nity for the private sector is huge. This 
opportunity exists across the entire value 
chain (development, design and engineering. 
procurement, construction, and operations 




















and maintenance). But, are Indian providers 
ready to capitalise on this and maximise 
returns? Our analysis suggests providers 
need to act on five fronts to truly be able 
to reap the benefits of building India's 
infrastructure. 


Strategy and business model: Most Indian 
providers often overlook risk-return trade- 
offs in their exuberance to pursue growth op- 
portunities. Now is the time to change this 
approach and consciously and explicitly dec- 
ide strategy and business model. This would 
mean choosing the segments and the value 
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chain footprint. and correspondingly 
building the right capabilities to com- 
pete in that space. For example, 
participating in water projects entails 
working across state agencies as com- 
pared to national highways projects 
ihat are entirely under the purview of 
the National Highways Authority of 
India. Similarly, to become an infra- 
structure integrator who participates 
in the entire value chain, from design 
to operations and maintenance, it is 
critical to build robust risk-assessment 
skills, creative project financing 
expertise and design and engineer- 
ing capabilities. 


Risk management: India's emerging 
infrastructure landscape will signifi- 
cantly increase the risk for providers 
and require them to handle increas- 
ingly large projects and complex del- 
ivery models. Our analysis suggests 
there is significant room for players to 
effectively identify, prioritise, calculate, 
and manage risk. The gap between 
estimated and actual margins, for 
example, is between 6 and 8 per- 
centage points for Indian providers. 
'This is almost three times higher than 
margins of best-in-class global coun- 
terparts. Best-in-class risk manage- 
ment includes using a simple and 
well defined risk register, screening 
opportunities through risk-return fil- 
ters, using a cross-functional bidding 
team, defining acceptable risk limits 
and options for mitigating risk, and 
developing a robust mechanism to 
track risks for ongoing projects. While 
on paper some of these systems are in 
place, implementation and compli- 
ance can be much better. 


Design and engineering capabili- 
ties: Another source of competitive 
advantage will be world-class design 
and engineering capabilities. Winners 
will be those that adopt a value- 
engineering mindset. For example, 
a large airport project in India saved 
more than 20 per cent by changing 
design specifications, reducing equip- 


88 BUSINESS TODAY November 15 2009 


ment sizes. postponing some pro- 
curement, etc. But developing a value- 
engineering mindset is not without its 
challenges, particularly when most 
Indian providers are executing some 
of these projects for the first time and 
are relying on outsourced global 
engineering firms for support. 


improvements can be captured 
through three levers. First, enhancing 
productivity of each step in the con- 
struction process through automa- 
tion and better training. Second, mod- 
ifying resource allocation to balance 
construction activities to minimise 
non-productive actions. And third, 


Our experience with large Indian 





construction companies suggests that 





workers typically do actual work for only 





20 per cent of their total time. 
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Lean construction: Our experience 
with large Indian construction com- 
panies suggests that workers typi- 
cally do actual work for only 20 per 
cent of their total time. This points 
to a huge opportunity to adopt lean 
techniques and eliminate waste. 
Doing so can dramatically enhance 
productivity by as much as 100 to 
200 per cent and reduce the time 
taken to complete projects by 20 to 30 
per cent. Thus, if implemented well, 
lean construction can become a real 
source of competitive advantage. Such 


carefully managing the critical path of 
the project by conducting activities 
in parallel to reduce project durations. 


Procurement practices: Equipment 
and material costs typically comprise 
40 to 60 per cent of total project costs. 
Even where contractual terms restrict 
the choice of suppliers, providers can still 
save between 5 and 20 per cent. For 
example, a Total Cost of Ownership 
(rco) approach could lead to the deci- 
sion to invest in more expensive equip- 
ment that has lower life-cycle costs. 
Similarly, building a genuinely strong 
vendor base in low- cost countries such 
as Russia, China and Eastern Europe 
could help bring down costs. Most 
companies are well equipped to manage 
localised, project-level procurement 
activities but this needs to change to 
enable some of these best practices. 
In summary, as infrastructure 
projects gain momentum, there will 
be many opportunities for providers to 
participate. Adopting suitable business 
models and building capabilities on 
the fronts identified above will be 
vital for success in a market that is 
likely to become much more com- 
petitive in the years to come. © 
Prashant Gupta and Thomas Netzer 
are Partners in McKinsey's 
Mumbai office 



































acau is Asio's newest and 
most exciting destination 
for meetings and incentives 
with billions of dollars 
1 worth of new infrastructure 
underway. Nowhere in Asia hos there been 
so much investment in lorge scale venues, 
accommodation, entertainment and 
attractions in recent yeors. 


Luxury abounds with high end designer 
shopping on a grand scale, lavish hotels 
and resort spos. Even more surprising is 
how competitive the accommodation and 
venue packages are to other major Asian 
destinations. The city also plays host to some 
of Asia’s and the world’s biggest names in 
music, entertainment and sport. 


lts time to meet the new Macau, Asia's 
newest entertainment centre and resort 
destination. The new Macau is glamourous 
and luxurious offering the world’s best in 
entertainment, style and facilities. Macau is 
sure to dazzle with its bright lights and 24/7 
nightlife. 


In total contrast to Macau’s modern 
skyline is the Historic Centre, the oldest, 
most complete and consolidated array of 
European architectural legacy standing in 
tact on Chinese territory. It is the product of 
400 yeors of cultural exchange between the 
western world and Chinese civilisation. The 
blend of Portuguese and Chinese culture 


< 





has produced о visually unique and splendid \ . 


experience for the visitor. \ 
Macau's effort to preserve its colourful post ® 
has been recognized by the World Heritage 

status given to the city’s historic precinct T 


Macau is the ideal incentive destinhiénitd " 
reward the very best achievers, whatherthay | 
want to be pampered at luxurious\fesarigy № 
be entertained, engage in high адует те” / 
to be part of an exhilarating team building" 
program. 4 
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Improved air, land and sea occess and 
infrastructure developments now provide 
more direct linkages to Macau within Asia 
There ore 15 airlines servicing Macau | 
International Airport as well as a new ferry 
terminal and cross border bridge to mainland 
China. Macau is also only a 45 minute ferry 
cruise from Hong Kong International Airport 
and | hour from Hong Kong Island 


Being only 28.6 square kilometers in total 
area, nowhere in Macau is too far away | 
Everything is within 30 minutes travel time 

The compactness of Macau mokes trave 
times short, allowing visitors to spend more 
time to savour the experience 


New Delhi Phone - 91-11-4166927 — d 


E mai neter(@magtoindia.in 
F J 


Mumbai Phone : 91-22-2200026 P 


E-mail : nido@mgtoindio 
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BT 500 THE FUTURE 
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Dipen Sheth tries to guess which companies and sectors will make it to 
the Top 20 slots 10 years from now. 





Guessing the future may be fraught 
with risk, but it's also pure, unadul- 
terated fantasy. The challenge is not 
only about being right, but being imag- 
inative about one's guesses. One needs 
to base one's guesses on where the 
country is poised to go in the next 10 





VP (Institutional years and how various sectors will 
Equities), BRICS pan out. My guesswork may be partly 
Securities. views iet dc RE eser: 

expressed are personal 0851 on the hard evidence available 


today, but it's more of a wishlist for 
what needs to happen if the aspirations of a billion-plus 
Indians are to be realised in the period leading up to 2020. 


Finance/ Banking: if the economy must roll, then fin- 


ance will provide the wheels. Another trillion dollars of 


incremental сор will surely take financial services to the top 
of the market cap charts. The largest bank by assets or 
market cap today, State Bank of India, is unlikely to be 
overtaken in a hurry. But if any other bank has to even grow 
into the Top 10 companies by market cap, my guess is 
that it would be uprc Bank, currently #16 by market cap. 
That means uprc Bank can catch up with and, indeed, 
outpace the wounded icici Bank. Why? 

Despite the difficult economic conditions of the past 
year, the bank still beats industry averages hands 


down every quarter and, most importantly, 
continues to maintain excellent asset qual- б 


DFC Bank can à 


home mortgage lender іп the country). І suspect it won't be 
long before uprc Bank becomes a leading corporate lender 
as well. Dark horse: Axis Bank. 


Infrastructure: Outside of consumption, infrastruc- 
ture—capital goods, power, construction or real estate—is 
the one reason why India is staring at multi-year growth in 
the high single digits. Barring вни. (#6 this year), I cannot see 
any pure play in capital goods making it to the Top 20. On 
the other hand, L&T (#5) seems to be attempting all sorts of 
forays (power generation equipment, nuclear power equip- 
ment, defence, shipyards, thermal power, etc.). These can, 
potentially, take L&T beyond вне. on my 2020 wishlist even 
as it continues to do wonders in its core (infrastructure and 
construction) business. My personal take is that L&T is trying 
to do too many things and runs the risk of faltering on 
more than one great idea (the Satyam investment is an ex- 
ample). Still, a capable management and a large addressable 
opportunity will keep L&r within the Top 5 slots by 2020. 
Notwithstanding the very large opportunities, the new 
investments in the power sector are most likely to see ing- 
lorious outcomes as they grapple with issues ranging from 
timely commissioning to fuel supply bottlenecks and regulatory 
hurdles. Expect exciting noises, aggressive investments and 
fairly large-scale destruction of shareholder wealth as com- 
panies across the spectrum (‘Tata Power, Reliance 
"* Power, Adani Power, сук, Jaiprakash, Lanco 
Infratech) promise, struggle and stumble over 


ity, although mostly it is a retail lender. And ET with and, | their power packed dreams. And the most boring 
this without even being present in the home indeed, outpace the part is that NTPC may well remain the most valu- 
loan business (its parent uprc is the largest. ` wounded ICICI Bank. able power company. Yawn! 

Dark horse: у 1 

Axis Bank. 
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As for real estate, we might not only see DLF missing a Top 
10 rank (#11 currently), but even falling out of the Top 20! 
There will be increasing pressure on real estate companies 
to acquire land as the country urbanises, and the recent con- 
troversies over sEzs and real estate projects will keep real estate 
a fragmented industry at the top. Instead, a focus on asset 
ownership (and movement towards а кеп-ке character, per- 
haps, by merging рые Assets or making it a subsidiary) 
might help pir secure a place in the вт 2020. 


Commodities, Resources & Minerals: It's 
no surprise that the top two positions today are occupied by 
oil companies (Reliance and oncc). And this is unlikely to 
change, given the central role that fossil-based fuels will 
play in our lives. It is quite likely that Reliance will acquire 
more oil fields, venture forward into distributing gas 

and increase its oil refining capacity even 

beyond the current 60-odd мтра. Else, 
where can it deploy its ever-growing 
cash reserves? In sharp contrast, the 
muted reserve accretion of once might 
see it slip further away from Reliance in 
terms of market cap. Of course, a suffi- 
ciently motivated and ambitious oil min- 
istry can reverse this trend. 

In the metals category, my dark 
horse vote goes to the ambitious, brilliant ` 
and hardworking management of Jindal Steel & Power. 
India’s first mega project of 1.000 mw in the private sector 
has rolled out without a hitch. even as steel and sponge iron 
capacity has been steadily upped. Profits have grown 10-fold 
to cross Rs 3.000 crore over five years. Of this profit, more 
than half has come from power, where the company seems 
to have earned close to cent-per-cent return on invested 
equity! This is a management which is aggressively rolling 
out mega projects in thermal power, hydel power, iron ore 
mining, steel making and oil & gas exploration in India 
and abroad— Bolivia and Georgia. 

In fact, pure plays in metals—Tata Steel, sat and 
Nalco—could well slip out of the Top 20, as aggressive, 
profitable and diversified players like jsp. and Sterlite (zinc, 
copper, aluminium and power) get into the growth mode. psu 
miner NMIX is just below nrc in the market cap rankings, but 
suffers from a very low float of under 2 per cent. And there's 
Coal India, waiting in the wings, for a listing that someday 
promises to take it into the Top 10... 





Consumer Goods & Services: with well over a 
billion folks and rising aspirations, it is only natural that some 
of the most valuable companies should be catering to the con- 
sumption theme. While Bharti (and, indeed the rest of tele- 
com) will falter as the business turns into a commodity, I 
think input costs (hardware and tower rentals) will also 








shrink as the first wave of price cutting hits 
telecom. Thereafter. prices will be low enough for 
consumers to be willing to pay a premium for su- 
perior services. And that is where Bharti will earn 
asecond round of capital appreciation for its in- 
vestors. Not only because it’s a great telecom company, but 
probably because it's the only great telecom company that's 
listed in India (there's no way that RcoM can figure in my 
respectability sweepstakes in another 10 years)! 
Would it not be great to see a retail company in the Top 20? 
It would, but methinks Pantaloon needs to get performance con- 
siderably better. not just investor "perception". The company 
has faltered on generating cash flow in its value retailing seg- 
ment and may face fresh challenges in the newer formats 
such as home improvement, pry, sports and appliances. In a 
recent meeting with their management, I sensed a clear shift 
of emphasis back towards lifestyle—a format that Pantaloon 
has mastered and scaled up in. Pantaloon remains what it 
was even five years ago: A phenomenally creative and tal- 
ented dark horse, but a dark horse nevertheless. 
Several auto companies will compete to get into the 
Top 20 by 2020. and my bet would be Hero Honda 
(#20), the largest two-wheeler maker in the world 
today, would remain in the Top 20 rather than Maruti 
(#18), Mahindra &Mahindra (#34) or Bajaj Auto (#45), 
considering what it has achieved in volume growth, 





-€ а * 8 
manufacturing cost, product quality and pricing power. 


Pharma: Next on my wishlist is the pharma sector. 
This sector has not yet put a single company into the Top 20 
in spite of having all the ingredients required for market cap: 
Knowledge, expertise, franchise, intellectual rights. etc., 
etc. The reason is that all our domestic tigers have grown up 
with their strengths in officially "duplicating" patented 
drugs under lenient Indian patent laws. But many Indian 
drug companies are now running multi-pronged businesses 
straddling domestic pharma, drug discovery, global gener- 
ics and cRAMs. Sun Pharma (#25) is the only real bet from 
this pack to possibly make it to the Top 20. 


IT Services: The technology sector—which has stalwarts 
Infosys. rcs and Wipro in the Top 20—45 the most difficult to 
predict, given the high degree of innovation inherent to the 
sector. So far, the growth of all these companies has been 
through the services offshoring model, something that may 
not necessarily sustain in the future. But they have largely 
failed at the creamier slices such as strategic rr consulting or 
R&D. Will Indian tech companies bring in new innovation over 
the next 10 years? I sincerely hope so, but can see very little 
advance indications to that effect. And herein lies the challenge 
for the sector: Do something path-breaking and something 
un-replicable by the Western world. Else, | will say that we 
may well see no rr companies in the Top 20. © 
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he trials of the past year have been cap- 
tured well in the 18% listing of India's 
Most Valuable Companies, with the top 
500 showing a 7.32 per cent decline in 
average market capitalisation between 
April 1 and September 30, 2009 over 
the previous year's corresponding period. For the bottom 
half—companies ranked between 501 and 1,000—the 
going has been rougher, with average market value 
dipping by almost 30 per cent. 

Clearly, the smaller companies found themselves more 
vulnerable to the global meltdown and, more specifically, 
more adversely impacted by the crisis of liquidity. In sharp 
contrast, the big—the elite businesses at the top of the 
heap—continued to get bigger: The market value of the top 
10 in this year's вт 500 actually climbed up, by 4.3 per cent. 
Within this big league, Reliance Industries Ltd (RIL) 
continued to enjoy top dog status in the private sector, for 
the seventh year in a row. This year, it succeeded in 
widening the gap between itself and the rest of the pack 
by merging group refining company Reliance Petroleum 
Ltd (RPL), 

The biggest, and pleasant, surprise is the perform- 
ance of the public sector pack, with the market value of the 
top 50 public sector undertakings value rising by 12.4 per 
cent. Now that showing won't be lost on Finance Minister 
Pranab Mukherjee at a time when he is getting ready to 





92 BUSINESS TODAY November 15 2009 


have bucked the slowdown in style. VIRENDRA VERMA 





be in the dumps 


offer shares to investors in some of the most valuable 
state-run companies. 

As far as sector-wise performance goes, there were 
surprises galore. Those that were expected to be dragged 
down by the downturn succeeded in bucking the slowdown 
in style. A case in point: Automobiles. The biggest surprise 
came from the world’s largest motorcycle maker Hero 
Honda, whose market cap jumped by 83 per cent (or Rs 
12,877 crore). Its rival Bajaj Auto, too, had a jump in 
market cap by 91 per cent (or Rs 7,129 crore) and car 
maker Maruti Suzuki was up 69 per cent (by Rs 13,753 
crore). Another sector which was almost written off by the 
analyst community in the first quarter of 2009 was soft- 
ware, but companies like Infosys Technologies, rcs and 
Wipro subsequently came out with better-than-expected 
results. As a result, value erosion was minimal in the top 
tier of Indian ir services. 

The sector that was hit the hardest was real estate, 
thanks to the double whammy of falling property prices and 
ballooning debt. All the leading realty companies like nir, 
Unitech, and Indiabulls Real Estate were down from their 
previous year's high. Some smaller property 
companies, however, emerged from the wreck—Jay Bharat 
Textile & Real Estate. for instance, became the third-most 
valuable real estate company after pir and Unitech in the 
ВТ 500 list. Now that's one benefit of a downturn: A shake- 
out that brings new leaders to the fore. © 
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Leaders through the years. 
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A look at the BT 500 data 


from various angles to tell you 


who gained and who lost across a 
8 9 range of parameters-who's in for the 
FN Top Absolute Gainers first time, who's out of the 500, who 
чш» in Mcap (Rs crore) were the fastest movers, who were the biggest 
gainers in absolute terms...dive into it. _ 
Top Absolute Losers 


in Mcap (Rs crore) 
wk123 4 567 






Reliance Industries 
Bharat Heavy Electricals 


Indian Oil Corpn. 
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Top % Gainers 
in Mcap 


Kwality Dairy - ©. 
(India) , 


1,075.60, — | 779.979 


Mahindra 
Reliance Power 
Reliance Capital O 
10137 Пг Р 
Essar Oil 


Reliance Communications 
-7,809 


All the top 10 rankings inclüdé companies from the BT PSU 50 
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Rank one o a ا‎ : 1 
1 Reliance Industries 9» MR oes 361,460 


Oil Natural Gas Corpn. 
3| NTPC 
4 НЕЯ 152,017 
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9 101,773 
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CAGR: Compounded annual growth rate 
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Ў, Top 10 by 5-year 


wap Sales Growth 


Rank Company 
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636.76 
384.86 
320.14 
252.97 
198.96 
183.20 
183.20 
166.28 
151.26 
142.27 


Top 10 by Sales Per 
y Employee 
кы НИНА E 
Mangalore Refinery & Petrochem. 34.24 
Petronet LNG 33.22 
Essar Oil 21.07 
Chennai Petroleum Corpn. 22.19 
Power Finance Corpn. 22.48 
Kalyani Steels 22.00 
Jindal South West Holdings 20.49 
infrastructure Dev. Finance 17.25 
Reliance Capital 13.86 


Motilal Oswal Financial Services 12.04 
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7 Per Re of Assets 


Company 


Motilal Oswal Fin. Services 


Jindal South West Holdings 
State Trading Corpn. of india 
Rajesh Exports 

Tata Investment Corpn. 

PIC India 
Power Finance Corpn. _ 
Redington (India) 

HCL infosystems = 
Techno Electric & Engg. 


(Rs) 


7,224.00 
2,048.50 
293.72 
162.41 
142.32 
106.62 
72.98 
66.68 
54.72 
51.87 
Figures for 2008-09 
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HELPING INFRASTRUCTURE COMPANIES RISE HIGH TO MAKSIMIZE THEIR SUCCESS. 


МАК” Lubricants has helped infrastructure companies undertake large projects 
Over the years, МАК” Lubricants has been helping machines run smoother leading to reduce 
energy costs, reduced wear and tear, improved energy efficiency, increased longevity 
of machines, reduced downtime, reduced cost of repairs and increased profits 
Sounds impossible... МАК makes it possible. 














МАК simize your success. Cali 1800-22-4160 (between 9.30 am to 5 pm on weekdays) 
or SMS 'MAK' to +91-9004-39-4160 or visit www.maklubricants.com 
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Company | CAGR (%) 
Financial Technologies (India) 156.41 
Cranes Software Int. 128.31 
(india) 128.15 
M 127.83 
odyne Technoserve 100.57 
Realty — 98.65 
Gujarat NRE Соке 85.69 
Matrix Laboratories 84.21 
Shipyard — 83.28 
Allied Digital Services 77.24 
Top 10 by Profit 


as % of Sales 


о 
а 18 


Tata Investment Corpn. 


„ Sunteck Realty 
Motilal Oswal Fin. Services 63 


Jindal South West Holdings 





Bajaj Holdings & Invst. 


vi 
z zt 
= О 
х = 
= Ба 
© 2 
© =< 
M aci oO 
n. < 


Cairn India 





vo Buscar 51 





456 7 


pounded annual growth rate 


mber 15 2009 


A Top 10 by 5-year Profit Growth 


CAGR (%) 
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Top 10 by Absolute Profit (Rs crore) 
Rank Company 
1 Oil & Natural Gas Corpn. 


2 
3 9,121 

4 8,201 

5 ЕЕ ИИ 7,744 

6 6,175 

7 5,819 

8 5,202 

9 4,803 

10 4,696 


Top 10 Loss-making 
Ү Companies 


Rank Company 
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(Rs crore) 
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HOTEL TEANA. 
ROOMS ТО LOUNGE IN. 


SHIFT the way you move 


Authorized Nissan Dealers - BANGALORE: Shahwar NISSAN Tel «91 80 4123 5305/2235 5407, 91 98800 19438 *91 90081 01909 
CHANDIGARH: Bhagat NISSAN Tel +91 172 3057700, +91 98761 10037 COCHIN: EVM NISSAN Те! +91 99950 66666 HYDERABAD: 
Lakshmi NISSAN Te! +91 93943 65247 MUMBAI: Ichibaan NISSAN (Flagship Showroom) Tel +91 22 2430 9616-20, +91 96194 97182 
NEW DELHI: Pushpanjali NISSAN Tel +91 11 4564 4545, +91 981 17 25193, +91 98736 99193. Opening shortly in Pune, Ahmedabad & Ludhiana. 
For inquiries, SMS “Nissan «space» City Name" to 57575656. Accessories shown may not be part of standard fitment. Please consult | dealer 





1 Coigate-Palmolive (India) 





2 Нпчи$ап ЦпНеуег n 134 


з ШШЕН 177 
a 10 
Top 10 5 О ПИЛ. 93 
é n 
Employers т EN 69 
o ELE c 
> ЕИ c 
ИТЦ 59 





85,851 




















A 10 by Equity 
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Rank Company (Rs crore) 
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REWARD YOUR TEAM IN 
Fabulous Flanders! 


ast 


‚ ғ 


{ 
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During an exhibition in the night, a work of art was stolen from the famous Groeninge museum.The painting 
is now in the hands of a criminal gang, demanding a huge ransom from the city council.The mission of your 
team is to earn the ransom during an exciting discovery trip through the historical inner city of Bruges. Along the way, 
impossible missions are to be fulfilled; instructions are received in sealed envelopes, clues written in invisible ink. After a 
short briefing and equipped with high-tech equipment (GPS, radio, tracking device), the group consisting of various teams 
will be confronted with a possible mission. An original way of discovering Bruges through a unique combination of various 
ingredients: suspense, culture, high tech, action, history, humour and culinary decadence. 


It's time for your team to discover Flanders in Belgium; it's a captivating destination with picture perfect cities, sumptuous 
art, cutting edge fashion and a gourmet's paradise — all of which have made it one of the world's creative spots. The land 
known for over 2,000 chocolate shops, 400 different types of beer, highest density of Michelin star-rated restaurants in 
Europe, world's hub of diamond industry besides the ever-popular cartoon characterTinTin also offers meeting venues for 
every occasion. From simple conference facilities, luxury five star hotels to grand historical buildings, whatever the size of 
your meeting or the complexity of your requirements, your needs will be met in Flanders. 


«The multicultural background of the Flemish means that they are born linguists with an awareness of foreign cultures. 
As the Meeting Point of Europe, Flanders is a melting pot of European and world cultures, offering your participants à range 
of hospitality, quality and service. There is abundance of ideas for venues, outdoor teambuilding activities, and culinary 
programs. Enjoy the charms of Bruges, Mechelen, Ghent or Leuven from a boat sailing along their picturesque canals or try 
one of the river cruises that take you from one lovely Flemish harbour to another. Explore the pristine white sand that make 
upthe Flemish Coast and try your hand at kite surfing, sand yachting or just relax and watch the world go by. And to top it all, 
many Indian cities are connected to Brussels with direct flights everyday. 


It's time to reward your team in fabulous Flanders - traditional yet trendy! 





For more Information please contact: 
Tourism Flanders Represented in India by Mileage Communications India Pvt Ltd 
Delhi: 011-26511423; 26511342 Mumbai: 022-26731108; 26731197 
Email: pooja.razdan @ mileage.in 
www.visitflanders.in 
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Take Solutions 
‘Kalyani Steels 
Bharati Shipyard 





Mahindra Forgings 

Sarda Energy & Minerals 

MIC Electronics 

Graviss Hospitality 

Apar industries 
Cholamandalam DBS Finance 
вн 
Suashish Diamonds — 
Unity infraprojects | 

Balaji Telefilms 

Gokaldas Exports 

Magma Fincorp = 

Diamond Power Infrastructure 
Ratnamani Metals & Tubes 
Ashapura Minechem 

Kolte Patil Developers 

Lloyds Metals & Engineers 
Gujarat Ambuja Exports 
Mukand 

Nucleus Software Exports 
Ganesh Housing 

Satra Properties (India) 
Action Construction Equipment 
Resurgere Mines & Minerals Inida 
Vipul - 

India Glycols 

Prime Focus 

KLG Systel 

Marksans Pharma 

Mascon Global 


Country Club (0 


Northgate Technologies 
Vishal Retail — 

SEL Manufacturing 
Alchemist Realty 
indage Vintners 





* WHAT MATTERS TODAY 


Relationships 


! | we stand ready to help ou [ le the nt 
treasury and trade challenges. Working together we p clie 
trade efficiency, streamline payable and receivables operations, п 
| rKin 1р! 
Mi [ n india Ier enef 
)ur gi perient nd fle t upp | 


_ FOR MORE INFORMATION please visit jpmorgan.com or contact: 


Rajiv Jain, Managing Director, at rajiv.k.jain@jpmorgan.com J . P Morg an 


Deval Vyas, Executive Director, at deval.x.vyas@jpmorgan.com 





BT 500 INDUSTRY RANKS 
69 


INDUSTRY 


Leaders 


Companies like Shree Renuka 


Sugars and Bombay Rayon Fashions 
80 may not enjoy as much mind space as 
8l Reliance Industries or Tata Steel or Bharti 
Airtel or ITC do. But like all the bellwethers 
mentioned, Shree Renuka and Bombay Rayon, 
too, are leaders in their own right-leaders by 


market value in their respective sectors. 
Presenting a break-up of the BT 1,000 by sector. 











BT 1,000 Mkt. Cap Net 

pu 2005 Company кд 200 8 : 05 

1 Is 6648 2,836 148 

2 1,368 421 7 

3 1220 1604 94 

4 952 16 9 

5 815 949 1 

LEADER'S 6 336 867 5 

PAST 7 193 663 49 
i i „ 8 1833 139 76 
E n ош жа поме» 
Over the Years 10 | & 130 782 28 Over the Years 


The 2008 leader's rank may not compare with the one mentioned in the current BT 500, as this time we've considered the April-September period, as against April-October last year 
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eJ Auto Ancillaries 
BT 1000 Mkt. Cap Net 
wr 89 «uw «usn 
e uos ao 
2 120 2,247 100 
3 152 1482 70 
4 205 1425 261 
5 417 Sundre 1385 17 
ҳо 6 44. ynam 340 5 
7 476 1228 347 
8 484 503 36 
9 540 798 7 
10 631 57 7 








BT 1,000 
, industry Rank 
s. Rank 2009 


1 7 
10 
21 
3l 
17 
126 

148 

185 
198 

235 


Compan 





ою о чо Ui г t N 


5 





28,081 
21,551 
4,046 
3,834 

2917 
2,289 
2,045 


1,559 


n 
39915 
19,803 
13,813 
3,641 
2,418 
3,849 
2,199 
2,988 
2,195 


1715 


Net 
Profit 
8-09 


3758 
2,245 
1,815 
276 
304 
500 
148 
410 
189 


236 





Figures other than ranks in Rs crore 









BT 1,000 Mkt, Cap 
"Rank! 2009 Company E^ 
(1 8 3730 
2 20 | 28,445 
3 34 | 19,844 
4 39 16,918 
5 45 | 14,946 
6 12 4,244 
7 302 1,089 
8 334 910 
9 555 336 
10 
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Capital Goods 


Mkt. Cap 


24,302 


14,400 
15,084 
30,176 
9,826 
6,918 
4,089 
843 


833 
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1282 
837 
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Maruti Suzuki's BT 500 Ranking Over the Years 
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uum Cement ™ Chemicals 










BT 1,000 Mkt. Cap Net BT 1,000 Mkt. Cap Net 
Mark 200 oor 2008-09 po Wt УТИ 
1 30 Gr 638 12,426 1,648 1 Pidi 1937 146 
2 48 8,646 1213 2 1188 219 
3 49 7,619 1402 3 1106 340 
4 66 7264 977 4 664 80 
5 m 3175 578 5 1977 163 
6 128 . 3,828 3,957 432 6 1248 69 
7 13 . 3675 A450 237 7 1006 67 

8 170 : 2,446 2,922 364 8 ks 1446 090. 
9 208 . 1880 2103 324 9 Solar Industries Indi 485 25 
131 3 10 на — — 484 59 
















209 d 30 
Grasim Industries' BT 500 Ranking Over the Years 
The Aditya Birla Group has two Industry Rank Sei Sales ro 
Rank 2009 Company 2009 20 0 8- 0 a 


companies in the cement 33 Reliance C. tal 19.996 3022 968 
* a 1 g r 
sector (Grasim and UltraTech), Qo 









1 

but that may change in the 204 S finan A aue 
years ahead’ 3 8 М eo MP. ча 

4 99 | 4870 М NA 

5 109 4,445 14 4 

6 14 4,222 266 196 

7 135. 3,497 574 106 

8 146 3,000 192 26 

EC x d n M NEE 






Rank 2009 Company | | 2009 2008-09 
1 93 Tata Chemicals _ _ 525 876452 
173 Coromandel International ^ 2402 9759 496 
па dos 

248 

255 . 
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Reliance Capital's BT 500 Ranking Over the Years 





Figures other than ranks in Rs crore 


106 BUSINESS TODAY November 15 2009 


o questions asked. 
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Arjun Rampal For Thomas Scott 





THOMAS 
POWER. E 





^p 


Forbes Awarded S'E ES Under А Bi 


tclusive Brand Outlets: Ahmedabad Tel: 079-40031067 * Bengalu 





72-3919340 *Delhi Tel: 011-27356116 * Durgapur Tel: 0343-2544491 * Ga 
0-66660557 ° JaipurTel:0141-4003491 * Kolkata Te 22829290 * Mi 
87398 ‘Rajkot Tel:0281-2331761 ° Siliguri Tel: 035 eSurat T 





г Franchisee Enquiries : Те! 027 - 5560 7965 / 66/67/68 


, 
| to Bang Overseas Ltd. - One among 200 companies 


JE :shwar Tel: 0674-2361117 ° indi 

k Tel juwahati Tel: 0361 *Hyderaba 
11 Tel: 0 1Tel: 0175-230 Panc! a 
261-2 942417132* 6: 3 
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LT FMCG ТП Hotels 












BT 1,000 Mkt. Cap 
“a BE кй. 
1 6 С 19390 23,827 3268 
13 _ 55,684 22,500 2,496 
3 36 i _ 18794 4,505 534 
4 54 Asian Paints 1,284 5,090 362 
5 60 | | 10,468 2,468 373 
6 7 1686 1,866 290 
7 101 4834 1176 162 
8 103 4,688 1966 142 
9 19 4,033 1797 188 
10 123 8 3,890 3,231 180 
E Infrastructure & 
Ad Construction —— 


BT 1000 


industry Rank 


кв 


5 





121 
151 
156 
190 







‚2009 Company 


L&T's BT 500 Ranking Over the Years 


Figures other than ranks in Rs crore 


жошо... Сар Net 
AprSept ^ Sales Profit 
__ 80706 36,473 3,482 
_ 26,694 5,769 902 
25086 168 98 
. 8182 4083 265 
6446 6,973 321 
5291 72 57 
3,979 5,083 229 
_ 2,853 4221 154 
2181 3227 125 
2182 1,597 142 
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2009 2008-09 


өү Rank 
k 2 


о со -ч соо ал М ош го = E 


industry — Rank 


Rank 
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BT 1,000 Mkt. Cap 


009 Сотрал 








4, 651 


106 4,630 
150 2,875 
291 1,167 
394 687 
440 579 
511 6r 398 
534 Ori 359 
538 fom 355 
709 s 201 






EIH's BT 500 Ranking Over the 8 
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BT 1,000 
2009 





2 9 0 8- 
1 078 
1,749 

444 

600 

NA 


239 — 


78 
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NA 
31 
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1,374 
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611 
NA 
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Oil & Gas 





BT 1,000 Mkt. Cap Net BT 1000 Mkt. Cap Net 
industry Rank Apr-Sept Sales Profit Industry Rank AprSept Sales Profit 
Rank 2009 





2009 2008-09 
361,460 146,328 15,637 
4454 298 54 
18149 4227 -514 

4982 8,505 518 
4899 2,631 262 
37133 1230 260 
2308 155 54 
2101 1355 159 
1953 996 12 
1238 687 95 


2009 2008-09 Вапк | 2009 | Company 
46,421 13,346 1,236 1 13 
21262 1105 2,728 15 
_ 15,341 20,527 2,230 37 Е 

1030 574 46 r 
782 NA NA 
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Shiv-Vani Oil & Gas. 
Exploration Services 
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Sterlite's BT 500 Ranking Over the Years 






The pharma pack is dominated 
by Indian companies, with 
GSK Pharma being the 





2 
only ММС. BT 1000 Mkt. Cap Net 
Industry Rank Apr-Sept Sales Profit 
Rank 2009 Company 2009 2008-09 
16 Jindal Steel & Pow 39,369 8,674 1,536 












1 
2 1 38,269 335 249 
3 24 1 25943 1958 922 
"Pharma —  — — 4 27 24253 пт 1139 = 
Industry PRE ere Sales Profit 5 29 J 22,195 NA NA 
O Coma n ERE 6 67 о 8,601 4479 408 
1 25 SunPha 25,512 414 1,265 7 86 · 6070 44 a 
2 35 19,743 5,388 777 8 124 3,880 3,279 410 
3 53 с 12237 464 561 9 133 355 34 143 
4 55. 11222 4,205 -1,045 6 139 
5 59 Gs 10914 2,078 577 
6 76 | 7400 3052 417 
7 T9 | 6742 1226 424 
8 85 6144 2,587 275 
9 90 5,574 1005 218 
10 94 5264 2,044 266 Jindal Steel & Power's BT 500 Ranking Over the Year: 
Figures other than ranks in Rs crore ' 
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у” Dadabhai Маого] 
The Grand Old Man of India 
1825 - 1917 





THE BANKER TO THIS INDIAN 


Intellectual. Teacher. The first Asian MP in Britain. And early champion of Indian self rule. Dadabhai Naoroji's dream was 
to build a nation. A task that we, his bankers, are proud to have helped with. For two centuries we have served the 


country's very disparate citizens, including some true visionaries. Making us part of Indian history. And of India's future. 


THE BANKER TO EVERY INDIAN 


Visitusat www.statebankofindia.com | Call toll free 1800 
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Real Estate 1021617521 
BT 1,000 Mkt. Cap Net BT 1,000 Mkt. Cap Net 
Industry Rank AprSept Sales Profit industry Rank AprSept Sales Profit 









Rank 2009 Company 2009 2008-09 Rank 2009 2009. „2 9 0 8- 93 












1 no 8,542 3,880 1,578 1 100 A842 5327 52 
2 38. 7948 2,455 740 2 153 2819 831 23 
3 62. 9754 487 27 3 328 936 549 27 
4 n 8009 МА NA 4 423 624 1,409 -64 
5 73. 1819 1924 830 5 50 20 

6 137 3,369 554 264 

т 138 3,329 476 366 

8 169 2468 12 10 

9 1951 МА МА 





o 


211 


к Sept 2009) most орт in the real estate 
sector, indicating that overvaluation i is still a concern 
in this industry” 











¬ x 10101010 
Shipping 
ИТП т” T Software 

Industry Rank Apr-Sept — Sales Profit 

Rank 2009 Compan! 2009 2008-09 BT 1000 Mkt. Cap Net 
ИЕ pari o Sd industry Rank Apr-Sept Sales Profit 

1 127. 3,375 1,385 Rank 2009 Compan 2009 2008-09 — 

2 129 3,725 1023 32 1 05,306 а, 569 5,819 


83,491 23,223 4,696 
63,320 22,188 2,974 
14,435 4,786 781 
10,956 2,431 696 
8,786 МА МА 
8,453 1,496 265 
8,274 4,434 987 
6,244 527 132 
5,662 78 369 


3 234 1564 953 212 


270 
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GESc's BT 500 Ranking Over the Years 


Figures other than ranks in Rs crore 
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Sugar 
industry n Ar Set Sales Prot Industry ie hei Sales Profi 
Rank 2009 | Company | 2009 : 2008-09 Rank 2009 009 „2008-0 
1 Tata Ste ....30308 21495 5,202 1 107 4518 1,891 93 
2 _ 1,015 15,574 459 2 165 2,590 1,577 97 
3 с 3,281 5428 421 з 166 580 2,110 -50 
4 с 2528 9,592 -688 4 175 2,369 1760 12 
B 1291 1759 216 5 183 tl 2,301 1706 692 
6 1217 5,350 -580 6 283 Bann 1202 744 120 
7 933 26 -27 7 532 | 362 1767 4 
8 902 1899 1 8 544 Bajaji 350 365 -76 
9 4,581 100 9 627 а 261 521 15 





o 





1063 200 
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telecom-Bharti Airtel-is much 
more than that of all the 
companies in the three other . „ 
sectors on this page put together! 





маб 


Shree Renuka's BT 500 Ranking Over the Years 







* 
511000 "T Ne Textiles 
Industry Rank Apr-Sept Sales Profit 
Rank 2009 Company 2009 2008-09 BT 1,000 Mkt. Cap Net 
КОЯ industry Rank AprSept Sales Profit 
1 2 Bharti Ai 


2,017 34,679 7,744 Rank 2009 Company 209 2008-09 








2 12 Reliance Communic 56,816 19987 4,803 1 232 Bom 1629 1342 150 
3 ea Cellular — 22/49 10125 901 2 276 | 1234 1047 79 
4 471 14,418 434 516 з 279 220 3,270 188 
5 6,164 2,073 -160 4 286 8 1193 1,449 -195 
5 320 969 161 60 
6 326 939 1,544 -272 
7 390. 101 843 24 

8 3901 694 2,781 
200: 9 428 Provog 60 388 29 
Bharti Airtel's ВТ 500 Ranking Over the Years 10 430 607 2,70 -48 





Figures other than ranks in Rs crore 
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erff tre 
SAINT-GOBAIN _ 


GYPROC 





. Future of 
construction 


redefined by 
Saint-Gobain Gyproc 


s - 
Formerly India Gypsum 
Saint-Gobain Gyproc, part of the € 43.8 billion Saint-Gobain conglomerate, is a world leader in 


construction products making light weight building materials that are designed to meet stringent 


"performance requirements for future construction. 


Saint-Gobain Gyproc is the preferred choice for world's leading architects, interior designers, 
engineers and project managers for design and construction of light weight building solutions. 


Our range of products include gypsum plasterboards, high performance drywalls, acoustical 


E 
[^4 
© 
ы 
g 
E 
pu 


ceilings and wall panels, gypsum plasters, metal framework and finishing products. 


At Saint-Gobain Gyproc, we understand the future. 







——— spinner 





For more details: Call us at + 91 22 4021 2121 or email us at: gyprocindia@saint-gobain.com or visit us at: www saint-gobaingyproc. 


BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) a 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth % 2008-09 2007-08 



























Reliance industries 

Bharti Airtel | 

infosys Technologies 

Tata Consultancy Services 
n&Toubro a 


_ 33026 944 


Biggest fall in 
absolute market 
cap of over 


Rs 40,000 crore 
—> 


136,959. 
3 Reliance Communications | 
13  Hindustan Unilever 

15  Sterlite industries (India) 
Cairn India 


48 Него Honda Motors _ 
24 Axis Bank 

30  Hindustan Zinc 
3|  Jaiprakash Associates 

27 Tata Power Co. 

Sun Pharmaceutical Inds. 


Only newly-listed 


3 | GMR Infrastructure. — 
m ees 2 26 idea Cellular = a moe 


= 
 Grasim Industries - 
Kotak Mahindra Bank 
Mundra Port & Special Economic Zone 
Reliance Capital 
Mahindra & Mahindra 










A "ror 


infrastructure Development F inance Co. us B 5606 1 19,578 
53 Sesa Goa 2 В “10,126 
Hindalco industries б 3.14 20987 
Siemens | NM = .89 . 2502 
Bajaj Auto = | 14946 то 90 т N 








Ambuja Cements = 
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Essar Oil leaped в 
to #2 in sales as its 
refinery started operations. 





m TOTAL ASSETS (Rs cr) SALES (Rs cr) | NET PROFIT (Rs cr) | PROFITAS РОМИ (90) ВОСЕ (И) EPS (Rs) 
2008-09 Rank i 


2008-09 2007-08 Rank(2009) | 2008-09 2007-08 — Rank (2009) | OOF SALES — cm i 























146,328 — 139260 1 | 1563 526 í 4 | 260 | 2030 | 9840 
34,679 26,088 5 | 74 6,244 2 | | | 

259 ыз з 589 40 3 | | 

2423 930 W | A66 4509 6 | | 

36473 2600 4 342 23 8 


1590 


3880 6062 1,578 2,515 






19987 15,328 | 483 2586 
22,5004 15,430 | 2,4964 1925 
1,346 1430 | 1236 952 
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For BT 500 between 2004 and 2008, log on to www.businesstoday.in 


November 15 2009 BUSINESS TODAY 117 


BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) ^ 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth % 2008-09 2007-08 











‚ 18 Suzlon Energy 
49 Reliance Natural Resources 
: 63 Dr Reddy's Laboratories 

. 58 Asian Paints 

| m Ranbaxy Laboratories- 










Sun TV Network 


Lost жылы 20200 9|  Jaybharat Textiles & Real Estate 
п кой 69 Crompton Greaves 
after Ramalinga p 
Raju's fraud 51 United Spirits " 
SÍ 


22 Mahindra Satyam 


MphasiS — 
ch Mahindra 
3. Lanco Infratech 
67 Indiabulls Real Estate 
56 Aditya Birla Nuvo `. 7843 
59 Housing Development & Infrastructure 789 . 
103 Colgate-Palmolive (india) E 
_ Zee Entertainment Enterprises 
Lupin 











еке a T&D Indian = 
agro cenas KSK Energy Ventures 
companies 8 Divis Laboratories 
— 1 United Phosphorus 








Punj Lloyd 
90 Shriram Transport Finance Co. 
95  Educomp Solutions 

Tata Teleservices (Maharashtra) 
Piramal Heaithcare 





Financial Technologies (India) 
Glenmark Pharmaceuticals: 
Cummins India 
IRB Infrastructure Developers 
TT Tata Chemicals 
137 Cadila Healthcare 

Petronet LNG 








For Key to Tables see Methodology, pq 160 
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Colgate-Palmolive has the 
highest return on net 
worth of 14596. 





TOTAL ASSETS (Rs cr) SALES (Rs cr) | NET PROFIT (Rs cr) КОМИ (96)  ROCEOQ EPS (Rs) 


2008-09 Rank 2008-09 2007-08 Rank (2009) | 2008-09 2007-08 Rank (2009) | 





м | 212 | -086 
395 223 6043 
14 | 1098 33.96 
3486 | X | 
-318 | -20.17 


217,892 BOT AA 1185 
_ 336 №5 367 
73: 3,801 


| -468 1266 
| m 69 
56 475 
| 362 375 






















544 м NA 10 
| 780 | 3607 зал 10.83 





269 24А | 14 
437 | 080 995 
1555 | 4504 153 
2240 | 1073 0225 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 3 
2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth 96 2008-09 2007-08 
| 150 Godrej Consumer Products 4834 — 3304 4632 — 3224 2,9043. 
138 — Jain Irrigation Systems 4800 38] 2580 30 357 
39 Marico 4,688 3109 539 354 3752 
107 ЕН 4651 5,297 - 4695 51 





Thermax | = re | Е B | 16 
| Indian Hotels Co | | 
- Shree Renuka Sugars¥ : 
8 Spice Communications 
S Bajaj Finserv = 
Godrej industries 
Shree Cement 
Ashok Leyland 
Max India 
Ваз} Holdings & Invst. 


gris E Fais Videocon Industriesv 
nd vain firm ES Bank 
fell almost 5096 p Jai Corp | ee 
. Glaxosmithkline Consumer Healthcare, 
Bharat Forge | 
IVRCL infrastructures & Projects 
The DTH player's Voltas 
losses increased NOM | 
as it continued Britannia Industries 
to invest. CESC 
—— Dish TV India 
) ; Federal Bank 
Great Eastern Shipping Co. 
India Cements ie 
Essar Shipping Ports & Logistics 
Aban Offshore 
Century Textiles & Inds, 
Patni Computer Systernsy 
Jaiprakash Hydro Power 
Weispun-Gujarat Stahl Rohren 
India infoline 
-GTL Infrastructure 
ckruti City ——— 
Anant Вај Inds. — 
Has the highest Procter & Gamble Hygiene & Health Cares 
profit among | | 
the chemicals Apolo Hospitals Enterprise 
companies Alstom Projects India 
аана а Pidilite industries 





_ Sterling Biotecha 

Edelweiss Capital. 

dmdusmdBank — — 
ге Enterprises 
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Mahindra Holidays & Resorts © 
debuted at rank 150 | 
after its listing. 


TOTAL ASSETS (Rs cr) SALES (Rs cr) | NET PROFIT (Rs cr) EE WO -ROCE (e). 1 EPS (Rs) 
2008-09 Rank 2008-09 2007-08 Rank (2009) | 2008-09 2007-08 Rank (2009) j 8 


i 


Ted ta ea, 2008-09 н 
410 1176 928 


g 


зм | 4683 | 3725 626 
522 | 16? єт 1653 
723 ми аә 233 
580 | 553 | | 

3 









BU 
398 
Wo 







ВЯ 





47 
164 H 
w 
€ 
184 











amo 
16744. 









вера qgesssa BPRS HERBS Ы BRAS 8 3 


4RIEHRESIRIHIRIREASNERSEEINEESHNEEEOEE 


SURSENGRRE 





For BT 500 tables between 2004 and 2008, log on to www.businesstoday.in 
November 15 2009 BUSINESS TODAY 121 


ВТ 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 





A 
RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 
The second-most 2009 2008 Apr-Sep 2009 AprSep2008 Growth% — 2008-09 2007-08 
psu id Nagarjuna Construction Co. 2853 ; 36 — "20. | el 5,255 
sector Motherson Sumi Systems 22884. 299 3. а. E 
—-- в ВЕ! Six Ten Retail | 
BF Utilities — TF GT -5860 4526 
Sintex Industries 
an Construction Со. | 
EK A 
Blue Star 
Jubilant Organosys 
Onmobile Global 
Opto Circuits (India) 
Matrix Laboratories 
Batrampur Chini Mills¥ 
18 - Bajaj HindusthanY 
ispat industries 
ERI _ 
"Sunteck Realty 
Has the highest Madras Cements 
profit among TA 
fertiliser Jagran Prakashan 
companies m Fortis Healthcare 
—— Coromandel International 


Sterling International Enterprises 
Triveni Engineering & Inds. 
BGR Energy Systems 
| Tulip Telecom | 
`- Chambat Fertilisers & Chemicals 
Emami 
HT Media 
Pfizere 
Hindustan Oil Exploration Co. 
EID-Parry (india) 
Nirma 
Jammu & Kashmir Bank 
Mahindra & Mahindra Financial Services 
Il. Nava Bharat Ventures 
2 „Лова Sawa 
| Gujarat NRE Coke 
Patet Engineering 
Jet Airways (India) 
Roita India 
АТА Engineering 
Gujarat Gas Соч 
KS Oils 
Deccan Chronicle Holdings — 





| 256 Motilal Oswal Financial Services — 


“к 
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Jet Airways' earnings per 
share (-201) was the worst 
in the BT 500 universe. : 






TOTAL ASSETS (Rs cr) SALES (Rs cr) | МЕТ PROFIT (Rs cr) | PRETAS. ПОМИ (90) ВОСЕ (90) EPS (85) 
2008-09 Rank 2008-09 200708 Fark 2009) 2008-09 200-08 —— RakQoo | OV SALES Ой бй с coser 
45% № 422 3518 154 162 364 | 958 | 832 62 
| M 1482 1573 70 128 49 679 8.86 227 
ом 831 NA NA 272 м м вё 
_ 606 12 65 | n | 13 020 
284 216 13.33 169 17 1954 

09 

2X 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth 96 2008-09 2007-08 









23 КЕС International с M0 — 23? мм 150 2566 — 

2 238 ICI India ooo UMS. M96 92 VS — 200 _ 

272 Indraprastha Gas 1953 1636 1940 = 1553 ` 1793 

123 Puravankara Projects 1951 . A480 -56.45 2,863 8,269 
Amtek Aut | | 33и us _ 5 

юта Broadcast = 

идее — 5 

| Birla Corporation — 

L REIAgro | 

Everest Kanto Cylinder 

Peninsula Land 

Kalpataru Power Transmission 

147 Phoenix Mills 

Alicargo Global Logistics 

Maharashtra Seamless 

 Kirloskar Brothers 

Era Infra Engg. 

, Simplex infrastructures — 

Apollo Tyres 

Kirloskar ОН Engines Юю y ^ 

Parsvnath Developers 1708 2,834 -39.72 1,868 6,075 

’ 179  Sobha Developers | 

200  infoEdge (India) 

| 259 Kansai Nerolac Paints 

B Astrazeneca Pharma Indias 

эт Torrent Pharmaceuticals 

Praj Industries — 

Alfa Laval (Indja)? 

Redington (india) 

= Omaxe 

Shriram City Union Finance 

№ 24 Bombay Rayon Fashions 

. 210 Haveils India 

: 230 Great Offshore 

Karur Vysya Bank 


























Only real estate 
company whose 
profit increased 


over last year 
поить тонет рн 








Its market cap fell 
despite a two-way 
battle for control 
of the company 
reme 


1649 490 1606 1099 : 
_ 2.288 2880 — 1630 162. A 
2,322 -34.65 | 1609 2,966 
3,092 








Mida o o 
Sundaram Finance 

Gammon infrastructure Projects 
- 193  Adiabs Films 

. 229 Atias Copco (India)a 
Wockhardt 

Berger Paints india — 

trial Infrastructure — — 
Sun Pharma Advanced Research Co. 















ujarat Fluorochemicals — 
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Era infra Engg. had the * 
highest 96 gain in market 
cap among construction cos. 










TOTAL ASSETS (Rs cr) SALES (Rs cr) | NET PROFIT (Rs cr) ‚ PROFIT А5 КОМИ (00) КОСЕ (06) EPS (Rs) 
2008-09 Rak 20809 2000  Ramk(2009) 200809 20008 wg ЗО gs 

Оз — 5 3,484 2,869 озм | 223 | 15 | 2357 
E мв NN юп 183 ne 2800 
996 840 NA £000 | 2000 1232 

м 5и м M M МА 

1425 18.34 1259 665 9.61 
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1096 | 964 408 1505 
2180 | 2000 2000 дат 
584 | 1555 1858 3659 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


Its market cap 


jumped over 50% RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 
as tea prices rose 2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth% 2008-09 2007-08 


on lower output \ эч! 
386 McLeod Russel India смт эв (RM) в өз 


н и 
202 Dishman Pharmaceuticals & Chemicals ut 14и ' _ 2433 М -41.90 И 17% n 2220 
3M Asian Star Co. 1394 293 126 ma 
Novartis India 5 932 — 69 869. 1,061 
Gujarat Narmada Valiey Fertilizers Co. 264 
9 Monsanto india — 
pea Laboratories — 
Godfrey Phillips india 
_ BOC Indian - x 
HSBC investdirect (India) 
Television Eighteen India 
Gammon India 
190 UTV Software Communications 
369 Wyeth 
303 Kesoram Industries 
А Tata Investment Corpn. 
г Prakash Industries 
Kingfisher Airlines 
= Monnet ispat & Energy 
Mercator Lines 
Usha Martin 
n 247 Core Projects & Technologies 
. 296 Chettinad Cement Corpn. 
Prism Cement 
Shiv- Vani Oil & Gas Exploration Services | 
9. Koutons Retail india 
SKF Indiaa 
Bayer Cropscience - 
: Alok Industries 
cds 
340 Honeywell Automation Indias 
280 168 United Breweries (Holdings) , 
| 314 Ваппагі Amman Sugars | i202 e 4 
317 Gujarat State Fertilizers & Chemicals 1200 
| Blue Dart Express < 195 
184 Bombay Dyeing & Mfg. Co. 
|. Ballarpur industries? 
akshmi Machine Works 
rlite Technologies — — 
Thomas Cook (india) 
Hotel Leelaventure 
Texmaco 
421  Sanwaria Agro Oils 
275 Jindal Drilling & inds. 
Mahindra Lifespace Developers 
Carborundum Universa : 









































Airline's losses 
increased due to 
high debt and low 


aircraft utilisation 
—щ——— 
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Tata investment Corpn. 
had an amazingly high А. | У 
profitability 8796 of its sales. 


E TOTAL ASSETS (Rs cr) SALES (Rs cr) 


NET PROFIT (Rs cr) PROFITAS RONW(%)  ROCE(%) EPS (Rs) 
2008-09 Rank 2008-09 2007-08 Rank (2009) 


| 2008-09 2007-08 Rank (2009) | HOAS МО IHOR چس ج‎ 
868 728 363 
440 381 575 
1262 1329 267 
628 437 


a 


_ MM 
P. 


023 | 707 | юз | вм 

2096 | 1639 | m9 m4 

150 568 | 52 mm 

536 | 2223 | 2221 3245 
27 | | 






i 
| 
| 
| 
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} 














| | 
30 | 9n пә | 1606 
782 | 345 | 305 | 7155 
2352 | 3698 | 3663 | 4387 
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| 88 | 2932 | 
оз | 100 | 06 656 
| 1609 | 2209 | 1637 | 9857 





| 285 | 
| 690 | 2681. 2546 685 
ом о 
| | 13.05 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) d 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth 96 2008-09 2007-08 


Ruchi Soya Inds. O6 OS — 
TVS Motor Co. 
Centrum Capital 
Infotech Enterprises 
Binani Cement Y 
9 Sout Bank _ 
„Indiabulls Securities — 
i Structures — 

. Polaris Software Lab 

- Rain Commoditiesa 
Madras Aluminium Co. 
Hindusthan National Glass & Inds, 
Electrosteel Castings 
Geodesic 
Gateway Distriparks 
Zee News 
ABG Shipyard. 


Bank of Rajasthan 
company wi Pere s 
PAT than Bata India2 


doubled in 2009 i 1 S; Kumars Nationwide 
—— M Hle Sandur Manganese & Iron Ores 


Brigade Enterprises 
Austral Coke & Projects 
Advanta India 
3i Infotech 
_ Raymond ЕЕ 
be Investments of India 


Only mining 








_ Ingersoll-Rand (India) 

Mavens Biotech 

Orissa Sponge tron & Steei 

Panacea Biotec 

Orient Paper & Inds. 

Eicher Motors? 

Jai Balaji Inds. 
Network 18 Media & Invst, 
о 1. 





Highest fall of 60% 
in market cap sal i DE ыла 
among jewellery 3m Jindal- South West Holdings — 
companies | 207 New Delhi Television 
йр rma e: Gitanjali Gems 





Fresenius Kabi Oncology 
Сео BNP Paribas Financial Services 
Consolidated Construction Consortium 
Century Plyboards (india) 

hriram Consolidated — — .—— 





E 
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The market cap of Orissa Sponge iron 
& Steel, a loss-making steel firm, doubled 
as other firms tried to acquire it. 





T TOTAL ASSETS (Rs cr) SALES (Rs cr) | NETPROFIT(Rscr) | PROFITAS RONW(%) Е EPS (Rs) 
2008-09 Rank 2008-09 2007-08 Rank (2009 2008-09 2007-08 Rank (2009) | AOF SALES — 5 ET 


1744 261 11921 11190 5 64 159 327 
255 № 
242 747 
42 
223 


4,089 3,785 


80 
2016 


i 
Н 
| 
} 
i 
f 
| 
| 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK 


2009 2008 


COMPANY 


Apr-Sep 2009 Apr-Sep 2008 


Varun Shipping Co. 
Himadri Chemicals & Inds. 


M60 - 
Gained the most in 1009 
market cap among P 

agro-chemicals 


companies 
пикетов фр 


Aptech? 
Asahi india Glass 
Amara Raja Batteries 
„Ван та зу. 
Sadbhav Engineering 
- Zuari Industries oo 
-Adhunik Metaliks —— 
-Time Tectinoplast - 
Hexaware Technologies 
ICSA (India) 
Ess Dee Aluminium 
Orchid Chemicals & Pharmaceuticals 
Shristi Infrastructure Devp. Corpn. 
„Graphite India | 
6 Techno Electríc & Engg: Co. 
0. Trinethra Infra Ventures 
EDE 
Cambridge Solutions 
Whirlpool of India 
Unichem Laboratories 
SRF 
ICRA 
Bajaj Electricals 
6 Navneet Publications (India) 
BASF India 
Gujarat Alkalies & Chemicals 
08 . SREI Infrastructure Finance ; E 
E Deepak Fertilisers & Petrochemicals Corpn. | 
Jyothy Laboratories 
Walchandnagar Industries¥ 
Jindal! Poly Films 
Uttam Galva Steeis 
Shriram EPC 
‚ Noida Toll Bridge Co. 
oltamp Transformers - 


868 





Market cap 
jumped 60% as 
L.N. Mittal bought 


a stake in the firm 
——— 


Vardhman Textiles 

JK Cement 

Clariant Chemicals (india) 
Asian Hotels 

PVP Ventures 

Elecon Engineering Co. — — 


‚ Abbott Indiae 
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1062 
_ 21.48 


88 2898 





AVERAGE MARKET CAPITALISATION (Rs cr) 


Growth 96 2008-09 2007-08 


305 — 1022 
БЕЛ 
1367 
MB 
824 


4126 


6.05 


Whirlpool of India was the only 
white goods maker whose market 
cap gained over fast year. 





























» TOTAL ASSETS (Rs cr) SALES (Rs cr) | МЕТ PROFIT (Rs сг) | PROFITAS RONW(%) ROCE %4) EPS (Rs) 
2008-09 Rank 2008-09 200-08 Rank(2009) | — 200809 2007-08 — Rao “7 ST OES | mor | 
. 385 16 994 100 32 їз 226 BB 1236 | 627 | 16 3.61 
| 86 48 44 435 54 чт B 392 | 1063 | 1369 | 987 2429 
_ 28 15 118 102 в 5 2 752 404 | 288 28 106 
256 | gn -308 564 | -316 251 
199 2801 499 200 1230 
3м 
O 50 | ^ 
M 34 i 
^ _ 4309 — Té 1296 1:33 29 +5 185 880 
х St m. 
24. ВА B 
58 49 329 
m м 13 
dm 5 2m 
73 4 669 
52 32 309 
434 78 196 
162 139 152 
828 2 451 
178 73 266 
196 5 ut 
m 53 3% 
03 24 B2 
E ws зв 
28 100 165 
606 52 423 
46 36 426 
234 133 153 
т 124 238 
_ 356 35 424 
a 46 
2m oo MO 
5 Aw. BE 
Cet | iv 
19 178 
m 176 
326 am 
NA NA 
923 860 
E 3 
45 E 


e s 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth % 2008-09 2007-08 





















310  Plethico Pharmaceuticalsa 2668 1364. 5100 98 à 136 
545 муз „е ы ай зв M 
Vishal Information Technologies _ 66. 39 . 108716 345 №. 
BL Kashyap & Sons 96 - 240 1238. 18 250 
Arshiya International — 659 1060 . -37.82 764 1070 


vi Movers = oo 
4 JK Lakshmi Cement: —— 
-Ansal Properties & infrastructure 
Gokul Refoils & Solvent 
Allied Digital Services 
Mercka 
Swan Energy 
47 Hinduja Global Solutions 
505 Supreme industries? 
_ IL&FS Investment Managers 
Greaves Cotton — 
indram Fasteners 
Delta Corp. — ^. 
hluwatia Contracts (india) 
Sanghi Industries 
Mastek? 
21 Тапа Solutions 
336 Shoppers Stop 
529 Shree Ashtavinayak Cine Vision 
KSBPumpso — 
Development Credit Bank .. 
ian Metals & Ferro Alloys 





C CEN UA m 
64 — 436 245» 896 





2,321 -73.00 1497 2,706 
1187 _ 1840 


RESRRERESRESEE 












Smallest housing 
finance company 
by market cap in 

the BT 500 


E d 


| Ruchi infrastructure 
Gruh Finance 

NIIT Technologies 
HBL Power Systems 





(58 159 








Тај GVK Hotels & Resorts = 
| Timken Indias 804 
306 PSL 1428 
141 Cals Refineries 1754 





Madhucon Projects | i Q9. 135 5 1 А 1,327 _ 
Ajmera Realty & infra india =; 3,402 
Lakshmi Energy & 
у inks3 
NSE Industries 


414 Grindwell Nortona — E 4 | 
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Zandu Pharmaceutical Works has the 


highest EPS of Rs 271.45 At DU 
among the top 1,000. Z N АА 


на TOTAL ASSETS (Rs сг) SALES (Rs cr) | NET PROFIT (Rs cr) PROFITAS ВОМИ (96) ROCE (0) EPS (Rs) 
2008-09 Rank 2008-09 2007-08 Rank (2009) | 2008-09 2007-08 Rank (2009) | а Жс, эл 





541 57544 6l 15844 "25 | лм | Ри | 124 
750 | n4 | 8&3 3% 
234 | | 955 | 08 
5.26 493 3838 
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BT 500 INDIA'S MOST VALUABLE COMPANIES-PRIVATE SECTOR 


RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) 


2009 2008 Apr-Sep 2009 Apr-Sep 2008 Growth 96 2008-09 2007-08 











4n OCL india _ 55 THT 451 886 
47 Finolexindustries — ш TO мм 50 9% 
453 NL Saraswati Industrial Syndicate 860. NL m о ш № 
Titagarh Wagons (559 1257 554 90 № 

. Forbes & Co. 558 578 “3.39 530 668 


j Balkrishna Industries 
6 _ Strides Arcolaba 
. Wire & Wireless (india) 
Cranes Software intl. 
Finolex Cables 
Nesco 


















4244 Himachal Futuristic Communications 
| 497 TV Today Network 
| 393 Modern India 

D Sol lar Industries India - 


a Kwality Dairy (india) 
. SpiceJet 
Seameca 
Eclerx Services 
All Everonn Education 
621 Oscar investments 
Dynamatic Technologies 
Transport Corporation Of India 
. Amtek India» 
ef Pharmaceuticals 
Chemplast Sanmar 
„SMT 
HFCL Infotel 
415 Assam Со. 
334 VR Prime Urban Developers 
| 165  Maytas Infra 





заре 









лањ ыз ш 23 р 
2960 442 2258 54 







470 + 
a 
468 
6 
468 















Its market cap rose NL Wabco-TVS (india) 293 NA 
150%, highest JBF Industries M0 — 89 
among financial - 
services firms indi Emco 
—> Ber Manappuram General Fi inance & Leasing ; 
a Synthetics ü ndia) 
ам Wellness 
Kirloskar Pneumatic Со. 
384 Bharat Bijlee 
Tata Coffee 
Lowest market cap ou 
among the banks Gulf Он ope, 
شو ت‎ 


Pi T Cummins Infosystem 
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E TOTAL ASSETS (Rs cr) 


2008-09 Rank 2008-09 


1,278 





1735 
1377 
т 

9 


SALES (Rs cr) 
2007-08 

907 

1678 

1,224 

652 


| 


Rank (2009) | 


OT EEE 


вю | 
м 
ED 
28 
a 
3" 

Ue 
69 

Pe 
wo 
m 
528 | 
„129 

35 


745 


Assam Company was the only 
tea company in BT 500 to 
lose in market сар. - 





NET PROFIT (Rs cr) (PROFIT AS RONW(%) КОСЕ (060) НЯ 
2008-09 200-08 Rank (2009) 70 OF SALES | 
| سا‎ 2008-09 —————- x 

16 116 2 9.06 18.38 10.23 20.34 
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olicy makers, Regulators, Members, 


for enabling us to ac 


MCX-SX, India’s New Stock Е 





» Reducing the gap of collections of mark to market (M2M) margins to same day 


i 

| » Deploying superior technology for continued operation during sun outage 

| > Signing MoU with partners for Financial Literacy to enable Financial Inclusion 
| » Releasing 1" handbook on currency futures and interest rate futures 

| » Providing price updates of currency futures via SMS 


> Leung websted in 11 ОЧ! languages 





| Exchange Operation P Performance _ 


Sb cal УЫ АНЫКЫ apie asia ae ы ке ек УЕ ЦААНАА УБА OE PR eR 


_Орегайоп Parameters | | Oct 08 - Oct 09 


Number of members | 626 
Number of banks | 23 
| | Geographic spread across cities and towns | 478 
| | Highest Open Interest (industry record) | 6,12,560 
| | Highest turnover (Rs. crores) (industry record) | 10,798.05 
| Highest number of contracts traded (industry record) | 23,07,868 
Market Share (in %)* | 50.43% 
, Number of corporate houses participating | 1,167 
| | Education programs across India | 225 





| | ASS ANT | 
| cu of cR in | ASSOCHAM Lo | те 














| Indian Industry THE INDEX COMPANY 

| 

H чыдай ————— —————  —À T ———— € ——— 
| NUMAE Industries Viswakarma Industries Electrical Technology Park of United Co 
| Association Association india 





e 
Systemai 
Information, 





ants and 


е valua ble milestones 


full complete: 








chieved three ISO certifications for Quality Management Systems, Information Security Management 
X System & Environment Management System in the first year 


‚ Achieved an all time high turnover of Rs. 10,798.05 crs., highest open interest of 6,12,560 and highest 
volume of 23,07,868 in currency futures segment and maintained this record 


‚ An average of one education and awareness program рег day during the last one year: a total of 225 
programs across India 


» Partnered for training with trade associations & reputed institutions such as FEDA! (Foreign Exchange Dealers 
Association of India), ICAI (Institute of Chartered Accountants of India), CCRT (Centre of Corporate Research 
and Training) under ICSI (Institute of Company Secretary of India), IBA (Indian Banks' Association) and ICRIER 
(Indian Council for Research on International Economic Relations) 


» Collaboration with FTSE - the world renowned index calculator 
» Dissemination of currency price information on mobile through its WAP portal 


‚ Launched MCX-SX Clearing Corporation Ltd., and achieved a rating of LAAA (SO), the highest possible 
% rating in its category 


» Successfully completed 10096 of 153 clearing and settlement cycles 











Ам. FEDERATION OF INDIAN 
> EXPORT ORGANISATIONS 
Set up by Ministry of Commerce, Government of india 
150 900 1:2000 Certified. 
Copper Consumers Association of South Garment Exporters Association of 
IRD india (CCAS) Rajasthan (GEAR) 


évelopment of Markets through = MCX'SX 


»vation, Education and Research ^  india's New Stock Exchange 





BT 500 THE NEXT 500: COMPANIES 5011000 e the mostamony meg ro cap | 


percentage terms. : 





AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
CAPITALISATION (Rs cr) ASSETS @ cr) (scr) (en 4) * 
RANK COMPANY Apr-Sep Apr-Sep Growth 20809 Rank 2008-09 Rank 2008-09 Вак 2008-09 
2009 20% 2009 2008 % 








501 Take Solutions 
502 Kalyani Steels 
Bharati Shipyard 
| Eigi Equipments 
Mahíndra Forgings 
| ‘Sarda En ray йа * n 





Essel Propackd- 
MIC Electronics® 
Graviss Hospitality 


ESEESESSAEES 


Kennametal india? 


m 
& 


Apar Industries 

McNally Bharat Engg. Co. 

Chol amandalam DBS Finance 
Kiri Dyes & Chemicals 


terac ive Technologies 
Nocil М 
сонс. о 
JB Chemicals & Pharmaceuticals 


Ramco Industries 





Religare Technova 
Agro Tech Foods 
Zenith Infotech 

„Bombay Burmah Trdg. Corpn. 

J Anu' % Laboratories 

Suashish Diamonds 
: Unity Infraprojects 
| Transformers & Rectifiers (india) 

Nitin Fire Protection inds. 





FER GSESeEARERE RARE 


A 
= 


Dhampur Sugar Milis¥ 
Zylog Systems 
Oriental Hotels 


VUSEERESSSSUSSSSESEESENSSUEA 
ЗВЕНЕ ЕЗАЕ SHR EEE SAYER TE 


Balaji Telefilms 
Solvay Pharma india? 
Ceat 
Fomento Resorts & Hotels 
Gokaldas Exports. 
192 Federal Mogul Goetze a ndia — 
| Zensar Technologies 
Magma Fincorp 
Hindustan Dorr-Oliver 
Bajaj Hindusthan Sugar & Inds. 
Zenotech Laboratories 


Diamond Power Infrastruct e 
Ratnamani Metals & Tubes 


IPM CUNG ИВИ. NUM 


гарез #@ЗБЕВЕЕ ЗЫК 


Ashapura Minechem 


о г 
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Outsource your company car fleet. 


As your fleet management partner, we help you right from 
designing a car policy to recommending an appropriate fleet 

mix, vehicle acquisition, maintenance, insurance and accident 
management. Leaving you free to concentrate on your core 
business without the day to day challenges of managing your cars. 


Derive benefits from getting your vehicles off your balance sheet, 
reduce administrative hassles, minimise fleet downtime, increase 
employee productivity and get immunised from any losses related 
to maintenance or resale risks. Entrust your fleet to India’s and 
Global market leader in Operational Leasing. 


LeasePlan India Limited 

LP Service Direct: 1860 500 5050, + 91 (124) 466 0000 
Ipininfogleaseplan.co.in 

www.leaseplan.co.in 


THE WORLD LEADING FLEET AND VEHICLE MANAGEMENT COMPANY 


Present in 30 countries managing more than 1.4 million cars 
1000 clients in India with over 23,000 cars leased 50 far 
Reach in 100+ cities and network of 800+ dealer partners 
Complete mobility solution from a 1 day Rental to 5 year Lease 
Unique value added services: internet reporting, any time 
replacement car and much more 

A ‘Greener’ fleet through our GreenPlan product 


Check us out - With 1.4 million vehicles worldwide, we might alread 
be doing business with your company somewhere in the world! 


LeasePlan 
Mone. Ad 
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AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
CAPITALISATION (Rs ст) ASSETS (Ба) ва) (sc) (99) = 
RANK — COMPANY Apr-Sep Apr-Sep Growth — 200809 Rank 2008-09 Rank 2008-09 Rank 2008-09 
2009 2008 2009 2008 % 






















































Nalwa Sons invests, 445 -23.47 0.01 925 5 92 1 672 5.33 
Himatsingka Seide 44 32 т 332. 43 5r з ва 08 
КСР 49 4936 46 59 AT м 66 30 2430 
Meghmani Organics 496 3223 796 436 364 п 1.23 
Hindustan Motors 442 724.08 39] 643 315 870 -50.76 
6 Andhra on m 52 5 2 125 
| 52 Manakala _ 60. 46 1273 
E 34 м. м NA 
868 Money Matters Financial Services s 168 922 TIO 235 120.07 
615 West Coast Paper Mills | зл 360 9.09 1,989 226 | 444 261 8.5 
607 ЈК Tyre 5 Inds. 35 зы d 2620 ш 5 580 186 
Indraprastha Medical Согра. 324 a 78 594 | 530 1452 ў 
Sunflag iron & Steel Со, 324 296 49 272 408 7.24 
Sahara One Media & Entertainment = — x» м 99 — (m © 1% зд 
ck Industries & Exports 7 2. _ 38 3 60. : 49 639 
Mills | m NA M M ощ 
Pennar industries E 658 om (43 BSS 
Visa $ Steel - | 36 29 om | (98 — 633 
Sonata Software 36 740 586 366 22.10 
527 Sagar Cements 35 548 638 612 3.94 
ST Sasken Communication Technologies 35 414 -23.78 534 540 533 522 8.95 
. 924 Ushdev International 32 124 52.16 416 583 232 553 15.90 
Swaraj Engines 309 251 2331 126 852 705 555 23.65 
‘Marathon Nextgen Realty з %9 5 3 ue 
сана | 4 в w (56 385 
w6 57 55i ea Mà дё 
305 574 55 : «5 s ‚ва 232 
‘i D 305 842 418 _ m s 398 8.90 
Eveready Industries (ndia) 303 285 651 1166 334 353 d 513 169 
Lloyds Metals & Engineers 301 74 -57.83 362 662 i 482 501 21.04 2 
Gujarat Ambuja Exports 300 584 -48.6 635 495 196 535 8.89 
Morepen Laboratories 300 415 "21.64 681 470 765 868 -7.29 
Paper Products 300 269 163 432 613 429 554 5.89 
| Aarti паз. | ам 502 259 265 
indo Tech Transformers | 130 ч 41 2126 
i E dui NA 2 poo Cam 
йа ou cL dorum 3 em yr e ud 
Tata Sponge iron : ' i 529 202 35.51 
Nucleus Software Exports 298 675 55.91 272 726 | 59 1244 
739 Mire Electronics 298 22.88 667 48 695 174 
557 Nectar Lifesciences | 293 | -3438 1290 33 360 7.26 
Selan Exploration Technology 292 178 813 393 48.17 
JMD Telefilms inds, 15 905 799 4.80 
Cae Constructions? E 5 Е. | E | 49 9.72 М 
‚ Goodyear indiat В 653 6 15.08 
| Andhra Sugars КОЛИ ( 396 вя | 
oii | Country Тири 122 | 6421 
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Empowering Minds bo Achieve КУРУУУ, P озен ез 


AIMS established in the year 1994 nurtures & supports a unique system of education structure on values and companies the tenets 
ofacademic excellence with corporate professionalism. 


The primary objective of education at AIMS is to create dynamic leaders in the corporate sector, entrepreneurs, academicians, 
researchers and professionals who contribute to the development of society and nation at large. 


PROGRAMS OFFERED An excellent intellectual capital fused together with a 


strong pedagogy gives a cutting edge to the programmes 
MBA PGDM PGDITM BBM BCOM underway atAIMS. 


о Bangalor 





E 
"We » 10096 Placement Assistance 
» Strong Alumni Base 
KEY RECRUITERS » Live Projects in Industry 
* ABN AMRO * Accenture » Strong Industry Interface 


» Value Added Programs 
» Interdisciplinary Learning 
» International Exposure 


* Barclays bank • Coca-Cola 
* Deutsche bank • AOL.. among others 


INSTITUTIONAL MEMBER 





., HOW TO APPLY 
MBA / PGDM / PGDITM Programs 


Short listed candidates based on MAT / CAT / U-MAT / will have to appear in the AIMS selection round at various centers in India or at the institute. 
Candidates with minimum of two year work experience are preferred. 





151 Cross, tsi Stage. Tel: +91 80 6567 9113, — —— C E г о 
Peenya, Bangalore - 58, INDIA. Mob: +91 93439 78115  www.acharyaims.ac.in 
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AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
CAPITALISATION (Rs er) ASSETS (Rs cr} (Rs er) (Rien бы 
RANK — COMPANY Apr-Sep Apr-Sep Growth 2008-09 Rank 2008-09 Rank 2008-09 Rank —— 2008-09 
2009 2008 2009 2008 % 



























































821 Panoramic Universal 186 53.72 | 86 876 40 12.95 
Welspun India 31 179 165 
Ganesh Housing Corpn. 94 ; 890 7.74 
South Asian Petrochem 344 338 243 
Kirloskar Ferr nds, 441 _ 5% 

Balaji Distilerles —— 0 m 

Satra Properties (india) — ОНА 
| ia Oll fechnologi eso 280 461 602 
215 642 

659 Abhishek Industries 215 881 

NL Alkali Metals 272 487 

535 Kirloskar Electric Co. 272 699 
Entegra 269 NA NA 
Spectacle In dustries "269 n : 2 7 5 NA | bs Оң NA 

Ж Hes _ > - в PE = Б | = m s ad ан 
Dolphin Offshore Enterprises (india) — 288 — 20 ИМ 35 б s» в 45 2295 
Garden Silk Milis 36 жю ж0 з £m мю ommo и аз 

nstruction Equipment 25 64 560 28 79 | 549 | 5а 1488 
Kaveri Seed Co. 265 3% 226 759 8з 50 1805 
Vesuvius Indiaa 264 360 664 607 486 18.20 
Falcon Tyres 263 NA NA NA NA NA 
Genus Power infrastructures 263 97 867 499 386 19.46 
JCT Electronics 262 497 567 5n 892 -125.86 
EHE OS II о ES IEEE “ ы 1% 

; s PU es | = : zs 5% > с e P 

Philips Carbon Black — GO 148 30 23 86 м 
Bh ois 260 M NA м. м м 
32 Resurgere Mines & Minerals Inida 39 584 512 54 — 58 7.63 
Sundaram-Clayton 259 672 416 490 | 723 151 

568 Pratibha Industries 259 та 463 403 402 548 E 

596 Aegis Logistics 258 285 76 67 488 15.20 

570 Automotive AxtesY 258 453 596 369 357 25.38 
Rico Auto Inds. 257 721 459 49 753 7.53 
Kajaria Ceramics. | Же 255. 628 497 30 697 259 

_ Suven Life Sciences _ л т ют 45 

tuby Mill. ® 57 эл 0% 

4m AME, E м6 &» 393 

588 МА NA NA NA NA 

KCP Sugar & Inds. Corpn. 249 221 12.92 308 TOT 200 141 n 6n 536 

Shree Ram Urban Infrastructurea 249 304 718.01 534 539 40 883 10 835 -3.10 

Fem Care Pharma 249 87 185.95 NA NA NA NA NA NA NA 
Sul zer r india? | | | | 48 25 | 190 | TB 53 

| тв | s 

Disa India 882 
OCL iron & Steel j _ 854 

5 Vikas WSP 480. 






Goodricke Groupa 
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Introducing India's first 
SKF Solution Factory in Pune 


With the objective of delivering on our Vision to bring 
more than 100 years of SKF Knowledge Engineering 
expertise to our customers, SKF has set up India's first 
SKF Solution Factory in Pune. 


SKF Solution Factory brings together our five platform 
capabilities of Bearing, Seals, Lubrication Systems, 
Mechatronics and Services - under one roof. 


SKF Solution Factory will help cut your operating costs, 
improve machine availability, achieve better plant 
utilization and improve energy efficiency. 


The facility in Pune is a part of a growing global network 
of SKF Solution Factories, where you are assured of 
having access to the best in class technical know-how, 


SKF India Limited 

Chinchwad, Pune 411 033, Tel.: +91 - 20 - 6611 2959 
Email: solutionfactory.pune@skf.com 

www.skfindia.com 


standardized work processes and customized 
solutions for your unique requirements. 








SKF Solution Factory, Pune offers you 


Application Engineering Consultancy 
Asset Management Services 

Spindle Refurbishment Services 
Bearing Remanufacturing 
Mechanical Services 

Lubrication System Engineering 


Customized Technical Training 


rebecindia. corr 


Condition Monitoring 


aKF. 











Development Corp. had an 


BT 500 THE NEXT 500: COMPANIES 501-1000 Prime Property 
КОСЕ of nearly 100%. ERN 





















RLG Systel_ 


Hyderabad Industries | | 
Best & Crompton Engg. 


AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
RA COMPANY z CAPIT ATION (Rs cr) ASSETS Gs er) , 05m Kec) (5) 
GI сон ребер Ar Sep wth 2008-09 Rank 2008-09 Rank 2008-09 Rank 2008-09 
B 539 Aurionpre Solutions 242 475. -48.98 | 42 895 605 12.97 
(5B ТЫ Natco Pharma мю юш 88 n т й Be 
| 807 Surana Industries 200 в — 255 4 36 43 483 
| Mount Everest Mineral Water _ 242 S0 878 858 -39.01 
| india Giycois 0 24 101 25 90 — 402 
Mari industries (india). 2.2607 388 6.99 
Yanga x са эл 
зв. LEN 
есіте ће (india) 237 221 9 313 520 - 
indian Hume Pipe Co. 236 — 555 4n 523 1031 
inda Foils 235 NA NA NA NA 
GSS Ашта Infotech 235 NA NA NA NA 
Hatsun Agro Products 234 665 35 65 5.95 
в вт _ ж 60 5и 
m з? ж 60 из 
| m в a 9 7168 
3 Nirlon 229 50 881 3 70 бы 
Confidence Petroleum india 228 NA NA NA NA NA NA 
NRE Bearings 228 659 330 641 4 757 161 
Gujarat Sidhee Cement ## 225 789 680 435 49 385 14.35 
Banco Products (india) 22 NA NA NA M NA 
JK Paper a 2 (mo вз м ою 
EN 20 55 R x т в 
ABG infra m 460 жт т 7 та 
Elantas Beck IndiaJ 29 794 T 20 5n 19.12 
Bliss GVS Pharma 26 85 T3 3 а ат 5 
Dalat Street Investments 25 93 0.62 926 -0.04 809 -0.51 
Bellary Steels & Alloys 25 748 5 88 “141 904 NA 
indoco Remedies 24 625 622 3l 482 9.30 
Kanani Industries 2м 890 — H в 704 тал? 
Gwalior Chemical Inds. 23 _ 674 | 28 50 12.05 
Supr 507 3 53 553 
{ Med one Global E Entertainment 28 1 nm 5 
Jay Shree Tea & Inds. 20 5 624 323 
KNR Constructions | 22 395 m | 407 14.74 
Bhansali Engineering Potymers 2 | 695 ai 837 15.20 
Prime Property Devp. Corpn. Е 21 838 | 69 35 97.08 
BAG Films & Media zl 864 0.91 79 0.83 
Swaraj Mazda zu 470 5 751 155 
45 
405 
NA 
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global acquisitions in the 
past one year. 
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MSS MARKET TOTAL SALES NET PROFITS ROCE 
Tm T ALISATION @& er ASSETS (Rea) ich (uo) (98) е 
s COMPANY Rank 2008-09 Rank 2008-09 Rank — 2008-09 






























































Д 637 Geometric 25. з п в з 4« o 
544  Jjayaswal Neco Inds, 205 NA NA NA NA NA NA 
: 889 Orient Abrasives — 35 Té 3 609 2 л 2389 
© 662 Azteceoft (Merged) 28 739 676 т 3.98 
flere International 202 896 9м 842 NA 
4 м NA NA 
sorts (india) — 143 89 NA 
VIP Industries Ў 626 65 -265 
> 608 KPR Mil 20 — 036 эл 63 10 
836 Fulford (india) ST 180 758 $9 жа 
4:. 738 Empee Distilleries " 24 65 682 3.60 
837 V-Guard Industries 196 "9 750 600 13.06 
652 Gayatri Projects *»* M 399 45 20 
И Khodayindia — — o» ж ә Е US 058 
] Nagarjuna Agrichem |» м8. 66. 663. А 382 28.36 
Marksans Pharma © = 65 ю шш № ос м з 
Panyam Cements & Mineral Inds, 91 E 29. T98 235 ™ | 34 457 73.75 
672 Numeric Power Systems 190 298 77 449 564 33 463 20.93 
670 Suraj Stainless 90 299 877 229 76 6 738 14.28 
NL Excel Infoways 90 NL na 10 9n 19 908 15 631 29.23 
Sakthi ат 190 259 -26.89 2,423 193 1054 320 -8i 896 -6.33 
ion ir omo xpo 49 39 90 жш 6 № 149 
Ahmednagar Forgings? - : w _ 30 _ 447 ا66‎ — 265 32 828 
3 T28 Navin Fluorine Intl. 186 254 602 444 569 45 400 9.67 
628 Advani Hotels & Resorts (India) 185 342 885 3t 885 0.05 807 -8.93 j 
946 Remi Metals Gujarat м 10 693 20 в 7 8m м | 
790 Gujarat Apollo Inds. 184 205 NA NA NA | NA NA КА 
Foseco нао 184 255 814 по 769 16 621 24.18 
English indian Clays 184 355 T" 658 ош 694 
Ferro Alloys Corpn. 444  e8 р 500 3090 
ыкы ви 36 т 
Kewal Kiran Clothing m 300 _ 800 | 89 
Carol info Services 18 162 426 297 139 
Nahar industrial Enterprises. 182 227 293 qa 0.05 
Greenply Industries | 182 34 -42.07 643 488 442 10.34 
Hatonix | 180 Е ` 400 ` 487 | 348 679 779 3.75 
Gemini Communication 80 | 353 ` 4900 358 669 T96 0.26 
Ador Welding | 192 6,5] 89 662 9.50 
695 ; Deep industries is 831 T с 7.76 \ 
Cosmo Films | 45 т 13.75 
| ` Rajshree Sugars & & Chemicals. И ET ! (5n j 666 
Nico am 6 40 


Honda Sie! Power Products. : 30 i : в 622 тп 


ы лее  _*_— -a ег 
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Why remarkable? Long range, excellent climb capability and 
high cruising speeds are just a few of the criteria that were 
set and surpassed when the G200 was designed. With an 
hourly operating cost that is lower than that of many mid 
size jets, and flexible cabin layouts where comfort and 
space abound, this large-cabin super-mid-size busines 
jet examplifies how Gulfstream is not only redefining 
performance, but also setting The World Standard 


ES ear cm 


— ` 


GG GM СУ G45 r CHAIRS a 
> Д asi < 
ы А 
P 


To learn more, please contact: 


Air Works India Engineering Pvt. Ltd. Y > " 
Gulfstream 


Authorized Independent Gulfstream Representative in India 
Toll free: 1800 1800 311, direct: +91 124 4642 258, e-mail: gulfstream@airworks.in 


A GENERAL DYNAMICS COMPANY 


Jason Akovenko, Gulfstream Regional Vice President. Asia/Pacific, 
5.6256 8301 gmail: iasnn акомеоко@\иНиеаг com yey nmulfstreamG?00 com 
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MNS SH 
У К с) a) 
RANK СОМРАНҮ Apr-Sep Apr-Sep Growth 2008-09 Rank 
2009 2008 2009 2008 $6 

Ramsarup industries X240 4% 







" 184 Webel SL Energy Systems 15.64 45 
873 GMR industries 12.94 6n 
Kothari Products 52.87 м 








Hanung Toys & Textiles — 802 

indewind Energy 282 
i 40 c 
1293 



















Munjal Showa m2 136 26.97 E 456 
769 CCL, Products (india) _ 12 216 20.25 403 
Т6 Sunii Hitech Engineers m 263 -3444 553 
635 Eneray Development Có. т 334 -48.62 230 
Aditya Biria Money т 259 -34.00 128 
_ KF Tee Uo ш м и 
м т ж тв м 
Pradesh Paper Mills (m ж n uw 
i Avaya OlobaiconnectY 168 404 
751 Rallndee Вай Nirman (Engineers) 67 23 
18 Bhagyanagar India 67 341 
877 TTK Prestige 166 192 
Denso india 166 49 
Infomedia 18 M6 _ 207 
6 167 
= LJ 
Hawking Cookers s 88 
MSP Steel & Power 164 МА 
Subhkam Capital 164 7 
Shrenuj & Co. 163 1,587 
Manali Petrochemical 163 m 
Tinplate Co, Of India 163 678 
Hitachi Home & Life Solutions (india) 351 


Lloyds Steel tds. 







Dhanuka Agritech 
Varun industries 
weai Logistics 
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Revathi £quipment 
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VST Tillers’ market сар more ; 
than doubled over last year. 





SALES 
(sen) ( ит) (%) 
2008-09 Rank 


9з в 35 4B 


————— анна, 








My organisation's investment in Project Management 
Professional (PMP)* certification has paid off in several 
ways. The approach to handling projects has undergone 


a radical change - which is reflected in the end results. 
The team has a tight grip on planning and executing 
multiple projects - big and small. And this gives us the 
confidence to scale our ambitions. 


With PMPs handling its projects, an organisation 
develops a structured approach and discipline to 
execution. The team follows good practices in project 
management. Planning and execution undergo a sea 


# Source: A 3 year, $2.5 million study conducted across 60 organisations and 


over 400 interviews - ‘Researching the Value of Project Management’. 


* PMP: Project Management Professional - a leading, respected and 
globally accepted certification from PMI. 


=== 0000 Oe EE 


( ‘Paying {оу 
PMP ‘certification 
IS a ven small price 
fov the gains 
йл productivity and 
output acvoss 
my organisation.’ ` 


change with a close watch kept on project progress and 
costs. The net result is a vast improvement in project 
completion rates; cost overruns decline and budgetary 
compliance standards are consistently met. 


The value realised by organisations with professional 
project management includes increases in revenue 
and market share, better customer retention & 


reduced write-offs and rework’ 


To find out how your organisation can benefit, please call 
+91 124 4517140 ог mail to pmi.india@pmi.org | 
URL: www.pmi.org.in 


NP). LL 


Project Management Institute 
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AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
CAPITALISATION (Rs cr) ASSETS (Re er) а) а) (99) 
COMPANY Arie Адер Growth 200809 Rx 200809 ә 2008098 юй 200899 





Kanoria Chemicals & Inds. 156 173 988 ^ 738 453 556 50 5 635 7.34 
439 Country Club (1) SS т 7833 30 68 з — 6&6 о ва 4% 
Minda Industries S5 — 38 458 зп юз 5и 57 Б 6% —92 
ا‎ l A I6 e E o Ер 
Kohinoor Foods NA М К NA 















































































=, 
о 
Datamatics Global Services WM 58 юй 
RollatainersY 150 822 -5.96 
Manugraph India | 50 445 13.64 
Birla Power Solutions | 50 16 119 
Farmax Retail (India) 150 801 625 у 
BSEL Infrastructure Realty 150 146 m 132 
2 эв в 10. 
Dhunseri Tea & Inds. ш MS m" 86 ө n» 
) Easun Reyrolie » ж O0 № за м an 
` Warren Tea a Oo om T в м пи 
Eimco Elecon (India) 48 т 5 т 5 65 196 
| 678 Kei Industries мв 443 1090 308 1 785 6.99 
| 718 Donear industries ив 792 184 151 -22 852 -3.28 
822 Büpower и 186 -20.86 318 701 460 555 16 618 4.91 
Visaka Industries 47 : 588 618 464 | 36 452 12.89 
м m ж 6 95 354 
M 84 (90 зз 98 — 35 
s&Pharmaceuticas M4 608 of в 68 44 
KE “m ез а з 80 — 28 
Chowgule Steamships 43 n2 809 23 537 10.33 
617 Atlanta w 527 725 9 54 688 1 
879 Everest Industries м 152 -7.25 505 561 567 496 14 639 4.68 
' 896 DIC India — м 0 199 394 60 57 Sh 5 69 ви 
Smartlink Network Systems м 246 42 181 810 179 761 7 722 3.01 
655 899 NA 
| Accentia Technologies м | NA NA 
Micro Technologies (india) 781 333 23.60 
Мрро Batteries Co. 807 69 13.05 
Dwarikesh Sugar inds.Y 47 855 -4.75 
734 Viceroy Hotels 638 763 2.34 
Shardul Securities 863 829 -9.81 
" x reus ат a 8 T 
788 тв -0.05 
Thiru Arooran Sugars ——— E TO 08 
| 931 Oudh Sugar Mao — 36 823 -26 
m smeermamse E т. за osa 
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Q ELECRAMA-2010 — 


9th international exhibition of electrical and industrial electronics industry T 9s -] as v 
фм 9 ] 1 
20-24 January 2010 sac ча ч ча 


Bombay Exhibition Centre, Mumbai, India your link to electricity 


fi 


ENGINEERING” 


JOIN US AT ELECRAMA-2010, AS WE SHOWCASE 


THE FUTURE OF POWER. 





VISIT ELECRAMA-2010. THE LARGEST ONE-STOP-SHOP FOR ELECTRICAL AND 


INDUSTRIAL ELECTRONICS. 


Indian industry continues to improvise its products to meet the current market needs, and stay ahead in the 
highly competitive market. Kirloskar has been in the forefront of value engineering and delivering excellence 


to Indian and global customers. Indian engineering is ready for the world. Are you? 


International quality standards like BIS, ISO etc. 
It doesn't get bigger than this. 




















> 60,000 SQ.MTS. EXPO AREA рч ETE TOR 
1,000+ EXHIBITORS > Cable, Conductors, Winding Wires 125 
-> 1,00,000+ OVERALL VISITORS > Electrical / Electronics Components 94 
-> EXHIBITORS FROM 20+ COUNTRIES > Switchgear & Controlgear 125 
-> VISITORS FROM 40+ COUNTRIES T санет = 
> Insulating Materials & Insulators 60 
а е > Testing and Measuring Instruments 125 
SEMINARS. PT co ) 3 Industrial Controls & Automation Systems 60 
TRAFOTECH-2010 - 18th & 19th January 2010 P 39 
[International conference on Transformers] 3 Engineering Products 42 
BEL : > Generators and Motors 50 
TECH IT-2010 - 21st & 22nd January 2010 > Power Electronics 50 
(International conference on Instrument Transformers] > Design & Consultancy 42 
Е > Other Products 156 


CAPACIT-2010 - 21st & 22nd January 2010 
[International conference on Capacitors) 


A universe of 1,000+ exhibitors from 20+ countries and 100,000+ visitors 
from 40+ countries awaits you at the largest one-stop-shop for electrical 
and industrial electronics across the entire T&D value chain. 

Preview technology and products from 220 V to 1,200 kV which conform to 





-> MANUFACTURERS 


> TRADERS 

- GOVT. OFFICIALS 

- COMPANY EXECUTIVES 
- CONSULTANTS 

-> CONTRACTORS 

- POLICY MAKERS 

-> ACADEMICIANS 

-> STUDENTS 


www.elecrama.com 





exhibition of electrical and industrial e 


20- 


bay Exhibition Centre. 


2 Closer view of Indian Power Industry 

3 Technology partnership opportunities 

> Supply chain, logistics and vendor capability 
assessment 

> Product & Technology, new specs & standards 

> Investment opportunities 

> Professional networking and knowledge sharing 


> It is organised by IEEMA - Indian Electrical & 
Electronics Manufacturers' Association 

> А ‘not-for-profit’ organization founded in 1948 

> Comprises of 663 members with combined annual 
turnover of over US$22 billion, of Indian Electrical 
Industry 

Э 61 years of existence, with 20 years of experience in 
organising ELECRAMA 

> 150 9001:2000 certified organisation 


Confirmed group country pavilions from: 
CHINA, FRANCE, GERMANY, KOREA, 
TURKEY 

Individual participants expected from: 

AMERICA: Brazil, Canada, USA 

ASEAN: Singapore, Sri Lanka, Thailand, Japan, Korea, 
New Zealand 


TAIWAN ANI 
TAIWAN ANI 


EU: Finland, Italy, Switzerland, Spain, Sweden, UK 
UAE 


E EAST 


'IDDL 


24 January 


Mumbai, india 


2010 


organised by 


your link to 





ONE-TO-ONE APPOINTMENT 





ELECRAMA offers visitors a 
valuable addition to their itinerary 
by way of planning prior 
appointments with exhibitors. This 
ensures forced and quality 
interaction time for both visitors 
and exhibitors. Appointment 
facilitation is offered on request and 
subject to mutual consent and 
availability. 


HOSPITALITY 
5 star VIP lounges 


d Multi-cuisine 
я restaurants 
Fast food outlets 
Evening entertainment 








p» U fi 


Approved” 
Event 





TRAVEL ASSISTANCE 


TUI Event Management 


® 
World of МУ TUI 





ELECRAMA offers visitors tailor made 
travel packages to visit ELECRAMA 

and experience India through pre/post 
tour packages. Designed and ` 
facilitated by TUI, a leading global 

travel network, these facilities can be 
availed on confirmed visitor 

registration. 


SECURITY 


4 Security with search 
aA / № and surveillance 
WELL Access only for 
registered visitors & 
authorised personnel 


BT 500 THE NEXT 500: COMPANIES 5011000 Radhe Developers was arare 


real estate firm with higher 
market cap over last year. 








AVERAGE MARKET TOTAL SALES NET PROFITS ROCE 
RANK CAPITALISATION (Rs cr) ASSETS (Rs cr} Mso) Rer) (95) 
COMPANY Apr-Sep Apr-Sep Growth 200809 Rank 2008-09 Rank 2008-09 Rak 2008-09 
2009 2008 2009 2008 % 


LGS Global м 180. МА 
ion Exchange (india) dA 2 

Tamilnadu Petroproducts 

Deccan Gold Mines | 


Lok Housing & Constructions 


AK Capital Services 
Gallantt Metal 
Uttam Sugar Mills 
Alka Securities 


Surya Pharmaceutical 


a Polybutenes- = 





Granules india 
Balasore Alloys 
Universal Cables 
RSWM 
Automobile Corpn. Of Goa 
$ Gillanders Arbuthnot & Co: 
4 Valecha Engineering _ 
Saura CementYY 
| Jindal Poko db o E 
UB Engineering 
Atco Corporation 
Net 4 india 
SMS Pharma 
Rohit Ferro “Tech 
"Bengal & Assam Co. 


BRHISRARSDREUSSISIBISSSEIPIOREDISBSTUST 


Radhe Developers t 


Вајараіауат Mills 

Mirza International | 

Setco Automotive 

JCT 

Genesys International Corpn. 
. Bihar Tubes. ; o 
с Vakrangee Softwar e$. 


=g BES BRIEFS PEFERASHIHE BERS запа gassasg sguuds $885 





848 Andhra Petrochemicals 
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Е Dharani Si doubled it 
ВТ 500 THE NEXT 500: COMPANIES 5011000 о ые 





AVERAGE MARKET TOTAL SALES NET PROFITS ROCE Е 
CAPITALISATION (Rs cr) ASSETS (Rs cr) ва) (Rs cr) (09) et 
RANK COMPANY Apr-Sep Apr-Sep Growth 2008-09 Rank 2008-09 Rank 20809 аи 2008-09 
2009 2008 2009 2008 96 
1 888 ZF Steering Gear (india) mo м 161 з 2 — T5 м 10.66 
844 Parekh Aluminex 120 05 530 542 422 E 583 38 1.59 
; 808 Krishna Lifestyle Technologies 19 _ 193. 625 499 50i at 529 6 105 
863 Suryachakra Power Corpn. 19 160 | 89 872 | 136 802 1 3.6 
i Mac Charles (India) 6 T4 73 850 


Prajay Engineers Syndicate 


Pf industries 


5l Sepa india ECCE 
IT People (india). 
eee аа 
Accel Frontline 
Jamna Auto Inds. 7 
Sudarshan Chemical Inds, 
Ind-Swift Laboratories 
Rane Holdings 
Amrutanjàn Health Care 

954. Shirpur 

53 LKP Finance — 

Alchemist 





SB 2a 82g ЗЕЕ Заз 88 








к чаззааа 


Venky's (india) 
Prithvi Information Solutions 


Parenteral Drugs (India) 





гак gar Industries: 
Industries —— 
; Mahindra Udine Steel Co. 


Pace Textiles 

Bang Overseas 

Camlin 

Deepak Nitrite 

Dharani Sugars & Chemicals 


ВЕННЕЕЗЕНИЕЕЕЕЕЕ 


National Peroxide 
| Panchmahal Steel — 
Siemens Healthcare Diagnostics | 
a ser ен | hate dios ИЕ 
; Sha esources 
| MuktaArts = 
LG Balakrishnan & Bros. 
info-Drive Software 
Tantia Constructions 


Spice Mobiles 
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It's 9 am. 

The water caresses you. — 
At a gentle 28?C. 

15 minutes of sheer bliss. 

If anything is pure luxury, it's this. 


Bathroom solutions that go beyond sheer style > 

Look out for special touches that make time spent in your bathroom O С THE LEADING GLOBAL 
better - like shower heads that allow water to flow in one flawless wave BATHROOM BRAND 
Come. Indulge. ee A 0c a.com 






www.rocaindia.com | Contact us: response@rocaindia.com | The world's finest bath suites now at authorised Roca stores in your city 


BT 500 THE NEXT 500: COMPANIES 5011000 altel ы pui 


gained in rank over last year. 





AVERAGE MARKET TOTAL SALES NET PROFITS ROCE Ў 
NK CAPITALISATION (Rs cr) ASSETS Rs cr) Rsa) (Rs o) %) A 
RÁ COMPANY Apr-Sep Apr-Sep Growth 2008-09 Как 2008-09 Rank 200809 Rank 2008-09 
2009 2008 2009 2008 % 


Shiva Cement 
Punjab Chemicais & Crop Protection 
Omnitech Infosolutions 


Sujana Towers 


| Indage Vin thers. = 
Kalpena indust 


56 Zicom Electron Security Systems. | 
| ETC Networks = 
india Nippon Electricals 
Seshasayee Paper & Boards 
Lumax Industries 
Gabriel india 
| B ati Banquets & Hotels 


Sat Industries 
“Surya Roshni 


Sejal Architectural Glass 
Ester Industries 

Eastern Silk inds. 

Jupiter Bioscience 

Parle Software™ 

Aut ne Industries 
Technoeraft industries (india) 





айнЕзинцкинк 


Rama Newsprint & Papers 
Liberty Shoes 

Restile Ceramics 

Supreme Infrastructure India 
Shasun Chemicals & Drugs 
Ramkrishna Forgings 


НН о 


Filatex Fashions 


- Jetking Infotrain 
Southern Petrochemical Inds. Corpn. 


.Fedders Lloyd Corpn? 
Kilitch Drugs (india) 


Sahara Housingfina Corpn. 





Simbhaoli Sugars 
Sujana Universal Inds. 


Rana Sugars* 


SAGGUSEORETTURLESHETARESETERSESTRRRER RIESE RARE 


Ashiana Housing 
Jhaveri Flexo india 
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IT'S TIME TO MOVE UP 


CONSOLIDATE, SCALE AND UPGRADE 
YOUR BUSINESS UNDER ONE ROOF 


€————— MM ——— 


(44441441 


"TL 
TLLA 


rat ТШШ 


ТШ 
[-54 " 
нин? 





Everything that could give your office an extra edge - resources, state-of-the-art technology, and a wide range of office spaces, 


is now under one roof with lease/ sale options. 


Presenting Summit, the brand new corporate premises in Mahadevpura, Whitefield Road. Located in the IT & Biotechnology 
hub of Bangalore, 10 kms from M.G. Road and barely 2 kms from Outer Ring Road - Summit is ideal for IT, ITES, BPOs and 
other corporates. Being a part of the 40 acre Brigade Metropolis enclave, Summit offers you the advantages of residential 
apartments, the Regent Club, The Arcade - neighbourhood shopping centre, theme gardens and the Brigade International 


School nearby. 
Summit is ready for fit outs. Move in today and make most of this investment opportunity with buying and leasing options. 
Features: 


* Total area of 8,00,000 sq.ft. • Space available from 4,000 sq.ft. onwards * Floor plates of 22,000 and 42,000 sq.ft. • Helipad 
‚ 6 level MLCP with a swimming pool on top • Cafeteria & Gym • 23 High Speed elevators ° Business/ Incubation Centre 


OFFICES WITH ‘PLUG N PLAY’ IN CBD AND OTHER AREAS IN BANGALORE ALSO AVAILABLE d 
—— 7 
рашки 

0 BRIGADE ENTERPRISES LIMITED, — 

À Hulkul Brigade Centre, 82, Lavelle Road, Bangalore - 560001 BRIGADE 

а Sudheesh: +91 97400 13072 | Santhosh: +91 98804 05380 GROUP 

= commercial@brigadegroup.com | www.brigadegroup.com For a better quality of life 


ТУТ У УХУ У КУ УИ 


UPGRADE TO BRIGADE 


BT 500 INDIA'S MOST VALUABLE COMPANIES-PUBLIC SECTOR 











Has the highest x 
net profit among RANK COMPANY AVERAGE MARKET CAPITALISATION (Rs cr) E 
both PSU and 2009 2008 Apr-Sep 2009 Apr-Sep2008 Growth% 2008-09 2007-08 
private players l Жз E tai ра 
soiree Ror Oif & Natural Gas Corpn. 
NTPC 
MMTC 
ate Bank of India | 6424 __ 436 840 91096 . 
at | 80756 2603 - 94,809 
48,490 48,507 57,563 
63,015 А 49138 79,328 
39383. 3 3721 53250 
J 33431. 8T 30332 — 31,631 
Power Finance Corpn. _ С 49, 5 21 
Hindustan Copper 
Neyveli Lignite Corpn. 
Punjab National Bank 
National Aluminium Co. 
Bank of India _ d 
harat Petroleum ( о 
Bank of Baroda —  —  — 954 1693 
| Rural Electrification Сор. о 9232 
.. Mangalore Refinery & Petrochemicals 8, 12,524 | qm 
Container Corpn. of India : 30970 П 1275 
Hindustan Petroleum Corpn. hom 767 —— 
Union Bank of India (uS тов m 
Canara Bank 10583 8505 | 
Bharat Electronics | 8,587. 
Its market сар  IDBI Bank о _ 6,092 
almost doubled Ménage Telephone Nigam 6,216 
despite downtrend 30 Indian Bank S — 5,249 
in real estate ірріпо Corpn. of India — c 6,383 
Vl NT o -LIC Housing Finance | | 2,633 


Engineers India ) 334 5257. 
HMT 4580 50959938 
Corporation Bank 573 4,232. 22804 
Indian Overseas Bank 5893 -23.0t 
iental Bank of Commerce | 425 — 282 
: : 3152 

3,307 

3,609 

3102 








ЕС! 

Central Bank of India 
Gujarat State Petronet 
Gujarat Mineral Devp. Corpn. 
National Fertilizers | 
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indian Oil's sales is 2.3 times fl 
that of RiL-India's most 
valuable company. 





T TOTAL ASSETS (Rs cr) SALES (Rs cr) NET PROFIT (Rs cr) PROFITAS, RONW(%) РОСЕ (90) EPS (85) 
2008-09 Rank 2008-09 2007-08 Rank 2008-09 2007-08 Rank ROE SALES uer. 2008-09 تت‎ ened 

































z$ 72,559 61262 5 16,702 1 2222 2020 2037 
($8 ATA 4066 Т 7,415 3 me nn 760 
м 3682 26,831 0 200 м 038 
.33 ^ 8480 65395 26 3,251 5 51.56 
| 76,541 0 4 2 1192 


AID 





033 










362 3,513 
133,658 14,594 
13420 10,594 






Buxue Boe 


DRESSER SAR 


2272 3,623 45 657 1021 3 8. 
1,526 8,840 9 5n 550 35 496 
488 447 49 100 45 2531 
1032 48 4 

5,222 35 46 
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BT 500 THE METHODOLOGY 


KEY TO TABLES 
All figures in Rs crore are rounded off. 


Financials are for FY ended March 31, 
2009 unless otherwise stated. 
Results are audited and standalone. 


For RIL, the market cap is based on 
the expanded equity capital post- 
merger with Reliance Petroleum and 
closing price on Sept. 30, 2009. For 
Sept. '08, March ‘09, March ‘08, the 
market cap is for RIL atone. 


* Bajaj Holdings & investment was 
renamed Bajaj Auto. 


NL=Not listed 


NA=Not available, This applies to 
companies whose audited results were 
not available at the time of writing. 


na=Not applicable 


RONW: Return on net worth. This 
ratio indicates the return on 
shareholder’s total equity. 


ROCE= Return on capital employed. 
Indicates the efficiency and profitability 
of a company's capital investments. 


EPS= Eamings per share, portion of profit 
allocated to each outstanding share. 


i14 12 months ended Dec. 31, 2008 
12 months ended June 30, 2008 
12 months ended July 31, 2008 
12 months ended Sept.30, 2008 
12 months ended Nov. 30, 2008 
15 months ended Mar. 31, 2009 
15 months ended Dec. 31, 2008 
О 15 months ended Sept. 30, 2008 
АА 15 months ended Dec. 31, 2007 
ФФ 15 months ended Mar. 31, 2008 
18 months ended Mar. 31, 2009 
## 18 months ended Sept. 30, 2008 
X 18 months ended June 30, 2007 
E 18 months ended Sept. 30, 2007 
YY 18 months ended Dec. 31, 2008 
© 9 months ended Маг. 31, 2009 
© 9 months ended Dec. 31, 2008 
++ 9 months ended Mar. 31, 2008 
WI 9 months ended Dec. 31, 2007 
+ 7 months ended Oct. 31, 2008 
О 7 months ended Mar. 31, 2009 


*peqds 


Source: CMIE Prowess, Capitaline, BSE 
and Annual Reports 
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How We Arrived 


his is the 18t! edition of the 

BT 500 list and with each year 

there has been value-addition 
to the list in terms of data and 
various other parameters to judge 
the value of a company. Two notable 
value-additions this year are 
industry-wise break-ups and 
percentage change in market capi- 
talisation over the previous corre- 
sponding period. There has been no 
change in the methodology. This 
year, вт is back with its usual practice 
of considering the first 6 months be- 
tween April and September 2009 
to calculate the average market cap- 
italisation. In the previous year, we 


had taken the first seven months of 


the fiscal, between April 1 and 
October 31, in order to capture the 
impact of the fall in stock prices in the 
wake of the collapse of Lehman 
Brothers. So the rankings of com- 
panies of 2008 are not exactly the 
same as in last year's edition. 

The rankings are based on aver- 
age market cap for the April- 
September 2009 period, except in 
the case of Reliance Industries Ltd. 
(RIL), where the market value is based 
on the company's closing price on 
September 30, and on an expanded 
equity base post-merger with Reliance 
Petroleum Ltd. (RPL). Trading in RPL 
shares had stopped on September 25, 
and the merged ви. began trading 
from that day. So RPL does not figure 
in the listing even though it was 
traded till September 24, 2009. 


THE PROCESS 


To arrive at the list of India's most 


at the BT 500 


valuable companies, вт relied on the 
Centre for Monitoring Indian 
Economy (смів) corporate database 
Prowess. Initially, 5.000 companies 
listed on BSE were included in the list. 
From this, public sector banks and 
companies were excluded as there is 
a separate list for the state-run com- 
panies. Following this, 4,902 com- 
panies were considered. Only those 
companies were included in the top 
1.000 list that were traded for at least 
20 per cent (25 days) ofthe number 
of trading days (121 days) for the 
period under study (кп. being an 
exception for the reasons stated 
above). After the companies were 
identified they were ranked based on 
their average market capitalisation for 
2009. In the psu rankings, МНРС and 
Oil India were excluded as they were 
traded for less than 25 days. 


FINANCIAL 
PARAMETERS 


While the rankings are based on 
market value, the вт 500 also gives 
financial data on sales, net profit, 
and total assets (along with rank- 
ings), as well as profits as a percent- 
age of sales, return on net worth, 
return on capital employed and earn- 
ings per share. For most companies, 
the financial year ended March 2009 
has been considered. Standalone 
numbers—as against consolidated 
results—have been taken for all com- 
panies. As a result, there may be a 
few companies whose sales and prof- 
its ranking would have got distorted 
as a consolidated picture is more rep- 


resentative of their operations. For in- IN A NUTSHELL 

M stance, Cairn India would have been 
ranked at #230 in sales and #39 in m April1to September 30, 2009 is the reference period. 
profits (as against #660 and #362 MEC BN | ло EE 
now) if consolidated numbers had 
been used. Similarly, GMR 
Infrastructure and сук Power аге — @ Out of the 4,902 companies, only 2,962 companies traded for 
ranked #771 and #879 in sales, 20 per cent (or 25 days) of the 121 trading days on the BSE during 
#242 and # 560 in profits, in the the six months between April and September. 
BT 500, but would have been up at 
#82 and #527 in sales. #97 and a Average market capitalisation of each company for ihe erode 


#228 in profits, respectively. had period was used instead of specific day (except in the case of RIL). 


w Started with 5,000 companies listed on BSE. Segregated public 
sector companies, banks and financial institutions from the list. 


consolidated results been used. m Ranking of the top 1,000 most valuable companies on the basis of 


average market capitalisation. 


DEFINITIONS а Companies are also ranked on sales, net profit and assets. 
Sales: Operating income and 
Y other income. 
| ROCE: Profit before interest and worth (total assets - total 
Net Profit: Profit after tax. tax as a percentage of the capital liabilities) 
employed (fixed assets * circulat- 
Market Capitalisation: Stock ing capital - current liabilities) Earnings Per Share: Net 
price multiplied by the number of profit divided by number of 
outstanding shares. RONW: Net profit divided by net outstanding shares. © 





Even those who 
help power a nation 
- could do with —.— 
some extra power. : 


industrial Oils 





BT 500 COMPANIES INDEX 


Alphabetical Index of Companies Ranked 


RANK COMPANY 


2 


325 3l Infotech 
239 3M India 








> 








ABB 

ABG Shipyard 

ACC 

AIA Engineering 

AK Capital Services 

Aarti Inds, 

Aban Offshore 

Abbott India 

ABG infra 

Abhishek Industries 

Accel Frontline 

Accentia Technologies 
Ackruti City 

Action Construction Equipment 
Adani Enterprises 

Adani Power 

Adhunik Metaliks 

Adinath Bio-Labs 

Aditya Birla Money 

Aditya Birla Nuvo 

Adlabs Films 

Ador Welding 

Advani Hotels & Resorts (india) 
Advanta India 

Aegis Logistics 

Aftek 

Agro Tech Foods 

Ahluwalia Contracts (india) 
Ahmednagar Forgings 
Ajmera Realty & Infra india 
Alchemist 

Alchemist Realty 

Alembic 

Alfa Laval (india) 

Alka Securities 

Alkali Metals 

Alicargo Global Logistics 
Allied Digital Services 
Alok Industries 

Alstom Projects india 
Amara Raja Batteries 
Ambuja Cements 
Amrutanjan Health Care 
Amtek Auto 

Amtek India 

Anant Raj Inds. 

Andhra Cements 

Andhra Petrochemicats 
Andhra Pradesh Paper Mills 
Andhra Sugars 

Ankur Drugs & Pharma 
Ansal Properties & infrastructure 
Anu'S Laboratories 

Apar Industries 

Apollo Hospitals Enterprise 
Apollo Tyres 

Aptech 

Areva T&D India 

Arshiya International 
Arvind 

Asahi India Glass 
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RANK COMPANY 


ЕВЕ чаняненая 


Ashapura Minechem 
Ashiana Housing 

Ashok Leyland 

Asian Electronics 

Asian Hotels 

Asian Paints 

Asian Star Co. 

Assam Co. 

Astra Microwave Products 
Astral Poly Technik 
Astrazeneca Pharma india 
Atco Corporation 

Atlanta 

Atlas Copco (india) 

Atul 

Aurionpro Solutions 
Austral Coke & Projects 
Autoline Industries 
Automobile Corpn. Of Goa 
Automotive Axles 

Avaya Globalconnect 
Aventis Pharma 

Axis Bank 

Aztecsoft [Merged] 


| 


E"BSRSE 


BAG Films & Media 

BASF india 

BF Utilities 

BGR Energy Systems 

BL Kashyap & Sons 

BOC india 

BPL 

BSEL Infrastructure Realty 
Bajaj Auto Finance 

Bajaj Auto 

Bajaj Electricals 

Bajaj Finserv 

Bajaj Hindusthan 

Bajaj Hindusthan Sugar & Inds. 
Bajaj Holdings & Invst. 
Balaji Distilleries 

Balaji Telefilms 

Balasore Alloys 

Balkrishna Industries 
Ballarpur industries 
Balrampur Chini Mills 
Banco Products (india) 
Bang Overseas 

Bank Of Rajasthan 

Bannari Amman Sugars 
Bartronics India 

Bata India 

Bayer Cropscience 

Bellary Steels & Alloys 
Bengat & Assam Co. 
Berger Paints india 

Best & Crompton Engg. 
Bhagwati Banquets & Hotels 
Bhagyanagar India 
Bhansaii Engineering Polymers 
Bharat Bijlee 

Bharat Forge 

Bharati Shipyard 

Bharti Airtel 

Bheema Cements 
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RANK COMPANY PAGE 
139 Bhushan Steel 120 
896 Bihar Tubes 153 
389 Вісаге 130 
824  Bilpower 150 
305  Binani Cement 128 
708 Binani industries M6 
| 15 Biocon 120 
: 208 Birla Corporation 124 
813 Birla Power Solutions 150 
682 8155 G VS Pharma M4 
285 Blue Dart Express 126 
360 Blue Star 122 
526 Bombay Burmah Trdg. Corpn. 138 
286 Bombay Dyeing & Mfg. Co. 126 
: 232 Bombay Rayon Fashions 124 
967  Borosil Glass Works 156 
57 Bosch 18 
846 Brandhouse Retails 150 
322 Brigade Enterprises 128 
123 Britannia Industries 120 
EERE 
596 СБС Constructions 140 
762 ССІ Products (india) 148 
124 CESC 120 
27 смс 126 
| 94 Сада Healthcare 118 
| 5 Cairn india té 
| 443 Cals Refineries 132 
| 370 Cambridge Solutions 130 
933  Camlin 154 
296  Carborundum Universal 126 
740 Carol Info Services 146 
97 Castrol india 18 
537 Ceat 138 
303 Centrum Capital 128 
668 Century Enka 144 
! 345 Century Plyboards (India) 128 
| 8 Century Textiles & Inds. 120 
| 18  ChambalFertilisers & Chemicals 122 
5 478  Chemplast Sanmar 134 
273  Chettinad Cement Corpn. 126 
55 — Cholamandalam DBS Finance 138 
831 Chowguie Steamships 150 
577 Ciba India 140 
826  Cinemax India 150 
35  Cipla 16 
388 City Union Bank 130 
393 Clariant Chemicals (India) 130 
| 767 СМІРРЕ 148 
74  Colgate-Palmolive (india) 18 
672 — Confidence Petroleum india 44 
344 Consolidated Construction Consortium 128 
272 Core Projects & Technologies 126 
T3 Coromandel International 122 
ТАТ Cosmo Films M6 
802 Country Club (1) 150 
460 Cranes Software Inti. B4 
58 (сїй 122 
63 Crompton Greaves 8 
я Cummins ілба 18 
2 
346 ОСМ Shriram Consolidated 128 
759 РСМ Shriram Inds. H8 
6n DCW м2 


RANK COMPANY PAGE 
834 DIC India 150 
# BLF 16 
920 DS Kutkarni Developers 154 
& Dabur India 18 
683 Dalal Street Investments 144 
299  Dalmia Cement (Bharat) 126 
80 — Datamatics Global Services 150 
799 Deccan Cements 148 
196 Deccan Chronicle Holdings 122 
854  Deccan Gold Mines 153 
746 Deep Industries M6 
934  Deepak Nitrite 154 
418 — Delta Corp 132 
TTS Denso india 148 
426 Development Credit Bank 132 
349  Dewan Housing Finance Corpn. 128° 
532 Dhampur Sugar Mills 138 
397 Dhanalakshmi Bank 130 
792 Dhanuka Agritech 148 
935  Dharani Sugars & Chemicals 154 
818 — Dhunseri Tea & Inds. 150 
547 Diamond Power Infrastructure 138 
647 Disa india 142 
1 125 Dish TY india 120 
| 252 Dishman Pharmaceuticals & Chemicals 126 
| 79 Divi's Laboratories ne 
| 68 Dolphin Offshore Enterprises (India) 142 
| 823  Donear industries 150 
: 53 Dr. Reddy's Laboratories 18 
| 843  Dwarikesh Sugar Inds. 150 
| 474 — Dynamatic Technologies 134 
| Е 
| 83 Е0-Раггу (India) 122 
| 760 EIH Associated Hotels 148 
| 04 ЕН 120 
| 961 ЕТС Networks 156 
973 Eastern Silk Inds, 156 
819 Easun Reyrolle 150 
471 Eclerx Services 134 
M6 Edelweiss Capital 120 
; 83 Educomp Solutions ne 
| 334 Eicher Motors 128 
821  Eimco Elecon (India) 150 
681 Elantas Beck india 144 
471 Elder Pharmaceuticals 134 
396  Elecon Engineering Co. n0 
313 Electrosteel Castings 128 
661 — Electrotherm (India) 144 
504 Eigi Equipments 138 
TOS Ерго international M6 
79 Emami 122 
486 Emco 134 
827 Emkay Global Financial Services 150 
TM Етрее Distilleries 146 
809 Empire Industries 150 
764 Energy Development Co. 146 
T36 — English Indian Clays M6 
65 Entegra 142 
338 Entertainment Network (India) 128 
27 —Erainfra Engg. 124 
429  Esab india 132 
439 Escorts 132 
| 368 Ess Dee Aluminium 130 
(И Essar Oil 16 
1 Q9 Essar Shipping Ports & Logistics 120 


е 
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the difference to Ө | 
& Events BV | 
te | 





that makes 
Your n 








HITEX - Huderabad, an ultimate integrated Venue for 
€xhibitions Conferences and €vents uiith serene environs, 
ample space to kick back, relax, enjoy or do business. 
> Hyderabad is in the centre of the Indian sub continent | 
> €xhibition Halls, Conference auditorium and a Star hotel within the campus. 
» 35 min drive from the airport by the longest Bridge in Asia 

or through the Outer ringroad 
> 15 min drive to the city center 
» Ample star hotels within 5 Km radius 
» In the midst of major industrial hubs | 2 
> Connected йине uith Major Arines from the ВОНИ and fe 













itexleisureexpo.com 
ER 11- 13, 2009 


НІМТЕХ - 2010 | PHARMA snow 2010 | 
^ www.iipshow.com | 
MARCH 05 - 07, 2010 
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Essel Propack 

Ester industries 

Eveready industries (india) 
Everest Industries 

Everest Kanto Cylinder 
Everonn Education 

Excel Crop Care 

Excel infoways 

Exide Industries 


| 
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FAG Bearings India 

FDC 

Falcon Tyres 

Farmax Retail (India) 
Fedders Lloyd Corpn. 
Federal Bank 
Federal-Mogul Goetze (India) 
Fem Care Pharma 

Ferro Alloys Corpn. 
Filatex Fashions 

Financial Technologies (India) 
Finolex Cables 

Finolex Industries 
Firstsource Solutions 
Fomento Resorts & Hotels 
Forbes & Co. 

Force Motors 

Fortis Healthcare 

Foseco India 

Fresenius Kabi Oncology 
Fulford (India) 

future Capital Holdings 
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GEE 

GHCL 

GMR Industries 

GMR Infrastructure 

655 America Infotech 

GTL Infrastructure 

6f 

GVK Power & Infrastructure 
Gabriel India 

Gallantt Metal 

Gammon india 

Gammon Infrastructure Projects 
Ganesh Housing Corpn. 

Garden Silk Mills 

Garware Offshore Services 
Garware-Wall Ropes 

Gateway Distriparks 

Gati 

Gayatri Projects 

Geekay Finance & Leasing Co. 
Gemini Communication 

Genesys International Corpn. 
Genus Power infrastructures 
Geodesic 

Geojit BNP Paribas Financial Services 
Geometric 

Gillanders Arbuthnot 5 Co. 
Gillette India 

Gitanjali Gems 

Glaxosmithkline Consumer Healthcare 
Glaxosmithkline Pharmaceuticals 
Glenmark Pharmaceuticals 
Giodyne Technoserve 

Godawari Power & ispat 
Godfrey Phillips India 

Godrej Consumer Products 
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Godrej Industries 
Gokaldas Exports 

Gokul Refoils & Solvent 
Golden Tobacco 
Goodricke Group 
Goodyear india 

Grabal Alok Impex 
Granules India 

Graphite india 

Grasim Industries 
Graviss Hospitality 
Great Eastern Shipping Co. 
Great Offshore 

Greaves Cotton 
Greenply industries 
Grindwell Norton 

Gruh Finance 

Gujarat Alkalies & Chemicals 
Gujarat Ambuja Exports 
Gujarat Apollo inds. 
Gujarat Fluorochemicals 
Gujarat Gas Co. 

Gujarat NRE Coke 


122 


Gujarat Narmada Valley Fertilizers Co. 126 


Gujarat Sidhee Cement 


144 


Gujarat State Fertilizers & Chemicals 126 


Gulf Oil Corpn. 
Gwalior Chemical Inds. 


HCL Infosystems 

HCL Technologies 

HDFC Bank 

HEG 

HFCL Infotel 

HSBC investdirect (India) 
HSIL 

HT Media 

Halonix 

Hanung Toys & Textiles 
Harrisons Malayalam 
Hatsun Agro Products 
Havells india 

Hawkins Cookers 
Heidelberg Cement India 
Henkel India 

Hercules Hoists 
Heritage Foods (India) 
Hero Honda Motors 
Hexaware Technologies 
Hikal 


14 


134 


Himachal Futuristic Communications 134 


Himadri Chemicals & Inds. 
Himatsingka Seide 

Hindalco Industries 

Hinduja Foundries 

Hinduja Global Solutions 
Hinduja Ventures 

Hindustan Construction Co. 
Hindustan Dorr-Oliver 
Hindustan Motors 

Hindustan Oil Exploration Co. 
Hindustan Unilever 
Hindustan Zinc 

Hindusthan National Glass & Inds. 
Hitachi Home & Life Solutions 
Honda Siel Power Products 
Honeywell Automation india 
Hotel Leelaventure 

House of Pearl Fashions 
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RANK COMPANY 
T3 Housing Development & Infra, 18 
8 Housing Development Finance Corpn, 116 
698 Hyderabad Industries 144 
Lid 
T ICICI Bank 16 
202 {CI india 124 
374 ICRA 130 
362. 1CSA (India) 130 
889 IFB industries 153 
766 {KF Technologies 148 
46 —IL&FS Investment Managers 132 
198 ING Vysya Bank 122 
829 104 Chemicals & Pharmaceuticals 150 
92 IRB Infrastructure Developers 18 
479 [МТ 134 
6 nc 16 
726 170 Cementation india 146 
909 IF People (india) 154 
11 IVRCL Infrastructures & Projects 120 
482 IVR Prime Urban Developers 134 
206  IBNIB Broadcast 124 
28 Idea Cellular 16 
956  indage Vintners 156 
128 india Cements 120 
663 India Foils M4 
655 India Glycols 144 
135 India infoline 120 
962 India Nippon Electricals 156 
948 India Steel Works 154 
99 Indiabulls Financial Services 18 
TW. indiabulis Real Estate 18 
307  indiabulls Securities 128 
06 indian Hotels Co. 120 
662 indian Hume Pipe Со. 144 
427 Indian Metals & Ferro Alloys 132 
629 — indianivesh 142 
488 Indo Rama Synthetics (India) 134 
587 indo Tech Transformers 140 
685 Іпйосо Remedies 144 
756 — Indowind Energy 148 
203 Indraprastha Gas 124 
564 indraprastha Medical Corpn. 140 
9M — Ind-Swift Laboratories 154 
348 — indusind Bank 120 
697 neos ABS (india) 144 
223 Info Edge (India) 124 
943  info-Drive Software 154 
TI6 Infomedia 18 148 
3 infosys Technologies 16 
304 Infotech Enterprises 128 
4 — Infrastructure Development Fin. Co. 116 
329 Ingersoll-Rand (India) 128 
588 Inox Leisure M0 
798 intra Infotech M8 
852 lon Exchange (india) 153 
257  ipca Laboratories 126 
167 ispat Industries 122 
а 
521 ЈВ Chemicals & Pharmaceuticals 138 
485 JBF Industries 134 
625 JCT Electronics м2 
392 ЈК Cement 130 
407 JK Lakshmi Cement 132 
678 JK Paper 144 
563 JK Tyre & Inds. 140 
670 J Kumar Infraprojects 144 
600 JMC Projects (India) 140 
595 JMO Telefilms inds. 140 
147 JM Financial 120 
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JSL 

JSW Steel 

Jagatjit Industries 
Jagran Prakashan 

Jai Balaji Inds, 

Jai Corp 

Jain irrigation Systems 
Jaiprakash Associates 
Jaiprakash Hydro Power 
Jammu & Kashmir Bank 
Jamna Auto Inds. 

Jay Shree Tea & Inds. 
Jayaswal Neco Inds. 
Jaybharat Textiles & Real Estate 
SCT 

Jet Airways (India) 
Jetking Infotrain 
Jhaveri Flexo India 
Jindal Drilling & Inds. 
Jindal Photo 

Jindal Poly Films 

Jindal Saw 

Jindal South West Holdings 
Jindal Steel & Power 
Jindal Worldwide 

Jolly Board 

Jubilant Organosys 
Jupiter Bioscience 
Jyothy Laboratories 
Jyoti Structures 
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КСР 

КСР Sugar & Inds. Corpn. 
KEC International 

KGN industries 

KLG Systel 

KNR Constructions 

КРІТ Cummins infosystems 
KPR Mill 

KRBL 

KSB Pumps 

KSK Energy Ventures 

KSL & Industries. 

KS 015 

Kajaria Ceramics 

Kalindee Rail Nirman (Engineers) 
Kalpataru Power Transmission 
Kaipena Industries 

Kalyani Steels 

Kanani Industries 

Kanoria Chemicals & Inds. 
Kansai Nerolac Paints 
Karnataka Bank 

Karur Vysya Bank 

Karuturi Global 

Kaveri Seed Co. 

Kei Industries 

Kemrock industries & Exports 
Kennametal india 

Kernex Microsystems (India) 
Kesoram Industries 

Kewal Kiran Clothing 
Khoday India 

Kilitch Drugs (India) 
Kingfisher Airlines 

Kiri Dyes & Chemicals 
Kirloskar Brothers 

Kirtoskar Electric Co. 
Kirloskar Ferrous Inds. 
Kirloskar Oil Engines 


126 
18 


122 
128 
120 
120 
16 
10 
122 
154 
144 
M6 
18 
153 
122 
156 
156 
126 
153 
130 
122 
128 
16 
140 
M6 
122 
156 
130 
128 
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MANAGEMENT DEVELOPMENT PROGRAMMES 
NOVEMBER 2009 - MARCH 2010 


PROGRAMME NAME START DATE END DATE 


Programme for Young Managers 
Electricity Tariff & Related Issues under Regulated Regime 
Leadership Skills Development 
e-Procurement 
Transactional Analysis for Interpersonal Effectiveness 
HRM for Line Managers 
Managing Costs to Enhance Profitability 
Improving Work Culture 
Financial Systems, Management & Accountability in Government 
ASCI WBI Certification Programme in 
Urban Management in India-2009 
Using Data for Programme Monitoring & Evaluation 
Strategic Leadership 
ASCI-ICAP MDP on PPP in Urban Infrastructure & Service Delivery 
MDP for Women Executives 
Leadership and Organisation Development 
Sales Management | 
GMP for Senior Executives-Session -114 < 11-Jan-10 — 
Gender Budgeting & Planning 41-Jan-10 - 
Strategic Human Resource Management 18-Jan-10 ; 
Finance for Non-Finance Executives 18-Jan-10 : 
Strengthening Urban Management in India ; 
Communication Skills for Managers 
Project & Contract Management 
Change Management for Achieving Continuous Water Supply 
(24/7) for Allin Urban Areas 
am Building and Conflict Management 
rement Procedures for World Bank Aided Projects 
| sonal Growth for Effective Leadership E 


26-Feb-10 
05-Mar-10 
05-Mar-10 


17-Mar-10 
26-Mar-10 
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Kirloskar Pneumatic Co. 
Kohinoor Foods 

Kolte Patil Developers 

Kotak Mahindra Bank 

Kothari Products 

Koutons Retail India 

Krishna Lifestyle Technologies 
Kwality Dairy (India) 
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L б Balakrishnan & Bros. 
165 Global 

LKP Finance 

LT Foods 

Lakshmi Energy & Foods 
Lakshmi Machine Works 
Lakshmi Vilas Bank 

Lanco Industries 

Lanco Infratech 

Larsen & Toubro 

Liberty Shoes 

Lloyd Electric & Engineering 
Lloyds Metals & Engineers 
Uoyds Steel Inds, 

Lok Housing & Constructions 
Lumax Industries 

Lupin 
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MIC Electronics 

MPS 

MRF 

MSK Projects (India) 

MSP Steel & Power 

MVL 

Mac Charles (india) 

Madhucon Projects 

Madras Aluminium Co. 

Madras Cements 

Magma Fincorp 

Maharashtra Polybutenes 
Maharashtra Scooters 
Maharashtra Seamless 
Mahindra & Mahindra Fin. Services 
Mahindra & Mahindra 

Mahindra Forgings 

Mahindra Holidays & Resorts india 
Mahindra Lifespace Developers 
Mahindra Ugine Steel Co. 

Man Industries (India) 
Manaksia 

Manali Petrochemical 
Manappuram General Fin. & Leasing 
Mangalam Cement 

Mangalore Chemicals & Fertilizers 
Manugraph India 

Marathon Nextgen Realty 

Marg 

Marico 

Marksans Pharma 

Maruti Suzuki India 

Mascon Global 

Mastek 

Matrix Laboratories 

Mavens Biotech 

Mawana Sugars 

Max India 

Maxwell industries 

Maytas Infra 

Mcleod Russel india 

Mcnally Bharat Engg. Co. 
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Mediaone Global Entertainment 
Megasoft 

Meghmani Organics 

Mercator Lines 

Merck 

Micro Inks 

Micro Technologies (India) 
Milkfood 

Minda Industries 

Mindtree 

Mirc Electronics 

Mirza International 

Modern india 

Money Matters Financial Services 
Monnet Ispat & Energy 
Monsanto india 

Morepen Laboratories 

Moser Baer India 

Motherson Sumi Systems 
Motilal Oswal Financial Services 
Mount Everest Mineral Water 
Mphasis 

Mukand 

Mukta Arts 

Mundra Port & Special Eco. Zone 
Munjal Showa 

Murti Industries 
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NCL Industries 

NIIT 

NIIT Technologies 

NRB Bearings 

Nagarjuna Agríchem 
Nagarjuna Construction Co. 
Nagarjuna Fertilizers & Chemicals 
Nahar Industrial Enterprises 
Nahar Spinning Mills 

Nalwa Sons Invsts. 

Natco Pharma 

National Peroxide 

Nava Bharat Ventures 
Navin Fluorine intl. 
Navneet Publications (India) 
Nectar Lifesciences 

Nelco 

Nesco 

Nestle India 

Net 4 India 

Network 18 Media 5 Invst. 
New Delhi Television 
Nilkamal 

Nippo Batteries Co. 

Nirlon 

Nirma 

Nitco 

Nitin Fire Protection Inds. 
Nocil 

Noida Той Bridge Co. 
Northgate Technologies 
Novartis India 

Nucleus Software Exports 
Numeric Power Systems 





EEEE E 


OCL india 

OCL iron & Steel 

Octant Interactive Technologies 
Oil Country Tubular 

Om Metals Infraprojects 
Omaxe 


166 BUSINESS TODAY November 15 2009 


КВНа ая Е Ванн ЕЕ 


RESSESSERS 


e 
$ 
= 


За ЕЕ ЕЕЕЯ 


Omnitech Infosolutions 
Onmobite Global 

Opto Circuits (India) 

Oracle Financial Services Software 
Orbit Corporation 

Orchid Chemicals & Pharma. 
Orient Abrasives 

Orient Paper & inds. 
Oriental Hotels 

Orissa Sponge Iron & Steel 
Oscar Investments 

Oudh Sugar Mills 
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PI Industries 

PSL 

PVP Ventures 

PVR 

Pace Textiles 

Page industries 

Panacea Biotec 
Panchmahal Steel 
Panoramic Universal 
Pantatoon Retail (India) 
Panyam Cements & Mineral Inds. 
Paper Products 

Parekh Aluminex 
Parenteral Drugs (India) 
Parle Software 

Parsvnath Developers 
Patel Engineering 

Patni Computer Systems 
Peninsula Land 

Pennar Industries 
Petronet L N G 

Pfizer 

Phillips Carbon Black 
Phoenix Mills 

Pidilite Industries 

Piramal Glass 

Piramal Healthcare 
Piramal Life Sciences 
Plethico Pharmaceuticals 
Polaris Software Lab 
Polyplex Corporation 

Praj Industries 

Prajay Engineers Syndicate 
Prakash industries 
Pratibha Industries 
Premier 

Prime Focus 

Prime Property Devp. Corpn. 
Prism Cement 

Prithvi information Solutions 
P&G Hygiene & Health Care 
Provogue (India) 

Рип} Lloyd 

Punjab Chemicals & Crop Protection 
Puravankara Projects 
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RSWM 

R Systems International 
Radhe Developers (India) 
Radico Khaitan 

Rain Commodities 

Raj Oil Mills 

Rajapafayam Milis 

Rajesh Exports 

Rajshree Sugars & Chemicals 
Rallis india 
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130 


138 
128 
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Rama Newsprint & Papers 
Ramco Industries 

Ramco Systems 
Ramkrishna Forgings 
Ramsarup industries 
Rana Sugars 

Ranbaxy Laboratories 
Rane Holdings 

Ratnamani Metals & Tubes 
Raymond 

Redington (india) 

Rei Agro 

Rei Six Ten Retail 
Reliance Industries 
Reliance Capital 

Reliance Communications 
Reliance Industrial Infrastructure 
Reliance Infrastructure 
Reliance Natural Resources 
Reliance Power 

Religare Enterprises 
Religare Technova 

Remi Metals Gujarat 
Restile Ceramics 
Resurgere Mines & Minerals inida 
Revathi Equipment 

Richa Industries 

Rico Auto Inds. 

Riddhi Siddhi Gluco Biols 
Rohit Ferro-Tech 
Rollatainers 

Вона india 

Royal Orchid Hotels 

Ruby Mills 

Ruchi Infrastructure 
Ruchi Soya Inds. 
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SEL Manufacturing Co. 

Si Group-India 

SKF India 

5 Kumars Nationwide 

SRE 1 Infrastructure Finance 
SRF 

SRF Polymers 

Sadbhav Engineering 

Sagar Cements 

Sahara Housingfina Corpn. 
Sahara One Media & Entertainment 
Saint-Gobain Sekurit India 
Sakthi Sugars 

Sandesh 

Sandur Manganese & fron Ores 
Sanghi Industries 

Sanghvi Movers 

Sanwaria Agro Oils 

Saraswati Industrial Syndicate 
Sarda Energy & Minerais 
Saregama India 


Sasken Communication Technologies 


Sat industries 

Satra Properties (India) 
Satyam Computer Services 
Saurashtra Cement 

Savita Oil Technologies 
Seamec 

Sejal Architectural Glass 
Selan Exploration Technology 
Sesa Goa 

Seshasayee Paper & Boards 
Setco Automotive 


RANK COMPANY 


GdBEPSESRASEZ*ORSPPROHHBSEBSUTTUSBESSRESEDUEDEENEGSSUStHPESRSUHSESdSOEABHSSUSRRES 


Shanthi Gears 

Shardul Securities 

Sharyans Resources 

Shasun Chemicals 5 Drugs 
Shilpa Medicare 

Shirpur Gold Refinery 

Shiva Cement 

Shiv-Vani Oil & Gas Explo. Services 
Shoppers Stop 

Shree Ashtavinayak Cine Vision 
Stree Cement 

Shree Digvijay Cement Co. 
Shree Global Tradefin 

‘Shree Ram Urban infrastructure 
Shree Renuka Sugars 

Shrenuyj.& Co. 

Shriram City Union Finance 
Shriram EPC 

Shriram Transport Finance Co. 
Shristi Infrastructure Devp. Corpn. 
Sical Logistics 


Simbhaoli Sugars 

Simplex Infrastructures 
Simplex Projects 

Sintex industries 

Smartlink Network Systems 
SMS Pharma 

Sobha Developers 

Softpro Systems 

Solar Industries India 
Solvay Pharma India 

Sona Koyo Steering Systems 
Sonata Software 

South Asian Petrochem 
South Indian Bank 


Southern Petrochemical Inds. Corpn. 


Spanco 

Spectacle Industries 

Spice Communications 

Spice Mobiles 

Spicejet 

Standard Industries 

Sterling Biotech 

Sterting Holiday Resorts (India) 
Sterling International Enterprises 
Sterlite Industries (India) 
Sterlite Technologies 

Strides Arcolab 

Suashish Diamonds 

Subex 

Subhash Projects & Mktg. 
Subhkam Capital 

Subros 

Sudarshan Chemical Inds. 
Sujana Towers 

Sujana Universal Inds. 

Sulzer india 

Sun Pharma Advanced Research 
Sun Pharmaceutical Inds. 

Sun TV Network 

Sundaram Finance 
Sundaram-Clayton 

Sundram Fasteners 

Sunflag tron & Steel Co. 

Sunil Hitech Engineers 
Sunteck Realty 

Supreme industries 

Supreme Infrastructure india 
Supreme Petrochem 

Su-Raj Diamonds & Jewellery 
Suraj Stainless 
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Surana Industries 

Surya Pharmaceutical 
Surya Roshni 

Suryachakra Power Corpn. 
Suven Life Sciences 
Suzion Energy 

Swan Energy 

Swaraj Engines 

Swaraj Mazda 
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TCI industries 

Ti 

TRF 

TTK Healthcare 

ТТК Prestige 

TVS Motor Co. 

TV Today Network 

Тај G У К Hotels & Resorts 
Take Solutions 

Tamilnadu Petroproducts 
Tanla Solutions 

Tantía Constructions 

Tata Chemicals 

Tata Coffee 

Tata Communications 

Tata Consultancy Services 
Tata Elxsi 

Tata Investment Согра. 
Tata Metaliks 

Tata Motors 

Tata Power Co. 

Tata Sponge iron 

Tata Steel 

Tata Tea 

Tata Teleservices (Maharashtra) 
Tech Mahindra 

Techno Electric & Engg. Co. 
Technocraft industries (India) 
Teledata Informatics 
Television Eighteen India 
Texmaco 

Thermax 

Thiru Arooran Sugars 
Thomas Cook (India) 
Tilaknagar Industries 

Time Technoplast 

Timex Group India 

Timken India 

Tinplate Co. of India 
Titagarh Wagons 

Titan Industries 

Torrent Pharmaceuticals 
Torrent Power 
Transformers & Rectifiers (india) 
Transport Corporation of India 
Trent 

Trinethra Infra Ventures 
Triveni Engineering & Inds. 
Tube Investments of india 
Tulip Telecom 


| 


UB Engineering 

UTV Software Communications 
Uflex 

Ugar Sugar Works 

Ultratech Cement 

Unichem Laboratories 

Unitech 

United Breweries (Holdings) 
United Breweries 
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United Phosphorus 
United Spirits 

Unity infraprojects 
Universal Cables 
Usha Martin 

Ushdev International 
Uttam Galva Steels 
Uttam Sugar Mills 
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УВС Ferro Alloys 

VIP Industries 

VST Industries 

VST Tillers Tractors 
Vakrangee Softwares 
Vatecha Engineering 
Vardhman Textiles 
Varun Industries 
Varun Shipping Co. 
Venky's (India) 
Ventura Textiles 
Venus Remedies 
Vertex Spinning 
Vesuvius india 
V-Guard Industries 
Viceroy Hotels 
Videocon Industries 
Vikas WSP 

Vinati Organics 
Vindhya Telelinks 
Vipul 

Visa Steel 

Visaka Industries 
Vishal Information Technologies 
Vishal Retail 

Vottamp Transformers 
Voltas 


- 


Wabco-TVS (india) 
Walchandnagar Industries 
Warren Tea 

Webel SL Energy Systems 
Welspun India 
Welspun-Gujarat Stahl Rohren 
West Coast Paper Mills 
Western india Shipyard 
Wheels India 

Whirlpool of India 

Wipro 

Wire & Wireless (india) 
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ZF Steering Gear (india) 
Zandu Pharmaceutical Works 
Zee Entertainment Enterprises 
Zee News 

Zen Technologies 

Zenith Infotech 

Zenotech Laboratories 

Zensar Technologies 

Zicom Electronic Security Systems 
Zodiac Clothing Co. 

Zuari Industries 

Zydus Wellness 

Zylog Systems 


120 
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- Allahabad Bank 
Andhra Bank 

` Bank of Baroda ^ 
Bank of India 

` Bharat Electronics. 


MMC 


A National Aluminium co 





E Natural Gas Corpa. 

u Oriental. Bank. of Commerce — 
г Рамег finance Согра. ; 
Power Grid Согра: of gl 

< PIC India: 


Punjab National Bank. 


158 





prd Dum 


i Rashtriya Chemicals & Fertilizers quoe 
` Rural Electrification Cop. —. 
- Shipping Corpn. of india : 
State Bank of india 


in Bavaria 


st in Bavaria 





November, 


this picture 
will be 
complete. 
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RNICR 


"AGELIFT 





Entrepreneur. Decision maker. Mentor. Catalyst. CEO. Successful 
administrator. Role model. Superboss. Now, a superstar who gives a new 
meaning to the woman of substance. Come, applaud the guts and glory 


of 25 most powerful women in the Indian business landscape. 


Indra Nooyi 
Chairman and CEO, Pepsico Worldwide 
will be the chief guest for the evening. 


Date - November 13, 2009 
Venue - ITC Grand Central, Mumbai 


Presenting Sponsor 


сю Pank Avenue 






` Associate Sponsor . Airline Partner 
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INTERVIEW 


VIJAY GOVINDARAJAN 


Earl C. Daum 1924 Professor of International Business, Tuck School of Business at Dartmouth, US 


“Solutions for India 
Today Will be the 


Solutions for the 
World Soon?? 


or more than a decade, 

VIJAY GOVINDARAJAN has 

influenced thinking at 

Fortune 500 companies 

and top B-schools with his 

ideas on strategy and inn- 
ovation. He has once again set the business 
world agog with his concept of reverse inn- 
ovation—which requires multinationals 
to develop products in emerging markets 
like China, India and Brazil and then dis- 
tribute them globally. Put forth in a recent 
HBR article titled How СЕ is Disrupting 
Itself (co-authored with Jeffrey R. Immelt, 
Chairman & СЕО, General Electric, and 
Chris Trimble, Professor, Tuck School of 
Business), the idea is based on developments 
during his stint at General Electric, where 
he is on a two-year sabbatical from Tuck 
School as Professor-in-Residence and 
Chief Innovation Consultant. In a con- 
versation with BUSINESS TODAY's 
N. MADHAVAN, Govindarajan talked about 
reverse innovation, what it means for Indian 
companies in terms of opportunities and 
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the need to drop their penchant for reverse 
engineering and instead look for innovative 
solutions for the various problems that 
besiege India. Excerpts: 


According to you, the days of 
glocalisation are over and that 
reverse innovation is the key to 
success of MNCs... 

Since the 50s, multinational compa- 
nies (MNCs) essentially have innovated 
in the us and distributed those products 
in Europe and Japan. This strategy, 
termed as glocalisation, helped ммсѕ 
minimise cost, thanks to scale, while 
maximising market share through local 
customisation. As Europe and Japan 
had a similar customer base, the MNcs 
could easily adapt to these markets. 
But not any longer. Over the last five 
years, the customer base has shifted 
to emerging markets like China and 
India, which are very different from 
the us. For instance, the per capita 
income in rural India is $200 compared 





to $50,000 in the us. You cannot 
create a product for the us market 
and adapt it to rural India. Instead, 
you have to fundamentally inno- 
vate to satisfy the needs of customers 
in China and India. You have to 
innovate in the emerging markets 
and then take those products to dev- 
eloped countries. This is what I call 
reverse innovation. 


By that, you are turning 

existing innovation strategies 

on their head. 

The rising per capita income in 
countries such as China, India and 


“THE MNCs WILL 
NEED TO KNOW 
THAT THEY CANNOT 
SATISFY IN 


Brazil is the reason. The emerging 
middle class in these countries wants 
to buy products, but cannot afford to 
buy them if they are as expensive as in 
the us. The Tata Nano car, for 
instance, is meant to satisfy such 
needs, It is targeted at the two-wheeler 
population in India, which can afford 
to spend Rs 1 lakh on a car. 

Today, India's per capita income is 
similar to that of the us 100 years 
ago. But does that mean India will 
develop in the same way as the 05 did 
in the last 100 years? Absolutely not 
That's because India will develop over 
the next 100 years with technology 
that is available today. That is why 





you see cell phones everywhere in 
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India and not many land lines. India 
will skip many of the technological 
stages that the us has passed through. 
Its trajectory of development will not 
be the same as the us. The macs will 
need to know that they cannot satisfy 
India's needs by supplying yesterday's 
technology. 


Where in your opinion does 

India Inc. stand when it comes 

to innovation? 

There have been isolated cases of 
breakthrough innovation in India. 
The Tata Nano, ттс e-Choupal, Amul 
Dairy, the telecom sector and the 
global delivery model of rr industry 
are some examples. But predomi- 
nantly Indian companies have 
focussed on reverse engineering. That 
game is over. Indian companies grew 
by managing the efficiency gap 
(improving process efficiency from 
the control era days till the present) but 
the next frontier is managing the inn- 
ovation gap. Over the next 25 years, 
Indian companies should dedicate 
themselves to innovation for finding 
solution to India's present problems. If 
they do so, they will have a platform 
for launching a global strategy, as it is 
these solutions the world will need in 
the next 100 years. 


In your view, by solving local 
problems, indian companies will 
have a global faunch pad... 

I think Indian companies have a 
unique opportunity. To start with, 
they can innovate to find solutions to 
India's problems. They are in a bet- 
ter position to do so as they under- 
stand India better than the MNCs. 
Not only are they located in India 
and have deep understanding of 
the consumers but also have the 
local resources to solve India's prob- 
lems with. Still, Indian companies 
are focussed on reverse engineer- 
ing—producing western products 
cheaply for the local market. Copying 
rather than reverse innovation has 
been their approach. 
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TAKE AWAY 


€ Expansion always follows 
recession and lasts much 
longer. 





€ Innovate during a downturn 





a huge global opportunity 
waiting for them in the 
near future. 


€ Renewable energy, 
decentralised power 
generation and affordable 
healthcare are good examples 
of such business opportunities. 


For example? 

Take the case of the energy sector. 
India has acute power shortage. In 
the vs, electricity is typically gener- 
ated in a central power plant and dis- 
tributed through a sophisticated grid. 
With 60 per cent of India living in 
villages without reliable transmission 
lines, India's energy infrastructure 
cannot be the same as the us, and 
any attempt to replicate that will cost 
trillions of dollars. Therefore, decen- 
tralised power generation and a ren- 
ewable energy solution is most app- 
ropriate for India. In fact, the reason 
why the us is not moving to 100 per 
cent renewable energy is because its 
central power plants and transmis- 
sion grids have residual life in them 
and it would not make economic sense 
to dump them. But years down the 
line when they come up for repla- 
cement, the us will surely opt for 
decentralised renewal energy. Indian 
companies that find and implement 


such a solution for India now will 


become global leaders in renewable 
energy then. This is reverse innovation 
at its best. 

Same is the case with healthcare. 


In the us, 60 million people have no 
insurance, and the cost of healthcare 
has gone out of hand. There are prob- 
lems of access. India with its poor pop- 
ulation has a similar challenge. If 
India Inc. can innovate to find unique 
solutions for loca! problems, big global 
opportunity awaits them. 


But Innovating in a downturn 
could be a tough proposition? 

I would say that the only way to come 
out of a downturn is through inno- 
vation. I have been studying down- 
turns of the last 100 years and have 
come to the following conclusions: 
One, expansion always follows a rec- 
ession. More importantly, expansion 
lasts much longer than a recession— 
actually three times more. Two, new 
winners and new losers emerge after 
a recession. For instance, after the 
dotcom debacle, 30 per cent of the 
companies in the us went bankrupt, 
60 per cent managed to survive and 
10 per cent became breakout per- 
formers. What did the 10 per cent do 
that others did not? They prepared 
and invested in innovation during 
the downturn instead of just focussing 
on the present—cutting costs. If you 
focus only on cutting costs, you only 
become part of the 60 per cent com- 
panies which survived. In the cur- 
rent recession, I expect big innovation 
in healthcare and alternate energy, 
and here again Indian companies 
have huge opportunities to become 
global players over the next 20 years. 


Is it not risky to invest in innovation 
when cash flows are uncertain? 

It is. During a downturn a company 
cannot afford to make big mistakes, as 
failure can be fatal. Indian compa- 
nies over the next three or four years 
should focus on adjacency innovation. 
They should focus on breakthrough 
innovation after that—by when the 
economy would have revived further 
and adjacency innovation will bring in 
better cash flows. Remember we are 
looking at a 20-year horizon. 
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You have said that the world of 
business gets reset every 50 
years. What are the broad 
contours of the world recently 
reset by the financial crisis? 

Two important contours have 
emerged after the world was rest 
by the global financial meltdown. 
One, growth in the developed 
markets is slowing down and will 
continue to be slow for many 
years to come. In fact, growth 
will come from developing eco- 
nomies such as China, India and 
Brazil. Two, governments will 
begin to play an important role as 
partner, regulator, customer and 
investor. Companies should learn 

to partner with the government. 


Are Indian companies doing 
enough to stay relevant? 

In my view, companies have to 
tackle three important elements 
when it comes to strategy. I call 
this three-box framework. It 
essentially consists of Box 1—man- 
aging the present, Box 2—selec- 
tively abandoning the past, and 
Box 3—creating the future, which 
is innovation. Indian companies 
have excelled in Box 1, but the real 
challenge is in Box 2 and Box 3. 
They have a big innovation gap 
to address. 


According to you, emotionally 
bonded organisations are 

better placed to tackle down- 
turns. What is the DNA of such 

an organisation? 

Every organisation has three 
infrastructures: Physical (build- 
ings/machinery), intellectual (peo- 
ple) and emotional. While the physi- 
cal infrastructure is visible and can 
be built for a cost, the emotional 
infrastructure, though not costly, 
takes time to create. Unlike physical 
infrastructure, emotional infrastruc- 
ture cannot be replicated and can 
prove to be a long-term competitive 
advantage. Proximity to employees 


(access on demand), rituals 
(symbolism/myth building) and tack- 
ling adversity together are elements 
that create emotional infrastructure 
in a company similar to how it is cre- 
ated in a family. Large companies do 
not practice them. When market 
turns bad, they lay off people thereby 
destroying the emotional infrastruc- 


“INDIAN COMPANIES 
CAN UNDERSTAND 

AND APPRECIATE THE 
CONCEPT OF EMOTIONAL 
INFRASTRUCTURE 
BETTER” 


ture. They don't come together to 
tackle the problem. In the long run, 
the emotional infrastructure is more 
important than short-term maximi- 
sation of stockholders' value. This 
is very much an eastern way of 
thinking. Indian companies can 
understand and appreciate this 
concept better. 


You recently called on CEOs to 
decouple from the financial 
markets if they come in the way 
of creating long-term wealth. Isn't 
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that a drastic step? 

I had said that during recession when 
share volatility pushed down the 
value of the stocks irrespective 
of the fundamentals. I told the 
CEOS not to look at stock prices and 
instead invest in innovation and 
look at long-term value creation. 
Short-term maximisation of stock- 





holders' value has destroyed share- 
holders wealth in the long term 
and has led companies to make 
wrong decisions. 


What have you learnt during your 
stint as Professor-in-Residence 
and Chief Innovation Consultant 
at GE? 

It has been a phenomenal experi- 
ence. Each opportunity like this is 
a Box 2 and Box 3 opportunity. | 
went to GE thinking that I was going 
to apply my research, but I realised 
that I did not know a lot. Real world 
is different. I came across the concept 
of reverse innovation only at GE. 
Today, I have so many ideas that I 
can write articles for the next 
20 years. I went to GE as a teacher 
and am coming out as a student. I 


have been humbled. © 
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FOR MANAGING TOMORROW 


Apis Отака GUZI 





Demand drop: The 
Forum mall, one of the 
largest in Karachi, was 
unusually-deserted 





« 


Reeling from an onslaught by the Taliban 
businesses in Pakistan are forced to survive in a world 


he first thing you notice 
when you land in Karachi, 
is that for a supposed failed 
state, things look surpris- 
ingly ship-shape. This 
Islamic Republic is also 
doing a poor job suppressing its 
female population as a large number 
of the immigration officers are at- 
tractive women. Making my way to 
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the city, I notice that the roads are su- 
perb and the traffic—largely popu- 
lated by Honda and Toyota 4-door 
sedans—orderly and patient. When 
we get to the upmarket neighbour- 
hoods of Defence and Clifton, the 
wide streets are lined with palm trees 
and fronds, giving the whole area a 
vaguely Mediterranean feel. This is 
the life, I think to myself, as I sit back 


and polish off some extraordinary 
kababs from the legendary Bundu 
Khan. And then the lights go off. 
This is no ordinary power out- 
age as the power goes off and comes 
back on in one-hour intervals all 
night long, giving me a taste of the 
biggest obstacle to development and 
growth in Pakistan, other than ter- 
rorism. Every house—make that 
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KARACHI'S CURRENT 
BUSINESS WISDOM 


e Build as much cash reserves 
as possible. 


e Keep receivables to almost 
nothing. 


e Payment cycles shouldn't 
exceed a month. 


e Lend your suppliers money to 
buy generators if you must. 


e Treat debt like it's a disease. 
e Be ready to shut down your 


business tomorrow with 
minimal losses. 


and crippled by an electricity crisis, 
fraught with risk and uncertainty. rasv rao in Karachi 


mansion—in these posh neighbour- 
hoods has a generator the size of a 
small car without which life comes to 
a halt. Amazingly. just five years 
ago, Pakistan was a power-surplus 
country but things seem to have 
gone horribly wrong since then. The 
country is short of 3,500 mw today, 
causing major rioting in many cities. 
Meanwhile, a bomb goes off in a 


Peshawar market and an audacious 
attack is staged by insurgents on the 
Pakistani army но in Rawalpindi as 
retaliation for the army operation 
in Swat. How on earth do businesses 
survive in this kind of environment? 
What sort of psyche does a Pakistani 
business owner have in order to man- 
age such immense risk and 
uncertainty? 


“You have to be prepared for a 
scenario where everything shuts 
down overnight,” says the head of a 
local consumer products company 
let's call him Imad—that makes local 
face creams and hair products. One of 
his key strategies, says Imad, is to 
build up as much cash reserves as 
possible. He also ensures that his 
receivables are next to nothing and 
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PAKISTAN 
IN NUMBERS 


2-39 is the expected 
rate of GDP growth for 
2009-10-down from the 
average of 6% a year for 
the last five years. 


One US dollar is equal 
to 83 Pakistani rupees- 
after falling 30% 

in 3 years. 


85 is the country’s rank in 
the latest World Bank's 
Ease of Doing Business 
report, ahead 

of India (133) and 

China (89). 


3,500MW is the total 
power shortage. Cuts 
of 8 hours a 

day are not uncommon. 





Karachi Stock Exchange: An investment banking head told me that the 


exchange, which is up by 60% this year, boasts many stocks trading at a healthy 


40% discount to its peer group in the region. In other words, a good time to buy. 


his payment cycles are no longer 
than one month versus seven or 
eight in the industry. Imad is also 
big on trade between India and 
Pakistan. “Disarm both country’s 
nukes, give Kashmir to India, who 
gives a damn,” he says. “We 
wouldn't need to buy cars from 
Japan. Imagine how much money 
Tata could make.” Right now, Imad 
gets most of his raw material and 
machinery from the uk and Europe 
whereas sourcing them from India 
would give him significant cost sav- 
ings. Fact is, apart from eight or so 
essential items, direct trade between 
India and Pakistan is banned. 
"Construct a free-trade zone between 
the two countries and peg the 
Pakistani rupee to the Indian one. 
This will be phenomenal for both 
India and Pakistan," he adds. 
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The head of local cement giant— 
let's call him Razak—says that while 
his company has seen tremendous 
growth in the past decade, he's 
unable to even consider much- 
needed mergers and acquisitions that 
could make his company a true 
global player. “Our whole system is 
under pressure. Two or three years 
ago we were optimists, but now the 
appetite for risk is not even there, even 
though the money might be. We don't 
even have clarity of what might hap- 
pen for the next four to five days,” he 


adds. Razak is thinking seriously of 


shifting much of his manufacturing 
outside of Pakistan. So how did things 
in the country go belly-up so fast? 
[he answer to this invariably points to 
the controversial general who presided 
over the country for much of the last 
decade. "Musharafl's first three years 


was the golden era," says Khaled, the 
local head of a foreign investment 
bank. "He was serious about battling 
corruption and had a good team who 
genuinely wanted to help. But 9/11 
changed the whole landscape," he 
adds. Most businessmen I spoke with 
concur that Musharalf's era was the 
most stable in recent times, with more 
transparency and quicker decision- 
making than ever before. A few lam- 
bast him for emphasising trade 
instead of manufacturing, forcing the 
closure of steel and textile mills and 
leaving behind a legacy of shortages. 

Those early Musharaff years are a 
far cry from today where the Pakistani 
rupee is now at 83 Rs to the dollar 
compared to 60 Rs back then, and 
СОР growth has been a paltry 1-2 per 
cent. Musharaff's biggest blunder was 
his inability to plan for the huge surge 
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in energy needs of the country. Power 
shortages have taken the biggest toll 
on the population—around 53 per 
cent of Pakistanis go without power 
for at least eight hours a day, 
according to a recent Gallup poll. 
This has virtually decimated smes, 
and manufacturing output according 
to local reports has fallen by at least 
eight per cent in the first 10 months 
of the fiscal year. Those who can 
afford it pay Rs 30 per kw hour for 
diesel-generated power versus Rs 
10 per kw hour charged by local util- 
ity KECS. "We're in a pretty bad situ- 
ation,” says Shah, the head of an 
engineering and alternative 
energy-solutions provider. “Busine- 
sses are getting squeezed with a 30 
per cent increase in costs due to 
power alone and companies are shut- 
ting down. What has really suffered 
is routine business,” he adds. 

It is therefore easy to picture 
Pakistan's economy in an imminent 
state of collapse, but in fact, the coun- 
try's economy is and has always 
proven to be remarkably resilient 
due to its largely (86 per cent) de- 
mand-driven nature. Despite power 
setbacks, the global recession and 
chronic insecurity, sectors such as 
oil and gas, fertilisers and pharma- 
ceuticals are booming. The stock 
market is up 60 per cent, and while 
many say that it doesn't have enough 
depth, most companies are trading at 
attractive PEs and a 30-40 per cent 
discount to their regional peers. Many 
dish out attractive dividends every 
quarter. The country's current acco- 
unt deficit has come down from $2.68 
billion to $527 million and foreign 
exchange reserves have climbed to 
$14.36 billion compared to $6.6 bil- 
lion in November of last year. How 
much of these gains are a result of 
an improving fiscal position—tax col- 
lection is notoriously inept—and how 
much of this is through a juggling 
around of aid money (57.4 billion of 
which came from the rwr last year) 
is tough to determine. 
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In spite of the unpredictability of 
life—or, perhaps because of it — 
people in Karachi party with re- 
lentless zeal. Bars are banned so pri- 
vate homes become de-facto water- 
ing holes. A local troupe recently 
launched a month-long production 
of popular Abba-themed musical 
"Mama Mia" with a big party at a 
farm house. A local grunge band 
kicked things off with a set that 
would have made Kurt Cobain nod 
appreciatively (Pakistani rock music 
is huge and has brought us global 
stars such as Junoon, Vital Signs and 
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brings to mind Danny Pearl, few 
know that it has some spectacular, 
world-class beaches, a vibrant music 
scene and a hot contemporary art 
landscape. On the literature front, 
Pakistani authors have become 
global darlings amongst critics. 
While several segments of society 
are conservative—like ours—much 
of the educated, younger genera- 
tion are whip-smart, savvy, hungry 
for opportunity, and disillusioned 
by a world which treats them like 
pariahs. One jaded graphic designer 
gave me his perspective: "When I 





Abba fever: Local stage productions such as 'Mama Mia' are immensely 


popular with Karachi-ites. The ‘Opening Night’ party that | went to had a 
bar that didn't shut till 7 a.m., girls in short skirts and guys with nose rings 
who gyrated till dawn with not a cop or a mullah in sight. 


Strings.) А DJ's grooves finally pushed 
everyone onto the dance floor, 
amply fuelled by a free-flowing bar 
that eventually closed at 7 a.m. 
Apart from two private security 
guards hanging about, I couldn't 
spot a single cop or mullah barging 
in to disentangle various skimpily- 
dressed young men and women 
grinding away the night, despite the 
gates being wide open till sunrise. 
Pakistan is a land of paradoxes. It 
is an Islamic Republic, but much like 
Gujarat, has a thriving underground 
booze economy. While Karachi 


watch the news about a bombing, 
some reports say it's RAW, others 
point to isi-funded Taliban elements. 
I don't know who to believe any- 
more. So I try not to watch the 
news," he says. These youth, around 
50 per cent of who are under 21 
years, "are our biggest opportunity 
and our biggest threat," says inves- 
tment banking head Khaled. For 
Pakistan to thrive in the years ahead 
they need to transform this demo- 
graphic into the former. 
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Honey, | Shrank the CAT! 


Number of applicants for the CAT exam dips; middle-rung B-schools won't have it easy either. 


umm һе САТ is out of the bag and 
d has stunned business schools. 


’ For the first time in 10 years, 
the number of applicants for the 
Common Admission Test (cat) has 
taken a plunge. In spite of an exten- 
sion of 10 days for online registration, 
a little over 2.41 lakh applicants reg- 
istered for the exam this year, against 
2.7 lakh last year. The cAT exam is 
the gateway to MBA in Indian 
Institutes of Management and other 
top-rung business schools. 

The lower number of applicants 
also caught the car Committee 
unawares. The committee that's 
holding this year's examination had 
made a provision for 3 lakh appli- 
cants and had kept a buffer ready in 
case more applied. Now it's searching 
for answers. "This year. candidates 
probably noticed the effect on salaries 
and employment due to economic 
slowdown," says Satish Deodhar, 
CAT 2009 Convener and faculty at 
Indian Institute of Management, 
Ahmedabad (IIM-A). CAT numbers 
have consistently registered impres- 
sive year-on-year growth of 15-20 
per cent in recent years. 

Devi Singh, Director, пм Lucknow. 
blames unexpected numbers on poor 


 CATnapping? 


Expected applicants in 2009 


300,000+ 


sciences SON 


241,582 


Applicants in 2008 


270,000 


р 





placements. "Since last year's place- 
ment scenario wasn't so good, it 
seems only serious students are going 
in for MBAs. Earlier, everyone— 
whether a serious candidate or not— 
would write the cAT exam." 

While cAT organisers are slightly 
startled, some industry watchers 
expected this decline. Says Gautam 
Puri, Vice Chairman & Co-founder, 
Career Launcher: "I am surprised 
the number of applicants managed 
to touch 2.41 lakh. We were exp- 
ecting the numbers to be between 
2 lakh and 2.25 lakh." Career 


This year, candidates probably noticed the effect on salaries and emp- 
loyment due to economic slowdown. CAT numbers have consistently 
registered year-on-year growth of 15-20 per cent in recent years. 
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Launcher, an education services 
company, offers test preparation to 
potential MBAs. 

Puri attributes his pessimism to 
poor placement record at B-schools 
last year. "The feeling among stu- 
dents was that there was no point 
taking the car if it did not guarantee 
impressive placements," he says. 

Another major factor for num- 
bers taking a free fall seems to be САТ 
turning computer-based. "The mom- 
ent it became computer-based, stu- 
dents from hinterland backed out," 
claims Puri. Career Launcher regis- 
tered higher enrolments for its MBA 
preparation modules in metros while 
fewer enrolments were recorded in 
smaller cities such as Lucknow, 
Kanpur and Jaipur. 

In view of fewer applicants for 
the cAT, lower-rung institutes that 
had a harrowing admission and 
placement season last year have 
started gathering their act together. 
One of the steps being considered 
is reduction in admission fee, 
according to Puri. 

What's in store for the cAT 
next year? "The numbers will in all 
probability come back. Or even when 
they stay at these levels, that's good 
enough for iius. We have only 
a little more than 2,000 seats on 
offer,” says Devi Singh. © 
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Shreyas Technologies 
Director Systems(Printet/Imaging) 
Location: Bangalore 


| Job ID: 7349849 


Description: Required 15 yrs exp in 
engineering with 7 yrs in engineering 
mgmt. The Lab Director is responsible for 
managing the portfolio of projects for one of 
the software/ firmware labs in the Hub. 


oo", New Horizons India Ltd 
A | Head - Business Development 
| Oo | Location: Mumbai 
New Horizons’ JobID:7512460 
Computer tearing Centers | Description: Person should have the 
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To apply for above jobs logon to www.monster.com 


knowledge of market and products - SAP; will 
be handling team of sales professionals; should 
have strong business acumen skills; strong in 
delivering the targets. 


EMC Corporation 


| Consultant Software Engineer 

| Location: Bangalore 

| Job ID: 6992648 

| Description: Person must have experience 
| developing highly-available, ‘reliable, load- 


balanced. & distributed applications; 
knowledge іп various protocols 
(FTP/SMTP/SNMP/SIP, ODBC/JDBC), 
C++. 


Cisco Systems (India) Private Limited 
Education Specialist - Networking 


| Location: Bangalore 

| JobID:7535659 

| Description: Tasks: develop, technical review 
| and deliver a variety of technical product 
“training courses and certification exams to 


Cisco customers and employees. 
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SIEMENS 

Regional Sales Manager 

Location: Bangalore, Chennai 

Job ID: 7527212 

Description: He/She must have extens 
experience in SAP solutions sales (b 
services and license) across private, public 
government sectots in the manufactur 
domain, 


\ Wipro Technologies 

| SOA Architect. © — 

| Location: Bangalore 

| Job ID: 7527236 
| Description: Architect must be experiencec 
| SOA, will be responsible for defining 1 


architecture and overall solution. design 
large/complex. projects based on SC 
principles. 


RPG Enterprises 

Head-OD & Learning 

Location: Mumbai 

Job1D: 7330787 

Description: To facilitate t] 
conceptualization and implementation 
developmental needs arising out of key F 
processes, 


Yahoo Software Development India Р 
Ltd 

Audience & Search Sciences Director 
Location: Bangalore 

Job ID: 7521621 

Description: Aspirant must have Ph.D, degr 
in Computer Science; work experience in t 
software domain, previous -experien: 








developing and productizing sear 
technology at Iitetnét scales 
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Accenture Services Pvt. Ltd 
OPEN ИМК 
Location: Bangalore 


| Job ID: 7373522 


Description: We need people who thrive on 
technology challenges and are driven by fast 
paced work environments. We are currently 
recruiting candidates. having Open Link 
experience. 


AMCC 

Senior Enineer/Staff System Validation 
Engineer 

Location: Pune 

Job ID: 7341666 

Description: AppliedMicro requires a Senior 
Engineer who would be responsible to create 
post silicon validation test plan in automation 
Framework with detail validation strategy. 


Firstsource Solutions Limited 

Technical Writer 

Location: Chennai 

Job ID: 7529482 

Description: Applicant must have very good 
English written & oral communication; ability 
to understand technology terms; experience in 
HTML, Visio, Power Point & Word 
documentation. 


Cognizant Technology Solutions Pvt Ltd 
Oracle PL/SQL Developer 

Location: Chennai 

Job ID: 7357294 

Description: Looking for Oracle PL/SQL 
Developer with experience in Oracle Forms, 
PL/SQL; good experience on client 
interaction; good communication skills, 


| 
| 
| 
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Mila Software 

UI Specialist 

Location: Hyderabad 

Job ID: 7351234 

Description: Mila is looking fora UT Specialist 


| with hands-on experience in Design and. 


Development of Web Applications around 
Java ВЕ & state-of-art web technologies. 


IP Soft India Pvt Ltd 

DBA Manager (exp in Streams RAC) 
Location: Bangalore 

Job ID: 7301212 

Description: Oracle DBA Shift Lead should 
possess excellent communications skills. Exp 
in handlindling clients from US/UK. skills in 
Oracle Streams, RAC, Dataguard, RMAN, 
10g/11ig. | 


Saksoft Ltd 

.NET Technical Architect 

Location: Bangalore 

Job ID: 7528703 

Description: Architect must have 
understanding of software development life 
cycle; experience on data modeling, design, 
performance tuning on SQL Server Database; 
knowledge of ASPNet/ C#.Net. 


Oracle 

Lead QA 

Location: Bangalore 

Job ID: 7535999 

Description: He/She will develop. quality 
standards, control methods, theories to be 
utilized during manufacturing, testing & 
inspection to access product quality to. 
provide quality guidance methods. 


MONSELET com 








и 


АНН 


) 
| 
| 


| 





| 

| | 
| KPIT Cummins | 
| | 


мне еек 


i 

| 

INFOSYSTEMS | 

| 

| | 

| | 

a T TAA й, 

MÀ ' 

| | 

| | 

[od | fel | fe 

H i 
i 

| CISCO | 

| | 

Nr eum 4 











Raqmiyat LLC 

i Inside Sales Representative 

Location: Chennai 

| Job ID: 7429447 

Description: Conduct outbound telephone 
| prospecting based on lists of target customers, 


Research and build accounts. 


KPIT Cummins Infosystems Ltd 

Associate Manager Marketing 

Location: Pune 

Job ID: 7522704 

Desctiption: The candidate will be working 
with the practice managers of the company to 


/ help research, benchmark, scope, validate 


offerings, and help define long term roadmaps 
for our practices. 


^, Nous Infosystems Pvt. Ltd. 
| Business Development Manager 


Location: Bangalore 


| Job ID: 5388663 
| Description: The incumbent should have 2+ 
| years of hardcore software services sales in the 


UK market; should be an Engineering 
Graduate with MBA in Marketing or 
International Business. 


ı Cisco Systems (India) Private Limited 
| Business Development Manager 
| Location: Bangalore, Delhi 
Job ID: 7459746 
| Description: MBA from IIM/ ISB / or 
| Finance with experience in fast passed 


technology company/ telecom Industry; 
strong financial model skills with Microsoft 
Excel; strong PowerPoint skills, 


| cms 
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CMS Computers Limited 
| AreaSales Manager 

Location: Pune 

Job ID: 7513220 


Description: Applicant must have busin 
development exp in IT technology servic 
understanding of IT service delivery 
managed services, IT data center & 

infrastructure management. 





Sr.Mgr- Residential Sales 

Location: Ahmedabad, Hyderabad 

Job ID: 7435992 
| Description: Responsible for achieving sa 
targets; formulating sales strategy for R 
Estate projects; maintain key custom 
relationships; develop pricing polici 
including volume discounts. 


ICICI Lombard General Insuran 


Description: Person should be an ME 


Ете а у Sr N 

| | Company Ltd 

| | Unit Sales Manager 
Location: Calicut, Kannuz 

| сис Bank | Job ID: 7525923 

| 

i ) 


| New Horizons 


| Computer Learning Centers 
| CHOOSE, LEARN. SUCCEEQ. 





a Job ID in the 


2 responsible for business generation in assign 


territory through sales channels, develop n 
sourcing streams, recruitment & developm: 
of sales trainees. 


|. Corporate Sales Executive 

Location: Bangalore 
| Job ID: 7501767 
| Desctiption: Candidate should have exp. 
| corporate sales for IT trainings; will 
responsible to ‘identify corporate clier 
promote products to the clients, meet rever 
& collection targets. 


( ow ‘New Horizons India Ltd 
i 
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Genpact India { | Syntel Inc 


Description: Duties include: audit of 
loan/lease documents, preparing of invoices, 
working on. general accounts, forecast 


Description: B.COM freshers with AMFI i 
| NCFM certifications, good communication . 
and analytical skills, knowledge of Capital. 


| 
| Process Developer (Finance & Accounting) | | Bcom/BBA Freshers 
| Location: Jaipur | Location: Mumbai 
cewpacr б | JobID:6792636 - SYNTEL joi: 7409342 
и | | ^Consider IT Done | 
| | 
| | | 








planning, preparing client semen, manage markets / Mutual funds, working кеш : 
access database. s of MS Excel. : 
=== s. ACS, Inc. =: (7700 775 6 
| i Finance Manager: 
Location: Mumbai 


| Bilntegreon. Job ID: 7518901 
Description: Tasks: oversees the general 
vendor bills; preparation of payment advice, E- accounting function; develops analytical tools 


‘tds returns, journal vouchers, all monthly ا‎ "which provide insight into financial issues; 


| Senior Accounts Executive 
; | Location: Bangalore 
14 ^ | JobID:7498177 
L6 | Description: Duties include: processing of 
A € s | P processing 





reports, monthly cash forecasts, accrual and person must have exp. in technical accounting, 
amortization entries. US-GAAP &IRFS. 
pon ) IPsoft India Pvt Ltd ( Bee 


Manager - Internal Audit 

Location: Kolkata 

Job ID: 7526608 um 
Description: CA with exp. in “the field of ; 
| GRC, business risk management s e 
including internal control system г 
controls-risk assessments, process. reviews nd 
internal audit. SQUE 


Accounts & Finance Manager 


En | Location: Bangalore 


Description: Candidate will lead entire 
finance and accounting function, taxation and 

-MIS; must have excellent. communication 
skills, strong analytical & managerial skills and 
be computer ptoficient. 


| 
| 
| 


Deloitte. 










WNS Global Services 
Cambridge Solutions Ltd | Manager Finance us 
_ | JobID: 6774753 


pons Responsibilities: lead the agreed | Description: 


scope of GL related activities and. services 
through sound decision making, creative 
thinking, and implementation of best practice 
phik sophy. 





For the fastest, easiest and more 
economical way to get tothe | 
perfect resume, call us or visit. — 
www.monster.com. We'll get you | 
the right candidate, | 

no matter what. 
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"Personality gives one the outward sign from which people can judge the inward state of 
mind." Your choice of business apparel speaks to your professional behaviour and credibility. 
It is important to understand how to dress for business if you wish to promote yourself and 
your organization in a positive manner. Let's discover the secrets of rich dressing. 


ang Üverseas Ltd is one of the leading 

manufacturers and exporters of Men's wear 

headquartered in Mumbai since 1992. The elegant 
and suave brand blends innovation with aesthetics to 
provide truly unique merchandize. The company has been 
listed in Forbes Asia's 'Best Under a Billion' companies, 
Forbes editors picked Bang as one among 200 companies, 
out of a universe of over 12,000 companies with revenue 
under a billion US dollars each year; a pedestal significant 
enough for any company to reach. 


"Thomas Scott"; a name that has soon reached 
great heights of popularity for the kind of quality and style 
the brand offers, keeping in mind value for money for its 
enthusiastic clientele. 

Keeping in mind the transition in fashion not only in India 
but also globally, Thomas Scott unveils its fresh new 
collection of men's formal wear endorsed by India's 
Fashion Icon and Bollywood Hunk Arjun Rampal. Thomas 
Scott has surely won the hearts of many, by giving them a 
chance to experience the power of excellence with every 
shirt and suiting offered to them. The belief being, What 
you wear explicates your personality, it's your identity' and 
a striking identity it is. 





Play the Lead in style, this season. 
Park Avenue Autumn Winter collection '09 


but to be comfortable in your own skin while making a style 
statement is the mantra of today. Discovering the need to dress 
this individual who is a leader and is constantly demanding comfort, 
performance and style - Park Avenue from the house of Raymond 
has launched “Co-ordinated Dressing" — where you pick an already 
matched shirt & trouser and if need be layer it with a jacket etc. for the 
class look. The story of the collection can be seen running across all 
the available product categories including suits. 
The spectrum ranges from business wear to travel, leisure and evening M 
wear. And Prague plays host to Park Avenue's latest collection. It's 
a collection that thrives on innovation and does stylish justice to the 
leaders of today in whatever they do. And will make this world look like 
a much better place this Autumn Winter' 09. 
With the "Co-ordinated looks" the Park Avenue AW '09 collection 
allows you to enhance your identity and style more than ever before. 


[) ressing trends are swiftly changing with richness in variety, 














Wouldn't it be lovely if your bank account gave 
you everything, just like a supermarket? 
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s 
Banking with us is as enjoyable as shopping at a supermarket, with: 
» Savings Accounts: IOB Gold* » Current Accounts: IOB Classic* | 
| ЮВ Silver* IOB Super* 
» International Debit Card, ATM Card | » Anywhere Banking | » Health Insurance 
» Mobile Banking » Funds Transfer | » Multicity Cheques 
» Internet Banking » Personalised Cheque Books | » SMS Alerts 
» Utility Bill Payments » Free Demat Accounts | ... and many more facilities 


To know more, log on to www.iob.in or visit your nearest branch. 


aA всё л stadia cia 
YY Indian Overseas Bank 


* Conditions apply Good people to grow with 
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LEGENDS 





Be More Legends is a search for 
explorers; for people who believe that 
they weren't born to live just one life. 
People who pursue a passion, explore 
the new; places, people, interests, 
challenges, dreams and a new side to 
their personality. 


If your life is as interesting as 
Neha's, send us your story. If you 


know such explorers, nominate them 


The spirit of six best Be More Legends 
will be showcased in India Today. 
To awe you. To inspire you. And for you 
to vote and honour the ultimate Legend. 


To know more about entry submission, 
log on to www.titanworld.com or visit 
a World of Titan store. 


This contest is being jointly organised by Living Media and Titan Industries Ltd. Hard copy 
entries may be sent to - Be More Contest, Mr Someer Gupta, India Today Group, B-45, Sector 57, 
Noido - 201301. Emoil entries to be sent to titanbemore@intoday.com. Entries may also be submitted 


at www.titanworld.com. Each entry must not exceed 500 words. The entries are subject to verificatio. 
and proof moy be requested at any point in time. All entries received will be the property of thi 
organisers and may be used in any рогі or whole, form, manner in print or digital. Please include Name 





To Neha Contractor, 

~ regular corporate jobs аге a break. 
From rafting, sky diving or trying 
anew adventure sport. 


‘She has had some gutsy escapades 
‘like diving with sharks, Kayaking 
and freefalling. But the boldest yet 
has been living by the river Cauvery 
for six months to teach rafting. 


Д 


As an Events Head today, she has 

no clue where her next adventure 
-is coming from. That's why 
„its adventure, she believes. 


“WE ARE SEARCHING 
FOR MORE NEHAS. 
p 3 MT ; TX. A $ 
м » 


у 4 
- « 
" 


че of Birth, Full Address, Email id and Phone Number (landline ond mobile) on the entry submitted. national poll. In case of any legal dispute, the созе will be admissible in the competent courts in the juritdiction 
ist date for submission of entries is 30th November, 2009. An eminent editorial board will judge the of New Delhi, Names of winners announced will be final and binding and no correspondence will be 
гіз and shortlist six finalists. Their decision will be final and binding. These will then be open for a entertained on the decisions. Prizes are non-tronsferable, non-encoshable or non-extendable Conditions apply. 
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As the global and domestic economies recover, debt 
funds, which were popular during the downturn, 
might begin to lose their sheen. TANVI VARMA 






year ago, the unfolding 
global economic crisis put 
equities on the blacklist and 
real estate out of reach. Debt 
funds, however, were seen 
as a hot investment. Credit worries and a 
slowdown in the us economy were push- 
ing investors towards bonds and govern- 
ment securities markets. 

In fact, investor interest in debt funds 
saw a resurgence in early 2008. At the 
time, domestic and global economic indi- 
cators showed that interest rates were near 
their peak. Soon after, the repo rate (the 
rate at which banks borrow from the RBI), 
the benchmark for general interest rates, 
touched 9 per cent (see chart). Clearly, this 
spelt bad news for the economy, and with 
inflationary pressures persisting, the RBI 
embarked on a rate-cutting spree in October 
2008. After hovering around 7.75 per cent 
for most of 2007 and 2008, the repo rate 
has come down from its peak of 9 per cent 
at the end of 2008 to 4.75 per cent now. 
This is the lowest it has ever been. The result 
has been a decline in the 10-year govern- 
ment securities yield, which came down 
from a high of 9.1 per cent in July 2008 to 
5.82 per cent in January 2009. 

How does this affect our debt 
investments? The falling yield from gov- 
ernment securities leads to an 
increase in bond prices since the basic 
property of a bond is that its price moves in- 
versely with the yield. So, when interest 


14% is the return from medium- and long-term gilt funds in the past one year. 
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rates come down, bond prices go up 
and the net asset values (NAvs) of debt 
funds rise. Conversely, if bond yields go 
up. there is a reduction in bond prices 
and hence the NAvs of debt funds 
come down. The current yield re- 
lates the annual coupon interest to 
the market price. This is presented by 
the following formula: 


Annual Interest 


Current Yield Price 


So, apart from a fixed coupon rate 
of a bond, an additional component of 
capital appreciation comes into play 
with changing prices. 

In fact, due to steep rate cuts, bond 
prices moved up and long-term debt 
funds as well as gilt funds delivered as- 
tounding returns of up to 20-30 per 
cent during this period. However, like 
all good things, this too came to an 
end. The demand and supply of gov- 
ernment paper is an important fac- 
tor in determining the movement of 
bond prices and their yields. So, al- 
though the rat has not increased in- 
terest rates, the yield on the 10-year 
government bond crept up from a 
low of 5.82 per cent in January 2009 
to 6.57 per cent in March 2009, and 
then to 7.41 per cent in October 2009, 
in light of the government's massive 
borrowing programme. 

The вві, looking for signs of eco- 
nomic recovery and inflation, is not 
going to make any further cuts in in- 
terest rates, and may in fact take steps 
to reduce liquidity. In fact, interest 
rates are likely to remain volatile in the 
short term before moving up again. If 
this happens, the capital appreciation 
component of returns is likely to be low 
in the coming months. 

"With growth picking up and in- 
flation likely to rear its head towards the 
end of the year, we expect yields to 
move higher in the medium term to 
7.5-7.75 per cent by March 2010," 
says K. Ramanathan, Vice President & 
Head, Fixed Income, ING Investment 
Management India. In fact, with the 
base effect coming into play and in the 


wake of a rebound in global com- 
modities prices, the RBI has already 
upped its inflation expectation from 4 
per cent to 5 per cent by March 2010. 

Where does this leave us right 
now? Typically, when the economy 
slows, interest rates fall and debt funds 
provide good returns. This happened 
during 2000-02, when repo rates 
came down from a dramatic peak of 16 
per cent to 8 per cent and bond funds 
delivered astronomical returns. But 
as the economy starts to recover, (the 
us economy seems to be reviving and 


DIMINISHING RETURNS 


MONEY-DEBT 


that, fixed-income investments would 
still give superior risk-adjusted returns 
over the inflation rate in the medium 
to long run, he adds. Investors should 
hold their debt funds as long as they are 
content with their asset allocation, 
but should keep a watchful eve on the 
RBI's rate action, he says... 


Options for investors 

Clearly, with the decline in interest 
rates, fixed deposits, which once 
seemed attractive, have lost their lus- 
tre. The RBI has been persistently ask- 


The net asset values of long-term debt funds have seen a decline with falling 
bond prices caused by a steady rise in 10-year government bond yields... 


91 
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... and key interest rates and CRR at historical lows. 


Figures are the monthly average % 
yield of the 10- year government bond 
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corporate earnings in India have im- ing banks to reduce their lending rates. 


proved), interest rates begin to rise or 
remain at the same level. In the short 
term, ample liquidity and increased 
foreign fund flows will enable the gov- 
ernment to manage its borrowing, 
reckon experts. "But the market runs 
the risk of possible rate hikes by the RBI, 
starting 2010," says Sujoy K. Das, 
Head, Fixed Income, Bharti АХА 
Investment Managers. Having said 


This has been combined with a re- 
duction in deposit rates. Deposit rates 
for 1-3 years' maturity in public sector 
banks have come down from 9.5- 
10.75 per cent in October 2008 to 
about 7 per cent now, and could prob- 
ably move lower. If we factor in the tax 
implication, in the highest- income 
bracket, the post-tax returns would 
be a meagre 5 per cent. 
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are content with their asset allocation" 
Sujoy Das, Head, Fixed Income, Bharti AXA 


Top Five Schemes in Debt Categories 





TOP 5 GILT FUNDS 

Birla SL Govt Sec-LT 0.14 
ICICI Pru Gilt-Invest-PF “1.55 
ING Gilt 0.25 
JM G-Sec-Reg -0.69 
DSPBR GSF -0.97 
Category Average -0.72 


These funds are suitable for investors with a time horizon of more than а year. 


They can expect annualised returns of 6-8%. 


TOP 5 LONG-TERM DEBT FUNDS 
ICICI Pru Income Opportunities-Reg -1.02 


Birla SL Income Plus-Ret 0.47 
Fortis Flexi Debt-Reg -0.33 
HDFC Income 0.70 
Canara Robeco Income 0.12 
Category Average -0.23 


3.36 
2.65 
5.18 
1.49 
-1.97 
-0.80 


4.76 

112 
3.73 
0.33 
2.25 
1.03 


22.30 
19.26 
18.32 


17.29 
15.87 
6.05 


23.90 
17.8 
17.31 
16.91 
16.64 
10.92 


"Investors should hold their debt funds as long as they 


9.22 
15.73 
9.41 
11.63 
10.67 
6.77 


NA 

2 11.04 
11.69 
7.91 
13.88 
7.83 


These funds also suit investors with a time horizon of more than a year. 


Expected annualised returns of 6-8%. 


TOP 5 SHORT-TERM DEBT FUNDS 


DWS Short Maturity-Reg 0.35 
ICICI Pru STP-Ret 0.16 
IDFC SSIF-STP-MF 0.23 
Kotak Bond-STP 0.45 
Templeton India ST Income 0.72 
Category Average -0.26 


2.77 
1.97 
2.23 
3.02 
5.89 
2.08 


15.54 
15.04 
13.93 
13.52 
13.52 

9.88 


Suitable for investors with an investing horizon of 6 months to 


Expected annualised gains of 5-7%. 


TOP 5 LIQUID FUNDS 

HDFC STP 0.40 
Reliance STF 0.37 
Escorts Liquid Plan 0.48 
Templeton FRF Income-LT 0.39 
Fortis Money Plus-Reg 0.38 
Category Average 0.32 


2.54 
2.92 
3.51 
3.13 
2.73 
2.17 


14.68 
13.99 
8.60 
8.03 
7.81 
6.11 


Best for parking funds for very short tenures of 3-6 months. 


Expected annualised returns between 3.5% and 5.5%. 
Returns based on NAVs as on Oct. 16, 2009 


Data Source: Accord Fintech 
Returns greater than one year are annualised 
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9.64 
10.30 
5.92 
9.64 
10.11 
8.37 


1 year. 


10.11 
10.26 
8.55 
8.15 
8.26 
7.28 





7.23 
12.04 
7.16 
8.77 
8.26 
6.04 


NA 
8.43 
9.03 

6.11 
1.04 
6.82 


8.00 
8.72 
NA 
8.18 
8.40 
7.35 


8.28 
8.67 
NA 
7.07 
NA 
6.55 





A few corporate FDs and non- 
convertible debentures offer attra- 
ctive interest rates, but these are 
more suitable for investors willing 
to take some risk, depending on 
the quality of the paper and com- 
promising on liquidity. A good 
option for investors who have a 
time horizon of at least a year 
would be the income or gilt funds, 
says Ramanathan. However, one 
must revise one's expectations, as 
erstwhile returns of 15-20 per cent 
are likely to reduce to 6-8 per cent. 

For investors with a time horizon 
of six months to one year, 
Ramanathan recommends short- 
term income funds, which typically 
invest in corporate bonds with a du- 
ration of 1-3 years. Generally, the 
prices of long-term bonds are more 
vulnerable to a firming up of interest 
rates than short-term bonds. So, 
even if rates inch up. these funds 
will be attractive. They also have 
the potential to outperform liquid 
funds, adds Ramanathan. At the 
time of writing, the RBI was expected 
to keep all policy rates unchanged in 
its second quarter monetary policy 
review on October 27 (although a 
CRR hike could not be ruled out beca- 
use of rising inflationary pressure). 

For ultra-short-term invest- 
ments, liquid funds continue to be a 
good option since the drop in yields 
has been combined with a fall in 
liquidity risk and interest rate risk. 
These funds would typically give 
50-100 basis points over the over- 
night call rate, says Bekxy Kuri- 
akose, Assistant Vice President and 
Senior Fund Manager, DBs Chola- 
mandalam Asset Management. 
Though the returns from liquid 
funds may have deteriorated in line 
with the money market rates, these 
funds remain the safest option since 
they invest in instruments that are 
not affected by interest rate move- 
ments, she adds. One could also 
look at liquid plus funds that have a 
slightly longer duration. © 
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THE DRUCKER CENTENNIAL 


How his wisdom can help you 
navigate turbulent times 


P&G's A.G. Lafley, 

Haier's Zhang Ruimin 
Rosabeth Alan Kantrow and other CEOs on 
Moss Kanter 





THE BEST COMPANIES 


YOUR CHANCE TO TELL THE WORLD HOW 








GOOD IS THE COMPANY YOU WORK FOR 


Business Today's ‘Best Companies to Work for’ Survey—India's oldest and most credible- 
has a new avatar. We invite you (employees, alumni and job-seekers) to evaluate the 
companies you work for—or you want to work for. Employees are in the best position to 
tell how good a company is as a place to work in and how it can become better. Here's 


4 your chance. The Best Companies to Work for Survey 2009 is being voted for by the 


employees. Get your vote in today. 


Participation is easy, simple and rewarding! 


Participation is open to anyone who is employed in 
any company that operates in India. 


The survey is Internet-based. Just log on to 





www.juxtconsult.in/bestcompany/ 
and answer a few simple questions. 
Your vote will be kept secret. Business Today is 
committed to maintaining the confidentiality 
of all the participants. 


FIVE LUCKY PARTICIPANTS 
WILL WIN AN 
iPOD SHUFFLE 





FOR MANAGING TOMORROW 








PERSONAL TECHNOLOGY 


Wave It About! 


Google believes that ‘Wave’ is the future of online communications and 
interaction, but after using it for two weeks, we're still confused. KUSHAN MITRA 
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this as yet). 


here is no doubt that Google's 
T Gmail has become a quasi- 

official e-mail for many people. 
But in the early days of Gmail, getting 
"invited" to use the service was like 
snagging gold-dust. Well, pretty much 
the same thing happened with Google 
Wave, but living in the age of Twitter, 
it became a chance for the "haves" to 
show-off that they had it and wait for 
the "have-nots" to beg them for one of 
the eight "nominations" that Google 
Wave users could send out. 

But that did not answer a funda- 
mental question. What is Google 
Wave? And frankly after using it for 
two weeks, we are still trying to figure 
it out. Isit the most advanced instant- 
chat/e-mail interface or a tool for coll- 
aboration between a group of indi- 
viduals? Well, it is both actually. Google 
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explains that e-mail was created in 
an era when the Internet was in its 
infancy. Wave is a product that will 
take advantage of an ubiquitous ‘rich’ 
Internet. In fact, if you get an invite to 
Wave, spend some time reviewing the 
tutorial videos on YouTube. It is easy 
to create a Wave—Google prefers to 
call each new project/conversation 
a Wave and add (or subtract) collab- 
orators. You could also embed 'gadg- 
ets', which are applications created 
by third-party developers into Waves 
and then drag the entire Wave onto 
another website for the world to see. 
You can share things inside the com- 
munication tool, all inside Google's 
protective halo, and Google hopes 
you will do this on a machine oper- 
ating on Google's Chrome os. 

It all sounds very nice. but the 






point was lost on this correspondent 
with most Waves being little more 
than chest-thumping declarations of 
coolness (because the people starting 
them have Google Wave, ѕее?). Maybe 
after everybody in this organisation 
comes on Wave, we could create 
individual Waves for stories and 
interact with each other. Maybe there 
need to be more people on Wave. Or, 
maybe Wave is a bit too complex for 
many people to process just yet. 

But. if Google succeeds in getting 
Wave out to a majority of its e-mail 
users, it might just take a life of its 
own. A large community of users 
will figure out what to do with it. 
Until then, it will be the select few 
talking about what it is that Wave 
actually does in reviews and showing 
off about it on Twitter. © 


BOOKS 















tephen Roach has 

S been with the Brook- 

: ings Institution and 

the Federal Reserve Board, 

but he is identified more with 

_ Morgan Stanley, where he 

has been Chief Economist for 

many years, and is currently 

Chairman of Morgan 

Stanley's Asia operations. 

This marke his first book, but Roach is a famil- 

1 iar face. The jacket has praise from assorted peo- 

" ple. including our own Montek Singh Ahluwalia. 

The Deputy Chairman of the Planning 

Commission states: "Based as he is in Asia, he has 

produced a must-read volume for anyone want- 

ing to get a flavour of a mega trend that is already 

evident and one that is expected to continue." 

That Roach knows Asia exceedingly well is 

undeniable. But what are these mega trends 

and why has Stephen Roach decided to pub- 

lish this "lazy" volume now? The adjective "lazy" 

needs explaining. This isn't a fresh volume. It is 

areproduction of 29 essays, mostly published as 

newspaper articles, with some speeches thrown 

їп, These essays haven't always been easily acc- 

essible, and there is some merit in publishing 

them together. However, because it is a collection. 

it isn't quite a volume in the sense of a continu- 

ы ous chain of thought, though some underlying 

trends characterise all essays. Therefore, this 

isn't a book that one reads continuously. It is one 

that you flip through at random. And there is no 
denying the essays are written well. 

The 29 essays are grouped into five "chap- 
ters", though "sections" might have been more 
appropriate—A World in Crisis, The Globalization 
Debate, Chinese Rebalancing, Pan-Asian Challenges 
and us-China Tensions, with a concentration 
on the first. Roach has been described as an 
eternal bear, because his forecasts have gener- 
ally been pessimistic, including those on an 
economic Armageddon in the us because of 


AUTHOR: Stephen Rc 
PUBLISHER: Wiley 
PAGES: 414 

PRICE: €34.90 (Rs 2, 450) 


“Roach warned of a global financial ci crisis before 2007 and has been 
vindicated. That's probably the explanation for the volume's timing" - 


Well-written Snapshots 


Legendary economist Stephen Roach's new book on Asia is 
wide-ranging, but offers few new insights on India. BIBEK DEBROY 


current account and government deficits. He has 
also flagged central bank-driven low interest 
rate regimes that drive asset price bubbles. In a 
sense, therefore, Roach warned of a global 
financial crisis before 2007 and has been 
vindicated. That's probably the explanation for 
the volume's timing. It's likely to be read much 
more now and even if green shoots are sprout- 
ing, some underlying trends described are more 
than transient. Having said this, the book is 
mostly about the us and China, and tensions 
between the two. 

There are only three essays that are India- 
specific: a 2006 A Tale of Two Asias with the 
inevitable China-India comparison; a 2007 
India on the Move and a 2009 India's Virtuous 
Cycle. The 2009 essay states: "The new gov- 
ernment needs to seize this moment—moving 
aggressively on four fronts: public sector deficit 
reduction; infrastructure support; privatisation; 
and deregulation of pension funds, retail and 
banking.” Why didn't this “new” government do 
this between 2004 and 2009? Because of ‘the 
politics of coalition management over the past 
few years". The 2007 essay states: "Driven by 
reform-minded ministers who have remained 
steadfast in the face of political opposition, both 
India's rail system and the civil aviation sector 
are likely to benefit significantly from a major 
acceleration of investment in the years ahead." 
Most Indians will contest such assertions and all 
Indians will agree such stuff offers little value 
addition for India. But one can understand why 
Montek Singh Ahluwalia approves, because 
this is the party line. The 2009 essay, Same Old, 
Same Old is about a G8 meeting, not about 
Indian policy-making. Moving away from India, 
there is little in the book that is of value or 
characterised by deep insights. However, that 
was probably not the intention. Nor is that the 
reason for reading this book. This book will be 
read because it offers well-written, convenient 
snapshots in one place. © 








How to Smell a Rat 

By Ken Fisher with 

Lara Hoffmans 

John Wiley & Sons 
Pages: 207 

Price: $27.95 (Rs 1,340) 


Underlined here are 
five basic rules that 
would have saved 
any investor from 
the likes of Bernie 
Madoff. Also 
included are 
questions for 
money managers. 
before you give 
them your cash. 





You Can't Predict 
aHero 

By Joseph J. Grano Jr. 
with Mark Levine 
Jossey-Bass 

Pages: 223 

Price: $27.95 (Rs 1,340) 


Grano, a US marine 
in Vietnam and 
turnaround hero 

at brokerage 
PaineWebber, has 
structured this 
book around six 
specific crises he 
faced, which range 
from the battlefield 
to the boardrooms, 
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SMART EXECUTIVE 


Assert without Aggression 


Learn to stand up for yourself without being pushy. SAUMYA BHATTACHARYA 


ave you ever been in a 

situation at your 

workplace when you 

had the opportunity 
to speak up for yourself, but 
didn't? Were you ever faced with 
unreasonable requests from your 
manager, but couldn't muster 
up the courage to express your 
discomfort? The antidote to such 
situations: Learn how to be 
assertive—but not aggressive— 
at your workplace. 

According to behavioural 
experts Ken and Kate Back, 
"assretive behaviour means 
standing up for your own rights 
in a way that you do not violate 
other person's rights and at the 
same time. expressing your needs, wants, opinions, feeling and beliefs in direct, 
honest and appropriate ways." People are often wary of being assertive at work 
lest they be seen as rude or disrespectful. Others mistake aggressiveness for 
assertiveness where winning is key, even if it comes at the expense of others. Truth 
is, neither tactic will get you very far in your career. True assertiveness, on the 
other hand, will. Being assertive hinges on the belief that in any situation, 
others as well as yourself have both needs and rights. 

Changes in behaviour come in small steps. For some, acquiring a skill like 
assertiveness requires overcoming psychological traits such as extreme passivity, 

sensitivity to criticism, and low self-esteem. 


RAMEN SARKAR 


BEING ASSERTIVE Therefore, start being assertive in short inter- 
HINGES ON THE actions with fairly straightforward outcomes. For 
BELIEF THAT IN ANY example, while making a request at work, be 
SITUATION, OTHERS direct and keep it short. Don't "sell" your request 
AS WELL AS YOUR- with flattery or tempting benefits. And do not 
SELF HAVE BOTH take a refusal personally. Conveying disagree- 
NEEDS AND RIGHTS. ments can be tricky since aggressiveness can 


stoke conflict. Assertiveness in such a situa- 
tion means acknowledging that opinions are not necessarily right or wrong, but 
merely different. (see Choose the Right Way to Disagree). 

Cultivating assertiveness can be complicated. On the one hand, as organi- 
sations become flatter and less hierarchical, individuals are expected to take greater 
responsibility for their personal development and make an impact. On the 
other hand, they are asked to fit seamlessly into the organisation. The ability to 
do both while standing up for yourself will help your career grow a long way. © 


Log on to www.businesstoday.in for 
Running Effective Meetings and Making Projects Work 
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€ State disagreements clearly: 
"| see it differently..." 


€ Express doubts in a 
constructive way: "| see 
difficulty in that approach..." 


€ Spell out what parts you 
agree and disagree with in 
a situation. 


€ Recognise other people's 
points of view. 





BE ASSERTIVE - 


€ Keep your voice firm and 
steady, never wobbly or 
sarcastic. 


€ Keep your facial 
expression steady. 


€ Make firm eye contact. Don't 
be evasive and don't try to 
stare down and dominate. 


€ Hand-wringing, hunching 
shoulders, fist thumping 
and finger pointing are 
complete no-nos. 


Source: Assertiveness at Work 
by Ken Back and Kate Back 
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Workbook 
THE ASSERTIVENESS TOO NICE FOR YOUR 
WORKBOOK OWN GOOD 
HOW TO EXPRESS YOUR HOW TO STOP MAKING 9 
IDEAS AND STAND UP FOR SELF-SABOTAGING MISTAKES 
MID e WORK AND By Buke Robinson 


By Randy J. Paterson 
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QUIZ 





Rishivijay from Mumbai 
was the first to give us the 
correct answers to the quiz 
published in the issue dated 
October 18, 2009. 

So, as we promised, he wins 
a year's subscription to BT. 


E-mail us the right answers at 
btfeedback@intoday.com or log 
on to www.businesstoday.in 

to take the quiz online. Correct 
answers in the next issue of BT. 


ANSWERS to the quiz in the 
last ISSUE, dated NOV. 1. 


1 a. Theory of Constraints 
(TOC) 


2 b. Lakshmi Mittal 


M п 
4 a. The New York Times 


ze Alega ү 
executive 

cc 

T a. A stockbroker 

8 b. Lipitor 


9 b. Audi 
10 c. Master Card 











His first book, The End of 
Economic Man, which skewered 
fascism, was reviewed by 
Winston Churchill in the Times 
Literary Supplement. Who? 

С] а Peter Drucker 

Г] b. Joseph Schumpeter 

O с. Friedrich August von Hayek 

С] d. Ludwig von Mises 


The prototype of the modern 


stock exchange, the Handelsbeurs, 


was once the financial centre of 
the world. It was first built in 1531 
and reconstructed in 1872 in 
which city? 

С] a Munich 

C] b. Antwerp 

О с. Rotterdam 

O d. Amsterdam 


What is each individual capsule of 


the London Eye, the most paid 
popular tourist attraction in the 
UK, called? 

О a Berry 

Г] b. Eye Pod 

Lic Box 

C] d. Capsule 


Which company was founded 
in 1860 by a pharmacist to 
produce a food for babies who 
were unable to breastfeed? 
С а. Nestle 
LJ b. Numico 
O с. Glaxo India 

] d. Nutricia 


Who was the first businessman 
to be Time magazine's Man of 
the Year, as early as in 1928? 

2 а Henry Ford 

O b. Walter Chrysler 
С] € J.P. Morgan 
Г] d Owen D. Young 






What is the common name for a 
Canadian dollar-denominated bond 
issued by a non-Canadian entity in 
the Canadian market? 

11 a Samurai bond 

2 b. Maple bond 


2 €. Bullet bond 
Г] d. Bulldog bond 





Each product, which takes a year 
to make, has 12,000 parts, is 
covered by around 115 patents 
and is assembled by 450 people. 
C а. Rolls-Royce Silver Ghost 

b. Steinway Piano 


—] € Maybach 
C d. Yamaha Piano 


This iconic product was launched 
in 1977 and revolutionised 
cooking in Indian homes. The 
brand has lost its salience today, 
but still retains its cachet among 
those who 
were around in 
the '70s and 
'80s. Which 
product? 


& Primus stove 
7) b. Nutan stove 

C. Janata stove 
Г] d Prestige stove 





Launched in 1974, it has 
beaten the Deccan Queen 
train, and its advertising kick- 
started many careers, 
including that of Prahlad 
Kakkar and Piyush Pandey. 

а. Majestic 

b. Luna 


1с. Chetak 
Г] d. Bobby 


In which Indian language is 
the highest number of articles 
published on Wikipedia? 
Г] а. Hindi 
C] b. Bengali 

] с. Telugu 
C) d. Tamil 
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RAVI SUBRAMANIAN 


A Bank of Stories 


Scandal, intrigue and mystery are no strangers 
to the world of banking. Little surprise then, 
RAVI SUBRAMANIAN ( 39), Head (Consumer 
Assets and Credit Cards), нувс Group, aims to 
be known as the “John Grisham of Banking”. 
An alumnus of ım Bangalore, this career 
banker has spent 16 years working with 
foreign banks. His true calling, though. is 
writing fiction. Says Subramanian: "There 
are emotions, power, money and crime in 
banking. When brought together, these four 
elements create a brilliant recipe for a 
potboiler." And he seems to have mastered it. 
His third book, Devil in Pinstripes, is slated for a 
November release. Set in modern day retail 
banking environment, the novel is about 
corporate politics. Subramanian's debut novel, 
If God was a Banker, was a national best-seller 
in 2007 and has sold 10,000 copies so far. The 
book also won him the Golden Quill Award for 
Readers' Choice for 2008. "If people think of a 
banking story, they need to think of me. That's 
when I would count 
myself as a successful 
author," he says. His 









second book, 1 Bought 
№ the Monk's Ferrari, 
equally set the 
bookshelves on fire. 
Time for another 
blockbuster? 
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MEENAL BALAR 
Spreading the Net 


You would suppose that Facebook did not need 
additional promotion, but MEENAL BALAR, International 
Marketing Manager for the social networking site, 
thinks otherwise. In India as part of a concerted effort 
by the 200-million-strong network to increase its 
profile here, Balar, 28, says that India has several 
unexplored opportunities for the service. “Brands are 
just beginning to realise the power of directly connect- 
ing to their consumers through Facebook, and I feel 
that brands in India can and will take a lead in doing 
this." Already some media brands and films have 
successfully exploited the power of online social 
networks to promote themselves, she says. "But what is 
so good is that we will be able to also leverage this with 
advertisers. Advertising on Facebook will never be 
blatant, but can be targeted." The growth numbers have 
never been a problem for the site so far. It had merely 
20 million users when Balar joined in 2007; that has 
now grown to over 200 million users. Says Balar: "If we 
can keep our trajectory going, particularly with more 
young Indians coming online, who knows what next?" 


Skullcandy Lowriders 

You might have seen Skullcandy's outrageously 
coloured earphones/headphones at music stores 
abroad. Now, you can buy them in India for 

Rs 1,799. The “Lowrider” was described by one 
tech reviewer as a "Skull Crusher", thanks to 

its powerful bass drivers. This is not a product 

to listen to classical music on, designed as it is 
for today's bass fanatics. Think of these as 
wearable subwoofers. And comfortable ones, 
too. So comfortable that you won't notice the low 
frequencies turning your brain into mush. 





Maldives 


Maldives President Mohamed Nasheed and 11 of his ministers recently 
donned scuba gear to plunge into the Indian Ocean for a Cabinet meet 
to highlight the sinking island nation's problems. Whether Maldives is, 
indeed, sinking is debatable, but what is beyond debate is the nation's 
pristine beauty. Nestled in the middle of the Indian Ocean, the Maldives 
are a series of ancient coral reefs that grew around towering prehistoric 
volcanoes. When the structures sunk into the ocean, they left behind 
stunning coral islands. Visit Male, the capital, for its breathtaking 
beaches and to see the colourful shops and lively markets. Also check 
out the southern Atolls for great surfing and scuba-diving experience. 
Direct flights operate daily from most Indian metros to Male. 
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HIMANI MODI 


‘0' Yes! She Can 


Is she dabbling in yet another 
venture? "Yes, it's about leading 
the Modi Group into another area 
of diversification-after all, that is 
what we excel at,” says 34-year- 
old HIMANI MODI, Executive Director 
UK Modi Group. Fresh from her 
four-month stint for a business 
programme at Harvard Business 
School, this youngest daughter of 
U.K. Modi is leading the group's 
foray into entertainment. "This 
business is all about execution and 
catching the right moment. It often 
works on a fad,” she says. But her 
involvement does not appear to be 
passing in nature. She cut her 
teeth with Barcode lounge in New 
Delhi. After winding that up, she 

s now ready to launch “The 0 
Experience” all on her own steam 
Spread across 7,500 sq. ft in the 
Vasant Vihar area of New Delhi 
her new venture hopes to offer an 
entirely green concept of hospital 
ity. “We are looking to tie up with 
the UK-based ‘Exotic Nature’, a 
visual content provider," she says 
This facility will have an organic 
food store, café, lounge, dis- 
cotheque and a fitness zone on its 
five floors. Tip: Watch out for the 
live bands, celebrities, nutrition- 
ists and stand-up comedians that 
are just waiting to troop in 
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The leadership lesson 

| remember best " 
Building an organisation based on a 
strategy of differentiation and challenging... 
the status quo. have used this approach 
in my entrepreneurial journey. 


The political leader І admire 
the most 


Mahatma Gandhi for his deep sense of 
purpose and his uniquely differentiated 
approach to addressing challenges. 


The business leader 

Г admire the most 

Jack Welch for his ability to 
challenge the conventional 
wisdom of hierarchial manage- 
ment by promulgating the 
concept of a “boundary less and 
networked organisation”. 


A book/movie | would 
recommend on leadership 


Winners Never Cheat by 
Jon Huntsman. 


What | think is the 
difference between a 
тападег апа а Іеайег 
Leaders own responsibilities, 
delegate and set objectives. They 
set an example, and share success 
with their teams. Managers are 
task-oriented. 


The worst thing a 
leader сап до 


То feel insecure and recruit team 
members who are less competent. 


As told to Rahul Sachitanand 
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From the Editor 


efining power is a huge challenge. Defining 

powerful women is a bigger challenge. 

Having taken on this challenge for seven 
years, we have reasons to believe that we know 
more than others about how much women have 
come to influence and inspire business in India. 
This issue of Business Today is a recognition and 
celebration of this phenomenon. 

Ever since 2003, when we started our annual 
"Most Powerful Women in Indian Business" series, = 
25 women comprised the list. This year, we have expanded it. We had to. The 
pool of successful women is much larger today than it was six years ago. 
India's largest private bank wasn't headed by a woman till even a year ago. 
Ditto for one of India's fastest growing banks. Microfinance, the hot bed of 
women entrepreneurship, was not the force it is today. Even the entertain- 
ment business didn't have the kind of women directors it has today. And, of 
course, public relations of India's two largest business groups—the Tatas and 
the Mukesh Ambani Group—weren't handled by a woman till recently. So, 
our power list includes 30 names—five more than in previous years (pg 34). 
We hope we will find reasons to make this list longer in future. 

There are women who influence business profoundly, even though they 
are not in business. We profile some of them on pg 64. Women are also playing 
an increasingly critical role in the talent hunt for India Inc. Find some of these 
talent catchers on pg 70. Less to do with power and more to do with our—and 
our readers'—curiosity, we also attempt a look at the “other halves” of some of 
India's power business women (pg 80). And we found that there is truth in the 
old adage—though with a twist: Behind every successful woman is often a man. 

This rounded view of 
the lives of successful 
women in Indian 
business leads us to 
believe that women are 
better at maintaining a 
work-life balance, 
blending ambition 
with pragmatism and 
combining speed with 
stability. Women, more 
than men, consider 
personal and profes- 
sional growth as two 
sides of the same coin. These attributes are valuable to people across gender, 
age, geography and professions. They are also essential ingredients for modern 
leadership. If many of today's problems stem from a lack of good leadership, 
encouraging more women to reach leadership positions is one way to solve 
those problems. This issue of gris an attempt at spreading this message. 
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A Corporate Fact Base 


Your annual BT-500 (87 cover, November 15) is a useful and 
handy guide to explore the wealth-creating capabilities of 
India's most valuable companies. Strategic investors, portfolio 
managers and corporate decision makers can dig below 
the surface numbers and interpret the economic realities 
of India's big business houses. shashi Shekhar, Bangalore 


BT-500 Frontliners 


Following the financial crisis and market 
collapse, it had become almost impossible 
for many companies to log value-build- 
ing growth. Still, as your 57-500 survey 
shows, quite a few companies have been 
able to generate positive returns even in 
challenging times. These companies. like 
RIL, which has increased its average 
market cap by Rs 31.164 crore and has 
grabbed the top slot of India's Most Valuable 
Companies (BT cover, November 15) for 
the seventh year in a row, have the fore- 
sight to identify significant trends affecting 
their businesses and the agility to capi- 
talise on them. Arun Sampath, Delhi 


Market Valuations 

Your 87-500 rankings accord second place 
to Bharti Airtel, but its market cap has 
eroded about 18 per cent during the past one 
month. And the current tariff war among 
mobile operators will likely cast a shadow 
on the sector's valuation in the days ahead. 
Hopefully. while telecom majors may 
underperform over the next few months 
they are likely to prove to be good bets for 
long-term investors. Neeraj Thakur, Pune 


Commodity-E xchange Delusions 


business today 





Jignesh Shah's Financial Ecosystem (вт, November 1) does not reflect the 
reality of commodity exchanges today. With Ncbex, Mcx and other com- 
modity exchanges springing up in recent years, the expectation that 
they would lead to better price discovery and empowerment of farmers has 
been belied. Futures trading at these exchanges is largely speculative. ben- 
efiting only big business houses with financial muscle. O.P. Goel. Indore 
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The Editor, Business Today, Videocon Tower, 5th Floor, 
Е-1, Jhandewalan Extension, New Delhi-110055. 


Unsolicited articles will not be returned or acknowledged. 
Business Today reserves the right to edit letters for brevity 
publication. 


Succeeding Ratan Tata 

Succession planning has never been a pri- 
ority for the Tata Group (Succession Planning 
at the Tata Group, Br, November 1). In fact, 
Ratan Tata will have a lot of hand-holding 
to do before he can hand over the reins to 
his successor. And if Noel Tata ought to be 
the chosen one, he should be brought out 
from his retail cocoon to run the group's 
mainline operations. which are mostly 
engineering-led. G.S. Rao, Bangalore 


Extravagant Claims? 

Lemon Tree's claims of investing more 
than Rs 1.700 crore in the next three 
years (Gen Next: The Hidden Leaders. вт, 
October 4), sound unrealistic, if not down- 
right boastful. With a turnover of just Rs 53 
crore at present its aim of becoming the 
largest motel company in the 4-star 
category by 2015 appears far-fetched. The 
company would be well advised to keep its 
feet planted firmly on the ground. Om Garg 
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» messages" Should the Ambani brothers settle their 
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FOCU 


The 3G N Mirage e 


^ 
PS 


and: p edof 36 : 


AS dates, the Union government wants to start 
auctions for third generation, or 3G, mobile phone serv- 
ices by January 2010. The first such deadline was set 
by erstwhile Telecom Minister Dayanidhi Maran. who 
visualised 3G phone networks running in the country 
before end-2007. 
Can New Delhi meet the new deadline? Few in the 


EM Trouble | 
Making Smart Decisions - 
Э ASIM too Many ў 
No Business? No Visa! _ 
?SMSinHind — 
India Prosperous! 


telecom business are willing to stick their neck out to say 
that the cut-off will be missed but the task seems uphill for 
the government. The Department of Telecom (bot) has 
just finalised its information memorandum that will set the 
tone for the rules of the auction. In such sell-offs worldwide, 
there are multiple rounds of pre-bid conferences that clear 
the air for potential bidders. Mock auctions follow to make 
sure the process is smooth. Then the auction process—a 
two-stage bidding is envisaged in India—has to be held. 
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FOCUS 


WORDSMITH 


(NEW WORDS IN BUSINESS) 


Greenwashing 


refers to companies and 
organisations which invest 
more time and money 
promoting themselves as 
“green” than actually 
taking part in environment- 
friendly practices. 


Origins: The term came 
into vogue recently when 
American environmentalist 
Jay Westerveld wrote an 
essay arguing that the New 
York hotel industry had 
hyped up its eco-friendly 
efforts, such as reusing 
guest towels, to attract 
customers instead of 
genuinely saving resources. 


Usage: With companies 
trying hard to be seen as 
environment-friendly, green 
marketing seems to be every- 
where. And it's hard to tell 
whether or not companies are 
minimising their environmen- 
tal impact as much as they 
say. Greenpeace's "Stop 
Greenwash" blog 
(http://stopgreenwash.org/) 
rates and reviews green 
claims of several companies, 
i.e. if they are indeed 
"greenwashing". 





All this at a time when some рот 
officials directly responsible for the 
sell-offs are being investigated by the 
Central Bureau of Investigation for 
potential rule violations in licensing a 
new crop of phone operators in 2007. 
Telecom Minister Andimuthu Каја, 
too, is in the cross hairs of Opposition 
Bharatiya Janata Party that is alleging 
corruption in the decisions. 

Even if the deadline is met, the 
process at best will be partial. The 
government does not have adequate 
spectrum to auction rights for СОМА 
(short for code division multiple ac- 
cess, a mobile telephony protocol) 
phone firms. The road ahead is clear 
only for rival (and more popular) Gsm 
providers: the Army and other defence 
users have vacated some spectrum in 
2100 Muz band that is used by this 
protocol for 3G services. "The main 
reason we wanted to start GSM serv- 
ices was because there was no clear 
path to 3G in срма,” says a spokesper- 
son for Tata Teleservices, which earlier 
this year started offering Gsm phone 
services with partner NTT DoCoMo. 

The situation is complicated by 


_ varying levels of spectrum available in 


different states because defence forces 
currently have rights over use of an 
inordinate amount of wireless fre- 
quencies. In states such as Rajasthan 
and Delhi, India’s most profitable 
phone circle, there is little spectrum 
left to spare and just one or two more 
players are likely to be accommo- 
dated in the 3G space. 

Some believe New Delhi will hurry 
through auctions in a year with the 
highest-ever fiscal deficit (over 
Rs 4 lakh crore, or 6.8 per cent of the 
nation’s income) for the government. 
"I sincerely believe that the January 
deadline will be met, not least because 
the government needs the money," 
says Manoj Kohli, Chief Executive 
Officer of Bharti Airtel. 

Economists, meanwhile, predict 
that India's low Internet penetration 
could be fixed by 3G services that 
promise online speeds better than 


THE PRICE OF BEING LATE 


Technology 


® 36 auction likely to happen when at 
least a part of the world is moving to 4G. 


® There is still no clarity whether the 
licence will be technology neutral. 


Finance 


® Mobile phone operators аге not as 
cash-rich as they were a year ago. 


® That is due to the ongoing price war in 
the mobile telephone market. 


Government 


@ Whether the Rs 20.000 crore revenue 
estimated in the Budget to come for 3G 
auctions is doubtful. 


today's computer-accessed broadband 
throughput. While the number of ac- 
tive cellphone connections in the coun- 
try is around 500 million (meaning 
one in two Indians have a phone), 
those using the Internet lags at 50 
million. "If we can get even half the 
number of users that we have today 
on to 3G networks, the base will be set 
for an economic revolution empow- 
ered by data usage," says Rajat 
Kathuria, professor at Indian Council 
for Research on International 
Economic Relations, adding: "The 
government wants a way to revitalise 
the economy: one answer is 3G 
auctions and I think the Finance 
Minister realises this." 

Still, there is a sobering develop- 
ment for India. LTE, or long-term evo- 
lution, of mobile technologies (com- 
monly called 4G) is set for commercial 
deployment next year by global 
operators such as NTT DoCoMo, 
Verizon Wireless and TeliaSonera. In 
effect, by the time 3G gets rolled out as 
a service in India (if the auctions are 
held on time), the world would have 
moved to the next stage. Not quite à 
virtuous cycle. 

KUSHAN MITRA 


FOCUS 


Impersonating on Twitter? 





Cr someone's identity to 
tweet on controversial issues 
could land you in trouble. In what 
is being referred to as the Blaney's 
Blarney Order in the UK, a court 
has allowed an injunction to be 
served to an anonymous person 
through social networking site 


Twitter, for using the blog name of 


well-known right-wing columnist 
Donal Blaney and posting tweets 
far removed from Blaney's views. 


The order asks the impersonator to 


reveal his or her identity, since it 
amounts to defamation and 
breaches Blaney’s copyright. 


The India Story: 50. can a court 


serve notice on an anonymous per- 


son through a networking site or 
on e-mail? Does this also make the 
site a party to the crime? "There are 
instances where an Indian court 
has served a legal notice through 

the electronic format," says Pavan 
Duggal, one of the few cyber law 
experts in India. In 2007. the Delhi 
High Court had delivered an order 
to an anonymous blogger via 
e-mail, since the person was based 
in Copenhagen. This is now 
referred to as the "Spam inbox 
case" in Indian legal circles. 


What the Law Says: The issue 
gains significance in India in the 
light of the Information Technology 
Amendment Act 2008. where 





intermediaries (such as social media 
platforms) are no longer automati- 
cally liable for third-party data on 
their site if they have exercised due 
diligence while discharging their 
obligations. Hence, bloggers/ 
tweeters in India have to be extra 
careful about posts on such platforms. 


New Safeguards?: Given the popu- 
larity of Twitter (there are over 2.6 
million Twitter users in India), legal 
experts in India and abroad are 
working on a "Twitter Law" to deal 
with issues that users are likely to 
face. "The law would deal with 
areas relating to privacy issues, 
and twitter crimes ," says Duggal. 
SHAMNI PANDE 
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FOCUS 


ith 40 million diabet- 
Wi India is a key 
market for Novo Nordisk, 
global leader in diabetes 
care. On a recent visit to 
| its Bangalore facility, the 
Danish ney Chief 
Financial Officer Jesper 
Brandgaard spoke to K.R. 
Balasubramanyam on key 
developments at the firm. 


Novo Nordisk is 
developing oral insulin 
that can potentially 
replace cted insulin 
used by some 
diabetics. Clinical 
development is planned 
for next year. 


@ The firm recently 
launched Victoza, a 
once-daily medicine- 
developed from a pro- 
tein called Glucagon- 
Like Peptide-1-for 
non-insulin dependents 
or type-2 diabetics. The 
oral medication works 
by stimulating the 
release of insulin only 
when gluco 

become too 


lordisk hopes 
é be available 
in india soon, once the 
relevant approvals 
under Indian drug 
| regulations are in place. 








Make 


Better 
Decisions 


Success is all about taking the right decision. 
But the question is how to make a good 
choice. Here are seven different ways—pick 
the one that suits your situation. 







Decision 
Making Through: — Benefits — 






Small-group Premature convergence 

process on a decision is unlikely т 

Making effective decisions Clear responsibilities 

with just a few people can be assigned 

Analytics Decisions are more Cather ng more data may be 
Using data and quantita- likely to be correct ; difficul nd time-consuming 
tive analysis to support Тһе scientific Correct assumptions 
decision making method adds rigour are e crucial 

Automation Speed and accuracy Diffi cult to deve op. | 

Using decision rules and Criteria for Decision criteria 

algorithms to automate decisions are clear may change 

decision processes 

Neuroscience Decision makers know Individual decision 

Learning from brain whento use the making may be 

research that emotional brain overvalued 

illuminates decision Trains the rational brain The brain is still 

making to perform effectively poorly Understood (s 
Behavioural illuminates biases and Fi rangs! in th eld | 
economics areas of irrationality 


Incorporating research оп Can nudge decisions 
economic behaviour and ^ ina particular 
thinking into decisions direction 


Intuition Easy and requires 

no data 

The subconscious can 
be effective a 
weighing options 


Relying on one's 
gut and experience 
to make decisions 


Wisdom of crowds Those close to the issue 


Using surveys or are well positioned 

markets to allow to know the truth E. 

decisions or inputs Crowd-based decisions О! on 
by large groups сап be мегу accurate — difficult m main tain | 





Excerpted from an article 'Make Better Decisions' by Thomas H. Davenport, 
% in Harvard Business Review, November 2009, which is currently at the 
М news-stands. For full text, visit www.hbr.org 





FOCUS 


In: Dual-SIM. Out: Portability & Brand Loyalty 


At least half a million dual-SIM mobile phones get bought in India a month as customers cotton on to 
never-before deals. Brand loyalty and number portability increasingly lose relevance. KUSHAN MITRA 

















4 Ravisees ads from 
s mobile phone firms 
Reliance, MTS, DoCoMo 
and others with call 
rates cheaper than his 
existing phone service 
provider. On offer is a 
lifetime pre-paid card 
for just Rs 40 and 
renewals coming at as 
less as Rs 10 each. 


2 Ravi wants to keep 
‚5 current mobile 
number 'X', so he looks 
up new dual-SIM 
phones-some China- 
made ones costing as 
less as Rs 3,000. With 
such a phone, he can 
add a new SIM card with 
number 'Y*: in effect, two 
numbers on one phone. 


* Some weeks later, 
'ewhen it comes to 

recharging 'Y', Ravi 
chances upon even 
better deals from new 
phone firms in the 
market. SIM recharge 
coupons begin at Rs 10 
and most firms now 
offer 1 paise-a-minute 
call rates. 





з Ravi dumps his 'Y 
connection and 
buys a third connection 
'"Z'. The mobile retailer, 
who has TVs and other 
products as incentives 
to sell more connec- 
tions, is pleased~as is 
the operator who 

can 'pad' up his 
subscriber numbers. 





88 


Post-script: Mobile phone firms, whose spectrum use rights are based on the number of subscribers, gain from buyers such as 
Ravi-he will be counted thrice on their books, not once. New triple-SIM phones promise to compound the mismatch. 


MISGUIDED LEADERSHIP è 


Top Behavioural Needs to Manage 
Corporate Performance 
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FOCUS-POLICY 


What It Takes to Get an 
Indian Business Visa 


| always had problems 
securing visa—specially work 
visa. After all, we are one of the 
largest labour exporters in the 
world. As it turns out, India is also 
emerging as a big labour importer, 
and, therefore, getting a work visa 
to India is not easy anymore. After 
the recent controversy over the 
number of Chinese workers in 
India, the government has revised 
the guidelines for issuing work 
visas to foreign nationals. 
Foreigners on business visas who 
do not fulfil the norms have been 
asked to leave India on or before 
November 30, 2009. Here is a gist 
of what the new rules say: 


Two types of visas: India issues 
two types of work visa—Visa B for 
business purposes, and Visa E for 
employment purposes. 


Who Gets Visa B and How: 
Business visas will be issued only in 
specific situations, if the applicant 
meets any ofthe following norms: 
® Foreign nationals coming to 


NUMBERS 
OF NOTE 





The percentage of Indian engineers 
who are “unemployable” and not 
good enough to be trained, accord- 
ing to a survey by NASSCOM. India 
produces 3.5 lakh engineering 
graduates every year. 
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explore the possibility of setting 
up or to set up a business 
venture in India. 

© Those coming to India for 
technical or board meetings. 

© Experts coming for a short 
duration in connection with an 
ongoing project. specifically to 
monitor progress or conduct meetings. 
© Foreign trainees of MNcs comin g 
to India to attend in-house training 
at a regional hub of the company. 


Who Gets Visa E and How: 
Employment visas will be granted 
to applicants who are not only 
skilled for the job in question, but 
also if there is a shortage of enough 
qualified Indian candidates for the 
same skill. Further, since an E visa 
needs a sponsor, only those foreign 
companies that have either a 
branch office, a subsidiary or a 
joint venture in India can sponsor 
a visa. However, if an Indian com- 
pany has awarded a contract to a 
foreign company, the Indian firm, 
too, can sponsor the visa. Those 
eligible for an E visa include: 





SARKAR 


Business Visas Issued 
to Chinese Citizens 


48,146 





2004 2005 2006 2007 2008 2009 


"Up to June Source: Government of India 


$$ Foreign nationals coming to 
execute a project regardless of 
the duration of the visit. 
® Those coming as trainers or for 
coaching jobs in India, 
Ө Foreigners coming as on-contract 
consultants for a fixed salary. 

PUJA MEHRA 


Rs 5,320 cr 


The estimated size of the 

Indian direct selling market by 
2012-13. According to a report by 
E&Y, the market today, domi- 
nated by the likes of Amway and 
Oriflame, will grow at 10-15 per 
cent for the next two years. 


56.8 million k 


The global tea shortage in the first eight 
months (January-August) of 2009. 


Tea Production 


Jan-Aug | "ven 
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FOCUS-BT POLL 





Will You Pay More 
for Cars That Are 
Fuel-efficient? 





2% Can't Say 


Results of BT Online poll: No. of respondents: 391 


Fuel-efficient cars are 
real money-savers in 
the long run. Even with a 
higher price tag, a car 
with better fuel- 
efficiency will eventually 
be cost-effective, 
Besides, we should 
understand that 
fuel-efficient 
vehicles are more 
environment-friendly. 


Mahesh Murthy, 
Founder & CEO, 
Pinstorm 


The way fuel prices are 
climbing up again, 
perhaps the time has 
come for people to switch 
to either fuel-efficient or 
fueHess cars. We are 
already seeing a rising 
demand for diesel cars. 
For me, it is all about 
how much | can save 
on fuel cost. 


R. Chandramouli, 
President (Marketing & 
Sales), REVA Electric 
Car Company 





Read Before You Sign... 


... That's what bankers are telling customers after an 
RBI report shows a rise in complaints against banks. 


In 2008-09, a total of 69,117 PSU banks received more 
complaints were filed complaints but those against 
against banks, up from private and foreign banks 
47,887 in 2007-08. rose by nearly 80 per cent. 








in * 


The RBI report says a * Banks have been told to 
major challenge is to meet monitor their credit portfolios 
the credit demand without in the context of persisting high 
impairing credit quality. growth in credit. 
Bankers say inflated loan books and technology- 
related issues to blame for rising complaints. 


he number of complaints from aggrieved bank cus- 
tomers may have shot up over the last 12 months, but 

bankers themselves don't see a worrying trend in this. 
Many of them blame technology and failure of customers to 
read the fine print. The Reserve Bank of India report on the 
Trend and Progress of Banking in India 2008-09 shows 
that the number of complaints has gone up by 44 per cent 
in 2008-09, with most of them directed at public sector 
banks. Private banks, too, received complaints relating to 
credit cards, failed commitments and pension accounts. 

Bank officials say most banks have increased their loan 
books manifold in the past 4-5 years, leading to a growth in 
complications and, therefore, complaints. Says Ramnath 
Pradeep, Ep, Central Bank: "Technology plays an instru- 
mental role, too. Customers tend to get impatient if a 
process takes longer than expected because of technical 
snags." The complaints also soared as banks became tough 
about payments, using clauses in their agreements. Comp- 
laints also arise because of contractual obligations which a 
customer enters into with a bank at the time of taking a 
loan, adds a senior bank official on condition of anonymity. 
So, what should one do? Read the fine print before you sign. 
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WVNHVS NINVM 


Will you buy a mobile phone software that can send SMS in Hindi? 
Log on to www.businesstoday.in to cast your vote 
COMPILED BY MANU KAUSHIK 


say bankers, Will customers be satisfied with this answer? 
ANAND ADHIKARI 
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We're listening 
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your heartbeat 
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with your kid even after a tiring day 
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In fact, we care a bit too much. Which is why our Nutrilite range of supplements 
provides all the nutrition and energy you need, contains no artificial colours or flavours, 
and undergoes innumerable checks every month. So that you and your family remain 


active and in perfect health 
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FOCUS-WELL SAID 
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UMESH GOSWAMI 


nflation is a 
bigger concern now but I do 
not want to say that growth 
is no longer a concern. 
We have to strike a balance 
between the two” 


Governor, RBI, in Business Standard 


“The lack of daily efficiencies in India 
contribute to failure and result in stress... 
there is absenteeism and an unreliable 
workforce that really puzzles me when 

I contrast it with the West" 


President & CEO, Genpact, in The Economic Times 





"We're going to be stronger, faster, 
and more hyper than we've ever 
been. If you don't believe, then just 
sit back and watch" 


Dell CEO, in Businessweek CD | 


CLASSIC BUSINESS QUOTE 
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former US President, in Mint 


“There has been a visible 


improvement in exports 
over the steep fall that 
started last October. There 
was a period when exports 
were falling at the rate of 
>3 per cent every month" 


"To me, nuclear power 
symbolises where we ought EK 

to go on the issue of ГА >. 
climate change—that is, : Ми 
generate economic ъч. »^ 
vitality with power plants 
that do not generate 
greenhouse gases" 






` needn't be. 


Empower your export business with ECGC's credit risk insurance. 


The world is concerned about the fast-rising financial crisis and 
economic slowdown. Unfortunately, everyone cannot interpret its 
repercussions and how it affects banks and your export business. 
Which is why, you need to get your credit risk insured with ECGC. Now 
challenge the limits of your business risk. 


ISO 9001: 2000 Certified << »» 
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You focus on exports. We cover the risks. 
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FOCUS-TECHNOLOGY 


GOOGLE IN ITS 
CROSSHAIRS 


ow do you SMS a 

business associate 
who is more comfort- 
able interacting in 
Hindi? A new software for 
mobile phones could solve this problem and 
make conducting business easier. Tachyon 
Technologies, a Bangalore-based software 
maker, has just launched the Beta version 
of its Quillpad software for mobile phones 
even as tech giant Google works to perfect 
its own translation tool Indic. 


THE PLAN: Quillpad offers an accurate 
translation tool to people sending local 
language messages across networks. The 
software—a reasonably-sized 355 кв 
download—tets you type a word, hooks up 
to the Net and provides the relevant Hindi 
options. Then the message is encoded, 

sent back to the phone and delivered 

to the recipient in Hindi. 


THE CHALLENGE: The software understands 
distinct sounds that a Hindi alphabet 
represents. For instance, in Hindi the letter 
"d" can be used to write both "da" and the 
heavier "dha". Quillpad predicts which 
sound a particular letter should take, 
depending on the other letters a user has typed. 


THE COMPETITION: A year after Tachyon 
launched its web transliteration tool, Google 
responded with Indic. Now, it expects 
Google to hit back on the mobile front, too. 


9 THE BOTTOM LINE: Tachyon 

hopes to make money from 

people buying its software, 
as well as royalty it expects 
from handset makers and 

operators. 

RAHUL SACHITANAND 
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Mobile Helpline | 
for the Farmer 


he hitherto “unconnected” farmer could soon see 

his cultivation yield better results, thanks to the mo- 
bile phone's increasing reach. Wireless solutions producer 
Handygo is set to provide an array of services to farmers, 
covering weather, seed prices, fertiliser doses and 
best irrigation management practices. The firm 
has inked a deal with the Indian Meteorological 
Department (MD) for weather data and will update the in- 
formation twice a week. For now, Handygo has tied up 
with Airtel to provide these services. 
The firm plans to add Tata Indicom 
and Idea to this list soon. Here's how 
the service hopes to help farmers: 


م 


@ The service is available on even 
basic mobile phone handsets. 


© The advisory is available for 
Rs 1 per minute. 











® itis operational in Punjab, Haryana, 
Andhra Pradesh and Tamil Nadu. 


© Airtel subscribers in these areas 
can dial 55678 to access the service. 


© Information is categorised by 
state and delivered in 17 languages. 
RAHUL SACHITANAND 
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The all-new Crompton Greaves. More eco-friendly. 












FOCUS-GRAPHITI 


Wealth = Well- 


being... 


... and that is why India is more prosperous than China; 


Its economy is larger, 
unemployment rate lower and 
per capita income greater than 
India's. Yet, while India ranks a 
credible 45th in a recent Global 
Prosperity Index report, China 


lags behind at 76. We explain why. 


HOW IS PROSPERITY DEFINED 


The study titled “The Legatum Prosperity Index 
2008-09" looks at both wealth and well-being 
while defining prosperity. The main lesson: most 
prosperous nations in the world are not necessarily 
those that have only a high GDP but those that 
also have happy, healthy and free citizens. 


THE TOP 10 
PROSPEROUS | 
NATIONS Lj 












Finland кш ы 
Switzerland и | 

Sweden re М 
Denmark а 
Norway m ; ет, ۰ Е 
Australia E сап kep. 
The Netherlands | ne 

New Zealand ЩЩ КИ 


PROSPEROUS 


NATIONS 


THE TIGER BEATS THE DRAGON 


On the face of it, China would seem the more prosperous of the 
two nations. While India's per capita GDP is a mere $2,900 to 
China's $6,000 (in PPP terms), life expectancy, too, is lower at 53 
to China's 64, Even unemployment rates are higher in India 

(7 per cent) to China's 4 per cent. But on most key parameters 
that together define "prosperity", China falters, 





DEMOCRATIC INSTITUTIONS (Global Rank): INDIA 36 vs China 100 
India is an imperfect, but functioning democracy and has a fully independent 
judicial system. In comparison, China's lack of democratic institutions and 
processes is seen as prohibiting well-being. 

Score out of 100 - 






анана 
ЕШ 6 


GOVERNANCE (Global Rank): INDIA 41 vs China 93 

While corruption is a problem in India, with 75 per cent of respondents reposing 
faith in courts and 94 per cent showing confidence in their military, it fared 
better than China where respondents said the judiciary was extremely corrupt. 
Score out of 100 m | 





TE 


PERSONAL FREEDOM (Global Rank): INDIA 47 vs China 91 

India scored big in personal freedom and tolerance towards minorities, In sharp 
contrast, lack of freedom for Chinese nationals was high. However, in their 
daily lives, most respondents said they were free to do as they wanted. 


ттт 


SOCIAL CAPITAL (Global Rank): INDIA 5 vs China 70 

Two-thirds of Indians polled reported high levels of membership in community 
groups, allowing for a broad network of social capital; 64 per cent said family or 
friends were to be trusted, compared to only 49 per cent Chinese who said so. 
Score out of 100 i: 












Where China Leads 


In some categories, however, such as 
entrepreneurship, education, economic 
fundamentals, health and safety, China ranks 
higher than India. Even then in areas such 
as Safety, India does better in key sub- 
segments. For instance, India has fewer 
homicides and thefts (only 5 per cent 
reported property stolen in the past 12 
months and there were 4 homicides per 
1,00,000 people) than China. In other areas, 
India needs some serious catching up to do. 


67 
58 
Economic 
Fundamentals 
(Global Rank): 
INDIA 43 vs China 29 
Score out of 100 
Entrepreneurship | Education 
(Global Rank): (Global Rank): 
INDIA 55 vs China 38 INDIA 86 vs China 64 
58 56 
41 38 
Score out of 100 Score out of 100 





Health (Global Rank): (Global Rank): 
INDIA 88 vs China 53 INDIA 87 vs China 65 
64 
4T 
28 34 


Score out of 100 Score out of 100 


DUMPED: 


13,000 Bread Slices Every Day! 


Why? Because British firm Marks & Spencer does not 
use the crust and the first slice of a loaf to make 
sandwiches. A book explores many such examples 

of food wastage around the world. 


mericans waste 50 per cent 

of their food annually. 
Britons follow close behind by 
dumping 20 million tonnes of 
perfectly edible food even as a 
billion people go hungry across 
the world. Writer Tristram 
Stuart is the kind of man who is 
not afraid to ransack garbage 
bins and live off them for 
months in order to make a 
point. And the point he makes 
in his book titled Waste—in 
which he talks about gorging 
off Stilton cheeses, apricots pre- 
served in Cognac and fifty pots 
of ice-cream hauled out of the 
bins of Primrose Hill in North 
West London—is that humans 
waste shocking amounts of 
food every year. In India, for in- 
stance, millions of tonnes of 
vegetables are lost annually due 
to a poor supply chain. 

Sometimes, inept policies 
are at fault. Most food, says 


Stuart, is perfectly edible even 
weeks after its sell-by-dates. 
Other examples of wastage: 
Marks & Spencer rejects 1 3,000 
slices of bread every day be- 
cause it insists that its sandwich 
suppliers chuck the crusts and 
the first slices from every loaf; 
25-40 per cent of fruits and 
vegetables are junked because 
they are not perfectly shaped. 
All this profligacy could simply 
be laughed off, if they didn't 
have such dire ramifications— 
global food shortages, wild price 
swings, destruction of forests. 
and over a billion hungry peo- 
ple. Reading Stuart's book will 
probably change our 
consumption patterns in 
ways we never imagined. 

RAJIV RAO 
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Milestone Real Estate Fund's stake purchase in a special 
purpose vehicle formed by Godrej Properties (#5) reflects 
the renewed interest of PE firms in affordable housing 
projects. Significant recent deals include Oman Sovereign 
Fund's stake purchase in Mohtisham Estates, a 300-acre 
township in Mangalore, and Red Fort Capital's investment 


in 3C Company's Noida project. 
TARGET ACQUIRER/INDUSTRY TYPE yo 6 
Cairn India Petroliam Nasional Berhad/Oi! & Gas Investment 23 
Ind-Barath Power Infra Citi Ventures, Sequoia Capital & Bessemer Venture/ Private Equity 18 
Infrastructure 

UBS India Service Centre Cognizant Tech Solutions/ Technology Acquisition 100 
А27 Maintenance and India Equity Partners, Beacon India Private Equity Fund, Private Equity NA 
Engineering Services Stock Market Investor/ Professional Services 

Godrej Properties Milestone Real Estate Fund/ Real Estate, Hospitality & Construction Private Equity NA 
Genesis Colors Henderson Equity Partners/ Retail & Consumer Products Private Equity 12 
Phoenix Yule Continental ContiTech/ Industrial Products Investment 26 
Laser Soft Infosystems Polaris Software Lab/ Technology Acquisition 100 
Wires & Fabrics S.A. BKM Mercantile/ Industrial Products Open offer 1.4 


Ernst & Young is a leading M&A advisor in India. The data is based on media reports and company announcements. Any decision on the basis of this information should be taken 
only after professional advice. Business Today or E&Y do not undertake any responsibility with regard to any such decision *As on October 28, 2009 Not a complete list 


“India Can Be a Leading Player in 


Renewable Energy Generation" 


Gavin Greene, Worldwide head of the 
electrical division of the energy consultancy 
firm SgurrEnergy, spoke to Manu Kaushik 
on the promising growth prospects of renewable 
energy in India. Excerpts: 


How does the ratio of renewable 
energy to total energy in India 
compare with the rest of the world? 
India has around 10 Gw of wind genera- 
tion installed, which generates about 1.9 
per cent of [India's total energy demand. 
This is far lower in comparison to leading 
renewable energy-generating countries 
such as Denmark and Germany as far as 
the proportion of energy use is concerned. 


How do you see this changing in 
the next few years? 
India is blessed with all necessary 
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natural resources. There is potential for 
over 45 GW from wind, 15 cw from small 
hydro, 16 Gw from bio apart from the 
enormous potential from solar energy. 
Initiatives are being taken by the 
Ministry of New and Renewable Energy 
and state governments. We anticipate a 
growth spurt over the next few years. 


What kind of opportunities are you 
looking for in India? 

SgurrEnergy is aiming to work with 
clients where we can apply our expertise 
and international best practice norms. 
We offer services like the cutting-edge 
Galion Lidar, which provides an 
alternative to conventional meteoro- 
logical masts and can measure wind 
speed at remote points up to 2 km 
from the device. 


Accenture is a strategic partner 
of the World Economic Forum. 
India Economic Summit, New Delhi. 


It's what you do 
ES that counts. 


How can you ensure your next move is your best move? 
Our vast hands-on experience and research with the world's. , yt 
most successful companies mean we сап help deliver the “St 
right decisions, and the right result AVE knew whatit ес. AK . » 
to be a Tiger. Talk to us to see how we can help. ~: accenture 
Visit accenture com/india® LONE See — 
Nu ЖИР ... 
e Consulting • Тес hnology • Outsourcing s: Highperformance:Delivereo 
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OPINION-THE 3G AUCTIONS 


NRIPENDRA MISRA 


FORMER CHAIRMAN OF TRAI 


Come Good, To Make 
Up for Coming Late 


ird Generation (36) and Broadband 
Wireless Access (BWA) is a stepping stone 
to a new era of telecommunications. 
There are already more than 300 million 
3G subscribers around the world and, as we 
already know, wimax that enables high speed 
wireless data access has also joined the ranks of 
3G technologies. It is unfortunate that we are 
behind in enabling the best technologies to 
serve our country. The introduction of these 
technologies will whet the appetite for multi- 
media services in our voice-centric market. 
3G is not just a data service technology. It has 
much greater capacity and spectrum efficiency 
than second generation (2G) systems. It will 
support more subscribers and traffic, a boon in 
densely-populated urban areas 
where spectrum is scarce and valu- 
able than elsewhere. Therefore, 
our policies have to enable both 3G 
and BWA (through wimax) for 
efficient delivery of triple play— 
voice, data and entertainment. 
The Revised Information 
Memorandum (кгм) by the 
Department of Telecom (por) is 
significantly different from the 
first memorandum issued in August 2008. It 
has been stated in the memorandum that one 
of the objectives of the auction is to resolve 
congestion issues related to 2c mobile services. 
However, there is no mention of permitting 
voice through Internet. The recommendation 
for Voice over Internet Protocol (vorr) made 
by Telecom Regulatory Authority of India (TRAI) 
is still before the government. The eligibility 
conditions make a mention of vas (Universal 
Access Service) Licence for a new entrant, but 
it is unclear if unrestricted services of voice 
would be permitted. The present reading of the 
memorandum does appear that voice services 
had not been envisaged for swa. Due to this 
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reason alone, the numbering plan for BwA has 
not been indicated. The denial of voir will not be 
viewed by investors as a progressive measure, 
particularly when some of the technologies 
are likely to be cost-effective in rural areas. 

An important issue is the reserve price for 
auction of spectrum. The need is to balance 
conflicting interests of promoting its efficient util- 
isation, recovering administrative costs and 
encouraging affordability in the provision of 
3G and BWA services. There are already 5-9 
mobile operators in each service area. The 
service providers have already invested in inf- 
rastructure. While the revenue concern of the 
government is legitimate, it is equally relevant 
to minimise the risk of excessive investment 
in 36 network deployment, keep- 
ing in mind the global experience. 

The memorandum also res- 
tricts bidding for 800 mnz spec- 
trum to only such was licensees 
who are entitled to provide serv- 
ices in 800 мн frequency band, 
i.e., CDMA operators. Its legal basis 
in the context of por decision in 
favour of crossover technology 
is important. For instance, the 
GSM players may also stake a claim to bid. 

A viewpoint can be advocated that spec- 
trum once allotted through the auction mode 
should not link its use for any particular tech- 
nology. This would prevent any rigidity reg- 
arding choice of technology. Given the rapid 
improvement in urban infrastructure, spread of 
computers and availability of value-added serv- 
ices, some degree of flexibility would encourage 
service providers to push up the value of spec- 
trum in auction. 

The pre-bid conference in por will clarify 
many issues. Auction must proceed as the time 
has come for India to embrace next genera- 
tion of mobile telephony. © 
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Our policies 

have to enable 
both 3G and 
BWA for efficient 
delivery of triple ' 
play—voice, 

data and 
entertainment. 


a future group venture 
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OPINION-TRADING HOURS 


RASHESH SHAH 


CHAIRMAN, EDELWEISS 


What Longer Trading 
Hours Will Mean 


arlier this year, when the Securities and 

Exchange Board of India (stat) mooted ext- 

ending trading hours on Indian bourses, 
it essentially hoped to facilitate better price dis- 
covery and thereby help investors. Another, 
but more understated, part of the agenda was to 
infuse life into the derivatives segments, espe- 
cially the Nifty Futures trading where the fear 
was that our markets will get exported. 

Generally speaking, the most important 
hours on the stock markets are the first and the 
last hours. Almost. 55-60 per cent of the vol- 
umes are registered during these two hours. The 
problem was, because of the time difference 
between India and countries in the Far East, 
these markets were well into their 
trading day when the BsE/NsE 
opened. Volatility in these markets 
affected the Indian markets and 
often the difference between the 
closing and opening prices was 
steep. An early opening of the 
market is expected to correct this. 

Second, and equally critical, is 
the issue of the market for Nifty 
Futures which have also been 
listed on the Singapore Exchange. It was app- 
arent that given the fact that Singapore 
Exchange opened earlier than the BSE/NSE and 
that a lot of the institutional investors in the 
Indian market were also based there, increas- 
ingly, the market for Nifty Futures was moving 
to Singapore. The extended trading hours will 
correct this to an extent. 

But there are other issues which might still 
need time to get sorted out. For one, the extended 
hours would mean additional pressure on the 
back office processes. Any lag in these could 
be disastrous for a brokerage house in terms 
of risk management. While a lot has been said 
about how institutional brokerages will now 
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have to work longer hours, I think the real 
challenges will be faced by brokerages that 
cater more to the retail clients. Fact is institutional 
brokerages already work longer hours to coin- 
cide with the hours put in by their clients in 
India or Hong Kong or Singapore. It is the retail 
brokerages with offices running into thousands 
that will have to make arrangements to coor- 
dinate their front and back office processes. 

I don't think volumes will go up signifi- 
cantly for the brokerages and, as a result, nei- 
ther would the revenues. The larger issue for 
brokerages has been the numerous holidays, 
which could also impact volatility and activity, 
and we are hoping that these will be cut down. 

For the extended hours to 
work smoothly it is critical to ens- 
ure that the settlement process 
with banks is aligned. Despite the 
efforts by the central bank, the 
Real Time Gross Settlement (RTGS) 
system so far has been a limited 
success. Now, with the amount 
of time for settlement being cur- 
tailed, it is even more critical that 
RBI as well as the banking system 
push for RTGS more aggressively. 

The ideal solution would be to have only 
index futures traded for extended hours while 
everything else continues with the current 
schedule. This will achieve all the benefits of 
longer hours while still not stretching the bro- 
kerage back office. 

To summarise, while the modified ver- 
sion of extended trading hours for only index 
futures markets would be welcome, it might 
mean adjustments in the short run for 
brokerage houses. Market players will have to 
automate their systems to a greater extent 
to ensure that there are no lags in the settle- 
ment process, © 
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The ideal 
solution would 
be to have only 
index futures 
traded for 
extended hours 
while everything 
else continues 
with the current 
schedule. 
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Intellicart is а Made-in-India АСУ (Automated 
Guided Vehicle), specifically designed for the 
Indian market by Hitech Robotic Systemz Ltd, 
India's first Mobile Robotics Company 


It brings flexibility to the production line and 
improves the process flow due to predictability 

a of cycle times. Intellicart runs consistently, 
Expensive? „Not real ly works 24x7 with no breaks and no shift changes. 
Critically, it frees up your greatest assets, people, 


Zost of Automation need not be prohibitive ! 
for more productive tasks. 


Ix "4^ HI-TECHROBOTICSYSTEMZ LTD." 
as 
Tel -Delhi (0124) 4715 100 
Pune (020) 6647 8151 
! i Email - marketing@hitechroboticsystemz.com 
Conventional systems' HRS Intellicart Web - www.hitechroboticsystemz.com 
cost Cost 





EVOLUTION THROUGH INNOVATION 





We invite Dealers, Distributors and System Integrators for collaborations 


When Arun Tadanki 

is behind a DJ console, 
it’s impossible to guess 
that he heads Yahoo India. 


DJing twice a week, he spins 
his favourite classic rock just 
as well as Bollywood masala. 
He grows his music bank 

by picking up interesting tracks 
from every place he travels. 


Arun rocks the nightclubs 
as much as he rules boardrooms. 


WE ARE LOOKING 
FOR, MORE ARUNS. 


- 
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Be More Legends is a search for know such explorers, nominate them. 


plorers; for people who believe 
^" exp | 
ap TI TAN that they weren't born to live just one The spirit of six best Be More Legends 


life. People who pursue a passion, will be showcased in India Today. To 
explore the new; places, people awe you. To inspire you. And for you to 
interests, challenges, dreams and a vote and honour the ultimate Legend. = 


new side to their personality 
To know more about entry submission, 
Ze е ifm. life IS : Я 


№ your as interesting as log on to www.titanworld.com or 
Arun's, send us your story. If you visit a World of Titan store 


This contest is being jointly organised by Living Media and Titon Industries Ltd. Ноні copy at www.titanworld.cam. Each entry must not exceed 500 words. The entries are subject to verifi 
entries may be sent to - Be More Contest, Mr Sameer Gupta, India Today Group, B-45, Sector 57, end proof may be requested ot any point in time. All entries received will be the property 
Noida - 201301. Email entries to be sent to titanbemore@intoday.com. Entries may also be submitted organisers and may be used in any part or whole, form, manner in print or digital, Please include 
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national poll. in case of any legal dispute, the cose will be admissible in the competent co in the jurisdiction 


of New Delhi. Names of winners announced will be final ond binding no correspondence will be 
entertained on the decisions, Prizes ore non-transferable, non-encashoble or nc 


of Birth, Full Address, Email id and Phone Number (landline ond mobile) on the entry submitted 
entries is 30% November, 2009. An eminent editoria! boord will judge the 
es and shortlist six finalists. Their decision will be final ond binding. These will then be open for a 


date for submission of 
n-extendable. Condi * opply 








he recession, downturn or whatever you call it, has dented most 
kinds of lists—lists of billionaires, lists of most valuable companies, 
lists of top recruiters and so on. But there is one list that has grown 
L. when others shrank—sr's list of the Most Powerful Women in Indian 
Business. As we researched for the seventh edition of our list, we were 
confronted with an embarrassment of riches. Successful women leaders are 
dotting the Indian business landscape in far greater numbers than ever. Result: 
our list is of 30 jewels. Many “regulars” in our list have added more to their 
power in the past one year. Two large and rapidly-growing private banks are 
headed by women today, which wasn't the case last year. Though banking and 
finance still dominate the list, woman power is growing exponentially in the 
business of Bollywood, consumer goods and public relations. Our list captures 
this too, Check out the new faces and the new achievements of the old ones. 
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INSIDE 
64 The Women in Government 
Who influence Business 


70 The Women Who Recruit 
Top Talent at India Inc. 


T6 The Women Carving a Niche 
in Non-traditional Jobs 


80 The Other Halves of the 
Most Powerful Women 


84 The Reliance Matriarch 
88 Daughters in Business 
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The discretion 
What and judgement to know when to push and 
enthuses is the work that “the list” when to be patient in a volatile and List according 
unpredictable market! to alphabetical 
Global order of surnames 
It evolves... recognition for the work Britannia is doing in Vinita Bali 
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SHOBHANA 
BHARTIA 


52, Chairperson & Editorial Director, 
HT Media 




















| j been a tough period for 
publishing, but Shobhana Bhartia's 
нт Media had good news for sharehold- 
ers—and perhaps readers too —in the 
quarter-ended September 2009. Profits 
spurted over the previous year's corre- 
sponding quarter (which was a bit 
of a disaster), and circulation 
revenues were up, although 
advertising revenues stag- 
nated. The 52-year-old 
Chairperson & Editorial 
Director has been buoyed by 
growing readership numbers 
of the group's Hindi paper 

. "We would like to 
ead into the smaller towns 
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HONIS dH30NVE 


AMIT KUMAR 





Once again in the BT Power List. 

Does it still enthuse you? Yes, it is exciting 
to be on the list again. Being recognised 
amongst the best business leaders in the 
country feels good. 


Your definition of power—has it changed 
over the years? It has. Power has always 
meant influence and impact of thought and 
new ideas. In my role at HP, it's the ability to 
influence the complete business ecosystem 
to deliver results, remain focussed and be 
accountable for assigned responsibilities. 

It means being accountable to employees, 
partners, customers, shareholders and 
delivering results. 


New lessons learnt in 2009. In a tough year, 
а focus on the core strengths helped sustain 
our leadership. 


New frontiers conquered in 2009. 
Integration of acquired businesses. 
Acquisitions and mergers always have 
challenges of bringing people from different 
organisations and backgrounds together into 
the same cultural fabric of the company. 


What next? Grow the business—the 
economy is showing all signs of recovery. 
The coming year will be one of success and 
growth. The big deals are back and even the 
consumer businesses are doing better. 
Personal challenges? | have to make sure 
my daughter does well to ensure she 
makes it into a good college!” 

AS TOLD TO KUSHAN MITRA 





NAINA LAL 
KIDWAI 


52, Group General Manager & 
Country Head, HSBC India 





Once again in 
Does it still e nthu ise y ou? Yes, it does. It is 
a reminder that a year has gone by and a 
time to reflect on the lessons learnt. And 
then | always look forward to the event, 
meeting some of the greatest women ever. 


Your definition of power-has it changed 
over the years? It changes to include broader 
spheres of influence and patience that the 
results will come in time. Also, the self 
confidence to be able to admit mistakes. 


New lessons learnt in 2009. That 
microfinance is an area which pays 

back its loans better than higher-income 
credit-card holders! 


New frontiers conquered in 2009. Our 
insurance JV with Canara а OBC ranked 
12th іп its first year of operation; successful 
integration of our ILFS Investsmart buyout. 
AS TOLD TO ANAND ADHIKARI 





SHRIYA PATIL 
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| 3 GHANDA KOCHHAR 


47,CEO & MD, ICICI Bank 

















Once again in the BT Power List. 

Does if still enthuse you? | definitely A 
feel honoured to be part of this list 

once again. However, it also reminds 

me that there is a huge responsibility 

that I am carrying on my shoulders. 


New lessons learnt in 2009. Being 


nimble-footed. It is important to be 
in a position to reorient strategies. 


New frontiers conquered in 2009. For 

ICICI Bank, the current year is a time of 

EIL چو‎ We have focussed on 
i conti C 





Y he heads the country's second-largest commercial bank, which 
boasts of an asset base of Rs 3.6 lakh crore. The journey for Chanda 


Kochhar, who is a diehard fan of Bollywood movies and also loves to go 


on shopping sprees (mostly saris), hasn't been a bed of roses. She joined 
the bank as a regular management trainee and toiled hard for 25 vears 
to rise through the ranks to step into visionary K.V. Kamath's shoes, In 
fact, within minutes of taking over from Kamath in May this year when 
the global financial crisis was burning, Kochhar said: "I don't regret the 
timing at all.” Today, this alumnus of Jamnalal Bajaj Institute of 
Management is navigating the bank through tough times. 

“We are using the current year to position our balance sheet to 
take advantage of the next phase of growth,” says Kochhar, who aims 
to increase the bank's branch network from 1,520 to 2,000-plus 
branches. She is focussed on strengthening the deposit franchise to 


garner low-cost deposits. maintaining a high level of capitalisation 
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and strengthening the risk management system 
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MI this will prepare ICICI Bank for high growth when the eood 
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Crompton Greaves Limited 
Consumer Products Division 
Kanjur Marg (East) 

Mumbai 400 042 

email: lighting@cgglobal.com 
W: www.cgglobal.com 


| Smart solutions. 
| Strong relationships. 
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The ability to make a 
difference in whatever 
you do. 


m 


Walking in 


unannounced into 
the-then Crisil MD's office 
and leaving with a Crisil 
ob in hand in 1992. 


зе rk 
Reading-and | 
like reading biographies. 


The international 
exposure and perspec- 
tives | got by working 
at S&P's Paris office, 


The increased 
sense of responsibility 
as a rating agency. 


ROOPA KUDVA 


46, CEO and MD, Crisil & Region Head-South Asia, Standard & Poor's 





er secret dream: to be a part of every credit or lending 

decision made in India, and to make India a hub for all s&p 
ratings in the South-East Asian region. Roopa Kudva, who took 
up the s&P post recently, wants the international rating agency to 
play a pivotal role in capital flows in and out of the region. Crisil's 
rating coverage has grown nearly eight times since 2008. From 
400, the number of firms being rated has gone up to 3,000. 
Besides, its small and medium enterprises (SME) rating business, 
started in middle of last year, has got 7,000 ratings under its fold. 

When the financial meltdown in the us put rating firms 
under the scanner, Kudva and her team promptly stepped up 
communications with its users of ratings. Crisil, a 51 per cent 
subsidiary of s&p, started sending out rating alerts to investors 
and general public even before a company was downgraded or 
upgraded. It also launched a product to measure the complexity 
level of financial products, and Kudva hopes it will become the 
key factor in every financial product bought or sold in India. 
RACHNA M. KOPPIKAR 
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KIRAN ^ 
MAZUMDAR- 
SHAW 


56, Chairman & MD, Biocon 


Once again in the BT Power List. 
Does it still enthuse you? 
Yes, very much. 


Your definition of power-has it 
changed over the years? It has gone 
from a feeling of recognition to a sense 
of an important national responsibility. 


New lessons learnt in 2009. The 
absence of even the semblance of 
National Health System in India, which 
compelled me to work with Dr Devi 
Shetty to develop the first private 
sector micro-health insurance system. 


New frontiers conquered in 2009. 
Backed a scientist-entrepreneur in 
the US to develop next-generation 
mono-clonal antibodies for cancer 
and promoted a company IATRICa to 
pursue this innovation. 


What next? To transform Biocon into an 
innovative and global biopharma giant. 


AS TOLD TO RAHUL SACHITANAND 
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CONSUMER DURABLE 


LG 


Life's Good 





FACT 

AIR AS CLEAN AS 
MOUNTAIN AIR 

| NOW AVAILABLE 

FOR YOUR HOME 


J/N 








Presenting LG Air Purifiers that come with the 
16 Stage Multi Layer Filtering System which 
powerfully cleanse air. It uses a Sand Storm 
Filter, Smoke Filter, Allergy Filter, Fine Dust Filter, 
Odour Filter and a Steriliser to purify air in 
sixteen stages. Good for all, and most useful for 
infants, mothers, senior citizens, pet owners and 


people with respiratory problems. 


Just another example that shows how smart 


teeter ete Pe A RASS 


technology in LG Home 
Appliances cares for your 





health in every way, and 


lets you take life head-on. Caring for your health in every way 


British Allergy 
Ж Foundation 











To know more about LG Home Appliances, write to healthi&igindi 
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MOST POWERFUL WOMEN ( ayn BUSINESS-POWER LIST 


ZARINA MEHTA 
47, Founder-Director & Chief 
Creative Officer, UTV Network 


Once again in the B7 Power List. 
Does it still enthuse you? Yes 
absolutely, l'm truly honoured to be 
on the BT list for two years in а row. 


Your definition of power-has it 
changed over the years? Not really. 
No one can have real power over 
another. And if we believe we have 
it, then it's best to use power as 
infrequently as possible! 


New lessons learnt in 2009. This 
past year has been so, so hard... 
Despite this, UTV Broadcast Network 
has become the fastest-growing 
network. So, the lesson is never 

give up, believe in brands and just 
keep fighting because bad times 
really make you stronger. 


What next? Our objective is to est- 
ablish UTV Network as a significant 
player in the Hindi-speaking market. 
On a personal front, | am looking 
forward to 10 days of Vipassana 

AS TOLD TO ANUSHA SUBRAMANIAN 





SHRIYA PATIL 


KALPANA MORPARIA 
60, CEO, JPMorgan India 
Once again in the B7 Power List. Does it still enthuse you? 


It does not excite me in itself, but does to the extent it 
inspires young women in corporate India. 
















Your definition of power—has it changed over the years? 

It's always the ability to make a difference to society and 
various stakeholders in an organisation. It doesn't matter 
whether you work for a local or global organisation. 


RACHIT GOSWAMI 


New lessons learnt in 2009. The learnings for 
zè everybody have been on the risk and compliance 
>, areas. There can always be financial 
У catastrophies and one should never look 
7 at just the absolute numbers, but the risk 
ES adjusted returns or figures. 


\ What next? India is uniquely placed in the new 
Ё. economic world order. There are several things 
that we did better compared to the rest and 
now is the time to really see how we can reach 
Î 9 per cent GDP growth. 
z AS TOLD TO ANAND ADHIKARI 
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ZIA MODY 
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It does. It is good to be 
continually recognised and fills you with 
a sense of responsibility. 


Yes, to some extent. 
Today, meaningful facilitation between 
various stakeholders and constituents 
is much more Satisfying than simply 
negotiating or winning a point or two 
in a draft or transaction 


One must 
continue to be extra cautious while ana- 
lysing and interpreting government pol- 
icy to anticipate litigation in a transac- 
tion... and to start understanding differ- 
ent regulatory systems over the world. 


{ | was 
appointed as one of the vice presidents 
in the London Court of International 
Arbitration and our firm opened offices 
in Chennai and Hyderabad. 
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CONSUMER DURABLE 





@ LG 


Life's Good 


FACT 
TASTY CAN ALSO 
BE HEALTHY 





LG Microwave Ovens use less oil, retain 
nutrients and come with a unique Health Plus 
Menu. With the 101 Auto Cook Menu, one can 
cook 101 dishes which are not just tasty, but also 


healthy. All at the touch of a button 


Just another example that shows how smart 
technology in LG Home 


Appliances cares for your 






health in every way, and пера 





lets you take life head-on. Caring for your health in every way 


To know more about LG Home Appliances, write to health@igindia.com 
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MOST POWERFUL WOMEN An BUSINESS-POWER LIST 


VISHAKHA MU eni 


П 


10, MD, ICICI Venture Funds Manag 


What does power mean to you? 
To have the strength to make 
people believe in my vision. 


emorable experience at 
ace. When our team raised 
$5 billion from an equity issue in 
just 57 days in 2007. 





e turning point of my career. In 
1997, when | moved from the nn 
office of ICICI Ltd to the corporate 
office as an Executive Assistant 
to Head (Corporate Banking). 

This helped me participate in 
the transition of ICICI Ltd to 
ICICI Bank. 


New lessons learnt in 2009. Don't 
take anything for granted. 

New frontiers conquered in 2009. 
Launched a $500-million private 
equity fund within six months of 
joining ICICI Venture. 


What next? Take advantage of the 
opportunities in the private equity 
market and deliver consistent 
returns to investors. 


44 BUSINESS TODAY November 29 





[ "rom doing project appraisals for a finan- 
P cial institution (then icici Ltd) to manag- 
ing treasury funds to raising a billion dollars 
through stock sale (for icici Bank) to picking 
up stakes in companies as a private equity 
(PE) investor, Vishakha Mulye has virtually 
seen every facet of the financial services busi- 
ness. Six months into her new job, she is 
already showing her fund-raising skills, net- 
ting $250 million from domestic investors 
for a new РЕ fund. But money or just raising 
"Once 
you achieve consistency in performance then 


funds is not what she is aiming for. 


assets under management is really just an 
outcome," she says. That's quite a shift from 
its parent company, icici Bank's philosophy 
of going for growth. Mulye took over from 
Renuka Ramnath, who ran icici Venture for 
almost a decade and helped it become a dom- 
inant PE player. She then rebuilt the team 
and restructured the way it functions, and 
plans to follow a more hands-on approach 
with its investee companies. It helped that 
Mulye had built relations with investors and 
companies during her stint at icici Bank. 
RACHNA M. KOPPIKAR 


2009 


LEENA NAIR 
39, Executive Director (HR), HUL 


Once again in the B7 Power List. 
Does it still enthuse you? It's 
always an honour and worthwhile. 
| feel humbled by the recognition. 


Your definition of power-has it 

changed over the years? When | 
was younger, | thought that power 
was seniority, authority, hierar- 
chy... Today, power for me is ideas 
and about influencing change. 


New lessons learnt in 2009. The 
current working environment has 
become tough, so greater empathy 
and caring for the employees has 
become very important, Another 
learning is that the job of leader- 
ship is to build hope and optimism. 


New frontiers conquered in 2009. 
We continue to attract and retain 
top talent. 


What next? Miles to go before | 
Sleep, | have just got started. 


AS TOLD TO ANUSHA SUBRAMANIAN 
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FACT 





LG Top Loading Fully-Automatic Washing Machines with 
the sophisticated i-Sensor Technology thoroughly remove 
all detergent residue that is harmful to your skin, leaving 


your clothes absolutely clean. 


Just another example that shows how smart technology in 
gy 
LG Home Appliances cares for your 


health in every way, and lets you take 





Caring for your health in every way life head-on. 
To know more about LG Home Appliances, write to health@lgindia.com 


To know more about LG, visit wee lgindia.com 


For Corporate/Institutional enquiries, please write to encquinast 
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Life's Good 


WHAT YOU 
THINK IS CLEAN 
MIGHT NOT BE 
CLEAN FOR 
YOUR BABY 
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SUNITA 
NARAIN 


Director, CSI 


А: an activist, | am never happy with 
what happens, I always want more," 
says Sunita Narain, whose work has 
prompted industry representatives to sit 
on a dharna outside her office, or to file 
Rs 100- crore defamation notices. The Joint 
Parliamentary Committee that Narain 
faced led to a report—parts of which are 
now being implemented. Sample: the Food 
Safety and Standards Authority and the 
cleaning up of pesticide registration system. 
Sunita has followed up with more cam- 
paigns. And she believes the more stink it 
generates, the better it is. "Noise is part of 
change in society. Otherwise, we all want 
to change by working internally— 
decisions between a few people. That 
should not be the way it has to be done. 
Society must feel it, and it must be divided 
and then come together on such issues." 
SHALINI S. DAGAR 


46 BUSINESS TODAY November 29 2009 





What does power mean to you? 
Getting something done for the 
right reasons, and in a way 
that can bring change. 


My most memorable experience at 
workplace. When | first faced the 
fourth Joint Parliamentary 
Committee for the pesticide 
controversy. It took me 20 
minutes to turn them to my side. 
Their assumption was that we 
were basically doing the study as 
an extortion racket to get money 
out of Coke and Pepsi. 


New lessons learnt in 2009. 

It is getting tougher to bring about 
change. Bringing change is highly 
contested in a society which is 
highly inequitable. 


What next? Same battles-climate 
change, water, sewage. 


HSOHD ЧУНУЯН$ 


AMRITA PATEL 


66, Chairman, NDDB 


Once again in the 87 Power List. 
Does it still enthuse you? | am not 

a businesswoman. | am in the 
business of putting other women in 
business. If young women can be 
inspired in anyway by this then | feel 
something has been achieved. 


Your definition of power—has it 
changed over the years? No. 

Power to me is not really an individual 
thing. It is an ability to empower all 
and collectively reach a goal. 


New lessons learnt in 2009. Dairy 
sector cannot be seen in isolation... 
and there is need to have a holistic 
approach. 


New frontiers conquered in 2009. 
Used the year more to focus on 
internal strengths. 


What next? Continue being a 
catalyst so that focus remains 
on enhancing milk productivity. 


AS TOLD TO E. KUMAR SHARMA 
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CONSUMER DURABLE 


FACT 

THE ART OF 
COOLING 

IS NOT SAME 
AS THE ART OF 
PRESERVING 








LG Frost Free Refrigerators with world's first 
Green lon Door Cooling technology preserve 
freshness of food up to 2.5" times longer. 
Green ions released by 'Catechin deodorizer' 
fight bacteria, eliminate odour and slow down 
the decaying of food, while door cooling 


maintains uniform temperature 


Just another example that shows how smart 
technology in LG Home 
Appliances cares for your 


health in every way, and 





"Feature mentioned is under test conditions conducted at LG in-house laboratory. Actual environment may vary 


lets you take life head-on. Caring for your health in every way 





To know more about LG Home Appliances, write to health@lgindia.com 
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The ability to give. 


When one of my 
farmers thanked me for making 
him a crorepata 


Being with people | love. 


When my father dropped dead 
at age 52 and | decided to fulfil 
his vision. 


| listen to my inner voice and 
stay positive at all times. 


That life is good after the 
recession! 


Stretching existing 
boundaries and creating 
new dreams. 


ү | CoCCA or Coimbatore 
College of Contemporary Art, 
which will be the finest art 
school in India! A passion to 
make quality art education 
accessible to all! 


: < 


Chairperson. Rajshr 


. 





A fourth generation businesswoman from Coimbatore. Pathy grew up to 
L \ inherit a deep love of art from her mother. In fact, she still has the first 
M.F. Hussain painting she bought when she was barely 17. Since then she 
has collected many eclectic pieces, more as things of beauty than for resale. 
At the age of 34, she was drawn to manage her father’s business in sugar 
after his sudden demise and was advised to sell it on the grounds that it was 
highly regulated, tough and non-profitable. But she is a contrarian and loves 
to experiment. Barren lands were transformed to thriv ing cane fields to ens- 
ure committed supplies—she was among the earliest to introduce integration 
in the industry with cogeneration and ethanol production, and was also the 
first woman President of the Indian Sugar Mills Association. Her latest ven- 
ture, however, takes her back to her passion—the launch of Contemplate—a 
forum that would educate ordinary students and people to appreciate art and 
make it less “elitist”. Ayurveda and holistic healing have inspired her to pro- 
mote a range of natural cosmetics called “Kama Ayurveda" 

NITYA VARADARAJAN 


48 BUSINESS TODAY November 29 2009 


SWATI PIRAMAL 


‚ Director, Piramal Healthcare 





It still enthuse you? Yes, yes. 
Absolutely. This year, | became the 
president of ASSOCHAM. | have 
invited 100 women to chair all the 
national committees this year. What 
helped me in this effort was the 
little club we started with the 25 
women who made it to the BT 
Power List every year. 





definition of power-has it 
| һауе identified three areas- 
taxation changes, lack of R&D, and 
education & health. Power for me is 


the ability to intervene in these areas. 


New lessons learnt in 2009. For the 
rural and Tier-ll markets, we need 
to customise our offerings through 
smaller packs, lower prices. 
New frontiers c nquered in 2009. 
Finding new, easy ways to deliver a 
drug in a global market. 

AS TOLD TO SUMAN LAYAK 
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URVI PIRAMAL 


57, Chairperson, Peninsula Land and Ashok Piramal ( oup 


eal estate is normally considered the preserve of men. But Urvi Piramal 
X never thought of it that way: not only does she head Peninsula Land, 
but she has also set benchmarks for the industry. When most real estate com- 
panies were staggering under huge debt burdens and were saddled with large 
land banks, Peninsula Land took its net profit to a new high for the year 
ended March 31, 2009. “We didn't focus on just land acquisition, but on 
profitable land acquisition," says Piramal. Moreover, she de-risked the busi- 
ness by focussing on project-wise viability and minimum use of debt. This 
helped the firm to do well in the storm that has ripped through the industry 
over the last 18 months, and also gave it a very low debt-equity ratio of 
0.3. Other than running the real estate business, she also heads the Ashok 
Piramal textile business under Morarjee Textiles. The group's vision is to 
touch the life of every fifth person in the world, and she has taken a personal 
interest in helping the poor with education and health services. "We have 
been providing vocational training to people and absorbing them in our 
group companies," says Piramal. And yes, she does have a life after work. 
That's mostly with her grandchildren and nephews. She also loves to travel. 
VIRENDRA VERMA 


50 BUSINESS TODAY November 29 2009 





What does power mean to you? 


Freedom to choose in any situation. 


My most memorable experience at 
workplace. When the oldest Board 
member (D.M. Popat) of the company 
endorsed me as the Chairperson. 4 


My favourite after-work activity. 


Growing organic vegetables in Alibaug. 


The turning point of my career. When 
| took over as Chairperson of Ashok 
Piramal Group in 2005. 


Го maintain work-life balance. | 


meditate and work out. 


New lessons learnt in 2009. Indian 
companies are very resilient, have the 
ability to innovate and adapt to change. 


New frontiers conquered in 2009. We're 
the only real estate company to grow in b 
net profit in the financial year 2009. 


What next? Touch the life of every fifth 
person in the world. 
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MEHER 
PUDUMJEE 


43, Chairperson, Thermax Ltd 


e at w e. During my 
induction into Thermax as a 
Trainee Engineer in 1990, we 
had an HR session in which 
each of us had to earn Rs 10 
without revealing our identity 
or motive. After knocking on 


many doors and being turned 
away, | was welcomed by a gar- 
dener to help him dig the flower 
beds, after which he took me to 
his hut and offered a cup of tea. 
What a humbling experience... 


A year after | joined Thermax, 

my husband and | were sent to 
the UK to turn around a small 
subsidiary... In 1996, my father A 
suddenly passed away... 
Overnight, | was elevated to 

the Board... | had to support my 
mother and help turn around 

the company. 


Em | 


A | eher Pudumjee freaks out on western classical singing and is often 


ГУ A spotted with her Pune choir group, Tuesdays. She is better known as 
the daughter of Anu Aga and the late Rohinton Aga, who built the Thermax 
brand into what it is today. So, what's Pudumjee's claim to fame? She's the 
one who took Thermax from just Rs 850 crore in revenues in 2004-05, when 
she took over from her mother, to a staggering Rs 3, 300-crore enterprise 
today. Under her, Thermax has grown at a CAGR (compound annual growth 
rate) of 40 per cent. But the modest Pudumjee says: "I took over at a time 
when the economy was in an upswing." When she took over from her 
mother, she wasn't very confident whether she was the right person. The 
challenge, she says. was to live up to the expectations that came with the new 
job. Her mother's words of wisdom helped her: "You have to be vour own 
person," she was told. Over the years, Pudumjee has blossomed as a business- 
woman. As Thermax's Vice Chairman (in 2002), she was instrumental in 
divesting the non-core businesses and restructuring the business portfolio. 
Pudumjee delegates a lot as she steers Thermax towards a bigger vision. "We 
are looking to see how we can build clean coal technology and a green portfo- 
lio,” says Pudumjee, adding: “I would like to build an organisation where peo- 
ple really enjoy coming to work," she says. And she is not chasing haphazard 
growth. "We follow a strategy of sustainable profitable growth," she says. 
ANAND ADHIKARI 


52 BUSINESS TODAY November 29 
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MADHABI 
PURI-BUCH 
43, MD & CEO, ICICI Securities 


Once again in the BT Power List. 
Does it still enthuse you? Oh yes! 
Very much so! | look at every year 
as a fresh start and think about 
what | want to do that will make 
me look back on the year with a 
sense of satisfaction and fulfilment. 


Your definition of power—has 

it changed over the years? It 
has-from "the ability to make a 
difference" to "the ability to 
empower others to make a 
difference". 


New lessons learnt in 2009. Bad 
markets give us a great opportunity 
to do new things. 


New frontiers conquered in 2009. 
Building a framework in which 
people achieve what they never 
thought was possible. 


What next? ICICI Securities should 
be known as a game-changer in the 
investment banking business. 


AS TOLD TO VIRENDRA VERMA 
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D 
NIIRA RADIA 


48, Chairperson, Vaishnavi 
Corporate Communications 


Ве" she decides what the world knows of India's two largest business 
groups—the Tatas and the Mukesh Dhirubhai Ambani Group. Because 


her companies have handled the two groups’ PR through very challenging 
times—the Singur episode for the Tatas and the ongoing feud with the 
younger brother for the Ambani. Because despite being a late entrant in the 
PR business, she notched up the top clients for her agencies. Because she did 
not let twice-failed attempts to set up her own airline flag her entrepreneurial 
spirits. Because even though she may not be building industrial empires, in a 
world where image is everything, Niira Radia sits as the Queen of the hill. 
For these reasons, and some more, Radia, Chairperson, Vaishnavi 
Corporate Communications, makes a debut on the Br's power women list. 
However, she doesn't think she should be part of this list—not as yet. 
"I don't understand why I'm on this list. Yes, we are fortunate to be working 
with some of the finest companies in the world. Any recognition they enjoy 
comes from the positive change they bring to stakeholders and the nation. 
Our helping them communicate this does not make us powerful: meaningful 
yes, but not powerful. While we are proud to have brought new standards of 
excellence to our industry. I think a place on your list is hardly relevant or 
justified," she told Business Today. How Radia deals with the challenges of 
handling the communication of two of India's biggest business groups—each 





facing its own unique challenges—will determine whether she stays on in 
the Most Powerful listings in the years to come. 


KUSHAN MITRA 
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CHITRA 
RAMAKRISHNA 


46, Joint MD, NSE 


Your definition of power—has it changed 
over the years? It is just about executing 
one's responsibilities, and ultimately, 

if they contribute to the economy or 
society, then some purpose is served. 


New lessons learnt in 2009. Every 
period holds out its own lessons to be 
learnt. Likewise, with last year, when 
businesses learnt to face new 
challenges in the environment in 
view of the meltdown. 


New frontiers conquered in 2009. NSE 
has been able to bring to the investors 
completely new asset classes like 
currency and interest rates. These are 
universal asset classes and NSE is very 
excited about being able to offer 
these products to the masses. 


What next? At NSE, we continually 
challenge ourselves by innovating and 
bringing world-class products and 
services to the huge mass of savers 
and earners in this country. 


AS TOLD TO RACHNA M. KOPPIKAR 
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PREETHA REDDY | 


52, MD, Apollo Hospitals Group 


reetha Reddy, the eldest of the Reddy daugh- 
p who stands to inherit the chairmanship of 
the Apollo Hospitals Group from founder Prathap C. 
Reddy, has been voted by her siblings of being emi- 
nently capable of executing their father's "vision". 
Preetha has her feet firmly planted on the ground— 
she believes in doing daily rounds of the Chennai 
hospital where she is based, and relying on instinct 
as much as active preparation in making business 
decisions. Few know that she has an eye for 
symmetry, perfection and painstaking detail and 
that events or hospitals planned under her 
supervision seldom face hiccups. Likewise, her 
ability to "take things as they flow" ensures a 
calm demeanour, something that augurs well in a 
hospital that is constantly charged. 

NITYA VARADARAJAN 


Once again іп the BT Power List. Does it still enthuse you? The 
BT Power List is certainly an appreciation, motivating me to work 
harder, to reach out and touch more lives. 


Your definition of power—has it changed over the years? Power 
is the ability to make a difference in people's lives. Being a part 
of a group that has taken giant strides in healthcare in our 
country, | have been able to touch many lives. 


New lessons learnt in 2009. The recent economic slowdown 
has reiterated the value of prudence, reminding us to be more 
watchful of our expenses. Another important lesson has been 
in leveraging collaboration rather than worrying about competi- 
tion. The case for collaboration extends to softer areas such 

as sharing of research, innovations and best practices. 


What Next? A concerted effort to reach out and take healthcare 
to a billion lives. 
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SHIKHA SHARMA 


50, MD & CEO, Axis Bank 


he has had an action-packed year so far. In June, 

she left the icicr Group's life insurance company 
to join Axis Bank, the country's third-largest private 
bank. "A lot has changed," says Sharma, who after 
popularising insurance, especially the unit-linked 
insurance plans (popularly known as uurs), is now 
hawking consumer, corporate and sue loans. Her 
profile may have changed dramatically in 2009, but 
she has a record of excelling in whatever task she 
was entrusted with in the past. 

An alumnus оГим-А, Sharma powered Icict's 
insurance arm from zero to a leadership position in a 
fiercely competitive business and also made it ICICI 
Bank's largest non-banking subsidiary. Sharma, 
who loves classical music, believes in embracing 
change with a positive attitude. Five months into the 
new job, Sharma created four strategic business 
units—retail, corporate, non banking subsidiaries 
and a corporate centre. Next, she plans to expand the 
board of directors from 12 to 15. 





ANAND ADHIKARI 


Once again in the BT Power List. Does it still enthuse you? 
Being in the list is an endorsement of the ability to make a 
difference; definitely a privilege. 


Your definition of power-has it changed over the years? It 
hasn't. Power to me means the ability to make a difference in 
whatever sphere that | chose to work in. What changes over 
the years is the areas I'm focussed on. 


New lessons learnt in 2009. The times of biggest changes are 
the times of greatest learning. This year has seen maximum 
learning in a long time. 


New frontiers conquered in 2009. The year 2009 has meant 
a lot of change to me personally; the organisation | worked 
with, the business that | was involved 
with, and even small things, like 
technology | used and my travel. 











What next? | ask four questions 

to myself on a periodic basis: Am | 
learning today, am | making a differ- 
ence today, am | touching somebody's 
life and am | happy doing 

what | am doing? 
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Once again in the 87 Power List. 
Does it still enthuse you? 

Any recognition for me is for the 
team, so all of us are enthused. 


Your definition of power-has it 
changed over the years? 

It stops with the ability to 
influence others to a common 
goal-not through coercion but 
through mutual respect and trust. 


New lessons learnt in 2009. 
Mainly de-risking-from the 
financial turmoil, from currency 
fluctuations, from revenue- 
stream uncertainties, and the 
implication of the downturn 

on our vendors. 


New frontiers conquered in 2009. 
We strengthened our partnership 
with AGCO for product development, 
and a supply-chain solution. 


What next? Continue to expand 
the market for TAFE and its 





MALLIKA 
SRINIVASAN 


t9, Director, ТАН 


or Mallika Srinivasan, Director of TAFE, 

her policy of adopting a considerate 
approach and allowing people to learn from 
their mistakes is finely balanced with being a 
stickler for performance. Her employees talk 
of her unconventional but structured 
approaches in crisis situations that have 
invariably benefited Tare. A great believer in 
delegating and an ardent supporter of cross- 
functional teams, Srinivasan is at her best in 
communications. The last worked very well 
during the downturn when ТАРЕ grew 
despite the gloom in the environment. This 
year, along with its subsidiaries, ТАРЕ is 
poised to touch a turnover of Rs 4,225 crore, 
against Rs 3,702 crore in the year to March 
31, 2009. The company has set a bench- 
mark for financial performance, being virtu- 
ally debt-free and with a high credit rating. 
"The quality of perseverance is something 
l've learnt from my father—at 75, he still 
pushes himself around in a wheelchair and 
comes to work," she says. 

NITYA VARADARAJAN 


2009 


RENU SUD 
KARNAD 


57. Joint MD. HDFC 


Once again in the BT Power List. 
Does it still enthuse you? Yes, it is 
Still a nice, reassuring feeling, of 
course. Simultaneously, it is also 
good to see the next generation of 
women rising to the top. 


Your definition of power-has it 
changed over the years? Power to 
me means the ability to lead, to 
take decisions and to drive change. 


New lessons learnt in 2009. It has 
been a tough year. So, one needed 
to chalk out fresh strategies to 
keep growing the market and 
maintaining clean books. 


New frontiers conquered in 2009. 
HDFC crossed the mark of Rs 
2,00,000 crore in home loan dis- 
bursements. That was an enormous 
achievement for the company. 


What next? Business is far better 
than last year, but is still far, far 
away from “а business as usual 
scenario”. Driving down costs will 
be a major challenge. 


AS TOLD TO SHALINI $. DAGAR 
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At Kyocera Mita, we believe in "Customer First"- creating true customer 
satisfaction by providing the greatest value for all business needs. 

With Kyocera Mita this approach takes the forms of our printer brand “ECOSYS*” 
and the multifunctional system brand "TASKalfa". 

Our printers and MFPs, meeting the demands of cost-savings, ultra-reliability and 
superior performance, won 2009 BERTL's Best Awards in a total of 10 categories. 
Tri addition, the TASKalfa 500ci series won five stars-the highest rating-proving 
the high reliability of Kyocera's technology. We continue our unending pursuit of 
value and reliability, and so remain the best partner for our customers. 





* Kyocera's acclaimed concept of environmentally friendly products. 
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2009 highly prestigious Better Buys for Business BLI - Highly Recommended 
BERTL's Best 2009 5 star "EXCEPTIONAL" Editor's Choice 2006, 2007, 2008 and 
award by end-users survey. 2007, 2008 and 2009 Recommended 2009 
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us Power to me means 
I () ГМА NI IRI nurturing talent. 
57. Chairperson and Managing Director, Bharat Hotels 
| That you cannot 
р" (fora moment think that Jyotsna Suri inherited a hotel empire just build a hotel some- 
when her hotelier husband. Lalit Suri, passed away in 2006: She where and be done with it, 


you have to develop the 


has been involved hands-on ever since their flagship New Delhi \ 
‘destination’. 


property came up іп the 1980s. "Mr (Lalit) Suri was the face of the 


"4. 
company. | worked in the background." she says. But when her hus- | > г 
E 
+ 


band passed away suddenly her grief was not limited just to that loss: The Polo tourna- 


ment we hosted in Dras 
was quite a frontier! 


some friends turned out to be anything but. “There were people out 
there who were waiting for me to fail. like I was easy prey. But I did not 


want them to succeed— wanted to turn my personal adversity into 


We have a lot of 
new properties coming up i 
Suri has not only revamped her flagship in Delhi but also opened 2010, including the 
several properties across the country, acquired new ones and revamped Great Eastern 
built up a new brand, “The Lalit”. It is now one of the fastest in Kolkata..We are also 


an opportunity for my business.” In the past 24 months, Jyotsna 


going to unveil a new 


growing hotel chains in India. "Some people can be overcome iri " 
x : PO mid-market" brand. 


by grief when they sufler tragedy. I could not afford to be. 
| am responsible for the livelihoods of 5.000 people. and 
they needed to see that we will carry on and become even 
better." she says. How would she classily her manage- 
ment stvle? “Ido not let emotion cloud my judgement, 

| do not get angry and the ‘four-letter’ word is not part 

ol my vocabulary, But while my decisions are based 


around logic. I take quick decisions." 
KUSHAN MITRA 


Once again in the B7 Power List. Does it still enthuse you? 
Yes, it does. It's very satisfying to get such external 
recognition such as the BT Most Powerful Women award. 
Such recognition is important as somewhere it helps us in 
becoming a role model for younger women. 


Your definition of power-has it changed over the years? 
No, | still believe that power is all about your ability to bring 
about change, make a difference and influence decisions. 


New lessons learnt in 2009. Two things: It vindicated our 
stand of being consistent in what we are doing. Second, 
leading the team through a period of uncertainty. 


= Мем frontiers conquered in 2009. Our decision to not launch 
new funds at the peak of the bull market in 2007. Also, | 
= have definitely grown as a leader over the past one year. 


What next? To bring back the investor. The industry is in the 
midst of a sweeping regulation change and it's happening at 
a time when the investor sentiment is yet to come back. 


ASI {| I SI ГҮ ASH AS TOLD TO RACHNA M. KOPPIKAR 


+2, MD & Country Head (India), Fidelity International 





emirates.com/in 


Our First Class customers can enjoy a complimentary two-night 


hotel stay and our Business Class customers a one-night hotel stay 
( ? a IT O e | either in Dubai or rheir final destination; Visit emirares.com/horels 
Ф for full details of destinations and horels. 


Fly First Class or Business Class and enjoy a hotel stay on из. Fly Emirates. Keep discovering 
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Starwood Emirates 


Hotels and 


FIFA PARTNER 
Resorts 


Flights | Accommodation with Starwood Hotels in select destinations | Valid until 24th December 2009 


Over 400 international awards and over 100 destinations worldwide. Terms and conditions apply. For more details contact your travel agent 
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hese days Sangeeta Talwar is on a flight every other day—globalis- 
ing. integrating, doing new things as her company goes through its 
biggest ever transformation exercise. And even through all this, she 
makes the time to keep the Jaago Re campaign bubbling. Launched in 
2007 as a campaign to project the brand, not merely as a wake-up brew 
but as a medium of social awakening, Jaago Re has gained immense trac- 
tion under Talwar. Last year. the campaign was to get people to vote in 
the elections. This year's theme is corruption, and Talwar plans some big 
events on December 9, globally observed as the Anti-Corruption Day. 
The most visible woman in the Tata Group and one of the very few 
‚ this им-с alumnus cherishes her 
20-year bonding with Nestle India and a two-vear stint, later, with Mattel. 
the world's largest toy company. At Nestle, she built her reputation as a 


woman executive directors in India Inc. 


tough marketer—Maggi was launched in her watch. Leaving it was the 
most difficult decision she ever made in her career. 


K.R. BALASUBRAMANYAM 


What does power mean to you? The ability to contour and craft a new future. 

My most memorable experience at workplace. At a sales review meeting at Mattel in 
2001, we decided to have some fun by playing with all the new toys we were going to 
launch. The sales managers in 30-35 years age group ran around building windows, 
fixing stickers, hanging curtains, delighting in their creation of the Barbie summer 
house. It was an amazing experience. 


The turning point in my career. My decision to leave Nestle India after 20 years of 
successfully launching Maggi. 


New lessons learnt in 2009. Husbands can be a great help, never underestimate their 
capacity in this regard. My husband actually anchors our home. 


New frontiers conquered in 2009. Helped in creating the Jaago Re campaign on 
corruption. And | have opened an account on Facebook! 


62 BUSINESS TODAY November 29 


2009 





1d 


NYJA 


ЧУМУ 


Al 


SHAILESH RAV 





JAYSHREE VYAS 


56, MD, SEWA Bank 


What does power mean to you? Power to 
me means the ability to make a positive 
impact on people's lives. 


New lessons learnt in 2009. Invest more in 
relationships during a downturn. 


New frontiers crossed in 2009. Getting 
50,000 poor women working in the informal 
sector to invest in a pension scheme. 


What next? Hope to cover 1 lakh such 
women in the pension scheme. 


"Y he has got 50,000 poor women 
S in Gujarat to save for old age. 
For Jayshree Ashwinkumar Vyas, 
better known as just Jayshreeben, 
it is important that poor working 
women—trom rag pickers to 
vegetable vendors—save and think 
beyond today. She is getting them to 
invest in a mutual fund under a 
micro-pension scheme that has 
been put together by sewa Bank 
along with Unit Trust of India Asset 
Management Company (UTI-AMC). 

SEWA Bank follows, what Vyas 
calls, "a life-cycle approach to 
address all the financial needs of 
the poor working women". They 
are surely in demand. Just look at 
the numbers. From 1986-87 
(around the time she took charge) 
to now, SEWA Bank's members have 
increased from 10,339 to 70,000 
today, depositors 2 3,8 34 to 4 lakh, 
deposits from Rs 1 crore to Rs 100 
crore, disbursements Rs 62 lakh to 
Rs 55 crore and profit from Rs 3 
lakh to Rs 75 lakh! 

E. KUMAR SHARMA 
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MOST POWERFUL WOMEN ( oJ IN BUSINESS-INFLUENCERS 


"Today, the business of diplomacy 
is business." 

Nirupama Rao, 
Foreign Secretary, to Business Today 


ssets, turnover, 
growth, profits, and 
market value are 
some traditional 
measures used to 
judge how successful companies 
are—and, thereby, how powerful 
their chief executives or promoters 
are. Success in business and com- 
merce, however, is just one manifes- 
tation of power. Perhaps a grander 
show of power down the years has 
been on the battlefield, right from 
the time of Julius Ceasar to, more 
recently, George Bush's invasion of 
Iraq. But at a time when nations go- 
ing nuclear appears more real a threat 
than ever before, more power today 
resides in the hands of those who can 
maintain the peace than those who 
are itching to cry havoc and let slip 
the dogs of war. 
It might just be the time for the 
diplomats to take a bow. And it's 
not just for their geopolitical 
impact but also for 
their influence on 
business and 


E 


YASHBANT NEGI 


64 BUSINESS TODAY November 29 2009 


Power 
to Change 


They may not be running businesses or owning 
them, but this clutch of women in government 
influences the course that India Inc. takes. 


PUJA MEHRA 


industry. As Hans Morgenthau, a 
20th century pioneer in interna- 
tional relations theory, put it: 
"Diplomacy is the brain of national 
power, as national morale is its 
soul. If its vision is blurred, its judg- 
ment defective and its determina- 
tion feeble, all advantages of geo- 
graphical location, of self-sufficiency 
in food, raw material and indus- 
trial production, of military pre- 
paredness, of size and quality of 
population will in the long run avail 
a nation little.” 

Now juxtapose Morgenthau with 


Nirupama Rao's cross-border efforts 
—when negotiating at forums such 
G8 and G20, to name just two—and 
it becomes crystal-clear: That power 
doesn't just reside with those who 
start or manage businesses; it also 
sits suitably on the shoulders of those 
in positions to influence the direction 
of business and decision-making, even 
protecting it. Small wonder then that 
Nandan Nilekani, Chairman, Unique 
ID Authority, says: "She (Rao) is a big 
supporter of Indian industry." 
Economic diplomacy has a far 
greater significance for India's eco- 


KUMARI SELJA, Union Minister for Housing. Urban Poverty Alleviation and Tourism 


Power Play: Convinced Finance Minister Pranab Mukherjee to grant duty concessions for the 
import of adventure sports equipment in Budget 2009: got on board Bihar and vr for 
introducing cruises along the river Ganga by a foreign operator. 


e 


Thumbs up from: Ankur Bhatia, Executive Director, Bird Group 
“Her initiative, approachability and low time-of-learning-of-a-problem 
! to time-of-action are impressive" 
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NIRUPAMA RAO 


Foreign Secretary 


Power Play: Negotiates at lorums 
such as G8 and G20 on fiscal 
stimulus, regulatory reform 
climate change and emissions 
Oversees diplomatic content in м 
and Free Trade Agreement deals 
st 





China became India's larg« 
trading partner when Rao was 


ambassador in Beijing 


(Thumbs up from: Nandan Nilekani, 
Chairman Unique ID Authority 
"Nirupama is outstanding, 
pleasant, smart and responsive. 
She's a big supporter of 

Indian industry" 








nomic growth today than 10 years 
ago. India has entrusted many more 
women for such negotiations with 
the world . Two of the four secretarie: 
in the Ministry of External Affairs (м 

are women. India's ambassadors to 
many of its important trade and eco 
nomic-ties partners—the us, Thailand 
Australia and Spain, for instance 

are women diplomats. Rao holds forth 
on issues of global development such 
as fiscal stimulus, regulatory reform, 
climate change and emissions, all of 
which are game-changing for busi 
ness. Then, she drives and monitors 
the all-important diplomatic content ol 
all bilateral and multilateral deals 
struck at the World Trade 
Organization or in Free Trade 
Agreements by ministries other than 


the MEA. In her previous role as India’s 





ambassador to China. Rao oversaw 
the neighbour's elevation to India s 
largest trading partner. The main 
stream policies towards the neigh 


bouring countries, too, play a role in 


„ 


determining the pluses and minuses of 
India as an investment destination. 
Rao is, of course, not the only 
woman who is part of the think-tank 
of India's "national power". Indeed, 
it would seem that the government 
has immense faith in its women оћ- 
cers. That's why we have Indu 
Liberhan. (Indian Defence Accounts 
IDAS—1972 batch) as 
Secretary Defence (Finance), who is 





Service 


one of those who advises on how 
and from where India buys its de- 
fence arms. This year, she and her 
team will expend roughly Rs 40,000 
crore on guns, tanks, planes, vessels 
and missiles. There are more. The 
Finance Commisioner of the Indian 
Railways (IRAs, batch 1972) is 
Sowmya Raghavan. The purse 
strings for the Indian exchequer are 
in the hands of Expenditure Secretary 
Sushma Nath (ias, batch 1974). 


Sterling Achievements 

As Principal Advisor to the telecom 
regular—the Telecom Regulatory 
Authority of India (TRAI)—in an ear- 
lier assignment , Liberhan headed its 
finance wing. Her contribution in that 
stint are dearest to her. "Our main 
job was to ensure correct calculation 
of cost of various telecom products so 
that prices in telecom could be lowered 
as much as possible," she points out. 
The sharp drop in the price of Internet 
connections in India in 2006 was 
largely because of something Liberhan 
and her team achieved. They worked 
out the cost of undersea cables, which, 
she says, had never been done any- 
where else in the world. The cost they 
worked out was much lower than 
what was being imagined at that 
point. It was legally challenged sub- 
sequently and upheld . “In the Defence 
Ministry, I can at best drive a hard 
bargain to save a few hundred crores 
for the country, but the work at the 
TRAI had a larger number of more 
direct beneficiaries," she says. Indeed, 
broadband companies are building 
new markets, including rural ones 
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where many more Indians are 
beginning to enjoy the fruits of more 
realistic Internet prices. 

Another woman bureaucrat 
working hard to design a win-win 
situation for marginal land-owners 
in rural India and for Corporate India 
is Land Resources Secretary Rita Sinha 
(IAs, batch 1974). After the agitations 
against projects at Singur and 
Nandigram, land could well become 
the biggest stumbling block to indus- 
trialisation. Sinha and her team's 
work on the Land Acquisition 
Amendment Act and the 
Rehabilitation & Resettlement Act 


could lock or unlock the supply of 


land to businesses. In these two legis- 
lations, she has tried to strengthen 
the incentives to sell and at the same 
time protect owners—no matter how 


marginal—against forced acquisition 


of land by the State. The Bills are stuck 
in Parliament for political reasons. 

Clearly, most of these women 
have a hand in influencing business, 
and in some cases that hand is more 
visible and direct. Meera Shankar. 
India's Ambassador to the vs, for in- 
stance, is marketing business op- 
portunities to be had here to investors 
in that land. And Foreign Secretary 
Rao is building an external environ- 
ment conducive to business. 

There is the flip side too—power 
that is being wielded imperfectly. The 
original mastermind of the disaster 
at Singur, the Railways Minister 
Mamata Banerjee, is a prime example 
of a woman with power that some 
argue had been mishandled. Banerjee 
has a crucial infrastructure job at 
hand. "The industry is waiting and 
watching if Banerjee is able to present 


VWHHIN NVAIA 


a more industry-friendly face after 
the state elections in 2011 in West 
Bengal," says Vinayak Chatterjee, 
Chairman. Feedback Ventures, an 
infrastructure consultancy. Yet. 
Banerjee's presence as a foil to a no- 
holds-barred capitalist orgy is neces- 
sary. As S. Vasudevan, Manager, KPMG 
Advisory Services, points out: “She 
may be a capitalist's or reformist's 
béte noire, but her strong and some- 
times stubborn socialist ideologies 
have indeed tempered views on sig- 
nificant policy issues and helped give 
reforms a more human face, though 
on the flip side it has cost her own 
state dearly on industrialisation." 
The reputation for being a care- 
ful handler of power rests on 
Banerjee's Cabinet colleague Ambika 
Soni. As the Minister for Information 
and Broadcasting. she has power 
over the builders of public opinion. In 
presiding over the broadcasting 
industry, especially the news chan- 
nel segment, Soni is trying to strike 
a balance between the power gov- 
ernment has over this industry and 
the power government would want 








MEERA SHANKAR, India's Ambassador to the US 


Power Play: Built a constituency for India amongst US investors as the Minister In 
Charge for Commercial Affairs in the Indian embassy in the US during 1991-95; 
had warned against guaranteeing returns to power projects such as Enron: as 
ambassador, brought to New Delhi's attention the names of us companies identi- 
fied in a Washington probe as paying bribes in India. 


Thumbs up from: Som Mittal, President, NASSCOM 
"Both in Germany and the US she ensured she understands our issues 
and the opportunities we offer to foreign businesses" 


over public opinion. More control 
over the industry would mean more 
regulation of public opinion. But it 
would be regressive. "Soni doesn't 
take a political view on media policy: 
rather she has a refreshingly prac- 
tical approach to the inherent con- 
flicts," says G. Krishnan, Executive 
Director & сво, TV Today Network, 
which owns the Hindi news channel 
Aaj Tak, and which is a part of the 
group that publishes Business Today. 
Krishnan is impressed with her 
transparency, and her efforts to un- 
derstand all sides and build consen- 
sus, which is a departure from the 


SANTHA SHEELA NAIR, Mines Secretary 


Power Play: Finalised the Mines and Minerals (Development and Regulation) 
Amendment Bill, which is likely to be introduced in the winter session of 
Parliament; the bill, if passed, would benefit industries like power and steel. 


Thumbs up from: Prashant Jain, General Manager Corporate Strategy, JSW Group 

“Nair doesn't let queries or files linger, meets us with her team for 
taking decisive action so everybody is onboard. She is honest about the 
places where government is failing. To me, these are all firsts” 


past. "She and her team are well 
prepared while holding industry 
meetings," he adds. 

Does a career in government entail 
the same challenges women in busi- 
ness face? The glass ceiling in gov- 
ernment has been smashed in most 
quarters, but as Land Resources 
Secretary Sinha points out: "Uttar 
Pradesh has had only a single woman 
Chief Secretary." Moreover, there are 
the usual biases with regard to intel- 
lect, ability and stereotyping. One of 
Liberhan's bosses at a point refused to 
see her unless in presence of another 
person. She, however, rejects that 
there is extraordinary hostility to 
women rising in the government. Her 
department, the mas, has had and 
continues to have women in top 
positions. "A boss wanting to deliver 
cannot naturally be hostile to good 
workers whether women or men,” 
she says. That's a truism that applies 
anywhere 
business or when enabling it. © 
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will demand high performance, lightweight and faster solutions 





Saint-Gobain Gyproc with its global expertise and knowledge of construction products offers world class solutions for ceilings and walls. Through a 
state-of-the-art Gyproc Solution Centre it provides architectural design support, systems engineering, performance warranties, training and on-site 


technical support. This is well supported with 4 manufacturing facilities, 3 drywall academies and a service network spread across the length and 


breadth of the country. 
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Gyproc Range of Products: Gypsum plasterboards, high performance drywalls, acoustical ceilings and wall panels, gypsum plasters, metal 
framework and finishing products 


For more details: Call us at +91 22 4021 2121 or email us at: gyprocindia@saint-gobain.com or visit us at: www.saint-gobaingyproc.in 


Harvest Communications 





int-Gobain Gyproc is about the future of construction. Construction that pushes your 
iagination. Showcased — The Dubai International Airport, a complex architectural design 
eated by integrating Gyproc’s high performance products. 
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SONAL 
AGRAWAL 


CEO, Accord Group India 
HELPED HIRE 

@ Top team at NM Rothschild 

€ Top executives at Deutsche Bank 


€ Top team at Standard Chartered 





MOST POWERFUL WOMEN ( ak YIN BUSINESS-THE TALENT CATCHERS 


hen Narendra Patni, 

the Founder-cEo of 

the global rr services 

provider Patni 
Computer Systems, decided to be- 
come the Non-executive Chairman 
last year, the board found itself look- 
ing for a chief executive for the 
business. The transition to the new 
management structure was not ex- 
pected to be effortless. It was a com- 
plicated task that required gentle, 
yet firm handling. Little surprise 
then, the company turned to a 
woman whose specialisation, in her 
own words, is "complex searches". 
Anjali Bansal, Managing Partner, 
Spencer Stuart India and Global 
Partner, Spencer Stuart, steered the 
search for the new cro of Patni, Jeya 
Kumar, who joined the company in 
February 2009. 

Similarly, when the board of Axis 
Bank was faced with the formidable 
task of finding a cro to replace P.J. 
Nayak early this year, it had to fall 
back on the persuasive skills of 
Namrita Jhangiani, Partner, Egon 
Zehnder India, who roped in former 
mp and ceo of icici Prudential Life 
Insurance, Shikha Sharma, for the 
top job at the bank. 

Both Bansal and Jhangiani be- 
long to a set of influential women 
on whom top Indian companies 
have come to heavily rely for hir- 
ing top executives. The talent search 
history of these women reads like 
the who's who of India Inc. and their 
influence extends to the highest 
ranks of their client companies. 
Whether it's Preety Kumar, 
Managing Partner of Amrop 
International, on whom Bharti Airtel 
relies for hiring its top honchos or 
Sonal Agrawal of Accord Group 
India, who is reached out by a host 
of multinational banks and profes- 
sional services firms every time they 
need to hire top business leaders, 


it's a handful of women who now 
call the shots in the talent market. 

Recalling last year's сво search, 
Loek van den Boog, Non-executive 
Director, Patni Computer Systems, 
says: “It was a complicated and a 
very important search for the com- 
pany. Anjali assessed the situation 
very well. What we appreciate is that 
it was truly an international search, 
exactly what we wanted.” 

But these women headhunters 
are not as forthcoming about their 
top assignments, given the need to 
maintain confidentiality about their 
work. The stars they helped hire are 
not as tight-lipped though. Kiran 
Karnik, the former president of 
NASSCOM, the apex association of 
Indian iT software and service 
companies, reveals that he almost 
did not join the rr industry lobby but 
for the persuasive skills of a head- 
hunter. "When I finished working 
with Discovery, I just wasn't 
interested in any offer," recalls Karnik. 
Не, however, changed his mind after 
a 30-minute meeting over coffee with 
Gita Dang. Head of Technology 
Practice at Korn/Ferry International 
and one of the most influential head- 
hunters then (2000). 

“The whole process was, of 
course, impressive, but Gita has this 
amazing ability to get someone 
interested in a job,” Karnik recalls. 
Dang did many hiring jobs for 
NASSCOM when Karnik was president. 
A little over a year ago, she moved on 
from Korn/Ferry to start her own 
boutique search firm, Talent Advisory 
Services, in Delhi. Says Dang. who 
got NASSCOM its current president, 
Som Mittal, as well, of her work: "It's 
an intangible service that can go on 
for months and at the end of it, there 
could be no product to show." 

India Inc. understands this better 
than anyone else and so appreci- 
ates the work of these matchmakers. 





RACHIT GOSWAMI 


ANJALI BANSAL 


Managing Partner, Spencer Stuart India 


HELPED HIRE 


@ Arun Tadanki, Managing Director, 
Yahoo! India 


€ Bala Deshpande, Senior 
Managing Director, NEA India 


© Suresh Gurumani, CEO, SKS 
Microfinance 


@ Jeya Kumar, CEO, Patni 
Computer Systems 
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Eminent banker N. Vaghul, who is 
also the Chairman of Spencer Stuart 
Advisory Council, says of Bansal: 
"She has single-handedly built 
Spencer Stuart India into a top 
executive search firm today. Her 
amazing entrepreneurial skills come 
through in the way she can relate 
Lo people." 

Gunit Chadha, ско, Deutsche 
Bank India, who has engaged the 
talent search skills of Accord's 
Agrawal over the past 10 years, 
vouches for her expertise in the 
financial services sector. "She runs 
her search with impressive discre- 
tion," says Chadha. 

So, what makes the work of 
these women so special? Anita 
Ramachandran, one of the first head- 
hunters in India who now runs HR 
consultancy Cerebrus Consultants, 
explains: "As a recruiter, you have 
to be a no-holds-barred person; you 
should be non-threatening, yet 
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PREETY KUMAR 


HELPED HIRE 


© Shireesh Joshi, Director- 
Marketing and Krish Shankar, 
Director-HR for Bharti Airtel 


© Top management team at 
Marico, including Saugata Gupta, 
CEO for India Business 


© Top management at SAB Miller, 
including MD Vinod Giri 


be assertive.” According to Rama- 
chandran, this has remained the basic 
tenet of recruiters over the years, but 
the workforce has changed a lot and 
that requires a change in the approach 
of recruiters as well. 

Agrawal has an interesting per- 
spective on her business. “The process, 
the science (behind talent search), is 
straightforward. It's the art—how 


you do it —that matters." She would 


SHEKHA ‚нон 


surely know her art given her back- 
ground—her father B.P. Agrawal 
started the oldest recruitment firm in 
India, АВС Consultants. Having started 


her business during the initial years of 


India's economic liberalisation, 
Agrawal was looking for leadership 
and helped build companies from 
inception. These included the foreign 
brokerages and investment banks 
that set shop in India in the early '90s 
and the first private sector mutual 
funds and life insurance and general 
insurance companies. 

While her business now covers 
large conglomerates, Agrawal has 
maintained her networks in the 
financial services world. Madan 
Menon, Country Head India, ABN 
AMRO, says that some of his recent 


hires were made possible because of 


market intelligence of Agrawal. 
According to Kumar of Amrop 

India, who started her career in the 

mid-90s, the executive search 
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HELPED HIRE 


© Shikha Sharma, MD and CEO, 
Axis Bank 


@ Madhu Kannan, MD and CEO, BSE 


9 Shailendra Bhandari, MD and CEO, 
ING Vysya Bank 


industry in India received a major 
boost with the evolution of new 
industries—technology and financial 
services, among others. “The cross- 
fertilisation of talent across sectors 
brought dynamism to the search 
industry and to the careers of pro- 
fessionals,” she says. Kumar's early 


74 BUSINESS TODAY November 29 2009 


clients included PepsiCo, Mahindra 
& Mahindra and Motorola. “For 
me, some client partnerships have 
been most satisfying—like working 
with the Bharti group for the last 
decade and contributing to their 
leadership build-up. Same with 
Marico," says Kumar. 


NIHSIN 


Again, it was two women, 
Sangeeta Sabharwal and Hastha 
Krishnan, who helped establish 
Ma Foi Group & Randstad India 


ИУ LNY 


as a leading executive search firm, 
Sabharwal headed the ceo search 
business for Ma Foi before she moved 
to Transearch while Krishnan is the 
current сео, Executive Search, Ма 
Foi. "Their primary strength is their 
deep knowledge of candidates," 
says K. Pandia Rajan, the firm's 
Managing Director. 

That's a trait common to all the 
leading ladies of talent search. 
"There's never a moment you are 
not working. You could be at a social 
function, but you are constantly 
trying to think of a possible candi- 
date," says Sabharwal. 

Managing Partner for Egon 
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А HELPED НІВЕ 
allab Talukdar, СЕО, Fujitsu India 
r Chhibber, CFO, Benetton India 


Zehnder India, Govind Iyer, recalls 
how when an assignment for lifestyle 
executive search landed at the firm 
three years ago, Jhangiani, a Wharton 
Business School graduate, spent sev- 
eral days at a number of stores to get 
a sense of what the fashion industry 
client could require from her. 

“Our work is exhilarating and 
without a single dull moment,” says 
Bansal of Spencer Stuart, who had 
her first stint in the search indus 
try at Egon Zehnder in 2003. She 
started her career as an engineer, 
but went on to work with McKinsey 
in New York before returning to 


) 


India to join Egon. By 2005, she 
was ready to launch operations for 
Spencer Stuart, a global serach firm. 
in India. "It was an entrepreneurial 
opportunity, a chance to own and 
govern our company,” she says. 

So, how would Bansal describe 
the search business? "It's the back- 
stage pass for the best show in town." 
she says, quoting Spencer Stuart's 
global сео David Daniel. © 
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MOST POWERFUL номем аум BUSINESS-NON-TRADITIONAL PROFESSIONS 


Its Nota 
Mans World 


Anymore 


Women are rapidly storming workplaces 
that were unti recently male bastions. 


ANUSHA SUBRAMANIAN 


n 1974, Sudha Murty, wife of 
Infosys Technologies founder 
N.R. Narayana Murthy, became 
the first woman engineer on 
Telco's (now Tata Motors) shop floor 
but only after a protest. Studying at 
the Indian Institute of Science (Sc) 
then, she was incensed when the com- 
pany's advertisement for engineers 
specifically barred female candidates. 
She shot off a postcard to J.R.D. Tata 
protesting the gender discrimination 
and soon got a call for the interview. 
Three-and-a-half decades later, 
the situation is very different. India 
Inc. has come to not only recognise 
women for the soft skills they pos- 
sess but also accept them as compe- 
tent enough to handle jobs that were 
once considered "men only". Women, 
for their part, have shown that they 
can match men step by step—be it 
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technical expertise, leadership skills or 
working in difficult conditions. 

Dipti Dhoble, 32, a civil engineer 
working with Praj Industries, has 
been setting up plants (from planning 
to execution stage) at remote sites 
across India and outside for four years 
now. Her colleague, Samira Dixit, 25, 
was the only woman on a remote 
location in Canas, Costa Rica for a 
month where she set up the autom- 
ation controls and commissioned a 
plant in an area that was infested 
with iguanas and crocodiles. 

"Not for a moment have I felt a 
misfit in this male-dominated field," 
says Dhoble. Priti Raykar, 33, a site 
engineer and Manjiri Joshi, 24. a 
process engineer with Praj 
Industries, also echo Dhoble's view. 
"We have not faced gender bias as ef- 
ficiency and diligence are all that 





matters. The only pressure is the 
deadline and that's same for men 
as well,"say Raykar and Joshi. 
Soujanya Veguru, a mechanical 
engineer at Cummins India's Pirangut 
facility near Pune, says: "Over the 
past decade, there have been lots of 


Praj Industries has 69 women 
engineers who work at remote 
locations across the world. 


On an equal footing: Women 
engineers of Praj Industries 
at a plant site near Pune 


iir оО че. ete dota, 





changes in hiring women engineers. Singh, Saplini Lamba, Alisha Das, leaders as well. Veguru. as an 
Earlier, very few took up actual belong to the growing pool ol assistant manager on the shop floor 
production jobs. That has changed women engineers who are opting to manages. in any given shift, abou 
today. I always wanted to work in leave the confines of air-conditioned 60 workers. "I have never fac« 
an assembly line as І was fascinated cabins to get their hands dirty on any problem from any male col 
by machines and engines." the shop floor. Not only that, many league in terms of not taking ту 
She, and her colleagues, Savita have come to be respected as team instructions at job." she s 

k 
For Cummins, gender diversity on : Ford India has women on the shop Nokia's manufacturing plant near 
the shop floor is proving to be a floor performing roles including part : Chennai sees 1,500 women working 
source of competitive advantage. fitting process and quality checks. on night shift every day. 
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>a. 


Cummins 


An engineer at мб! 
Pirangut factory, Maharashtra 


Women are beginning to prove 
that they are equal to men when it 
comes to working late hours or trav- 
elling. In fact, at Nokia's factory in 
Sriperumbudur, 1,500 women work 
on night shift every day. Also ЕМСС 
companies are increasingly hiring 
women for jobs involving extensive 
travel and negotiations with chan- 
nel partners such as shopkeepers who 
are typically men. 

"Till 1990, there were few 
women on the shop floor. With glob- 
alisation, things have changed and 
we decided to employ women in the 
production line. Today. we see di- 
versity as a competitive advantage 
for the company." says Nagarajan 
Balanaga, Vice-President, Human 
Resources, Cummins. 

Pramod 
Chaudhari, Executive Chairman of 


According to 


Praj Industries, women are more 

sincere, dedicated and more adept at 

multi-tasking than men. Not 
1 


surprisingly. from just 2-3 women 


engineers in 2004, today there are 
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69 women engineers working for 
the company. 

At Ford India's Chennai plant, 4 
per cent of technicians working on the 
production line are women. "Women 
perform a wide range of roles from 
production on the shop floor. 
including, part fitting process, quality 
check to senior management roles 
at Ford India. Women make up 5.5 


per cent of the total workforce of 


2.300 employees." says Dhananjay 
Nair, GM, HR, Ford India. 

Some, like Dheepa Srinivasan, 
40, Technical Leader in the Materials 
and Process Engineering team of Oil 
and Gas at GE in Bangalore, have 
learnt to take challenges in their 
stride. Her responsibility includes 
providing technical support to the 


global oil and gas division in terms of 


developing vendors for which she 
has to manage unusual roles. "Quite 
often, the vendors think I am from HR 
or from Administration. It takes them 
a while to realise that they have to 
deal with me," says Srinivasan, who 


i1 = 
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has faced other problems too. "Most 





of the times, vendors did not even 
have a ladies' toilet and I had to use 
what was available," she says, 
adding. "I don't get discomforted 
with small things and give attention 
to results instead." 

So, what qualities should women 
planning to foray into a non- 
traditional profession possess? Says 
Linn К. Veltema, who, as Director, 
Total Supply Chain, 3M India Limited, 
heads back-end operations of the com- 
pany: "I believe it is important to have 
strong technical skills in one's func- 
tional area as well as good interper- 
sonal skills to be successful." 

Murty, Chairperson of Infosys 
Foundation, who in a way pioneered 
women's entry on the shop floor, says: 
"Never play your gender card. Never 
say Гат a woman, I can't work long 
hours or do night shift. Also, you need 
to have patience. Social system cannot 
be changed in a day." © 
WITH INPUTS FROM K.R. BALASUBRAMANYAM 

AND NITYA VARADARAJAN 
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SUMEET INDER SIN( 


Renu is Joint Managing Director a I 
HDFC. Bharat is a strategic affairs Expert - 


"You have to have an open mind 
“about your female partner's desire 

to pursue her dreams. Enjoy her glory 

and success," says Bharat 
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TheMen 
Behind the 


Power Women 


They have few issues being relegated to the 
background, and letting their wives climb up to 
heights that few men have reached before. 


SHALINI S. DAGAR 


onventional wisdom would 
have it that men are awk- 
ward and unnerved work- 
ing with successful women, 
forget living with them; that men get 
turned off and insecure by educated, 
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smart, self-made, go-getting women; 
that men don't want to come close to 
women who ooze power. But then, 
conventional wisdom has never had 
a place amongst successful people 


and within successful institutions. 





What's more, the multitude of con- 
ventionally-wise wouldn't have stum- 
bled upon men like John Shaw, who 
has few misgivings about letting on: 
"My wife is the star and I am de- 
lighted to be the support system,” 
says the Vice Chairman of Biocon, 
who is visibly snug and at ease in 
the towering shadow of his wife, 
Kiran Mazumdar-Shaw, Chairman 
& Managing Director of the 
Banagalore-based biotech giant. 
Indeed, it takes a "different" kind 
of a man to be married to a super- 
achiever. John Shaw is just that- 
different. "We are both very secure 
and mature individuals," says John. 
He recounts how after marriage, 
while he was still in the textile busi- 
ness—the Scotsman was the 
Chairman of Madura Coats in the 
'90s—Kiran told him: "Now that 
we are married, one of us has to 
leave the job. And I am not going to 
be the one." John concurred with 
her. He even put his life's savings 


into Biocon as proof. 

Asin Kiran's case, behind many of 
BT's power women exist men who 
haven't hesitated in taking the back- 
seat, and letting their wives drive solo. 
In fact, many of these men—unlike in 
John and Kiran's case—have had lit- 
tle to contribute to their "better" 
halves' triumphs at the workplace. 
The backing, encouragement and 
guidance may be there, but from a 
distance, and at a broader level. That's 
because in many cases, the husband 
and wife are on two different tracks. 

Consider, for instance, Naina Lal 
Kidwai, Group General Manager and 
Country Head of nsec India. Husband 
Rashid is as removed from banking as 
perhaps Anjali Tendulkar (a doctor) 





present runs a not-for-profit organi- 
sation called Grassroots Trading 
Network. In the late '805, when she 
got an opportunity to head invest- 
ment banking services for Grindlays, 
Rashid though he had an excellent 
job in Delhi agreed to relocate to 
Mumbai. "I am still paying for it 
though." chuckles Naina. 

Husbands clearly have vital roles 
to play—even from the sidelines. 
Renu Sud Karnad. Joint Managing 
Director, HDFC, points out that when 
she got an opportunity in the midst of 
her career to go to Princeton for a 
year, she was a little uncertain. 
Married for four years, the opportu- 
nity came to her at an awkward time 
in terms of personal goals. Yet, her 
husband, Bharat Karnad, a top strate- 
gic affairs analyst, insisted that she 
pursue it. And to make things easier 
for both of them, Bharat organised for 
himself a job in the us. "He goaded me 
into it," reminisces Renu. 

Support manifests itself not just in 
the big career-changing opportunities 
but also in sharing day-to-day seem- 
ingly mundane responsibilities. Akhila 
Srinivasan, Managing Director, 
Shriram Life Insurance, recounts: "In 
my earlier years, І used to travel a lot 
and when my children were falling 


sick or when they had examinations, 
my husband would step in enthusi- 
astically." Hariharan Srinivasan, 
Akhila's husband, is pragmatic when 
he says: “Affording economic inde- 
pendence to your wife is the first step to 
insuring your family. And just as I 
nurture the future of my son and 
daughter, it is no different for my wife." 

That may be the case for most 
women who manage the arduous 
climb up the slippery corporate ladder. 
What props them up further is the 
fall-back on the extended family— 
parents, in-laws and siblings. Many 
top women execs say that things 
might have been different if that 
ecosystem of support had not existed 
during the early years when their 
children were young. Ashu Suyash, 
Managing Director and Country Head 
of Fidelity International, believes that 
in her case success has been 90 per 
cent courtesy of the efforts of hus- 
band, in-laws and parents and only 
10 per cent because of her own. "I 
found it very hard to manage after my 
girls were born and wanted to leave 
my career and perhaps pick it up 
later... In fact, at one point I actu- 
ally resigned! While I served my notice 
period, my husband—and my boss— 
constantly asked me to reconsider. 
If that had not happened—who 
knows—I may not be where I am 
today," says Suyash. 

Bharat Karnad says such backing 
often occurs in a natural and seamless 
manner. "There was no great design 
to it. Much of it was spontaneous," he 
says. Scholar and novelist Simone de 
Beauvoir once succinctly illustrated 
the torment of women as "bound hand 
and foot by love and motherhood. 
without having forgotten their for- 
mer dreams." That may be true of 
many women corporate executives, 
but it certainly is not true of BT's power 
women. Most of them play the multi- 
ple roles of wives, mothers and daugh- 
ters along with those of œo, with equal 
elan. It's doubtless a tough balancing 
act and calls for sustained effort and 
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patience—and. a few times—tenacity 


(along with a generous dose of 


empathy from the other side). Naina 
missed her husband's birthday three 
times in a row. "It just so happens 
that I am not present. Obviously it is 
disappointing but I am understood 
and understood without any recrimi- 
nations or a quid pro quo," she says. 

The couples guard their privacy 





Akhila and Hariharan Srinivasan. Akhila is Managing Director, Shriram Life 
Insurance. Her husband is Director, Bluechip Portfolios, a stock broking firm. 


"Affording economic independence to your wife is the first 
step to insuring your family. And just as | nurture the 
future of my son and daughter, it is no different for my 
wife,” says Srinivasan Hariharan. 


zealously. Many of the women and 
their spouses that вт contacted for 
the story chose not to talk of their 





Naina Lal and Rashid Kidwai with their children. Naina is Group General Manager 
and Country Head of HSBC India. Her husband runs not-for-profit 
organisation Grassroots Trading Network. 


"It just so happens that | am not present (for her husband's 
birthday). Obviously it is disappointing but | am understood 
without any recriminations or a quid pro quo" 
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personal lives. That in itself is evidence 
of the continuing hard work that 
goes into keeping the fine balance. 
And most do well not to compromise 
on family time. The Karnads. for 
instance, decided early on that they 
would do their social rounds 
independent of each other to maintain 
sanity in family life. "If I was invited I 
would go. if he was invited he would 
go,” says Renu. 

Kiran and John Shaw regularly 
take out the time to indulge in their 
common interests. Barcelona is their 
favourite holiday destination. Once 
back though, it's back to the grind. 
and dealing with seeing your spouse's 
name mentioned or picture splashed 
every other day in the often-over 
whelming media. It’s not easy, but 
not impossible. As Bharat Karnad 
says: “You have to have an open 
mind about your female partner's 
desire to pursue her dreams. Enjoy 
her glory and success.” © 
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“...revert to Smt. Kokilaben Dhirubhai 
Ambani who had reserved her ability 
to intervene again if the parties fail to 
act upon the Mou dated 18th June, 
2005...": Page 321-322, an option 
suggested in the judgement of the 
Bombay High Court Division 
Bench on the gas dispute between 
RNRL and кп. on June 15, 2009. 


ani Ratnam cast 
Aishwarya Rai. a for- 
mer Miss World and 
India's top actress, to 
essay the role inspired by Kokilaben D. 
Ambani in Guru, which was loosely 
based on the life of her late husband 
Dhirubhai Ambani. Someday, he 
might be inspired to do a sequel. 
The life story of Kokilaben has 
seen far more drama since the movie 
was released. The Division Bench of 
the Bombay High Court. in a judge- 
ment delivered in June, repeatedly 
referred to her role in sorting out a 
clash between her sons, Mukesh and 
Anil. The bench was hearing an app- 
eal filed by Mukesh's Reliance 
Industries Ltd (RIL) pertaining to a dis- 
pute with Anil's company. Reliance 
Natural Resources Ltd (RNRL), over 
the pricing and supply of natural gas 
from the Krishna Godavari Basin. 
The judges, J.N. Patel and K.K. Tated, 
suggested in their judgement dated 
June 15, 2009, that if the brothers 
are not able to negotiate their way E ' 
out of the tangle, they should allow SER 4 


their mother to intervene (once more) 
in their dispute. WHY KOKILABEN COUNTS 


It is a rare occasion when a court — Division Bench of the Bombay High Court suggested that if the 


tells the warring litigants to take ег brothers can't agree, the mother should intervene. 
case to their mother. It is also a testi- 


mony to the unspoken and unseen Ф Was instrumental in carving up her late husband's business when 
power that resides in the hands of — She saw her sons drifting apart. 


the matriarch of the Ambani family. — @ The MoU between the brothers leaves space for her intervention in 


Even though she holds no position case things go wrong in the future 
in any of the companies managed by mee ng р 


her two sons, Mukesh and Anil Ф Nobody knows the brothers better than Kokilaben. 
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With the courts suggesting maternal intervention as 
a means to getting the warring Ambani brothers to 
smoke the peace pipe, Kokilaben D. Ambani may well 
be the one who determines whether India remains 
energy-starved or not. Really? suman Layak 


Ambani swear by her intervention 
in 2005 that divided the empire built 
by Dhirubhai into two. 

On August 5, 2005, at the annual 
general meeting of RIL, Anil had been 
invited to speak after the demerger 
of businesses was announced by his 
elder brother. Anil said that his mother 
gave him birth, a second time, on 
June 18, 2005. That is the date on 
which the brothers signed a memo- 
randum of understanding (MOU), 
which details the family settlement, in 
the presence of their mother. 

It's a rare family that signs an Mot 
like this, but then the Ambanis are 
rare, indeed. It is also a far cry from 
what Kokilaben wrote about family 
values in her book Dhirubhai Ambani— 
The Man I Knew. “He (Dhirubhai) 
never outgrew those of us who loved 
him nor did he ever let any of us drift 
away. His spirit still guides us in all our 
endeavours and I hope that these val- 
ues are carried forward by future gen- 
erations of the family...," wrote 
Kokilaben. Yet. when she recognised 


that her sons had truly drifted away 
from each other, Kokilaben did a smart 
act. She summoned some of the best 
brains in Mumbai—K.V. Kamath, the 
then Managing Director of icici, and 
JM Financial chief Nimesh Kampani— 
to carve up the businesses between 
Mukesh and Anil. The deal was sealed 
in the mov that was signed by the two 
brothers. Parts of the Mou have been 
revealed now and presented before 
the Bombay High Court. So far it had 
not been in the public eye. The portion 
that was presented in court showed 
how Kokilaben's presence loomed all 
over the settlement deal—including 
the crucial agreement for gas supply. 
At various places, the Mou says that 
Kokilaben will intervene again if things 
do not work out as planned. 

Take a look at the following pas- 
sage from the Mov: "Kokilaben 
recognises that a long-term, stable 





source of gas from RIL, which has the 
largest find of gas. was absolutely 
essential for the growth plans of the 
Anil Ambani Group and in order to 


NITA AMBANI 
ON THE 


M ukesh Ambani's wife Nita has taken 
up a much more public role since 
the split and the image that stays with 
the public now is the one of her sitting 
in the dug-out of her team Mumbai 
Indians in the first edition of the Indian 
Premier League wearing the team 
jersey. Apart from cricket, she is also in 
charge of the Dhirubhai Ambani 
International School set up in Mumbai's 
Bandra Kurla Complex. In her more 
public avatar, Nita has even reportedly 
commented on the dispute between the 
Ambani siblings and said that whether 
they will ever reconcile is up to destiny. 
However, Nita has been seen as some- 
one keen on making her own destiny. 
For example, she insisted on picking 
J.P. Duminy, a South African cricketer, 
for the Mumbai Indians just after his 
first series and Duminy really performed 
well for her team. Nita has also been at 
the side of husband Mukesh Ambani for 
the right photo ops-the biggest of them 
was last year when the duo posed with 
huge conical flasks containing the first 
crude petroleum pumped out of the 
Krishna Godavari Basin. 


Nita Amban 
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enable Anil to carry REL (Reliance 
Energy Ltd) to even greater heights. 
Kokilaben has, therefore, specially 
stressed and impressed upon Mukesh 
and Mukesh shall personally ensure 
that at the time of finalisation of the 
binding gas supply agreement, the 
terms provide the required comfort 
and stability in these agreements, 
even if that means some departure 
from the nrec (National Thermal 





If Anil wins—and gets the gas at 
$2.34 per matu—Mukesh would 
receive a huge setback of $5.4 
billion. There's no denying there's 
plenty at stake—including the fut- 
ure of RIL, in which gas & oil exp- 
loration has the potential to emerge 
as the biggest business (bigger than 
refining & petrochemicals), and the 
future of Anil's RNRL, the company 
that will buy the gas. If RNRL loses in 
court, it will be worth a fraction of 
the Rs 1 1,000-crore market value it 
currently commands. And let's not 
forget: If Kokilaben is able to sort 
out the dispute between her sons, 


If Kokilaben (pictured here with 
her late husband Dhirubhai 


Ambani and sons Anil & Mukesh) 
is able to sort out the dispute 


between her sons, she would have also done plenty to improve 
India's status as an energy-starved country, as clarity would 
emerge with regard to the country's hydrocarbon reserves. 


Power Corporation) standard." And 
here's the punchline: "If there is any 
action taken in bad faith for not 
obtaining/scuttling the obtaining of 
such approvals, Kokilaben reserves 
her ability to intervene again." 
The significance of Kokilaben's 
intervention becomes evident when 
you look at what's at stake: The fut- 
ure of two of India's largest business 
groups with a combined market cap- 
italisation of almost Rs 5 lakh crore 
and a combined shareholder base 
exceeding 10 million, in India and 
abroad. One estimate has it that the 
wealth of the two brothers equals at 
least 5 per cent of India's GDP. 
Depending on who you believe 
and what the courts decide (the 
matter is before the Supreme Court), 
that wealth could either appreciate 
double quick or erode rapidly. If 
Mukesh wins, and is allowed to sell 
gas at $4.20 per million British ther- 
mal units (мвто) for 17 years, he is 
expected to rake in a small fortune. 
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she would have also done plenty to 
improve India's status as an 
energy-starved country, as much- 
needed clarity would then emerge 
with regard to the country's 
hydrocarbon reserves. 

You have to wonder: Is 
Kokilaben up to the task? And is it 
fair to burden her with so much 
responsibility—something that 
some of the brightest and most pow- 
erful minds in the country are grap- 
pling with (or in some cases con- 
veniently avoiding)? In her book 
on Dhirubhai, Kokilaben wrote: "I 
must say Dhirubhai put Mukesh 
and Anil through many many trials 
of fire as he painstakingly trained 
them for the days ahead." 
Kokilaben wasn't put through such 
tests, but if one has to go by the 
huge expectations ostensibly 
riding on the wife of the late pioneer 
and patriarch, you wish that she 
was forewarned a while ago about 
the task at hand. © 


IN HA 


TINA AMBANI 






A" Ambani's wife Tina has been 
active in promoting her initiatives 
for the elderly in India. One of them 
is the The Harmony for Silvers 
Foundation, which she set up in 2004. 
There is a magazine as well as an art 
show under the Harmony platform that 
Tina Ambani looks after. She even got 
a senior citizen section on its feet at 
the Delhi Half Marathon and the 
Mumbai Marathon. There is also the 
annual award ceremony on World 
Elder's day on October 1, titled 
Harmony Silver Awards. It has 
started a centre for research related 
to ageing and a Harmony Interactive 
centre that caters to the elderly. 
There are plans to start a chain of 
such centres across the country. 
Apart from Harmony, Tina is now 

also overseeing Kokilaben Dhirubhai 
Ambani Hospital and Research Centre 
in Andheri. The hospital has adopted 
the concept of having full-time 
employed specialist doctors on board 
and has attracted domestic as well 

as foreign talent. 





Tina Ambani: Taking up the cause of the elderly 
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Be it pushing the envelope at their businesses or throwing 
themselves into a social venture or getting behind the camera 
at Bollywood, passion unites these rising daughters in India Inc. 


NANDINI 
PIRAMAL 


\ two-year stint at 
McKinsey & Co. made it 
clear to Nandini Piramal 
that she liked to see 
through a strategy to 
execution. This zeal got 
Piramal Healthcare 
Chairman Ajay Piramal | 
daughter to focus on oper” 
ational excellence when 
she joined him in 2006. 
\п Oxford and Stanford 
alumnus, she has incul- 
cated an entrepreneurial 
spirit in the organisation, 


The best advice my father gave 
me. My father is my model. 
Working hard is the only way 
to achieving good results, 
he told me. 

ANAMIKA BUTALIA 
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ROSHNI NADAR 


27, CEO & Executive Director, HCL Corp. 


Roshni Nadar, the only daughter of Hc. Group Chairman Shiv Nadar, has 
decided, at least for now, to stay away from the $5 billion tech business 
her father built. Instead, the former Sky News journalist is sold on 
education. Her maiden effort, Vidyagyan School at Bulandshahr in up 
offers free English education. She plans to spend up to Rs 400 crore in 

five years building schools and expanding ssN University, near Chennai. 


Job satisfaction. We're helping kids build character, personality and 
communication skills so that they don't come out being nerds. 
PUJA MEHRA 


'TNTTA GITPTA 
VINITA GUI [A, 
40, Group President & CEO, Lupin 
Pharmaceuticals Inc., and Director, 
Lupin Ltd 


Watching her father Desh Bandhu 
Gupta build Lupin with grit and 
passion made Vinita Gupta's career 
choice easy: She wanted to be in the 
drugs business. A degree in pharma- 
ceutical sciences and a Kellogg MBA 
later, she charted Lupin's moves into 
the us and Europe. Next on her to-do 
list may sound ambitious. but she 
doesn't think so. "It is my dream to 
see Lupin (become) a top 10 global 
generics powerhouse,” she says 
matter-of-factly. 

ANAMIKA BUTALIA 








AMBIKA HINI 


30, Chairperson, Owner & Р! 
Serendipity Films 


For Ambika Hinduja. daughter 
of the youngest of the Hinduja 
brothers, Ashok, films are an over 
whelming passion. After graduat 
from the London International | 
School, she returned to Mumb 





assist well-known directors Subhash 
Ghai, Mahesh Manjrekar and 
Farhan Akhtar. Saif Ali Khan 
starrer Being Cyrus was the first 
movie to be produced by Serendipity 
Films. "We are currently working 
on Teen Patti, which is a huge 
achievement for me considering w 
have two illustrious actors in th 
movie, Amitabh Bachchan and 
Sir Ben Kingsley." she say: 


The best advice тут 

My father gave me the advice he 
inherited from his father: Work is a 
bond that requires trust and 
confidence to flourish; act local, 
but think global; partner for 
growth; and advance fearlessly. 


ANAMIKA BUTA 
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Wome 
and the Vision 


Women are judged to be less visionary than 
men in 360-degree feedback. It may be a 
matter of perception, but it stops women from 
getting to the top. HERMINIA IBARRA AND OTILIA OBODARU 














any believe that bias against women lingers 
in the business world, particularly when it 
comes to evaluating their leadership abil- 
ity. Recently. we had a chance to see whether 
that assumption was true. In a study of 
thousands of 360-degree assessments col- 
lected by Insead's executive education pro- 
gramme over the past five years, we looked a 
at whether women actually received lower ratings than men. To our sur- 
prise. we found the opposite: As a group, women outshone men in 
most of the leadership dimensions measured. There was.one excep- 
tion, however, and it was a big one: Women scored lower on "envisioning" 
—the ability to recognise new opportunities and trends in the envi- 
ronment and develop a new strategic direction for an enterprise. 

But was this weakness a perception or a reality? How much did it mat- 
ter to women's ability to lead? And how could someone not perceived as 
visionary acquire the right capabilities? As we explored these issues 
with successful female executives, we arrived at another question: Was 
a reputation for vision even something many of them wanted to achieve? 














A Brilliant Career 

A leading services company cro we'll call Anne Dumas typified in many 
ways the women we spoke with. The pillar of her leadership style was a 
principle taught to her 20 years ago by her first boss: Always stay close 
to the details. As she explained it: "I think strategy comes naturally 


STEPHEN SWINTEK 
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from knowing your business and the forces that influence 
your market, clients, and suppliers—not at a high level but at 
a detailed level. Intermediaries kill your insight. You obvi- 
ously can't monitor everything, but nothing should keep you 
from knowing in detail the processes on which your com- 
pany runs—not supervising everything but understanding at 
a detailed level what is going on. Otherwise, you are hostage 
to people who will play politics. At best you don't have full 
information; at worst you're vulnerable to hidden agendas. My 
job is to go to the relevant detail level.” 

In her four years as сво, Dumas had achieved some impressive 
results. She had doubled revenues and operating margins, 
given the company a new strategic direction, and undertaken 
a fundamental reorganisation of the company’s core processes 
and structures. More recently, she had turned her 
attention to developing her leadership team. 

Yet Dumas knew she should somehow improve her com- 
munication effectiveness, particularly in her role as an executive 
member of her parent company’s board. One challenge was 
her stylistic mismatch with her chairman, a broad-brush, big- 
picture thinker who often balked at what he perceived as excessive 
attention to detail. She found herself reluctant to favour “form over 
substance.” She told us, “I always wonder what people mean when 
they say, 'He's not much of a manager but is a good leader.’ 
Leader of what? You have to do things to be a leader.” She went on 
to imply that so-called visionary behaviours might even be harm- 
ful. “We are in danger today of being mesmerised by people who 
play with our reptilian brain. For me, it is manipulation. I can do 
the storytelling too, but I refuse to play on people's emotions. If 
the string pulling is too obvious, I can't make myself do it." 

Dumas's reluctance is not unusual. One of the biggest de 
velopmental hurdles that aspiring leaders, male and female alike. 
must clear is learning to sell their ideas—their vision of the fu- 
ture—to numerous stakeholders. Presenting an inspiring story 
about the future is very different from generating a brilliant strate- 
gic analysis or crafting a logical implementation plan, compe- 
tencies on which managers like Dumas have built their careers. 

Indeed, a whole generation of women now entering the C 
suite owe their success to a strong command of the technical 
elements of their jobs and a nose-to-the-grindstone focus on ac- 
complishing quantifiable objectives. But as they step into big- 
ger leadership roles—or are assessed on their potential to do 
so—the rules of the game change, and a different set of skills 
comes to the fore. 


Vision Impaired 

Our research drew on 360-degree evaluations of 2,8 1 6 executives 
from 149 countries enrolled in executive education courses at 
Insead. As with most 360-degree exercises, these managers 
filled out self-assessments and invited subordinates, peers, su- 
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pervisors, and other people they dealt with in a professional 
context, such as suppliers and customers, to evaluate them 
on a set of leadership dimensions. In total 22,244 observers 
participated. We focussed on differences between the male 
and female leaders, both in terms of how they saw themselves 
and in terms of how the observers evaluated them. Certainly. 
there were plenty of data to work with, since 20 per cent of 
the executives assessed and 27 per cent of the evaluating ob- 
servers were women. When analysing the data, we controlled 
for the effects of the executives' age and level. 

The first surprise for us, given prior published research, was 
that we found no evidence of a female “modesty effect." 
Quite the opposite: Women rated themselves significantly 
higher than men rated themselves on four of the 10 GEL 
(Global Executive Leadership Inventory) dimensions we 
analysed. And on the remaining dimensions, the women and 
men gave themselves ratings that were about the same. 

Our analyses of how leaders were rated by their male and 
female associates— bosses, peers, and subordinates—also 
challenged the common wisdom. Again based on prior 
research, we'd expected gender stereotypes to lower the rat- 
ings of female leaders, particularly those given by men. 
That was not the case. If there was a gender bias, it favoured 
female leaders: Male observers scored female leaders sig- 
nificantly higher than they scored male leaders on seven di- 
mensions, and female observers scored them significantly 

higher on eight. (See Comparing the 





Ratings of Male and Female Leaders.) 
Ratings on one dimension, however, defied this pattern. 
Female leaders were rated lower by their male observers 
(but not by women) on their capabilities in “envisioning.” That 
deficit casts a large shadow over what would otherwise be an 
extremely favourable picture of female executives. The GELI in- 
strument does not claim that the different dimensions of 
leadership are equal in importance, and as other research has 
shown, some do matter more than others to people's idea of 
what makes a leader. In particular, the envisioning dimen- 
sion is, for most observers, a must-have capability. 
Intrigued by this one apparent weakness, we looked 
more closely at the observers’ ratings. Was a particular 
group responsible for bringing the envisioning scores down? 
Indeed one was. As shown in the graph Whe Says Women 
Aren't Visionary?, the male peers (who represented the majority 
of peers in our sample) rated women lower on envisioning. 
Interestingly, female peers did not downgrade women, con- 
trary to the frequently heard claim that women compete 
rather than cooperate with one another. Our data suggest it's 
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the men who might feel most competitive towards their female 
peers. Male superiors and subordinates rated male and female 
leaders about the same. 


What It Means to Be Visionary 

George H.W. Bush famously responded to the suggestion that 
he look up from the short-term goals of his campaign and start 
focussing on the longer term by saying, “Oh—the vision 
thing." His answer underlines vision's ambiguity. Just what 
do we mean when we say a person is visionary? 

The distinction between management and leadership 
has long been recognised. Most agree that managing for 
continuous improvement to the status quo is different from 
being a force for change that compels a group to innovate and 
depart from routine. And if leadership is essentially about re- 
alising change, then crafting and articulating a vision of a bet- 
ter future is a leadership prerequisite. No vision, no leadership. 

But just as leadership is a question of what one does 
rather than what one is, so too is vision. It encompasses the 
abilities to frame the current practices as inadequate, to gen- 
erate ideas for new strategies, and to communicate possi- 
bilities in inspiring ways to others. Being visionary, there- 
fore, is not the same as being charismatic. It entails “nam- 
ing” broad-stroke patterns and setting strategy based on 
those patterns. (See What Does It Mean to Have Vision?) 

Visionary leaders don't answer the question “Where 


are we going?” simply for themselves; they make sure that 


By involving their male peers in the process of creating a 
vision, female leaders may get less credit for the result. 


those around them understand the direction as well. As 
they search for new paths, they conduct a vigorous ex- 
change with an array of people inside and outside their or- 
ganisations, knowing that great visions rarely emerge from 
solitary analysis. As “practical futurists,” leaders also test new 
ideas pragmatically against current resources (money, peo- 
ple, organisational capabilities) and work with others to 
figure out how to realise the desired future. True strate- 
gists offer much more than the generic vision statements that 
companies hang on their walls; they articulate a clear point 
of view about what will transpire and position their organ- 
isations to respond to it. All of this adds up to a tall order for 
anyone in a leadership role. It’s not obvious, however, why 
it should be a particular challenge for women. 


Perception or Reality? 

As we sought to understand why women fail to impress 
with their vision, research findings from prior studies were not 
much help. To begin with, most attempts to compare men's 
and women’s styles have focussed on how leaders are rated 
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by subordinates. Yet, as we all know, leaders play a key role 
in managing stakeholders above, across, and outside their 
units. Moreover, the vast majority of studies ask partici- 
pants either to rate hypothetical male and female leaders or 
to evaluate “the majority” of male or female leaders they 
know, rather than the actual, specific leaders they know well. 
Empirical studies of gender differences in leadership styles 
have often used populations of students, members of 
diverse associations, and nonmanagers, rather than the 
midlevel to senior business managers we are actually trying 
to understand. 

We turned, therefore, to the experts who were living 
this reality every day: the women participating in our exec- 
utive education programmes. When we asked how they 
would interpret our data, we heard three explanations. First, 
several women noted that they tended to set strategy via 
processes that differed from those used by their male coun- 
terparts. This suggests that what may in fact be visionary lead- 
ership is not perceived that way because it takes a different 
path. Second, we heard that women often find it risky to stray 
away from concrete facts, analyses, and details. And third, 
many women betrayed negative attitudes towards visionary 
leadership. Because they thought of themselves as grounded, 
concrete, and no-nonsense, and had seen many so-called 
visionary ideas founder in execution, they tended to eye en- 
visioning behaviours with some suspicion. Each of these 
interpretations invited serious consideration. 

THEORY 1: Women are equally visionary but in a 
different way. Several of the women who had taken the GE 
survey argued that it is not that women lack vision but 
that they come to their visions in a less directive way than 
men do. One executive put it like this: "Many women tend 
to be quite collaborative in forming their vision. They take 
into account the input of many and then describe the result 
as the group's vision rather than their own." Another said: 
“I don't see myself as particularly visionary in the creative 
sense. I see myself as pulling and putting together abstract 
pieces of information or observations that lead to possible 
strategies and future opportunities." 

Vivienne Cox, CEO of BP Alternative Energy, is known for 
having an "organic" leadership style. She led a team that 
crafted a strategy for moving ВР into alternative energy in 
а more unified and substantial way, by combining a set of 
peripheral businesses such as solar, wind, and hydrogen- 
lired power plants into one new low-carbon-powered unit 
that BP would invest billions in. Ask those involved how the 
new strategy came about, and the answer always involves 
multiple players working collaboratively. One of her key lieu- 
tenants described Cox's approach like this: “She thinks 
about how to create incentives or objectives so that the or- 
ganisation will naturally find its own solutions and struc- 
tures. It encourages people to be thoughtful, innovative, and 
self-regulating.” Cox herself claims that her role is to be a 
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Comparing the Ratings of 


Male and Female Leaders 

in the 360-degree assessments of participants in 
Insead's executive education programme, female 
leaders received higher ratings than male leaders in 
most dimensions of leadership. But in one dimension- 
envisioning-women were rated lower than men. 











| Which | Which leaders ! Which leaders 
leaders rated | did male | did female 
themselves | observers | observers 
higher? | rate higher? | rate higher? 
Envisioning | Neither | Men | Women 
Empowering Neither Neither | Neither 
Energizing ] Women | Women | Women 
Designing and | | | 
aligning Women [Women | Women 
Rewarding | | | 
and feedback Neither | Women | Women 
Team building | Neither | Women | Women 
Outside | | | 
orientation Women Women — | Women 
Global mindset | Neither | Neither | Neither 
Tenacity Е [Women — | Women 
Emotional | | | 
intelligence | Women Women | Women 


"catalyst." She consistently articulates a management 
philosophy in which the leader does not drive change but, 
rather, allows potential to emerge. 

Interestingly, the processes these women describe do not 
hinge just on a collaborative style. They also rely on di- 
verse and external inputs and alliances. At pp Alternative 
Energy, Cox spent much of her time talking to key people out- 
side her business group and the company in order to develop 
a strategic perspective on opportunities and sell the idea of 
low-carbon power to her сво and peers. Her ideas were in- 
formed by a wide network that included thought leaders in 
a range of sectors. She brought in outsiders who could 
transcend a parochial view to fill key roles and invited po- 
tential adversaries into the process early on to make sure her 
team was also informed by those who had a different view 
of the world. Our results hint at an interesting hypothesis: By 
involving their male peers in the process of creating a vision, 
female leaders may get less credit for the result. 

THEORY 2: Women hesitate to go out on a limb. 
Some women responded to our findings by noting that 
they need to base their marching orders on concrete facts 
and irrefutable analysis, not unprovable assertions about 
how the future will take shape. Here, two Democratic can- 
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didates for the 2008 us presi- 
dential race offer an interesting 
parallel. Barack Obama was 
viewed as a visionary, a charis- 
matic communicator offering a 
more hopeful if undetailed fu- 
ture. Hillary Clinton was viewed 
as a competent executor with an 
impressive if uninspiring grasp 
of policy detail. According to a 
recent New Yorker article by 
George Packer, Clinton as much 


455 7 


450 7] № Scores given lo women 
ш Scores given to men 


as admitted that she does notin- 445 ~ 
spire through rhetoric and emo- 
tion. She said: "A President, no 40-4 


matter how rhetorically inspir- 
ing, still has to show strength and 
effectiveness in the day-to-day 
handling of the job, because peo- 
ple are counting on that. So, yes, 





Might women feel they have |. Superiors 


Who Says Women 


Aren't Visionary? 


In 360-degree assessments, women scored 
relatively low on vision, primarily because of 
scores given by their male peers. 


How men and women were rated on vision 





435 4 
430 3 
words are critically important, 054 
but they're not enough. You have 
to act. In my own experience, 420 - 
sometimes it's putting one foot in 
front ofthe other day after day." as - 


| rom men from women, | from men from women 


viewed as proof of an incapacity or 
unwillingness to do otherwise, 
even if the situation calls for it. 
THEORY 3: Women don't 
put much stock in vision. Do 
men and women really have dif- 
ferent leadership styles? Certainly 
a lot of ink has been spilled on the 
question, but the answer provided 
by hundreds of studies, subjected 
to metaanalysis, is no. When other 
factors (such as title, role, and 
salary) are held constant, simi- 
larities in style vastly outweigh 
the differences. The occasional 
finding that women are slightly 
more people oriented and partic- 
ipative tends not to hold up in set- 
tings where there are few 
women—that is, in line positions 
and upper management. But put 
aside the science and ask individ- 
uals for their opinion on whether 
men and women have different 
leadership styles, and most women 


| rom men from women | (and men) answer yes. 





to choose between being seen as 
competent and in control or being 
visionary? Recall Anne Dumas, 
our services executive, and her pride in having a vast, detailed 
knowledge of what is happening in her firm. Often, she told 
us, she'd called on that reservoir of data to defend her position 
against challenges. The same attitude comes through in 
the observation of a management consultant who told us, 
"Men speak more confidently and boldly on an issue, with very 
little data to back it up. Women want to have a lot of data and 
feel confident that they can back up what they are saying." 

A common obstacle for female leaders is that they often 
lack the presumption of competence accorded to their male 
peers. As a result, women are less likely to go out on a limb, 
extrapolating from facts and figures to interpretations that 
are more easily challenged. When a situation is rife with 
threat—when people, male or female, expect that they are 
"guilty until proven innocent"—they adopt a defensive. 
often rigid. posture, relying less on their imagination and cre- 
ativity and sticking to safe choices. 

'The presumption-of-competence effect is compounded by 
gender stereotypes that lead us to expect emotional, collab- 
orative women and rational, directive men. When men 
communicate from the heart or manage participatively, it's 
taken as evidence of range, an added plus. Women's emotional 
communication or inclusive process, by contrast. is implicitly 
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1 (lowest) to 7 (highest) for eight key behaviours. 


This can only complicate the 
solution to the vision deficit. It's 
one thing for a woman who sus- 
pects she is wrongly perceived to resolve to change certain 
behaviours in order to convey the competence and sub- 
stance she has to offer. It's quite another thing when her own 
self-conception has become coloured by the same biases. 

Our interviews with female executives highlighted one 
potential difference in attitude between the genders that 
could explain women's lower ratings on envisioning. We 
suspect women may not value envisioning as a critical 
leadership competency to the same extent that men do or 
may have a more skeptical view of envisioning's part in 
achieving results. Over and over again in our discussions with 
women, we heard them take pride in their concrete, no- 
nonsense attitude and practical orientation towards every- 
day work problems. We were reminded of a comment made 
by Margaret Thatcher: "If you want anything said, ask a man: 
if you want anything done, ask a woman." Many of the 
women we interviewed similarly expressed the opinion 
that women were more thorough, had a better command of 
detail, and were less prone to self-promotion than men. 
Like Anne Dumas, they valued substance over form as a 
means of gaining credibility with key stakeholders. A phar- 
maceutical executive elaborated further: "I see women as 
more practical. Although the women in my organisation are 
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very strategic, they are also often the 
ones who ground the organisation in 
what is possible, what can or cannot be 
done from the human dimension." 


Making the Leadership 
Transition 

Women may dismiss the importance of vi- 
sion—and they may be reassured by the 
many claims made over the years about 
their superior emotional intelligence—but 
the fact remains that women are a mi- 
nority in the top ranks of business or- 
ganisations. Our findings suggest to us 
that the shortfall is in no small part due to 
women's perceived lack of vision. 

The findings of a 2008 study by 
Catalyst researchers Jeanine Prime and 
Nancy Carter and imp professors Karsten 
Jonsen and Martha Maznevski concur. In 
it, more than 1,000 executives from nine 
countries (all alumni of executive edu- 
cation programmes) were asked for their 
impressions of men and women in general 
as leaders. Both men and women tended 
to believe that the two genders have dis- 
tinct leadership strengths, with women 
outscoring men on some behaviours, 
and men outscoring women on others. 
But here's the catch: When people were 
asked to rate the behaviours' relative 
importance to overall leadership effec- 
tiveness, the "male" behaviours had the 
edge. Across countries, "inspiring oth- 
ers"—a component of our envisioning di- 
mension—landed at the top of the rank- 
ings as most important to overall lead- 
ership effectiveness. And what of the ar- 
eas of leadership where men agreed that 





What Does It Mean to 


Hav Vi i 

e Vision? 
Across studies and research tradi- 
tions, vision has been found to be 
the central component in charis- 
matic leadership and the essence 
of the oft-noted distinction be- 
tween management and leader- 
ship. But what does it look like in 
action? As detailed by the Global 
Executive Leadership Inventory, 
behaving in a visionary way is a 
matter of doing three things well: 


Sensing opportunities and threats 

in the environment 

esimplifying complex situations 

eforeseeing events that will affect 
the organisation 


Setting strategic direction 

e encouraging new business 

e defining new strategies 

e making decisions with an eye 
towards the big picture 


Inspiring constituents 

echallenging the status quo 

e being open to new ways of 
doing things 

einspiring others to look 
beyond limitations 


cess in building a loyal, high-perform- 
ing team. But her boss saw her capabili- 
ties differently. By this point in her career, 
he expected her to sense emerging trends 
orunexploited opportunities in the busi- 
ness environment, to craft strategy based 
on a view of the business as opposed to a 
view of her function, and to actively 
work to identify and bring on board 
stakeholders. Eventually a proposal came 
from outside her division calling for a 
radical reorganisation of it. Still focussed 
on making continuous improvement to 
the existing operation, Susan lacked the 
networks that would have helped her 
spot shifting priorities in the wider mar- 
ket and was blindsided by the idea. 

It's often observed that the very tal- 
ents that bring managers success in mid- 
level roles can be obstacles to their taking 
on bigger leadership roles. That was 
Susan's situation, and it's possible that it 
is a common trap for women. Having 
had the message drummed into their 
heads that they must be rational. non- 
emotional, and hyperellicient, they might 
actually place a higher value than men on 
knowing the details cold and getting the 
job done. That, in turn, makes their lead- 
ership transition more difficult, because 
they stick with what they know longer. 
Another woman we interviewed, this 
one an investment banker, captured the 
scale of the challenge. "It's like my whole 
basis for existence is taken away from 
me," she told us, "if I can't rely on the 
facts." Her words reminded us that an ex- 
ecutive's accustomed approach and style 
define who she is as a leader. To walk 


women were stronger? Let's take women's standout ad- 
vantage: their much greater skill at "supporting others." 
‘That one ranked at the bottom of the list. As a component of 
overall leadership effectiveness, it was clearly not critical 
but merely nice to have. 

We've seen how these priorities play out at close hand, 
in the personal stories of women we study. Particularly at 
midcareer, when senior management sizes up the leadership 
potential of competent managers, they take their toll. A 
manager we'll call Susan offers a cautionary tale. A strong 
performer, Susan rose through the functional ranks in logistics 
and distribution, thanks to her superior technical and people 
skills and belief in running a tight ship. As a manager she prided 
herself on her efficient planning and organising and her suc- 
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away from them is to be left without a clear sense of identity. 

The challenge facing women, then, is to stop dismissing 
the vision thing and make vision one of the things they are 
known for. In a senior leadership role, it's the best use of their 
time and attention. It's a set of competencies that can be 
developed. And of all the leadership dimensions we meas- 
ured, it's the only thing holding women back. © 
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Across businesses ranging from engineering to personal 
products, Azim Premji has quietly built a non-IT portfolio 
that's worth a billion dollars-that's roughly a fourth of the 
annual revenues of the infotech flagship. Somewhere in that 
assortment may lurk Wipro's Next Big Thing. RAHUL SACHITANAND 


i.n an office located down a 

“narrow passage in the C block 
Jipro’s Sarjapur Road head- 
; 47-year-old Vineet 
‚ President of Wipro 
BH Consumer Care and Lighting 
(wect), is up to his elbows in work. 
Agrawal is wrapping up quarterly 
reviews and planning strategy for a di- 
vision that is as old as the company it- 
self (which started in 1947 as Western 
India Palm Refined Oils. a vegetable oil 
trading company). After a few quar- 
ters of struggle, this unit is finally 
showing some signs of stability, with 
its Santoor soaps sneaking ahead of 
Dettol to become the third-most 
popular personal wash brand across 
urban and rural India. 

Now, Agrawal, who joined Wipro 
way back in 1982, is looking to take 
his company to the next level by first 
expanding his consumer care prod- 
ucts out of India into East Asia and be- 
yond, and then rapidly ramping up a 
slew of new initiatives he has either 
built or bought over the last few years. 

Agrawal is only one part of the 
emerging face of Wipro, a company 
most readers would immediately link 
to its $4 billon-plus (Rs 19,200-crore- 
plus) rr business. But there's much 
more, both old (other than vegetable 
oil and consumer care, there's also 
hydraulics) and new (clean energy 
and waste). The result? An eclectic 
and seemingly esoteric mix of busi- 
nesses that aren't even remotely con- 
nected to each other—but which ac- 
count for a billion dollars or roughly 
25 per cent of Wipro's total revenues. 
For Wipro Chairman Azim Premji. 











amidst this apparent madness lies a 
clear-cut method—and huge 
prospects. “We do this (diversify) 
strategically, looking into the mid 
and long term, and making defini- 
tive bets on what Wipro should be 
doing, and which opportunities 
should we be creating and pursu- 
ing,” says Premji, the architect of the 
soaps-to-software conglomerate. 

Long-time Wipro watchers say 
that Premji prefers to make 
opportunistic moves into segments 
with massive—and latent—potential, 
adding its own twist to the conglom- 
erate approach of large Indian busi- 
ness houses. “When Wipro started 
the rr business, it was one of the (hid- 
den) gems,” points out Bala 
Balachandran, the J.L. Kellogg 
Distinguished Professor Emeritus of 
Accounting and Information 
Management at Northwestern 
University, and Founder and Dean, 
Great Lakes Institute of Management, 
Chennai. "(Premji) found rr to be a 
strategically a superior opportunity. 
As a company Wipro is a nexus of 
opportunities rather than simply a 
diversified conglomerate." 

Just one manifestation of that 
"nexus of opportunities" is visible in 
consumer care and lighting, where 
the company is looking beyond its 
core business of soaps and bulbs into 
emerging categories of health foods. 
These include a honey range and 
sugar substitutes, which Wipro is 
rolling out nationally. And last fort- 
night, Wipro closed a deal to buy the 
Asia-Pacific and North Africa business 
of Yardley, a personal care products 


Beyond IT 


Wipro is looking to expand beyond 
its staple business. 


® Wipro is the world leader in hydraulic 
cylinders, which are the heart of heavy 
equipment such as tippers, excavators 
and earthmovers, a little-known fact. 


® It is investing in clean energy and water, 
pinpointed by Premji as a key long-term 
prospect. Already, it has a 300-strong 
team with some 90 energy specialists. 

® Wipro Consumer Care and Lighting has 
forayed into chairs, furniture and storage. 
It is betting on a transition to modular 
designs from carpentered furniture. 


® Wipro-GE Healthcare, in which the 
company owns a 49 per cent stake, 
generates $300 million in revenue. 


Billion-Dollar Baby 


Wipro's non-IT businesses are 
gathering steam. 
$417 m 


$300m $300m 








Source: Company and industry estimates 
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brand, which is part of the $650 
million Lornamead Group. The 
Rs 215-crore deal for the more than 
two-century-old Yardley will help wea. 


string together a complete range of 


personal care products. 


A World Leader 


However, if there is one business where 
Wipro can claim to be a world leader, 
it isn't rr or its consumer care and 
lighting business. In his fifth floor office, 
Anurag Behar, 41, the CEO of Wipro 
Infrastructure Engineering, makes 
that claim. According to him, Wipro is 
perhaps the world's #1 maker of hy- 
draulic cylinders, which are at the 
heart of heavy equipment such as tip- 
pers, excavators and earthmovers. 
The company, which was a $20-mil- 
lion business until 2004, rode the eco- 
nomic boom—especially sustained 
spending on infrastructure projects 
such as the Golden Quadrilateral—to 
become a $300 million (Rs 1,440 
crore at current rates) entity by 2008. 

For a business that generates $300 
million in revenue for Wipro, its Ју 
with GE for the healthcare business, 
Wipro-ce Healthcare, gets scant 
attention. The venture, where Wipro 
holds a 49 per cent stake, was 


Buy, Then Build 





"We're betting on a transition from 
carpentered furniture towards more 
modular designs" 


Vineet Agrawal, President, Wipro Consumer Care and Lighting 


recently reshaped when three related 
businesses, СЕ Medical Systems India. 
GE Healthcare Life Sciences and GE 
Healthcare Medical Diagnostics, were 
absorbed into it. The 19-year-old entity 
is growing at 25 per cent annually— 
double the rate of the $3 billion (Rs 
14,400-crore) industry—and is 


Wipro has used acquisitions to foray into new segments. 


COMPANY CATEGORY VALUE 

Yardley Personal Care $45.5 million 
Africa business) 

Aquatech Industrial Water na 

Industries Purification System 

Unza Personal Products $246 million 
Hydrauto Hydraulic Components АТА 
Group & Solutions $31 million 
Northwest Lighting na 

Switches 

Glucovita Energy Drink na 

Chandrika Soap na 





102 BUSINESS TODAY November 29 2009 
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expected to also double its revenues 
in three to five years. 


Picture of the Future 


However, the picture of Wipro two 
decades from today may be dictated by 
a team of some 300 people working 
across two segments—clean energy 
and water—which the company has 
identified as key to its long-term 
prospects. The process of identifica- 
tion happened two years ago. when 
Wipro's top managers and board met 
to discuss the future direction of the 
company and decided that these two 
areas would lie at the centre of its future 
strategy. "We think that ecology will be 
the defining issue for humanity and for 
the planet for the next few decades." 
says Premji. "This is why we have in- 
vested in businesses in renewables, 
water treatment and reuse, and added 
LEDS to our lighting unit and Green rr to 
our IT division." 

The 300-strong team includes 
some 90 energy specialists, who 
provide solutions on the use of clean 





energy to companies. The company 
claims to be have implemented 30- 
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odd contracts for companies such as 
Dabur, ов and Asian Paints to 
improve their energy efficiency and 
increase the use of renewable energy 
sources. For the second quarter of this 
fiscal, Wipro Eco-Energy reported deal 
wins amounting to over Rs 75 crore, 
including contracts to set up a 'green' 
data centre and factory. 

On the water front, Wipro made 
its first clear move when it acquired 
Aquatech Industries back in December 
2007 to increase its presence in the 
commercial water purification market. 
Wipro's using its own water recycling 
initiatives—it reuses 65 per cent of 
water at its Electronics City campus 
near Bangalore—to promote this nas- 
cent business. For the moment, at least, 
the water business will be focussed on 
India, before possibly expanding into 
Asia and beyond. "In India, just 0.2 
per cent of water is recycled, compared 
to 10 per cent in Australia," says Behar. 


Wipro by the Numbers 


In terms of accounting, consumer care 
is the smallest of the three declared 
businesses—the other two being її 
services and products/hardware— 
accounting for 9 per cent of Wipro's 
revenues. Acquisitions of Glucovita 
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(glucose drink) and Chandrika (soap) 
in 2003 did give it a leg-up, but the 
game changer, according to Agrawal, 
was the acquisition of Unza Holdings, 
a Singapore-based personal care prod- 
ucts marketer, for $250 million in 
June 2007. Unza instantly gave Wipro 
access to key markets in South-East 
Asia, especially Indonesia, which many 
people see replacing Russia in the BRIC 
classification of emerging markets. In 
the first quarter of the current fiscal, 
Unza's volumes grew 13 per cent to Rs 
231 crore, with Vietnam leading the 
pack as far as growth goes (at a rate of 
45 per cent), followed by China and 
Indonesia. Overall, Unza accounts for 
40 per cent of wccr's revenues. 


In the Big League 


Wipro's Santoor is the third- 
largest selling soap. 





Source: Nielsen 
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Patchy Record 
Over the last decade, Wipro has made 
several attempts to enter new busi- 
nesses, with limited success. While it 
did make an opportunistic entry into 
rr in the late '70s, when igm left India, 
and has grown from strength to 
strength, other businesses have not 
been so successful. For example, in 
2002 Premji sold the 10-year-old 
Wipro Finance, having made little 
headway in a competitive market, 
and also shut down its Internet service 
provider business Wipro Net around 
the same time. The top brass avers 
that they're not emotionally attached 
to any business—particularly those 
that don't make the cut. "If we are 
not among the top few players in the 
market, we will get out of these 
businesses," Suresh Senapathy, cro, 
Wipro, says. Premji is more precise. 
“(We want to) be in the top two 
(positions) in their respective sectors 
not just from the stand point of 
financials and market share—but also 
in technology and innovation, 
customer satisfaction and quality." 
This patience may be severely 
tested by the current slowdown, which 
has especially hit the fortunes of 
Wipro's infrastructure engineering 
activities. According to some industry 
estimates, the revenues for the busi- 
ness have come down from $250 mil- 
lion in 2007-08 to $200 million in 
the last fiscal, as orders have dried up 
from struggling mining, real estate 
and infrastructure companies, which 
form a large chunk of its customer 
base. "There is little sign of a recovery 
in Europe, but we have been un- 
touched in India," says a defiant 
Behar. He's betting on a strong re- 
covery, first in India and the emerging 
markets, followed by the developed 
countries, to reignite growth. As a 
regular and fanatical runner, Behar 
seems to be preparing more for a 
marathon rather than a 100 
metre-dash. © 
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PROFILE-RAJINDER MIGLANI 


Galvanised 
Again 


When this trader turned into a manufacturer of galvanised 
steel, he had to run around to buy the raw material. Today, 
Rajinder Miglani has got ArcelorMittal, the world's largest 
steelmaker, as a stakeholder, co-promoter-and supplier. 
For ArcelorMittal's L.N. Mittal, it is the first footprint in India. 


MANU KAUSHIK 


ailing from a well-off family, he 
started his business as a hobby, 
with no grand vision. First came 
trading, then manufacturing. 
Today, Rajinder Kumar Miglani, 
Chairman & Managing Director 
of Mumbai-based Uttam Galva Steels Ltd., is a partner 
of Lakshmi М. Mittal, сво of ArcelorMittal, the world's 
largest steelmaker, which picked up a stake of 5.6 per 
cent in the galvanised steels major in September. 
Who is this man on whom Mittal has such faith 
at a time when his own showpiece projects in India 
are stuck on the drawing board? Miglani, 63, is not 
your typical hotshot dealmaker, but the two have 
known each other since their teens. So, when Mittal 
came looking for value-addition in India, it was nat- 
ural for him to seal a deal to become a co-promoter 
of Miglani in Uttam Galva and schedule an open 
offer for November to take his stake up to 35 per cent. 
Miglani started off'in the sixties by importing gal- 
vanised steel—or steel with a coating of zinc to 
make it corrosion resistant. Galvanised steel is used 
by white goods manufacturers and in the general en- 
gineering and construction space. Uttam Galva's con- 
sumers today range from Videocon, Whirlpool, LG 
Electronics and Bajaj Electricals to Tata Motors, 
General Motors, Piaggio and Fiat. 
At that time, the Indian market was puny. By 
1985, he had become the largest importer of gal- 


vanised steel, feeding half the total consumption of 


2,00,000 tonnes. "During those days, the demand for 
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galvanised steel was growing stupendously,” recalls 
Miglani. "Since I was importing huge quantities and 
had expertise in marketing it, I thought it would be 
logical to put up a production line." 

Miglani had to negotiate hurdles put up by the 
integrated steel majors, who did not want a local 
rival, and bureaucrats who were reluctant to 
give a manufacturing licence to a trader. Getting 
the licence (it took a year) turned out to be the easy 
part; to manufacture galvanised steel, Uttam 
Galva had to either buy cold-rolled steel sheets 
from local producers or import them in the face of 
duties of up to 150 per cent. 

"Today, we have the luxury of placing orders 
over the phone, but there have been times when I 
had to personally visit different steel mills across 
regions," recalls Miglani. As a new player, Uttam 
Galva had a credibility problem. Going abroad was 
equally tough. "Restrictions on visas and foreign cur- 
rencies only aggravated the problems," he says. 

As a manufacturer, Miglani remained the 
first mover for just three or four years. When the 
government de-controlled steel prices and cut 
import duties, all steel players had to check 
production costs and focus on quality. 

"As the market turned dynamic, everybody— 
small and big players—went about doing rapid 
capacity expansion and backward integration. 
Survival... was challenging," recalls Miglani. 

He also set up his own cold-rolling facility 
and went downstream into colour-coated steel. 





“Today, we have the luxury of 
placing orders over the phone, 
but there have been times 
when | had to personally visit 
different steel mills 

across regions” 


CMD, Uttam Galva Steels 
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"The idea behind setting up a ск coil 
unit was to minimise the wastage ol 
raw material and speed up execu 
tion," says Miglani. Facing tough 
competition from the integrated play 
ers, Miglani specialised into niches 
“Historically, the cost structur 
of an integrated steel mill is com 
petitive compared with players like 
us," Miglani says. So, Uttam spé 
cialised in sizes and grades that no 
body could match. Besides, Uttam 
has never added capacity on on 
product, preferring to diversify 


product mix constantly 


The Mittal Connection 


It was during his days as a trader tha 
Miglani got to know L.N. Mitta 
through his father. "He was a friend o 
Mohal Lal Mittal, father of L.N. Mittal 
In fact, M.L. Mittal taught me a lot 
of things about this industry when 
was young." Miglani says 

"When L.N. Mittal thought o 


establishing his first manufactur 





ing presence in India, he chose u 
think his interest in Uttam has em 
tional sense as well," adds Miglan 
Uttam Galva's small galvanising 
capacity of 30,000 tonnes 
annum in 1985 has grown t 
mtpa. It also has a 1 mtpa cold-1 
coils line, equal to 1 1 per cent of India 
total, and a colour coating lii 


For Mittal, however, it is not ju 





PROFILE-RAJINDER MIGLANI 


emotion that got him into Uttam 
Galva. "With a one-million tonne 
capacity, Uttam Galva is a fairly 
good-sized value-added steel com- 
pany... Over the last few years, the 
company has shown excellent 
growth with high levels of produc- 
tivity. The alliance will be an im- 
portant component of our overall 
strategy for India," Mittal says. 
Big consumers like Videocon's 
Venugopal Dhoot swear by Miglani's 
business acumen. “His in-depth 
knowledge about the steel industry 


vanising line. And half his imports 
are from ArcelorMittal. "We buy 
bulk of our raw material from var- 
ious facilities of ArcelorMittal and 
expect this deal to ensure supply 
priority," says Ankit Miglani, son 
of Rajinder Miglani. 

"In recent times, HR coils prices 
have jumped significantly higher 
because of an artificial shortage," 
says Ankit. India has imposed safe- 
guard duties, with international 
prices lower than domestic ones. 
"The deal will ensure that we con- 


and understanding ofthe client's de- “The alliance will be an tinue to serve our customers at 
mand is excellent." says Dhoot, also a important component of our competitive prices," says Ankit. 
close friend of Miglani. Videocon buys overall strategy for India" Second, the Miglanis now have 


galvanised and colour-coated steel 
for the bodies of the domestic appli- 
ances that it makes. 

Miglani is betting on Mittal's Midas touch to im- 
prove the stakeholders' value in Uttam Galva. "Our 
long-term goal is to replicate the success story of Italy- 
based secondary steel giant Marcegaglia...Except scale, 
we are quite similar to them in terms of product line 
and clientele," he says. 

Under the deal, done in the first week of September, 
the stake takeover will happen in three stages. In the 
first, ArcelorMittal bought 5.6 per cent for about Rs 80 
crore. In November, the Mittals are scheduled to buy 
about 35.2 million shares or 29.4 per cent in Uttam 
Galva. This will turn ArcelorMittal and Uttam Galva's 
stakeholders into equal partners. If the 
open offer gets poor investor response, 
the Miglanis will offer ArcelorMittal such 
number of shares that will ensure that 


Lakshmi Mittal, CEO, ArcelorMittal 


ONE FOR ME, 
ONE FOR YOU... 


easy access to ArcelorMittal's 
know-how and technology. Uttam 
Galva produces galvanised sheets 
ranging from 3mm thickness to as thin as two sheets of 
A4 printer paper, and exports its products to 142 
countries. By value, exports accounted for almost half 
its total sales in 2008-09. 

"There are many high-end technologies that we are not 
able to use currently. It would have taken years for us to 
adopt these as a standalone company." says Ankit. Uttam 
Galva will also be able to ride ArcelorMittal's global distri- 
bution network. 

ArcelorMittal will get a ready market for its products. 
The global downturn has forced ArcelorMittal and many 
of its rivals to run at half their capacity in the first half of 
2009-10. 

"ArcelorMittal is committed to build- 
ing an operational presence in India, which 
is an exciting growth market for steel con- 


both have an equal stake (22.5 per cent). ArcelorMittal gets: sumption... there is an additional strategic 

Says Rakesh Arora, Associate Director, ө First manufacturing benefit as we will be able to provide hot- 
Macquarie Capital Securities: "If you go by presence in India rolled coil from our greenfield projects in 
the size ($100 million), it is nota very big = : harkhand and Orissa," says Sudhir 
le oe Arcel em 1: H № 8 г "à ре • Ready market amid + shwari, Membe roa M s 2 t ont 
deal for ArcelorMittal. However, € _ global downturn Maheshwari, Member, Group Managemen 


Miglanis, the deal means a lot." 


Board, ArcelorMittal. 


The deal gives ArcelorMittal its first 


e Buyer for HR coils from 


ArcelorMittal expects developing mar- 


manufacturing presence on the ground. planned projects kets such as India, China, Brazil, Eastern 
Mittal's plans to set up integrated steel Europe and Turkey to drive demand, 
plants in Orissa and Jharkhand are stuck, Uttam Galva gets: especially for value-added products. 


largely because of issues related to allocation 
of raw material sources, land acquisition and 
environmental clearances. 


Alliance Benefits 
For one, Miglani has to import the нк 
coils that he cold-rolls to feed his gal- 
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e Assured source of 
HR coils 


è Access to huge global 

marketing network 

e Access to know-how 
& technology 


"As demand for consumer durables, 
automobiles and industrial machinery 
grows, we expect demand for speciality 
cold-rolled steel products to grow at a fast 
clip." says Miglani. (9 
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PHARMA SPECIAL 


While MNCs are invading India in a desperate quest for new markets, Indian 
pharmaceutical firms are struggling to expand and rise up the value chain 
in a tough, competitive environment. The result? A brand new world of 
alliances, collaborations and acquisitions that will redefine the industry 


for the next few decades. к. kumar SHARMA 






oday's top-tier Indian pharma companies 
will either cease to exist in their current 
form or find the way they conduct their 
business significantly altered," says 
Malvinder Mohan Singh, former promoter 
of Ranbaxy (and current group Chairman, Fortis 
Healthcare and Religare Enterprises). At first glance, 
this comment comes across as little short of sensational. 
But then, Singh knows a thing or two about the Indian 
pharma landscape, having opportunistically cashed out 
by selling his company to Japanese drug giant Daiichi 
Sankyo in a deal valued at over Rs 9.000 crore. Also, a 
quick scan of the Indian pharmaceutical landscape reveals 
that an upheaval has already begun. What could have 
precipitated the unravelling of an industry that, only 
ten years ago, was heralded as a future star? 

On the home front, the problems are self-evident: 
Indian firms are still nowhere near producing a new 
drug. In the generic drug space—most Indian players аге 
focussed on generics—firms have yet to claw their way 
to the upper tiers of the global generic industry valued at 
around $100 billion (Rs 4.8 lakh crore) and occupied by 
companies such as Teva and Watson. At one point, a 
decade or so ago, Indian generics were buoyant at the 
prospect of numerous drugs going off-patent, hoping 
to quickly capitalise by pushing out cheap, generic 
versions of them. What they did not anticipate were 
canny moves by foreign pharma to protect their turf by 
churning out ‘authorised’ generics, selling ‘branded’ 
(but not patented) versions of their original drugs for 
higher prices and taking the battle to the upstarts by 
also wading into the generics business. 

If all of this weren't enough to produce bouts of anx- 
iety amongst Indian firms, foreign pharma giants, strug- 
gling with growth rates of 3-4 per cent in their own 
markets (the global pharma market is valued at around 
$800 billion, us alone at $300 billion ) are storming 
the citadel of Indian generics—a market of $8 billion 


Indian firms are being 
snapped up by MNCs... 
RANBAXY Ranbaxy, 91.6 billion, by 


Daiichi Sankyo, Japanese, 


$7 billion 


Dalichi-Sankyo 


Shantha Biotechnics, 


$44 million, » 


A Sanofi Pasteur, subsidiary 


A of Sanofi-Aventis, French, 
агаа $40 billion 


Figures in red are revenues at the time of acquisition 


...While many are being 
forced into alliances... 


Pfizer-Aurobindo: Expected to strengthen Pfizer's 
generic product portfolio in regulated markets and 
reduce dependence on branded products. 


Pfizer-Claris Lifesciences: Expected to sell 


Claris's injectable products under its own brand пате, 


GSK-Dr Reddy's: Partnership is expected to 
strengthen GSK's portfolio in emerging markets. 


...Decause... 


Æ Indian firms have not been able to innovate by 
themselves or have had difficulty entering 
important markets abroad. 


Æ Global pharma MNCs, experiencing slow growth 
at home, desperately need new markets. 
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PHARMA SPECIAL 


(Rs 38,400 crore) but growing rapidly at around 14 per 
cent. India, with the 4'^ largest pharma market in terms of 
volume and 1 3'^ in terms of value is obviously the place to 
be today. "Developing countries like India, with their 
growing middle class, represent a vital opportunity for 
geographic expansion, given that only 35 per cent of the 
population has access to medicines," says Ranjit Shahani, 
President of the Organisation of the Pharmaceutical 
Producers of India (orp!) and the Vice President and 
Managing Director of Novartis India. This means a rash of 
deals where ммс$ are either looking aggressively for ac- 
quisitions, or some kind of partnership with Indian firms. 

Perhaps the biggest catalyst for Indian Pharma was the 
Hatch Waxman Act in the vs 
that, while protecting the intellectual property of innova- 





legislation passed in 1984 


tors, also opened up opportunities for companies to de- 
velop safe and affordable generics. This transformed the us 
drug market and electrified generic companies—including 
Indian ones. Firms like Teva, Sandoz and Mylan emerged 
as the biggies to beat in the generic game. Many Indian 
players, led by Ranbaxy, Dr Reddy’s and others, also started 
aggressively filing ANDAs (abbreviated new drug applications) 
in the late 1990s, while chasing drugs that promised 180- 
day market exclusivity. The flip side of all of this is that 
today, competition in the us is cutthroat as the generics mar- 
ket has become heavily commoditised, compelling Indian 





companies to acquire a global footprint—especially in 


growth markets such as Latin America and Africa—instead 
of just relying on the us. 
Singh says that he was able to read the tea leaves 





“Developing countries like India represent a 
vital opportunity for geographic expansion” 


Ranjit Shahani, VP & MD, Novartis India 
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“India will play a key role on the global 
pharma landscape... But will Indian 
companies? That is the question" 
Malvinder Mohan Singh, former promoter, Ranbaxy 


about this impending shake-out way back when he was 
meeting regularly with ceos and chairmen of Big Pharma. 
"It was clear that they would need a strong presence in the 
emerging markets and build a model that sees the coming 
together of innovation and generics," says Singh. How 
accurate was he? After the Daiichi Sankyo deal, Singh 
points out that Sanofi picked up the largest branded gener- 
ics company in Central and Eastern Europe (Zentiva), 
one in Latin America (Medley in Brazil), Shantha 
Biotechnics in India and is still scouting for others. 
Moreover, Gsk picked up a company in Egypt, in Pakistan 
(Bristol-Myers Squibb Pakistan), took a stake in a company 
in South Africa (Aspen Pharmacare) and now has an 
alliance with Dr Reddy's. Pfizer—largely seen as the one 
company not inclined to get cozy with generics—now 
wants to enter the generics market as well. Merck. too, is 
talking about getting into biogenerics. 

If foreign competition wasn't already tightening the 
screws on Indian pharma, other developments have 
dragged these former high-fliers down to earth. Glenmark 
Pharmaceuticals has faced two major setbacks in the last 
year—its trial for 'Oglemilast', aimed at treating patients 
with chronic obstructive pulmonary disease (corp) didn't 
achieve satisfactory results; it also had to suspend clinical 
development of cRc 6211, which was to treat osteoarthritis 
pain. Even more damaging, the Rs 4,300-crore Sun 
Pharma faced some heat in June this year when the vs Food 
and Drug Administration (USFDA) seized drugs manufactured 
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PHARMA SPECIAL 


by its us subsidiary Caraco Pharmaceutical Laboratories at 
its Michigan facilities for "repeated manufacturing standards 
violations". Reports suggest that Caraco isn't the 
only one at the receiving end of the FDA's wrath. “The 
regulatory environment is far more rigorous than was 
hitherto imagined," says Utkarsh Palnitkar, Partner, Ernst 
& Young India. 

India, of course, will remain a hot zone for compa- 
nies peddling drugs, but how will Indian companies fare in 
this new landscape? "India will continue to play a key 
role in the global pharmaceutical landscape in R&D (in- 
novation and generics), 
manufacturing and in the 
global generic market as a 
provider of high quality. 
cost effective medicines," 
says Singh. "But will it 
be Indian companies who 
will play a key role? That is 
a question which is up for 
grabs." he adds. g&v's 
Palnitkar says that global 
pharma have the choice 
of looking at Indian com- 
panies either as contract 
manufacturing organisa- 
tions (CMOS) or as acquisi- 
tion targets. However, he 
thinks that acquisitions 
may be cumbersome, 
due to existing contracts 
with competitor global 
pharma firms. 

Others feel that the 
sheer expanse of the gener- 
ics market in India and the 
expertise of Indian firms in 
catering to this market 
make these firms indispen- 
sable. "If you look at the 
generic companies glob- 
ally, Indian companies are 
one of the biggest in the world and have the scale and the foot- 
print to be able to partner a global company." says Dr Hasit 
Joshipura, мо. GSK India and vr, South Asia, ок. That to him 
is one reason why csk tied up with Dr Reddy's in India for 
catering to its emerging markets needs. Some, like 
Wockhardt, are not even interested in a partnership. "We 
have received offers but I am not interested in selling out as 
I believe that there is a great opportunity ahead.” says 
Habil Khorakiwala, Chairman ‚Wockhardt. (At the time of 
writing, Pfizer was reported to be taking a close look at 
Wockhardt's biotech business.) His logic is simple but com- 


Niche Therapies 


Complex Generics 


Incremental Innovation | 


Difficult Market 


Source: Morgan Stanley 
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Indian generics compete with the best... 





... and are exploring new growth areas. 
Segments 





pelling. “In 2001, about 80 per cent of the industry's global 
growth in dollar terms came from the developed countries. 
In 2008, 84 per cent ofthe growth came from emerging mar- 
kets. There is a tectonic shift taking place. Toda y, emerging 
markets contribute 21 per cent of the global pharma industry. 
In next 20-25 years, it will be 50 per cent. In this emerging 
market reality, India plays an important role,” he adds. 

So what will Indian pharma look like in five years? 
We take a look at Wockhardt whose problems—including 
huge debt because of acquisitions and currency hedges 
gone horribly awry—are emblematic of many Indian 
firms today (see Saving 
Wockhardt, pg 116). Its 
fortunes could very well 
inform how Indian 
Pharma evolves. Another 
feature explores a less- 
heralded stalwart of 
the pharma landscape, 
Mankind (see The New Face 
of Indian Pharma, pg 120), 
which through its unusual 
business model, has been 
able to take the battle to 
global as well as local 
generics. 

Whichever way you 
look at it, for Indian 
pharma to keep abreast of 
the rapidly changing dy- 
namics of this global in- 
dustry, they need to grow 
right—build scale, file 
more ANDAs and enter both 
new therapies and new 
markets. This means 
adopting both value as 
well as scale as a strategy, 
according to a recent 
Morgan Stanley report, 
and targeting what the re- 
port calls “higher hang- 
ing fruit”—difficult markets (Japan, Latin America, Africa), 
complex generics (controlled release, combination drugs, 
hormones) and incremental innovation (new molecules, 
novel drug delivery systems, better-targetted drugs) which 
are substantially more high-value products than low- 
margin generics. This may be a tall order for Indian 
Pharma, but in order to survive—and come out on top— 
in the years ahead, any other plan of action may be a 
prescription for a quick demise. © 
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The pharma high flier has been hammered by derivative losses and is 
choking on a mountain of debt. The good news: Some deft financial 
restructuring has given both promoter and industry hope. virenora verma 


ockhardt Limited 
has always been 
a pioneer in the 
Indian pharma 
space. Led by the 
indefatigable 

Habil Khorakiwala—a Master's in 
Pharmaceutical Science from Purdue 
University—it was the first company 
in Asia to produce recombinant 
human insulin. Khorakiwala, who 
founded Wockhardt in the early 
1960s after his father Fakhruddin 
Khorakiwala acquired Worli 
Chemicials Works in 1959, had 
ambitions to venture into the world of 
biotechnology when few were doing so 
in the country. He set up a biotech- 
nology park in Aurangabad to cater to 
10-15 per cent of the world's major 
biopharmaceuticals, was an early 
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mover in the world of acquisitions by 
snapping up Wallis Laboratory in the 
UK in 1998, and was also among a 
handful to have set up hospitals under 
a corporate structure. 

Considering this storied history, 
Wockhardt's recent, dramatic plunge 
in fortunes is all the more poignant. 
Trouble first began for the firm when it 
dived into the overseas acquisitions 
game around 2007, racking up debt of 
Rs 4,235 crore by December 2008. 
The firm also took a bath when it de- 
cided to hedge its exports in 2008— 
comprising 70 per cent of the com- 
pany's revenues—ploughing a deep 
crater in its finances as the firm now 
had to make provision for mark-to- 
market (мтм) losses. The result of this 
double whammy was that its interest 
cost jumped 200 per cent, foreign- 


exchange loss of Rs 581 crore and net 
loss of Rs 139 crore were posted for the 
financial year ended December 2008. 
This year, the numbers haven't gotten 
any better. 

Naturally, the big question on the 
lips of industry watchers and ana- 
lysts is can a wounded Wockhardt 
survive the future years as an inde- 
pendent entity at a time when Indian 
pharma is going through its strongest 
litmus test yet? 

The good news for Khorakiwala, 
Chairman, is that analysts and 
bankers tracking Wockhardt think 
that the trouble for the company is 
more financial than operational. 
“Wockhardt has a good portfolio of 
generic drugs and has presence in 
major markets like the us, Europe and 
India," says Anup Kapadia, Director at 





ARMA SPECIAL-WOCKHARDT 
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investment bank Rothschild. Its sub 
sidiaries in the us and the vk have all 
performed well with its uk wing post 
ing 17 per cent growth rate against 


ne 
per 


the industry's average of 4 
cent—that too, during a slowdown 

Meanwhile, Khorakiwala has been 
hard at work trying to ease his com 
pany's pain. "All our businesses are 
generating cash flow now across 
locations," says he. Other than oper 
ating cash flow, he says the corporate 
debt restructuring (CDR) package by 
the firm's Indian lenders has provided 
a strong backbone for its operations in 
the future. The company has been 
able to do the restructuring for loans 
worth Rs 1,100-1,200 crore with 
average interest rate of around 10 per 
cent compared to over 12 per cent 
previously. Lenders have also made 
a provision of priority loans for meeting 
short-term requirements. In addition, 
the promoters are expected to inject Rs 
70 crore of equity into the firm. This is 
the right stuff for a company trying 
to rectify its short-term asset-liability 
mismatch, say analysts. 

More importantly, industry 
watchers say that the commitment 
of the promoters in the company 
is perhaps the strongest indicator 
that the company will emerge from 
its doldrums. "Selling 3-4 assets at 
attracive prices in less than three 


"We have received 
offers but | am not 
interested in selling out 
as | believe that 
there is a great 
opportunity ahead" 


CEO, Wockhardt 


months shows that the promoters 
are very much interested in run- 
ning the company," says a phar- 
maceuticals analyst, who de- 
clined to be named. He says 
Wockhardt could have easily 
postponed the sale of its assets 
as the сов package had set a 
deadline of 2015 for the sale. 
Instead, Khorakiwala says the 
company will use around Rs 500 
crore to repay the debt to its 
lenders from the Rs 770 crore 
that it will raise from the sale of 
three businesses. Experts say sell- 
ing part of the Wockhardt 
Hospital (not part of Wockhardt 
Limited) to Fortis Healthcare for 
Rs 900 crore also shows com- 
mitment to pare down debt. 
Still, the firm is far from out of 
the woods. Observers point out 
that Wockhardt could face some 
cash flow problems in the next 
4-5 quarters due to declining 
operating profit margins, mainly 
due to the slowdown in the us 
and Europe. "The margin pres- 
sure has intensified in the wake of 
the economic slowdown as chan- 
nel intermediaries have taken 
active measures to prune inven- 
tories by 50-75 per cent,” says 
V. Krishnakumar, Executive 
Director, Avendus Capital, an 
investment banking and stock 
broking firm. The pressure on 
cash flow can be seen from the 
fall in the operating profit by 
almost 14 per cent to Rs 441 
crore in the first nine months of 
the current financial year over 
last year. However, company 
sources say they do not expect 
this to significantly impact cash 
flows in future, since Europe and 
the us look to be slowly emerg- 
ing from the torpor of recession. 
So, what could be some effec- 
tive solutions to extricate 
Wockhardt from its current mess? 
Investment bankers say one op- 
tion is to raise funds through sale 
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The firm is hobbled by 
ballooning debt... 
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of some more assets. Another is 
to issue equity shares. "Wockhardt 
still has a decent market cap and 
can raise additional cash through 
equity funding from private 
equity players," says Kapadia of 
Rothschild. He adds that for a 
company like Wockhardt, private 
equity investors are a better bet 
as raising funds through quali- 
fied institutional placement (Qtr) 
will be difficult —institutional 
investors may not fully under- 
stand the business in the current 
environment. Company watch- 
ers say that more deals to flog 
assets are in the works, However, 
the company has denied rumours 
of hawking its biotech division to 
Pfizer. Yet another option is to 
come back home: Krishnakumar 
of Avendus suggests Wockhardt 
have a re-look at its manufactur- 
ing operations overseas and relo- 
cate them to India in order to take 
advantage of cheaper costs. He 
adds that the firm needs to lower 
its fixed as well as manpower costs 
(especially in overseas locations) 
and cut back on superfluous and 
risk-based research and develop- 
ment expenditure. 

Another bright spot could be the 
settlement of the company's MTM 
lorex losses with the various banks 
using the firm's provision of over Rs 
1,000 crore for this purpose—but 
Khorakiwala says the company is 
also disputing many of its deriva- 
tives contracts. However, a legal res- 
olution may be years away. 

Strangely enough, despite its 
financial travails, Wockhardt's 
stock price has more than 
doubled since April this year, while 
the вѕе Sensex and pst Healthcare 
index are up only 55 per cent. 
Plus, many analysts expect the 
company to be able to pay off its 
debts in 4-5 years, This will come 
as a shot in the arm for a 
company trying hard to 
regain its lost lustre. © 
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MANKIND @ 

PHARMA : 
Tied up with Roche Diagnostics 
to market diabetes monitoring 
device called Accu-Check Go. 
Expected to add Rs 200 crore 
to topline in the next 5 years. 


DISCOVERY 
MANKIND 
Products for diabetes, metabolic 


disorder, antibiotic, gastro, 
antifungal & lifestyle segments. 


LIFESTAR 

PHARMA 

Ophthalmic and dermal segment 
products. 


SPECIAL 

OTC segment looking to launch 
toothbrushes. Has introduced 
sanitary napkins, condoms, 
Sweeteners. 


FUTURE 
'"MANKIND 
Acute and chronic therapeutics. 


Acquired Magnet for neurological 
segment. 


VETMANKIND 


Veterinary products. 





Ruthlessly competitive on pri 
| name in the hinterlan 
of the pack a few lessons in 


ould this really be the future 
face of Indian pharma? After 
all, this is a company that has 
no reservations in calling its 
termination of pregnancy pill 
for women as ‘Unwanted’. It isn't really 
referred to in the same breath as a Dr Reddy's 
or a Ranbaxy. It prides itself on its reputa- 
tion in the hinterland. What it does have, 
however, is a cunning business plan, a 
lucrative 'new products' business, stellar 
relationship management—with doctors, 
patients, even hospital supplies vendors— 
and a business sprawl that would be the 
envy of any Indian pharma player. So, 
read on and judge for yourself. 

Mankind Pharma—founded by В.С. 
Juneja in 1995—has outpaced the market 
consistently, according to oRG-IMs, and is 
among the top 10 pharma companies in 
India by volume sales. Over the past five 
years, while the market grew at 14 per 
cent, Mankind galloped along at 35 per 
cent. The reason for Mankind's tear-away 
success? "The Juneja brothers (R.C., with 
his youngest brother Rajeev and nephew 
Sheetal Arora) were very focussed in their 
intent to develop quality medicines at 
affordable prices and make it available to 
not only those who had access to west- 
ern medicines but also those in small towns 
and villages where distribution was a prob- 
lem," says Sanjiv Kaul, Managing Director, 
ChrysCapital, which has pumped $24 mil- 
lion (Rs 115 crore) into Mankind."They 
changed the rules of the game.” he adds. 

Another reason for Mankind's success 
has been Juneja's ability to take advantage 
of opportunity gaps in the industry. 
“Pharma is one industry where prices 
tend to crash after a few years," says 





PHARMA SPECIAL-MANKIND 


ce, wildly successful with new products 
d, Mankind Pharma can offer the rest 
how to survive the pharma shakeout. 


Juneja. "There were a number of good 
antibiotics, anti-histaminics and cardio- 
vascular drugs whose prices were main- 
tained in the domestic market—despite 
crashing elsewhere," he adds. Juneja de- 
cided to make these key drugs in bulk and 
sell them cheap, keeping a very thin mar- 
gin. His first target: Ofloxacin, a drug used 
in treating typhoid and urinary tract 
infections. It was being branded and 
retailed as Zanocin by Ranbaxy for Rs 35 
per tablet. Juneja launched his Ofloxacin 
in 1996 as Zenflox-200—for less than 
Rs 10 per tablet. When Ranbaxy slashed 
its price, Mankind went down further, to 
Rs 3.25 per tablet. "We created an tp- 
roar... rumours started spreading about 
our quality being poor. But doctors found 
us to be good and kept prescribing our 
formulations to patients,” recalls Juneja. 

In 2003, Juneja attacked the 
cardiovascular segment, also dominated 
by a few big players, by launching 
Amlokind-ar, at Re 1 per tablet. “All the 
brands in the segment then cost Rs 2- Фа 
tablet. We reached #1 slot after beating the 
strongest competitor—Amlopres-Ar from 
Cipla," he says. Three years later, Mankind 
launched Moxikind-cv625, "There were 
brands like Augmentin from csk, Clavam 
from Alkem and Mox-Clav from Ranbaxy, 
among others... Augmentin-625 cost 
Rs 40 per tablet, while our brand. was 
just Rs 15," says Juneja with visible pride. 

These heady duels against the big boys 
of pharma are far removed from Juneja’s 
humble beginnings where he pounded 
the bylanes of small towns in Uttar Pradesh 
for eight years as a medical sales repre- 
sentative for Lupin Laboratories, beating 
targets set by his bosses and outselling 
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Price Warrior 


Mankind is consistently cheaper than the competition. 
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other reps. Juneja found himself 
primarily pushing Combutol and R-Cin 
in doctors' waiting rooms in small 
towns like Bulandshahr, Hapur and 
Bawana. Every day, the same 
appalling picture greeted him— 
patients, mostly poor, with little means 
of affording the high-priced prescription 
pills. “I knew I could reach out to the 
underprivileged and still make money.” 
says Juneja. “Indian companies and the 
multinationals were raking it in by 
selling drugs whose prices had crashed 
globally,” he adds. Juneja decided that 
he had had enough and turned in his 
resignation with the hope of becoming 
an entrepreneur. His first venture was 
Bestochem, which he and his brother 
set up in 1985. Following differences 
with him in 1995, Juneja struck out 
on his own with Mankind. Today, 
“Mankind is ahead of Lupin as per 
ORG-IMS. I do not know of any beginner 
who has such ambitions... His thinking 
is clear,” says P.M. Sapre, who was 
Juneja’s senior at the time of quitting 
and who went on to become president 
of Lupin. 

Nevertheless, Juneja has attracted 
his share of critics. “The company is 
working on wafer-thin margins and 
caters to the hospital segment in a big 
way. It may end up getting hurt as 
this will never allow it to realise better 
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earnings in the future,” says a 
private equity player. R.B. Smarta, 
Managing Director, Interlink 
Marketing Consultancy, believes 
Mankind will have to rethink its 
strategy on the generics space and 
also train its sights on new thera- 
peutic areas. “Fact is that almost 
every big pharma major is ready- 
ing a dual strategy to offer a break- 
through formulation under a dif- 
ferent name and a generic under a 
different banner,” he says. 

That may well be true but 
Mankind is a no-frills company. “We 
have a flat management structure 
and do not spend so much on the 
creamy layer of vice presidents... our 
motto is to live for the field,” says 
Juneja. Mankind will always be 
flexible, observes ChrysCapital’s Kaul. 
“The company targets the small-town 
physician with the same degree of 
importance as it does the large hospi- 
tals in metros,” says Kaul. “The very 
fact that other large Indian companies 
have begun emulating Mankind's 
business model is testimony to the 
sustainability of its model,” he adds. 
Moreover, Mankind has launched 
some products that have quickly 
gained substantial market share, and 
are helping ease margin pressures. 
Manforce (a generic Viagra) along 


with a condom of the same name has 
been doing good business. The 
recently launched ‘Unwanted 72’, a 
contraceptive pill, has become a leader 
in its space. 

“Mankind has been extremely 
wise in choosing its products, be it in 
the orc (over-the-counter) segment 
or in the therapeutics,” says an in- 
dustry expert. It has been shrewd in 
growing its orc basket and also strik- 
ing marketing alliances in new areas 
(see Mankind's Sprawl). Smarta of 
Interlink also gives high marks to 
Mankind's sales and marketing strat- 
egy. "They have challenged every 
sales and marketing axiom that the big 
pharma majors were using in any 
market," he says. According to 
Smarta, if a company was using 25 
sales representatives to cover Mumbai, 
Mankind had 65. The company is 
also superb in relationship-manage- 
ment. "At a conceptual level they 
have opted for a strategy that keeps all 
their stakeholders happy. They build 
relationship with doctors who end 
up questioning the price of competing 
products, they keep retailers happy 
by offering them high margins so that 
they are incentivised into pushing 
their products," says Smarta. 

Indian Pharma firms, are you 
taking notes? © 
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Chairman, Bloomberg | 


"THE 
WORLD 





IS A MUCH 


POORER 
PLACE 
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ast fortnight, the opening bell of the Bombay 
Stock Exchange (BsE) on Dalal Street was rung 






by a surprise guest—PETER T. GRAUER, 

Chairman, Bloomberg 1„Р. The opening bell is usu- 

ally rung by a promoter on the first day of the list- 

ing of his company on the BSE. But the exchange 
top brass made an exception with Grauer, as Bloomberg along 
with India partner оту is putting up a television studio at the 
BSE, Оп the Bloomberg board since 1996, and Chairman 
since 2001, the 62-year-old Grauer was in India to meet 
with the оту team to discuss the road ahead for the Bloomberg- 
uTV business television network. In an exclusive interview 
with BT's ANUSHA SUBRAMANIAN, Grauer also threw light 
on the $6.5-billion New York-based financial media major's 
plans for the news and information business, as well as its plans 
for the recently-acquired BusinessWeek. Excerpts: 
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India is one of the five emerging 
markets-apart from Brazil, the 
Middle East, Russia and Mainland 
China-that Bloomberg has identified 
for growth. What are your plans for 
India across all your businesses? 


We have for the first time in Bloomberg's 
history put together an India-specific five- 
year business plan. This business plan 
has five main elements: One is news, in 
which we intend to improve and expand 
upon the depth and breadth of our news 
coverage across all asset classes that 
Indian and global investors care about; 
two, equity markets where we are al- 
ready the preferred weapon of choice. So, 
we want to maintain our market leader- 





ship position in the cash and the der- 
ivatives equity market in India; the 
third objective is to capture and grow 
our presence in the Indian fixed 
income markets; four, we are ag- 
gressively entering the forex market 
in India which till now we never re- 
ally tapped: and, finally, we want to 
focus sharply on providing systems for 
the Indian domestic asset manage- 
ment community. The overall mes- 
sage we are sending across is that 
Bloomberg is a local product with a lo- 
cal service, which is why we are 
growing our staff. In 2009, we started 
with about 12 sales people in India. 
We have now increased that to 25 


Н! 


with three offices. Our overall staff 
strength in India is 95 people. 


How does your growth in India 
compare with that in other 

major markets? 

In India, between 2003 and 2007, 
our average growth rate was 40 per 
cent year-on-year in terms of net ins- 
tallations. In 2008, this growth 
dropped to 30 per cent. In 2009, we 
are expecting single-digit net instal- 
lation growth. The reasons for the 
slowdown is that: the world is a much 
poorer place now; we bill our cus- 
tomers in vs dollars and recently the 
Indian rupee has devalued signifi- 





cantly against the us dollar; and thirdly 
approximately 30 per cent of our cus 
tomer base in India is the outsource 
ing industry, which has been dra- 
matically impacted by the demise df 
some of the global investment banks. 


How is Bloomberg withstanding 
the downturn? The company 

has seen a fall in the number of 
terminals because of the slump 

in financial services... 

I am very pleased with how we are 
coming through this downturn. After 
many years of solid growth, this year 
our growth will be slower but moc 
estly positive in revenue terms. The 
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installed base of our terminals busi- 
ness (Bloomberg Professional Service) 
will be down a little bit this year, but 
in revenue terms we will be up slightly 
because of our one-price policy for 
every one. So during a weak period 
we tend to pick up market share. 

Being a private company we can- 
not reveal numbers. In 2008, 
Bloomberg's revenue were $6.5 bil- 
lion with 350,000 users across 1 20 
countries in the world. Despite a 3.4 
per cent drop in terminal numbers, 
the company is hiring people. We 
have chosen to add 1,000 more em- 
ployees this year. So we entered 2009 
with just less than 10,000 people and 
we shall end 2009 with a little over 
11,000 people. People have been sel- 
ectively hired to build and design 
products; we have also added jour- 
nalists and sales & customer support 
people around the world. We have 
the financial wherewithal to do these 
things that when things are most 
demanding and difficult in the mar- 
kets those are periods when we invest 
more aggressively. 


How does Bloomberg compare 
with competitors like Reuters 

and Dow Jones? 

I will not talk about our competitors. 
According to me, Bloomberg is a com- 
pany that has been built on innovation. 
Bloomberg Professional Service, which 
sits on the desktop of financial profes- 
sionals around the world, has about 
30,000 separate functions. We will 
produce this year 2,000 new func- 
tions that will provide better capabilities 
to our customers, along with more 
sophisticated tools. We have what's 
called the ‘Open Tap Theory of 
Innovation" which creates several 
functions for Bloomberg annually. 
There are very few companies that 
have this kind of approach to inno- 
vation. We are a company that is heav- 
ily focussed on customer service. We 
take about 10,000 electronic enquiries 
a day about our products... We do 
things differently and unconventionally. 
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How does BusinessWeek fit 

into your existing portfolio 

of businesses? 

BusinessWeek (Bw) covers a market 
which we essentially do not cover so 
well. (Bloomberg has a monthly mag- 





"We have for the first time in Bloomberg's 


India- five-year business 


I would like to put this in context. 
We write 5,000 stories a day seven 
days a week, which totals 35,000 
stories a week, 140,000 stories a 
month, or 1.68 million stories a 
year. And we screwed up once. It 





history put together an 


n... The message we are sending 


across is that Bloomberg is a local product with a local service" 


azine for finance professionals called 
Bloomberg Markets.) Bw as a weekly 
publication has a circulation of just 
under a million copies. It is read by 
more than 4.8 million people a week 
in 140 countries. It goes well beyond 
the financial services market which is 
our bread and butter every single 
day. Our overriding aspiration is to be 
the most influential news organisation 
in the world for the financial mar- 
kets and the business community: 
the Bw acquisition is a logical exten- 
sion for us to be able to achieve that. 

We believe the gw acquisition will 
yield huge benefits for users of the 
Bloomberg Professional Service, for 
Bloomberg News, and for our televi- 
sion, Internet and other multimedia 
properties. While Bloomberg customers 
are primarily financial professionals, BW 
is read by ctos, cros, deal lawyers, inv- 
estment banks, product managers, 
and high government officials. So, BW 
will expand our audience. 


Bloomberg is known to have 
made some famous faux pas- 
announcing the death of Steve 
Jobs of Apple (who is very 
much alive) is one of them... 
how does the company react 
in such circumstances? 


was a technical fault and once some- 
thing like this happens we put out a 
correction immediately and make 
the appropriate apologies to the ex- 
tent we need to. But if you think 
about it in the context of what we do 
everyday and the frequency with 
which it happens it defies the law. 


Bloomberg is also known to be 
unafraid to take on the powers that 
be. Recently, it sued US Federal 
Reserve to force the latter to 
reveal which companies it loaned 
its trillion-dollar bailout cash to... 


We have won the case. Bloomberg 
is all about transparency, and we 
did not feel that the Federal Reserve 
Bank was being transparent in dis- 
closing those (financial) institu- 
tions that they had been funding 
as part of the government pro- 
grammes, and we sued under the 
Freedom of Information Act for that 
information. Clearly, one of the 
contributing factors to the break- 
down of the financial markets was 
a lack of transparency. (We believe) 
that better transparency will im- 
prove the flow of capital and credit 
in the markets, and contribute to 
helping the global economy get 
back on its feet. © 
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HR-BHARTI AIRTEL 


Bid 


for Breakfast 
With Your Boss 


Bharti Airtel dovetails HR with CSR to come 
up with a first-of-its-kind employee 
engagement formula. злимул внаттаснавул 


he morning after India's 
top telecom operator 
Bharti Airtel announced 
its second quarter results 
on October 30, cto & Joint 
Managing Director Manoj 
Kohli is headed for an important app- 
ointment. At Radisson Suites in 
Gurgaon, Kohli is scheduled to have a 
breakfast meeting with Ajay Gupta, a 
DGM of Networks at Airtel's office in 
Gurgaon. By no means is this an ord- 
inary meeting. In a virtual coup, 
Gupta has won Kohli's time in an 
auction. For an hour, over piping hot 
idlis and fruit platters, Gupta devours 
mentoring and leadership lessons that 
he is unlikely to forget in a hurry. 
Gupta and other employees at 
Bharti Airtel's centre in Gurgaon are 
getting a taste of new age corporate 
social responsibility (CSR) peppered 
with human resources (HR) manage- 
ment via an online auction. On offer 
among a host of bid items is “time” 
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with Bharti Airtel's senior manage- 
ment. An employee can bid for break- 
fast or dinner with Kohli at a 5-star 
hotel or get a pick-up in Kohli's car to 
office or win a lunch for four with 
David Nishball, President (Enterprise 
Services), or even attend a vocal music 
class with Deputy ceo Sanjay Kapoor. 
The collections from these bids are 





Ajay Gupta won a breakfast with Manoj Kohli (L), 
CEO & Joint Managing Director, Bharti Airtel 


put in the kitty of Satya Bharti School, 
Bharti Foundation’s flagship pro- 
gramme. The company contributes 
an equivalent amount. 

Unlike most other initiatives, the 
online auction was not top-down; the 
idea came from a manager in the csk 
team. Krish Shankar, Director (HR), 
wasn't too sure employees will be int- 
erested in bidding for senior manage- 


ment's time. But the response took 
him by complete surprise. "The emp- 
loyees found it novel and the auction 
created a buzz among their families 
and friends. It was not a normal hard- 
sell of csr with brochures and pam- 
phlets; it was more than that in terms 
of employee connect with senior man- 
agers,” says Shankar. 

Gupta, who outbid others with a 


bid of Rs 21,000 for time with Kohli, 
says: “The auction was for a noble 
cause with a rider, but the rider was 
more enticing.” On winning the bid, 
apart from getting envious looks at 
work, Gupta, 38, got a counsel on 
how his networks career should take 
shape. Manoj Jain, Head, rr Enterprise 
Services (Corporates), and GM (rr), who 
together with an HR colleague, put 
his money on a morning jog with 
Shankar and won, says: “CSR impacts 
and motivates me personally. And in 
this auction, I could even slice and 
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dice my giving budget." 

The online auction, which was 
open to about 1,200 employees at 
the Gurgaon centre, had more than 
200 employees across all levels bid 
for time with top management. It 
wasn't as if seniors outbid junior emp- 
loyees—the bids ranged from Rs 500 
to Rs 35,000. Also, fearing they will be 
outbid, junior employees formed 
teams, made collective bids and walked 
away as winners. 

The auction got all senior man- 
agement involved unreservedly. 


THE BIG-TICKET ITEMS 


Lunch for four with David Nishball, 
President (Enterprise Services). 


Visit for 4 to Satya Bharti School 
at Neemrana and lunch with Atul Bindal, 
President (Mobile Services). 


Golf session with K. Srinivas, 
Joint President (Telemedia Services), 
Bharti Airtel. 


Planting a tree on an individual's 
name at Bharti Airtel campus coming 


up in Gurgaon. 
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“Some were, of course, already very 
committed. But they gave to this 
initiative their personal time that's 
always in short supply." says Shankar. 

Kohli will vouch for that. Barely 
out of the quarterly results and gear- 
ing up for Airtel's Delhi Marathon 


the next day, he honoured his share of 


auction bid. "The idea reflects, on one 
side, the commitment of company to 
education, especially of (the) girl child. 
Also, it's a form of engagement with 
employees." The periodicity of the 
auction is not yet decided, but Kohli is 
geared up for the next round. 

It's hard to believe 
that an idea that has 
brought cohesion to the 
Airtel workforce was not 
designed as an employee 
engagement mecha- 
nism. "The learning for 
us is that there is a group 
of people for whom CSR 
matters. So, now we rea- 
lise that if we want to 
engage employees, here 
is an innovation,” says 
Shankar, who made the 
highest bid of Rs 35,000 
for a tree to be planted in 
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Pramod М.). (L), Assistant Manager (HR), and 
Manoj Jain (R), Head, IT Enterprise Services 
(Corporates), and GM (IT), won a morning jog 


with Krish Shankar, Director (HR) 


Bharti's new campus. 

The biggest takeaways of the auc- 
tion are: the cause, the connect and, of 
course, fun, says Jai Menon, Director, 
Bharti Airtel, and Group сю, Bharti 
Enterprises. In his case, it also turned 
out to be an exercise in reverse men- 
toring. Menon, who had picked up 
his squash racket after 20 years, found 





Shailendra Singh (L), DGM (Finance), and 

Siddharth Singh (R), Senior Manager (Network 

Technology), won a squash session with Jai Menon, 
Director, Bharti Airtel, and Group CIO, Bharti Enterprises 
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a coach in the bid winner Shailendra 
Singh, Deputy General Manager 
(Finance), who has promised to give 
Menon lessons till he masters his shots. 
The idea gets a thumbs-up from HR 
experts. “Leaders in their day-to-day 
lives rarely get to interact with emp- 
loyees who are not their direct reports. 
These are the best interactions for 
employee engagement,” 
says Nina Chatrath, 
Senior Consultant, 
Korn/Ferry Leadership 
and Talent Consulting. 
Another HR objec- 
tive—bonding employ- 
ees across different func- 
tions—is also met thr- 
ough such an initiative, 
says an HR expert, who 
doesn't want to be 
named. "Some people 
could be cynical about 
the exercise because of 
the money angle, while 
some can say that employees should 
have a right to the top management's 
time. But the more senior manage- 
ment is seen to be out front on csr, the 
more employees like it," he says. © 
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Wa nted: Wealth Managers 


The beginning of an economic recovery brings back jobs. 


downturn behind, the wealth 

management business in India 
is once again looking up. A buoyant 
equity market coupled with economic 
recovery has led to fresh hiring by 
many large and mid-size wealth man- 
agement outfits. 

Typically, wealth management 
services provide individuals with 
financial solutions across different 
asset classes. Over the last 5-6 
years, rising disposable incomes 
and spending power have turned 
the spotlight on this ind-ustry. Last 
year, though, was particularly bad 
due to the massive erosion of 
HNI (high networth individual) 
wealth. 

According to the latest Capgemini 
and Merrill Lynch Wealth 
Management study-—Asia-Pacific 
Wealth Report—the number of uis in 
India dropped to 84,000 in 2008 
from 1.23 lakh in the previous year. 
"This happened because a lot of pan- 
icky HNis withdrew their invested 
money at a discounted price. However, 
over the last six months, the situa- 
tion has improved significantly," says 
Vikas Agnihotri, cro, Religare 
Macquarie Wealth Management, who 
is planning to hire 50 relationship 
managers by March. 

For wealth managers, the 
number of potential clients and the 


| eaving the effects of the global 





size of wealth to be managed are 
both expected to grow four times 
through 2012, says the report. In 
India, the wealth management serv- 
ice providers are catering to three 
segments: the affluent (investible 
surplus of Rs 25 lakh): the HNis 
(Rs 2.4 crore); and the ultra-HNis 
(Rs 19.2 crore). 

Over the last 5 years, the wealth 
management services business has 
expanded at a clip in excess of 30 per 
cent. That will slow to 25 per cent 
annually in the next 5-6 years, the 
industry estimates, but still present a 
huge demand-supply gap in terms 
of talent. 

A large number of wealth man- 
agers are reducing their entry ticket 
size in order to service a wider client 
base. "While both high-end and low- 
end are growing, the lower rung of 
the pyramid is growing much faster 
due to bigger pool of clients," says 
Firoze Patel, Senior Client Partner 
(Financial Services), Korn/Ferry 
International. 

Fresh growth for this industry is 
likely to come from the launch of 
new products and buoyant market 
conditions. "About 2-3 years ago 
when markets were doing excellently, 
wealth managers were selling prod- 
ucts on the basis of one-month, three- 
month returns. Today. companies 
are hiring professionals with product 





WHO'S HIRING: У 
citibank SEC 
Ф РАЎ 5 CREDIT Suisse 





XC RBS. 


The Royal bank of Scotland 


BNP PARIBAS 


WHO'RE THEY HIRING: 
MBAs in Finance, Marketing, 
Chartered Accountants, Certified 
Financial Planners. 


AT WHAT SALARIES: 
Associate Relationship Manager 
Rs 3.5-4 lakh p.a. 


Senior Relationship Manager 
Rs 12-14 lakh p.a. 


Associate Director 

Rs 25 lakh p.a. 

Senior Director 

upwards of RS 40 lakh p.a.*benefits 


knowledge, and those who can 
manage relationships. There is a 
clear shift from the product-push 
approach earlier to an advisory-led 
model,” says Agnihotri. © 
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IP Soft India Pvt Ltd 


| Head-Database Management(Oracle DBA) 

|. Location: Bangalore 

| JobID:5239322 

|. Description: Responsible to create database 
standards, implement monitoring and 


maintenance tools, and define overall 
strategies to maintain and improve QoS. 


; EMC Corporation 
| Principal Engineers 


| Location: Bangalore 

| Job ID: 6939572 

Description: Exp. in implementation of 
application development using C++ with 
windows background; skills in design. & 
implementation of complex multi threaded 
programming. 


The Tata Power Company Ltd. 
Payroll / Compensation Manager 
Location: Mumbai 


| Job ID:7572238 

| Description: Applicant must have done 
| Bachelors/Masters in Commerce with a 
^ minimum of 7-10 years of exp in Accounts 


and Administration; must have knowledge 
of various acts. 


| ICICI Bank Limited 
| Branch Manager 
‘Location: Chennai, Mumbai 
Job1D:7555731 

Description: Responsible for dev elopment 


and expansion. of branch. by recruiting 
. business associates; monitoring the branch 
` sales targets, etc. 
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^ TATA Projects Ltd > 
| Business Head 


No matter what © 


Е : Shreyas Technologies. А 


|. DirectorSystems(P. rinter/ 1 Imaging) 


< Location: Bangalore - 


Job ID: 7349849 


| Description: 15 yrs expin engineering wit 
„7 yrs in engineering mgmt. Is responsib 


for managing the portfolio of projects f 
one of the software/ firmware labs in tł 
Hub; and more. 


— КРИ Cummins Infosystems Ltd 
| Oracle Apps Financial Lead 
| Location: Bangalore 8 

| JobID:7511404. nd 


Description: Aspirant must have exp. 


| Oracle Financials deployments 


implementations, Oracle financia 
AR/AP/GL/FA/CE; technically sound 
PL/SQL,Forms/Reports, Oracle Dev suit 


Thomson Reuters 


| Principal Consultant - BW 
| Location: Hyderabad 
| Job ID:7557134 
| Description: 10+ years exp in SAP BW/ 
| development, with a focus in FI and $ 


modules. Manage, Lead, Design, Devel: 
and Support SAP BI and. Reporti 
environment across Thomson Reuters. 


= 





| Location: Mumbai 
| Job ID: 7555264 
| Description: Expertise in downstream € 


job ID in th 






/. and Gas Projects, refineries, petrochemic: 


piping etc business; must have knowledge 


| project ae contracts management. 
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IT Jobs brought to you by monster.com 





es ~~ Robert Bosch Engineering and Business ( — O NewHorizonsIndiaLtd - 
| о | | | Desktop Hardware Engineer L1 
| Specialist -ematrix Application | | Location: Mumbai 
G BOSCH | Location: Coimbatore — - | New Horizons’ Job ID: 7574676 - 
| Job ID: 7584937 | ovs so | Description: Applicant must hee divini 


Р. Description: Must have eMatrix application 


knowledge - Engineering, Sourcing, & Supplier 
central; exp. in Java/]2ee, [SP/Servlets, Oracle & 
IDE Eclipse; knowledge in Tomcat, clearcase. 


—, PatniComputer Systems Ltd 


| Tibco BPM/ Iprocess Leads/Designers 
| Location: Hyderabad 


/ working. experience; technical skills and 


good communication skills. 


Capgemini 


j Hummingbird Report Developer 
| Location: Pune 


E patmi | JobID:7514536 | aie Capgemini | ЈоЬ10:7576368 


| Description: Must have design & eee | Description: Incumbent must have strong. 
| architecture experience on TIBCO BPM | | experience of developing reports using 
mme LI чу products: Business Studio, iProcess ызасын ی‎ ыйл Hummingbird BI tool; good SQL. 


Modeler, iProcess Engine, iProcess 
Decisions, iProcess insight & Analytics. 


knowledge; should understand 
Hummingbird architecture. 


i ACS, Inc. . Tech Mahindra Limited 
| Quality Manager-Black Belt Six Sigma | Solution Designer 
‚ Location: Bangalore | | Location: Pune 
EN | Job ID:7573548 | damna. Job ID:7577938 
; | Description: Looking for process | eee» | Description: Designer must have 


^ C 5 improvement & cost optimization | understanding of Network Discovery 


the tools and techniques of Six Sigma and 
Lean methodologies. 


Accenture Services Pvt. Ltd 
EMC-Documentum ECM Tools Developer 
|. Location: Bangalore 

| Job ID:7576534 

| Description: We need people who thrive on 
technology challenges andare driven by fast 
| paced work environments. Graduates (full 
time) with 4 - 12 yrs of exp with EMC- 
Documentum ECM Tools. 








c Specialist; responsible for training staff in V space; exposure to Intelliden. & Subex 


TrueSource; familiarity with пеги orking 
skills, MTOSI & XML. 


Wipro Technologies 
OBIEE Architect-L2 
Location: Kolkata 


| JobID:7552511 


Description: Responsible for managing the 
design & architecture for large X 
projects & reviewing directions | 

lower levelarchitects. 
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1 Oracle Financial Services Software Ltd 


Pre-Sales Manager 
Location: Bangalore 
Job ID: 7579009 


‚ Description: Person must have knowledge 
| of finance fundamentals including banking 


products, accounting and associated 
activities; experience in corporate 
banking/treasury. 


Nous Infosystems Pvt. Ltd. 
Business Development Manager 
Location: Bangalore 


| Job ID: 5388663 
| Description: The incumbent should have 
| 2+ yrs of hardcore software services sales in 


"the UK market; 


person msut be an 
engineering graduate with MBA in 
Marketing or International Business. 


Zenith Infotech Ltd 

Telesales/ Telemarketing Executive 
Location: Mumbai 

Job ID: 7422078 

Description: Graduate with relevant 


‚ experience and good communication skills; 


will be responsible for cold calling and lead 
generation. 


Symantec Corporation 
Channel Sales Manager 
Location: Mumbai 


| Job ID:7566590 


‚ иеде. 


Description: Responsible for. managing 
large opportunities, competitive sales 
situations by engaging the right system 
integrators /global strategic partners to win 
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о CMS Info Systems Pvt Ltd 


| Area Sales Manager: 

| Location:Pune — — 

| Job ID: 7513220. 

| Description: Applicant must have busin 
| development exp in IT technology servi 


^ understanding of IT service delivery 


managed services, IT data center & 
infrastructure mgmt. 


.. Tata Teleservices Limited 


| Deputy Manager-Sales 

| Location: Shimla - 

| Job ID: 7550065 | 4 

Description: Key functions: acquiring n 

customers; increase the. revenue-AR] 

‚ increase, unique recharge, zero depletic 
focus on areas of improvement relating 
channel expansion. 


— Infomedia 18 Limited 


Business Development Executive 
Location: Chennai 

JobID:7577114 

Description: The role covers sale 
advertisements for online portal; achievi 
revenue targets; identify & develop n 
prospects; ensuring retention of existi 
clients; maintaining accurate reports. 


.. SIEMENS 
| Sr. Executive - Sales / Marketing $ 


| | Location: Baroda 


‘SIEM ENS | | Job ID: 7566273 


| | Description: Tasks: Manage the P&L (О 
| TO, SM), product & business developme: 


global fleet. management & marketi 


communication, drive commercial sal 
pricing strategy & marketing . 
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TATA Consultancy Services Ltd. 


| Reconciliation- Associate 


ə 
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ui Syntel Inc 
| Bcom/BBA Freshers 
| Location: Mumbai 


bd | Location: Bangalore | 


АТА CONSULTANCY SERVICES | Job ID: 7575273 i | шылган. Job ID: 7409342 








KPIT Cummins | 


Description: Looking for guiness with | | 


experience їп banking/finance/accounts, 
reconciliation (Banking) and AP/AR/GL; 
must have excellent communication skills. 


^ КРІТ Cummins Infosystems Ltd 
| SrExecutive Accountsand Taxation 
‚ Location: Pune 
| Job ID: 7575267 


Description: Looking for CA- with 


| experience more than 4 years with IT 
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industry handling end to end accounting 
and knowledge of taxation, IFRS. 


Thomson Reuters 
Financial/ Business Analyst 
Location: Bangalore 


| Job ID: 7575574 


Description: MBA with high numerical 
skills, competent financial skills (cash flow, 
NPV, EBITDA etc), research and synthesis 
skills; exp. of using Thomson Reuters tools 
e.g. 3000Xtra preferred. 


WNS Global Services 
Senior Manager- Finance 


Description: | Respoasible for the 
budgeting, planning and MIS, cost analysis, 


productivity evaluation and enhancement, 


budgeting, variance analysis, invoicing, 
statutory and SOX compliances. 


ING YOU OUT? 


| Deloitte. 


` consultancy- services across a. 


| Location: Jaipur 
eau m | Job ID: 6792636 


| documents; preparing of invoices 


‚ ACS, Inc. 
| Senior Accounts Executive 
| Location: Bangalore 

| Job 1D: 7498177 

| Description: Duties: proce 


Description: The eh nus 









orsales involved. 


Deloitte 
Taxation - Manager 
Location: Pune 
Job ID: 7566958 
Description: CA responsible к to pro 
indirect tax advice, complian 


indirect tax matters and industries; mu 
have expertise in indirect taxes. 


Genpact India | 
Process Developer (Finance & Accon nting) 







Description: Tasks: Audit of loan/ 


on general accounts; forecast planning; 
preparing client statements; manage access | 
database. Е 


returns; reconcilation; р paratio 
accurals, journal vouchers, s 


requests & monthly cı 


For the fastest, easiest and more | 
economical way to get to the 
perfect resume, call us or visit 
www.monster.com. We'll get you 
the right candidate, 
no matter what, 


monster:com 


No matter what 


ON 26" NOVEMBER, 
SOME BANKS WILL ATTRACT 
A HIGHER INTEREST. 














РО 


Presents 


Best Dank 


Awards 





in association with 


AVAYA 
GLOBALCONNECT 


INTELLIGENT COMMUNICATIONS 


They are the fuel of the economy, driving the dreams of a young nation. 
Business Today Best Bank Awards are a true recognition of banking excellence. 
Presented annually, these awards are the best yardstick for banks in India to 
` weigh themselves against their peers. Come, raise a toast to those who have 
continuously endeavoured to raise the value of your money. 


Date - November 26, 2009 
Venue - ITC Grand Central, Mumbai 
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o you think you know it 
_all—taxes, risk-reward 
į trade-offs, technical 
; analysis of stocks, infla- 
` tion adjustments and so 

on. qt я all this is clear, why would 
you want to shell out a few thou- 
sand rupees on expert advice? 
Thirty- three-year-old Nagesh 
Kolluru, a senior manager in a 
pharmaceutical company, thought 
во too. He started investing about 
` five years ago and his portfolio was 
- generating “ very satisfactory" 25- 
30 per cent annual returns. Then 
the market crash happened and he 
woke up to the possibility of mis- 
takes. "I want some validation of 
my decisions even as my control 
over the finances remains intact," 
Kolluru explains. Moreover, as his 
responsibilities increase, he has 
realised that soon he will not have 
enough time to manage his portfo- 
lio. "In another 8-10 years, I will 
not be able to do without an ad- 
viser," says this informed investor. 
Kolluru is not the norm among 
investors. Most are unaware of the 
basic rules of financial planning. 
So, if such informed investors need 
help. it is clear that so do the 
majority of people. On an average, 




















everyone will be better off seeking 
the information, expertise, experi- 
ence and discipline provided by a 
financial adviser. 

Making quality financial deci- 
sions requires a commitment to 
learn and research. Of course, the 
Internet's easy access to informa- 
tion has made it possible for almost 
everyone to think they can out- 
perform Warren Buffett, but the 
fact is that personal finance is a dif- 
ficult area to navigate alone. This is 


MONEY-FINANCIAL PLANNER 


can't remember offhand. You know 
all these elements are available in 
the open market—of good quality 
and at good prices. Does this mean 
that you can assemble a working 
desktop computer? 

Doesn't it make more sense, and 
isn't it cheaper than going to a shop 
and picking up a computer that's 
been put together by experts? No, it 
doesn't because try as you may, 
you won't be able to get it right. 

It's the same with your financial 


"A financial adviser should always 


accessible, maintain confi dentialit 


mu 


ask about the lifestyle of the clients" 


Ranjeet Mudholkar, Principal Adviser, Financial Planning Standards Board India 


why Delhi-based Rohin Kapoor may 
eventually realise that though he 
has the knack of picking high-yield- 
ing stocks, he needs a different strat- 
egy to counter market crises like 
the current one. 

Think of it this way. You know 
that a desktop computer consists of 
a CPU, a monitor, a keyboard and a 
mouse. And that the cPU comes with 
a motherboard and assorted other 
doodads, the names of which you 


WHAT A FINANCIAL ADVISER SHOULD DO 


Most people are unaware of the services provided by financial planners. Here's a checklist: 


SET 
GOALS 
Calculate the inflation-adjusted 
cost of financial goals. 
Offer advice on setting 
certain goals. 


Prioritise the individual’ s 
financial goals. 


Change time horizons if 
required and possible. 


2 MANAGE 

CASH FLOWS 
Check whether income to 
expense ratio is appropriate. 
Classify expenses and set limits 
for each type. — — 
Ensure that surplus money 
gets invested. 


Calculate and maintain the - 
required level of liquidity. 


plan. Of course, you can buy stocks, 
mutual funds and life insurance 
policies without help. You can cer- 
tainly take loans without someone 
holding your hand. You can even 
manage taxes on your own, buy a 
house or invest in real estate. But 
can you do all this without bor- 
rowing from one asset to fund 
another, and without running 
madly down the streets? 

No. The time required to manage 


ALLOCATE 
ASSETS 


Calculate the individual's equity 
to debt ratio. 


Decide the degree of - 
diversification required in the 
investment portfolio. — | 
Distribute investments within 
each asset class. 

Revisit allocation periodically. - 
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á 4 SELECT 
PRODUCTS 

Choose specific equity, debt 
and combination instruments. 
Align the instrument with the 
overall asset allocation. - 
Align instrument to investor's 
risk profile. — | 
Factor in the tax implications of 
each product. 


the intricacies of a financial plan 
will take away from the many joys of 
your life. Isn't it better to hand over 
the reins to an expert and just keep 
checking to see if your money is 
working hard? 

Thankfully, whatever be your 
requirement, there are professionals 
who can take care of it for you. 

The next question is, who is the 
right adviser? Why do experts sug- 
gest a financial planner or adviser? 
Can't you just go to a tax planner? 
Or an accountant? 

Not if you want a holistic finan- 
cial plan, say experts. This is be- 
cause insurance agents, tax plan- 


INSURE LIFE 
AND ASSETS 


Calculate the life insurance 
Choose the most suitable type 
of insurance plan. NM 
Identify assets that should also 
be insured. 

Help choose the best policies to 
insure these assets. 


what exactly a financial adviser 
can do for you—and you will 
understand why any other profes- 
sional will not be able to provide 
the same depth and breadth of 
service. 

We've concluded that a good 
adviser is a boon for your finances. 
But what's the urgency to get one? 
After all, if you're in your 20s or 
30s, you don't have much to plan 
with, do you? Like most things to 
do with money, it's never too early to 
create a financial plan. And if you get 
it right the first time, you can have 
the benefit of seeing the power of 
compounding work on your sav- 


“The financial adviser should be in a 
position to provide multiple solutions to 
meet the needs of the investors" 

Rajiv Deep Bajaj, Vice Chairman & MD, Bajaj Capital 


ners, stockbrokers and the like have 
a vested interest in selling specific 
products. What you should be look- 
ing for are certified financial planners 
(СЕРЅ) or life underwriter training 
council fellows (Lurcrs) who are 
trained to understand the nuances of 
various financial instruments and 
can structure plans according to 
your financial needs, and not 
according to the commissions that 
they earn. 

The graphic above illustrates 
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ings and investments. 

It’s one of the most common 
myths that financial advice is only 
meant for the wealthy or for those 
who invest in exotic products. 
Actually, anyone who wants to 
have a comfortable financial life 
should get professional advice. It 
is similar to having a family doc- 
tor—even if he is a general physi- 
cian. He knows about your med- 
ical history and, in case of an emer- 
gency, would be able to advise you 


EXECUTE 
STRATEGY 


Invest in the selected 
instruments. — р 
Help in filling up the required 
forms and submit documents. 
Maintain records of all transac- 
tions and investments. — 
Ensure that no fraud occurs 
during investment. 


on the best course of action. We 
take a look at some of these events 
and see how expert help can ease 
things for you. 


Death of a parent: You might be 
the executor of the estate, but now is 
not a good time to bone up on all 
the complexities involved in the dis- 
tribution of assets. A professional 
should step in to handle the financial 
tangles while you do the same with 
your emotions. | 

Marriage: You've tied the knot and 
decided to combine your finances. Is 
it better to pool resources in a joint 


account or should they be kept 


separate? Should each spouse save 
for a different goal? Expert help is 
essential to ensure there are no 
ruffled feathers. 

Divorce: What if the marriage 
breaks up? Do you still file taxes 
jointly this year? Can your former 
spouse claim benefits on the joint 
home loan? To answer several such 
questions, it's best that a planner is 
on speed dial. 

Investing in complex products: 
Will you really be able to make a 
choice between disability insurance, 
long-term care insurance or an 
umbrella liability policy? If not, then 
an expert who has done the requisite 
research is a must-have. 

Real estate investment: Buying 
and selling a house or investing in an 
apartment are big-ticket decisions. 


+ 
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ASMALLSTEP FOR CORPORATES. 


Un 2 















Introducing eco-friendly 
corporate gifts from 
ecoRus.in 


We at ecoRus.in have pledged to 
walk the talk by introducing a 
huge range of eco-friendly 
eorporate gifts. Thus, helping 
Chief Environment Officers take 
steps in driving their organisations 
‘green efforts’. 


Drive the change you want to see. Write to 
our eco consultant at eco.ceo@eyantra.net 
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Do you really want to risk getting 
caught in a blunder? 

Estate planning: Who will manage 
the children's inheritance should 
you die? How can you ensure that 
there is the least possibility of a dis- 
pute over your will? Consult the 
same planner who helped manage 
your parents' estate. 
Retirement: Four brokers have 
shown you different plans. Before 
you make a long-term commitment, 
an objective review of all four plans 
can prevent nasty surprises when 
it is too late. 

Employee stock options: Are 
these always beneficial irrespective 
of the price of your company's scrip? 
What are the tax implications of 
exercising the options? There are 
bigger things to worry about at 
work than ESOPS, so get an expert to 
deal with them. 

It is clear that hiring the services 
of a financial planner will save you 
a whole lot of trouble. However, 
there is a caveat. Don't assume that 
just because you have professional 
help you can leave the financial 
decisions totally to the planner. 

Remember, the quality of 
advice you get is largely depend- 
ent on your interest in your own 
prosperity and your ability to check 
the correctness of the adviser's 
decisions. Here's what you should 
keep in mind: 

Market conditions: If you're the 
kind who buys when the bull is run- 
ning and panics when the bears 
come out, you definitely need a 
planner to keep you on even keel. 
Also, keep an eye on the market and 
find out what your planner does at 
different stages. 

Revisit goals: You might have cre- 
ated some ambitious goals a couple 
of years back—after which your 
investments went south. Does your 
planner tell you to revise those 
financial goals based on realistic 
expectations? 
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Rohin Kapoor, 27 


WHY HE THINKS HE DOESN'T NEED AN ADVISER — (Adviser іп a consultancy, Delhi) 


"| don't want to hand over control of 
my money to anyone. Except in the 
past few months, my stocks portfolio 
earned 60-70% returns" 


WHY BT THINKS HE DOES 
His stocks 





strategy could not counter the market crash in 2008. His portfolio 
be skewed and he might be taking on too much risk. m 








Risk appetite: Just because you're 
in your 20s does not necessarily 
mean you can invest in 100 per 
cent equities, or that you can 
invest only in Fps in your 50s. Your 
planner must understand your risk 
appetite and structure your plan 
to keep up with the changes in your 
risk tolerance. 

Rebalance your portfolio: 
Portfolio rebalancing is essential 
for every investor. Make sure the 
planner reviews your progress at 
least twice a year to keep your plan 
on track. 

Insurance and estate planning: 
Many of us structure our life in- 
surance packages to cover the gap 
between the lifestyles we want and 
what our portfolios will finance or 


we simply look at the income tax 
benefits of buying an insurance 
policy. If your assets and earning 
power declined during the economic 
slowdown. that gap may be wider, 
your needs from insurance greater. 
Also, there may be a better alter- 
native to save tax. Make sure 
your adviser updates you about 
these issues. 

So the bottom line is: Good 
financial advice is a boon. But only 
if it is backed with constant 
vigilance at your end. Be hands on, 
always. 9 


Courtesy Money Today 





Next Issue > 
HOW TO CHOOSE THE RIGHT 
FINANCIAL ADVISER 


А 





SVKM's $6 
Narsee Monjee Institute of 
Management Studies (NMIMS) 


(Declared as Deeméd-to-be University under Section 3 of the UGC Act, 1956} 


SCHOOL OF BUSINESS MANAGEMENT 


announces 


NMAT 2010 


What's Different in NMAT-2010? 


NMAT (effective from 2010) is now an ONLINE ADMISSION TEST | 
conducted in India and abroad during a predetermined 10-day | 
period for admission to the following Programs: | 





• MBA (Core) • MBA (Pharmaceuticals Management) 
• MBA (Actuarial Science) • MBA (Capital Markets) 
• MBA (Banking) • MBA (Part-Time) 


• Ph.D. in Management • EPGDBM (15 Months) 


Online Registration: 27" October 2009 to 06" December 2009 | | 


Entrance Exam: 30" January 2010 to 08" February 2010 





How to apply 
For eligibility, selection and application process log on to www.nmims.edu/nmat 2010 


Modes of Payment 

Indian Students: Rs.1650. International Students: INR 5,000. | 
Payment through Demand Draft, Credit Card or Cash Deposits at designated Axis bank | 
branches. | a 


Test centers in India: North: Delhi, Chandigarh, Jaipur, Lucknow. West: Mumbai, Nagpur, 
Bhopal, Ahmedabad. South: Bangalore, Chennai, Hyderabad, Kochi. Central: Indore, 
Allahabad, Raipur. East: Kolkata, Bhubaneswar, Patna, Guwahati. 


Test centers Overseas: Kuwait: Sharq. Saudi Arabia: Dammam, Eastern Province, 
Qatar: Doha. South Africa: Cape Town, Midrand. United Arab Emirates: Abu Dhabi, 
Dubai. Australia: Adelaide, SA, Brisbane, QLD, Melbourne, VIC, Perth, WA, Sydney. 
Bangladesh: Dhaka. Malaysia: Petaling Jaya, Selangor. Nepal: Lalitpur. 
Singapore: Singapore. Sri Lanka: Colombo. 

Candidates from other countries, or Indians working in countries pa 
other than those mentioned above, need to have valid GMAT ? 
score of 650 and above. 





Contact: Mumbai: V. L. Mehta Road, Vile Parle (W), Mumbai 400 056. 
Tel.: 91-22-26134577/26143177/ 42355555, Bengaluru: 91-080-40855555, 40855500 
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Give up the comer office. Join the 
battle for the turf. 





rize Sponsor Equipment partner | SIM Partner 
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PRO-AM OF CHAMPIONS 2010 


in associ lation with 


RELIGARE 


Values that bind 








ITC-WELCOMGROUP - 


Hotels, palaces and resorts 





2 India's most prestigious golf event and the country's only Standalone 
Pro-Am, The Business Today Honda Pro-Am of Champions accredited by 
the РОТІ, celebrates its 15th Anniversary this year. Captains of the Industry 
will compete, for once, to perform below par. After regional rounds in 
Bangalore, Kolkata & Mumbai, the event will culminate with the grand finale 
in Delhi. Come on, The Turf beckons! 





Win a Honda р «шш к= 4 LZ for a Hole-in-One 





ae кона SR RE E БУ со аи s 1 

; Schedule po 
Bangalore: 21 November, 2009 Eagleton The Golf Resort sr | 

| Kolkata: 12 December, 2009 — Tollygunge Golf Course - | Ё 

| Mumbai: 23 January, 2010 Willingdon Sports Club |. 

| Delhi: 27 - 28 March, 2010 Classic Golf Resort _ | | 


Entry by invitation only. 
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_ From "Type & Search" to "Talk & Search" 


Google Voice Search comes for Symbian Series 60 devices. Honestly, 
though, we're left feeling a little let down after using it. kusuaw MiTRA 








he advantage with consumer 

technology is that if some- 

thing takes your fancy, you 
could probably try it pretty soon. With 
Internet technology, this time-frame 
is shortened considerably. Monday, 
November 2, at 3.50 p.m., Google 
sent a press release announcing the 
launch of voice-enabled search for 
Symbian S60 devices. Two minutes 
later, we had downloaded the 750 
kilobyte application on a Nokia N96 
and gave it a whirl. Much like Google 
Wave last issue, we were left feeling a 
bit... ambivalent is the word. I guess. 


What Do You U 


inister of State for External 

Affairs Shashi Tharoor has 
been India's answer to Ashton 
Kutcher in the role that he has 
played in popularising the micro- 
blogging service, Twitter. But many 
people get frustrated with the 
service after using Twitter, which, 
despite some improvements, is not 
that great. 
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What we like: Google Voice Search is 
very easy. Launch the Google appli- 
cation from your applications folder. 
This could be a problem on older 
Nokia E and N series devices, though 
it wasn't on a N96. Keep the "call" 
button pressed and say what you are 
searching for. Pronto! You will get 
results for what Google thought you 
were searching for. Plus, by using 
location data, the results will be tai- 
lored to your location. Searching for 
"Chinese food" from our offices in 
Jhandewalan, New Delhi, gave results 
for some restaurants in Connaught 


se to Tweet? - 


This is why power-users of 
Twitter use third-party software to 
manage their accounts, and for the 
PC, the most popular and probably 
the best piece of software is 
TweetDeck. Though you will need to 
install Adobe's Am platform to run 
TweetDeck, this software is great in 
that it allows you to maintain and 
update multiple Twitter accounts. 


Place a few minutes away. Impressive. 
The results are "integrated" with a 
mixture of local search results, reg- 
ular web search and YouTube videos. 
Google Voice Search has been avail- 
able in India on BlackBerry phones 
for about two months now. It still 
doesn't work on Android phones and 
the iPhone in India. 


What we don't like: Google's voice- 
recognition, however, still needs a lot 
of work. Terms like "taxi" and 
"Chinese food" worked fine, but others 
like “Sansad Marg" needed a bit of 
work. Though to be fair, after a few 
"didn't get that" screens and once 
returning results for "Samsung 
Marine", it did understand what we 
were looking for. Eventually. 

Like most Google products, voice 
search is a work in progress. To 
have the confidence to release such 
a service on India's leading smart- 
phone software platform means that 
despite a few not-so-perfect 
moments it works all right. It could 
be better, but we are a long, long 
way from perfection. 


The software automatically short- 
ens web links and makes it pretty 
easy to upload pictures. 

On other devices, there are some 
great apps as well, such as 
TwitterBerry and UberTwitter for 
BlackBerry users or EchoFon and 
Twitterific for iPhone users. While 
these are all free, Gravity for Nokia 
S60 devices is a paid software. © 
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DEKRYAK С. 


John Mullins 


BOOKS 


Break Through at 2.0 


Getting to Plan B tells you how companies ranging from Google to Toyota found their 


sweet spots not in their initial plans, but in subsequent avatars. JOSEY PULIYENTHURUTHEL 


he first time then-researchers Sergey Brin and Larry Page tried to make money from an Internet 

search engine they had developed at university, they tried selling it as a service to business 

or enterprise customers. Clients included Yahoo! and Red Hat but licence revenues in the first 
year, 1999, clocked just $220,000 (or Rs 95.77 lakh then). 

It was a new business plan aimed at advertisers the next year that had the sales needle moving 
at Google, Brin and Page's search engine. Long considered "evil" by the Stanford duo, paid-listings 
(the idea was borrowed from Overture, a pay-for-placement ad service) turned out to be the first big 
push for Google's revenues—and profits. (In the September quarter alone this year, Google netted 
$1.64 billion on $5.94 billion revenues.) 

Authors John Mullins and Randy Komisar use the Google example to drive home the premise 
of their book, Getting to Plan B—Breaking Through to a Better Business Model, that more often 
than not, a new venture does not make money from its first business plan. At a 2008 meeting with 
several entrepreneurs that venture capital firm Kleiner Perkins Caufield & Byers had backed, 
Komisar, a partner at the Menlo Park, California funder, found two of three start-ups had abandoned 


БЕСЕ 
Getting to Plan B- 
Breaking Through to a 
Better Business Model 
AUTHORS: John Mullins 
& Randy Komisar 
PUBLISHER: Harvard 
Business Press 
PAGES: 250 


PRICE: Rs 695 
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their initial business plan (which Kleiner Perkins had funded!) to move on to 
a new model (Plan B) or beyond. 

Even if this may seem a truism to some, the book makes for a compelling 
read for entrepreneurs, who'll get an early start on some realities in their work 
lives. And, even managers working in established companies will benefit; for 
no business is frozen in time and needs to continuously raise the bar or 
face the prospect of customers or competition raising it for them. 

The book, published in September. sets a fine tone with several real life case 
studies—including one on Pantaloon and Kishore Biyani in India—and 
models or tools that Mullins and Komisar believe will help entrepreneurs and 
managers to hit their groove. Indian readers. especially entrepreneurs. will 
find several thoughts to take away from the examples of Apple, Ryanair, eBay, 
Dow Jones, Costco, Toyota, Shanda, Africa Leadership University, among oth- 
ers, on how these companies started up new businesses by borrowing ideas 
from others (the authors call them ‘analogs’) or tweaked offerings away fro- 
mindustry practices that weren't fixing customer pain. 

On the tools side, whether it is the use of what Mullins and Komisar call 
"dashboards" or the importance of focussing on revenues, profits, working 
capital and investments, the book offers solid take-aways that can be used to 
run daily businesses—be it in manufacturing or services. 

The message is consistent: be ready to experiment, always. 

Cribs: the book could be better edited for brevity, language and, at time, 
facts. That will perhaps be fixed in the next editions and make the 
book closer to all-time classics for entrepreneurs such as 
Doug Tatum's No Man's Land. 





"Others have built businesses that are 
more like yours than you can imagine. 
Borrowing their good ideas is key to 
building a vibrant business model that 
will stand the test of time" 
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Mone ay Polic li 
Financial Stability 
and Other Essays 
By C. Rangarajan 
Academic Foundation, 
New Delhi 

Pages: 428 

Price: Rs 995 


The Chairman of PM's 
Economic Advisory 
Council and a former 
RBI Governor arques 
that without a 

focus on the twin legs 
of equity and 
efficiency in India's 
growth trajectory, 
the country will 

limp along. 


| 


Sticks & Stones 
By Larry Weber 
Wiley 

Pages: 226 

Price: Rs1,200 


If you're a CEO in 
today's wired world, 
youmay needto 
readthis book on 
managing reputation. 
A PR doyen shows 
howto solidify your 
company's online 
presence by building 
customer loyalty, 
attracting talent and 
earning shareholder 
confidence. 
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EXECUTIVE-HEALTH 


Cut Down the Coffee 


Switch from your ritual cup of java to a "healthier" green tea. ANUMEHA CHATURVEDI 


e all know that 

there's really 

nothing to beat 

that curiously 
intoxicating smell of freshly 
ground coffee beans—as 
well as that addictive first 
cup—to jump-start your 
day. But it's not just the 
morning—a steaming cup 
always comes in handy 
while driving negotiations, 
initiating great conversa- 
tions or even kicking back 
next to a log fire. It even 
gets a nod from researchers 
like Thomas H. Lee, a Professor of Medicine at Harvard Medical School, 
Boston. Attributing the benefits to large, long-term studies, Lee says that 
“long-running research shows that drinking coffee cuts the risk of dying 
early from a heart attack or stroke, and the bean improves productivity, too.” 
Now, before you make a manic sprint to the nearest store for a cappuccino 
machine, you may want to listen to what Upasna Kamineni, Vice Chairman, 
Apollo Charities, and an active campaigner for health issues, has to say. “Coffee 
is both a health and a social hazard, and the cons far outweigh the pros,” she 
says. Kamineni, also the Director of Lifetime Wellness Rx, an Apollo Group 
body that conducts health talks, assessments and camps and also 
undertakes research-based projects on lifestyle disorders, thinks that it's 
best one stays away from the brew 
altogether. "The excessive caffeine in coffee 
can boost your blood pressure and can leave 


Nose RN you dehydrated. Add milk and sugar, and 
3 it becomes a recipe for disaster, that is 

E MT OE bound to add extra pounds," she adds. 
ANTIOXIDANTS" Aerated drinks and canned fruit juices also 
get a thumbs down from her. "Aerated 

Mae va Chairman, drinks and canned fruit juices have a high 


concentration of sugar and should be 

avoided in the mornings. Try jasmine and 
green tea or even lemon water as the three are rich in antioxidants." 
Kamineni recommends switching over to juices and lemon soda by afternoon. 
"Buttermilk is easy on your digestive system, too, and goes well with most 
Indian foods," she says. And for those of you who just can't kick the coffee 
habit, she suggests skipping milk. "Taken black, both coffee and tea are 
calorie-free and full of antioxidants." Not a bad option for the coffee-crazy but 
health-conscious folks out there. © 


Log on to www.businesstoday.in for Dozing at the Desk? 
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€ Anaverage cup of 
coffee serves about 
100 mg of caffeine. 


€ Excessive caffeine makes 
you jittery, boosts your 
blood pressure, and 
dehydrates you. 


€ Aerated drinks and canned 
juices are high on sugar 
and are best avoided. 


@ Add soda and water in juices 
to dilute excessive sugar. 


€ Smoothies and soups, 
high on fibre and 
nutrients, are great 
options. 


© Buttermilk and lemon 
water are easy on the 
tummy, too. 


€ Skip those dispensers and 
give jasmine and green 
tea a try. 





ADDITIONAL READING 


For more tips on what to drink and 
why. log on to http://www.hsph. 
harvard.edu/nutritionsource/ 
healthy-drinks/ 


ORGANIZED 6Y 


NEW DELHI 28 NOV || РИМЕ 27 МОУ 
MUMBAI 30 NOV | NEW DELHI 29 NOV 
HYDERABAD 3 NOV MUMBAI ! DEC 
BANGALORE 5 NOV | HYDERABAD 4 DEC 
CHENNAI 7 NOV BANGALORE 6 DEC 

емес CHENNAI 8 DEC 


Cornell-Nanyang | Duke | IE | MIP- Pol.di Milano | Imperial 
Toronto-Rotman | Wollongong...and many more 
Carnegie Mellon | EMLYON BS | George Washington | HEC | Hult 
££ | Melbourne | UC Irvine | Univ. Bocconi „апа many more 


Register at: Register at: 


www.topmba.com www.topgradshool.com 
i FREE ENTRY 


00 on the day. AH payments on the day of the fair 


The 


Princeton 
ашы Heview 





TIMESJOBS.COM 


Because you are worth more 





QUIZ 








What does this . Jim Pattison Group, the parent 
1992 US stamp company of Ripley Entertainment, + 
commemorate? i |. bought an iconic British entity in 
Са The Great Recession са similar business in early 2008. 
Cl b. The Great Crash of 1929 .. Which one? 
С c. The Gold Rush | Cl a Greenwell Entertainment 
CJ d. The Robber Barons . CJ b. Corporate Entertainment Co 
С] € Guinness World Records 


Cl d Marmite 






The sukuk or sakk is known in the 
West today as an Islamic Bond. 
The sakk/saqq was originally a 


E This fabric made from dyed cotton 
written vow to pay for goods 


yarn is cheap and often used as 








when they were delivered and . atest fabric while designing 

gives us which familiar word? fashion. Which fabric? 

О а. Souk Па Gingham 

Lj b. Cheque C b. Georgette x 
С] e Promissory note [Jc Chambray 

Г] d. Bai Salam C] d. Cambric 


Rajesh Unni. A 


¬ The phrase "cause- 





was the first to give us the t. related marketing" 
correct answers to the quiz was first used by 
published in the issue dated which company in 
November 1, 2009. So, 1983 to describe its 
as we promised, he wins а campai gn to raise 
a year's subscription to вт. a What is the primary reason for money for the 
E-mail us the right answers at аре to host a Formula One restoration of the 
btfeedback@intoday.com or log at night? Statue of Liberty? 
onto www.businesstoday.in С] а No traffic at night Са Marriott Corporation 
to take the quiz online. Correct О b. Night sponsorship is cheaper C] b, Famous Amos 
answers in the next issue of BT. CÎ c. Free stay for teams Cj €. American Express 

C] d. Most TV viewers of the event are in Europe | FJ d Cheerios 


and the time difference suits them 


Kahuna, Blade, Ice & Beast 

- are product ranges from this 
Australian sports good manu- 
facturer. But what is their 


< Named after the founder's 

: nin -~ daughter, its first product was 
ANSWERS to the quiz in the i i 

last ISSUE, dated NOV. 15. | called Ujala. Which company? 





L3 а. Jyothy Laboratories 


| inel » C та Ltd | best-known product? 
: Ср € Rohit Surfactants | Са Slazenger 

3 b. Eye Pod. С d. Calcutta Chemicals (3 b. Kookaburra ball 

4 a. Nestle _ | о | | [Jc Beyblade 

:5 b, Walter Chrysler —. | [3 d. Transformer toys 


6 b. Maple bond ` 
Tb. Steinway Piano - 
8 b. Nutan stove. 






Kishore Biyani mentions which 
- Rs 800-crore Tamil Nadu-based 








9blua  . [a : Я What four-letter ticker 
семи — discount retailer as one of the symbol is used by Sun 
е role models for Big Bazaar? . Microsystems on the NASDAQ? 
С] а Spencer's Retail | LÎ a Sunm ` 
E b. Subhiksha | D] B. Pico | 
Li c Whiteaway Laidlaw | Lic Java SN А 
[3 d. Saravana Stores | Cid Unix microsystems 
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Blending proven competence, sheer elegance and unparalleled features, a supreme 
collection emerges - India Today Diaries and Planners. Bound in premium quality 
material, the collection stands apart from the rest and marks a new identity. 
Experience a touch of class in scheduling, this year. 


NENNEN A MALA 


DIARIES SIZE 
(Cm) 
FORMAT: WEEK -AT-A-GLANCE 
YEARBOOK (Leather) 2227 
YEARBOOK 22/27 
YEARBOOK (Black) 22727 
SLIMLINE (Leather) 918 
SLIMLINE 9*18 
FORMAT: 2-DATES-A-PAGE 
POCKET LINE (Leather) 80 
POCKETLINE 810 
FORMAT: PAGE-A-DAY 
EXECUTIVE 22°27 
EXECUTIVE (Black) 22927 
PROFESSIONAL 18°26 
COMPANION 19724 
PAGE-A-DAY 1319 







(Yearbook / mline / Address Book) 
LEATHERETTE SET 
(Yearbook / Slimline / Address Book) 


ADDRESS BOOKS 





ADDRESS BOOK (Leather! 1»22 
ADDRESS BOOK 1322 
PLANNERS 


FORMAT: PAGE - A- DAY 

EXECUTIVE PLANNER 

{Leather Black, with calculator) 

PLANNER (Leather Red, with cell case} 
PLANNER (Leather Tan, with cell case} 
PLANNER (Leather Black, with cell case) 
LANNER (Leather Red, with calculator) 
LANNER (Leather Tan, with calculator} 
PLANNER (Leather Black, with calculator) 
EXECUTIVE PLANNER 

{Lea ck, with calculator} 
PLANNER (Leatherette Black, with cell case) 
PLANNER (Leatherette Black, with calculator) 












FORMAT: WEEK- AT- A-GLANCE 
MINÎ PLANNER ( Leatherette} 





T 
NNER & MINI PLANNER 
(Planner Leatherette Brown with Calculator! 
(Mini Planner Leatherette Brown) 


REFILLS 
REFILLS FOR PLAN) 
REFILLS FOR EXECUTIVE PLANNERS 
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AUTHORISED DEALERS AND DISTRIBUTORS : 


NORTH ZONE (Regional Office Ph.: 011-23326324; E-mail: deepak.bhattGintoday.comk — . 
New Delhi Quill Stationery & Office Supplies IP) Lid. Ph: 29417054/ 41513132/ 0810490445, Fax- 45652303 Agra Gantt Tho Modem Book Depot 
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EAST ZONE (Regional Office Ph.: 033-22828948; E 
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„тай: ramesh.pandey@intoday. com): 
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Pvyt.Lid,Ph.:033. 22822617/18/19; 
2206664 Ranchi Kalash Stores Ph 


WEST ZONE (Regional Office Ph.: 022-66522500/1/2/3; Email: rajesh.menonintoday com): 

Ahmedabad НК Enterprises Ph.:S99805557 t;Crossword Ph. 26468031;Antakshü Ph.: 25434441; Nikiz Stationery Fh, PEAT HOG Vas 
Stores Ph.: 26425523; Raj Stationers Ph ‘oda Stationery Mart Р. 2362378: Om Music Pas 6304255. The рар 
Ph, 2333620; Crossword Ph.: 2° {Ка 65: Umakant Book Sellers Ph,: 2959633;Ravechi Collection Ph 2700081: 
Chamunda Stationery f 2 Bhilai NuLite Bookseltárs & Stationera Plhi-2261989/042 5245113 Bhopal 
Variety Book Hou i 
Book House Ph 
Krips Stationers Ph 
25400604, JB Kar 
22022514 Nagpur 
Enterprise Ph. 24451173: 
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SUBIR GOKARN 


Ear to the Ground 


The Reserve Bank of India (RBI) is 

set to get one of its voungest Deputy 

Governors in recent times, SUBIR 

GOKARN, 49, Standard & Poor's 

Chief Asia-Pacific Economist, will 

also be the first non-bureaucrat, 

non-government-economist Deputy 

Governor, In him, the central bank 

will get an economist who is in touch 

with ground realities—a rare attribute 

in the ilk since few economists get 

the opportunity to go beyond theory. 

Laveesh Bhandari, Founder & Head, 

Indicus Analytics, who has worked 

closely with Gokarn for 
over 10 years, at various 












organisations, says 
his biggest plus point 
is his ability to change 
stance in the face of 
changing ground reali- 
ties. Of course, he 
will bring to RBI 
the wealth of 
knowledge 
that he 
has garnered 
in the 
academic 


ес 


world. 


VIKRAM SHARMA 





ANOOP PRAKASH 


Harley- Davidson's India Man 


ANOOP PRAKASH jokes that he doesn't have one but 12 Harley-Davidsons 
in his garage, "the entire demo fleet". Prakash, 36, who is heading the 
iconic American motorcycle manufacturer's operations in India, is 
looking forward to the first showrooms opening in the middle of 2010. 
"We think Indian bikers are looking forward to experiencing | larley." he 
says. In fact, for the initial five showrooms planned for 2010, Prakash has 
been inundated with over 100 applications. "We will be giving everyone 
the complete Harley-Davidson experience, from the ability to customise 
their rides to our clothing range and accessories," he says. As for his 
favourite bike in the range, Prakash says it has to be the 2010 model year 
Street Glide. Bikers, you have our permission to feel jealous. 


PRODUCT 


Android Mania 


Google executives will all tell you how 
the mobile phone is the future of the 
company. So much so that they have 
even developed an operating system for 
the mobile phone—Android. Yet 
Android's early releases coupled with 





some decidedly problematic hardware 
has left everybody feeling rather under- 
whelmed. Finally, though, Google has 
been getting its act together, assisted 
by a host of hardware manufacturers, 
who have metaphorically drunk the 
water from Mountain View, Google's 
headquarters. 

The assault on Nokia, Apple and 
Research In Motion has begun with the 
very impressive нтс Hero, by far the best 
mobile device made by the Taiwanese 
manufacturer, which incidentally gave 
up its sole reliance on the Windows 
Mobile operating system last year. Still, 
the Hero is, by no means, perfect and the 
camera is particularly disappointing. But 
the device showcases what Android is 
capable of in no small part due to нтс'ѕ 
own "Sense" user interface, which 
makes the device a breeze to use. 


Copenhagen 















Nonetheless, at Rs 32,000 (exclusive 
to Airtel) the phone is hardly what you 
would call cheap. 

It is not just HTC who is getting into 
the Android act. Motorola, trying to 
fight back from oblivion, recently 
showcased the "Droid"—a new device 
running the latest build of Android 
codenamed Eclair—which features 
(in the us, at least) Google's free turn- 
by-turn navigation service. That is 
not all. Both нтс and 
Motorola have 
several more 
Android devices 
planned and 
others are HTC Hero 
reportedly on the 
horizon from 16 and 
Samsung. Motorola Droid 

Google might have 
taken a while to get the operating 
system right, but the Hero shows that 
things are coming together for the 
search engine behemoth. And Apple, 
with whom Google has a running feud 
right now, should be particularly afraid! 


Heads of states and leaders from around the world will be 


assembling in Copenhagen soon to attend the Global Summit 


on Climate Change. And even if it 


the year, Copenhagen, one of the world's mo t pro 


and liveable citie 


While the Little Mermaid statue is leg 


lorget to visit Tivol 


in Elsinore, one of northern Europi 


Renaissance castles, made famous by 


biting cold at this time of 


perou 


is always a e at plac lo visit 
агу, don't 
li Gardens or the Kronborg Castle 


most important 


Shakespeare’: 
Hamlet. WM you prefer taking it easy, take ù walk along the Nyhavn 
Canal to see the best of Copenhagen. The strei full of shop 


ind entertainment with a carnival-like appeal 





CONTRIBUTED BY PUJA MEHRA, KUSHAN MITRA & DHIMAN CHATTOPADHYAY 


\ 


DR DEVI PRASAD SHETTY 


Chairman Narayana Hrudayalaya, Bangalore 


The leadership lesson 

| remember best 

Two words-people and cause. The greatest 
leaders have the smartest people following 
them. They will only follow him/her 
provided they believe in the cause. 


The political leader 

| admire the most 

Lee Kuan Yew, the first Prime Minister 
of Singapore, because he believes that 
a country should be managed like a 
business and that is the only way a 
country can progress. 


The business leader 
| admire the most 


Ratan Tata. Primarily because he 
does not play to the gallery and 
does what he believes in. 


A book/movie | would ү 
recommend on leadership” 
The Bhagavad Gita. It is an *- 30 
unconventional selectiongbut it Em 
will give you all the fundamentals. 
about running à modern business, 


À 
A 
A 
4 
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The difference between 
a manager and a leader 
A leader sees things which do 
not exist today and a manager 
makes them exist. 


The worst thing a 
leader сап do 

Take ali the credit when the 
team wins and blame the 
members when the team loses. 


My biggest test as a leader 
My biggest test was or rather is 
convincing people that a 5,000-bed 
health city in every state capital 

is viable and will provide affordable 
healthcare for the masses. The 
traditional model is 100-200 

bed hospitals. 


Track your 
stocks on 
your mobile 


v/www.indiatodayimages.com 


As told to K.R. Balasubramanyam 


IREESH 


SMS ‘portfolio’ 


| Vol. 18, No. 24, for the fortnight November 16-29, 2009. Released on November 16, 2009. 
to 543210 
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4? Fortis 


GOOD DOCTORS UNDERSTAND MEDICINE 
GREAT DOCTORS UNDERSTAND PATIENTS 


At Fortis, we understand patients not just in terms of medical reports but also as people. That's 
why we follow a Total Patient Centric approach. Indeed, we not only have the finest medical talent but 


also train every employee to render warm, efficient service. So for great care get in touch with us. 


4? Fortis Escorts 


A 29 HOSPITAL NETWORK AND GROWING 


* PUNJAB * HARYANA • UTTAR PRADESH * CHHATTISGARH * RAJASTHAN + MAHARASHTRA • TAMILNA 


www.fortishealthcare.com 
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Conversations for a Smarter Planet: #5 in a Series 





Smarter money for a smarter planet. 


Money today has been reduced to zeros and ones. Most of the 
world's ‘money’ flows from a paycheck to a bank to a store and then, 
through the store's supply chain, only to be deposited in another 
business's account. 


Without question, electronic money has helped the world's economy 
grow and prosper. This digitization has contributed to advances like 
ATMs, credit cards and online banking. The transformation happening 
underneath is far more profound. Unprecedented computing power 
and advanced analytics turn oceans of ones and zeros into insights, in 
real time, Which means we could have a safer, more transparent and 
intelligent financial system for a smarter planet. 


We see many of these changes happening in India today. 
By embracing information Technology, banks in India are today 
servicing customers better and making forays in previously 
untapped markets - like rural areas. Risk reduction, real time 
application of data and transparency are some of the benefits that 
the industry is enjoying today. IBM today remotely hosts and 
manages the entire IT infrastructures of small, co-operative banks 
like the Madhav Nagarik Sahakari Bank in Rajasthan and the 

urmanchal Bank in Uttarakhand. This enables the banks to provide 
Services like Internet banking, mobile banking and ATM facilities to 


semi-urban and rural customers, expanding their reach to the most 
remote corners of the country. Я 
We also see it happening at the level of national governments. The 
newly integrated information system for the Czech Republic Ministry 
of Finance, for instance, provides insights to help set monetary 
policy, and to handle state budget resources and public finance 
more efficiently 


We see it helping multiple interconnected institutions. The Operational 
Riskdata eXchange Association, a consortium of 52 leading 
financial institutions, uses data to help improve statistical modeling. 
accurately quantify risk exposure and address regulatory 
compliance needs. 


These changes are exciting, but more are needed. Because the 
benefits of smatter finance are clear — for regulators, bankers, 
investors, companies and communities, rich and poor around the 
world, all of whose prosperity depends on a money system that is 


stable, secure and accessible to all. 


Let's build a smarter planet. Join us and see what others are thinking 
at ibm.com/smarterplanet/in/banking 
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Upcoming 
Motor Racing Track 
spread over 875 acres’. 
Ready by 2011. 









producing Country Homes 
еѕ ranging from 200 - 4000 sq. mts. 
»ming soon Residential Lake District 
phase |) spread over 200 acres’. 


y. It comprises perfectly crafted Country Homes 


to high rise apartment blocks with breathtaking JAYPEE GREENS 


Cricket and other International sports stadiums. 
With all modern facilities, the city offers regular 5 PO к i MS Ci a Í ТТ 


Yonitored 3-tier security system, super speciality — THE CITY WITH A WINNING ATTITUD 
2ssional colleges, etc. 


t get any bigger than this. 


Surajpur Kasna Road, Greater Noida-201305 U.P., Site Office: Yamuna Expressway, Gautam Budh Nagar, U.P 
2, Email: sportscity@jaypeegreens.com, Website: www jaypeegreens-sportscity.com 


r competent authoritie tatutory and otherwise. 1 acre is equivalent to 0.40469 hectares 
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Business District 
spread over 182 acres. 


Upcoming ICC st 
Cricket Stadiun 
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Ready by 20 





Come, live the pulsating life at a unique one-of-a-kind city in India, the 2500 acres' Jaypee Greens Sport 
along with the upcoming Residential Lake District (Phase I) which will include Villas, Town Homes and 

views of numerous perennial lakes and canals and multiple social clubs, etc. A massive Motor Racing Tr 
The first Commercial District is equipped with elaborate financial, recreational and civic centres. Ве! 
water supply, 24 hours electric power supply from Jaypee Group's own power generation plants, centi 
medical facilities, educational facilities from kindercrib to primary school to 


The Jaypee Greens Sports City in the National Capital Region. It doe 


Noida Sales Office: Sec-128, Noida, on Noida-Greater Noida Expressway, Greater Noida Sales office: 
For information, Call: +91 9999988901/2/3, +91 9582289301/2/3 


“Approximate sizes. The area, layout and de 
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Accessories, colours and fitments shown may not be part of standard specification. Mercedes-Benz cars: series W 212 meets Bharat Stage IV emission norms. 
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079-66185555, 0-9913144422, 0-9099975615, MUMBAI: Autohangar (1) Pvt. Ltd: Prabhadevi: 022-66123800, 0-9223547125, Andheri 10666 
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) +, BANGALORE 


Rajasree Motors Pvt. Ltd: 0484-2706432, 0 9846144304, COIMBATORE: Sundaram Motors Pvt. Ltd: 0422-2452020, 0-98 4 
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From the Editor 


he financial fallout of the scam—which bared 

the manner in which the banks made profit by 

lending huge sums of money against non- 
existing securities—is reflected in almost every bottom 
line." Reads like a description of the us banks reeling 
under the impact of last year's subprime crisis? It's 
not. It’s a statement from Business Today's first Best 
Banks study, released way back in December 1993. 
It's not just serendipity that the state of Indian bank- 
ing 16 years ago sounds similar to the plight of banks 
in the us and Uk today. Leafing through the pages of BT's annual best bank 
studies done over the last decade-and-a-half, one comes across a story of a 
remarkable transformation. Shaken by the 1992 securities scam, the 
state-owned banks had collectively posted a loss of over $1 billion and 
foreign banks had swept the top 18 places in our first ranking. Of course, 
Indian banks were also caught between the pincers of directed investment 
(in government securities) and directed lending (priority sector concessional 
loans) and were frequently recapitalised by the government. 

Today. some iconic global banks are surviving on government bailouts 
(the us government owns 34 per cent in Citibank and British government 
owns 70 per cent of RBS), whereas Indian (private and government-owned) 
banks have posted profits of over $9.6 billion (Rs 45,036 crore) in 2008-09. 
кїї Bank, uec Bank and Axis Bank—which weren't even around in 1993— 
have grown aggressively and efficiently in the face of stiff competition. But as 
the scars of the subprime crisis heal, foreign banks will raise the competitive 
bar yet again and corporate India, riding a recovery wave, will soon be hungry 
for funds. Our cover package (pg 35-95) brings out the achievements—and 
also the challenges—of 
Indian banking in this 
watershed year. 

After a year of freeze 
on increments and pause 
of promotions, most 
executives are looking 
ahead to better prospects 
in the months ahead. 
But what if your superla- 
tive performance does 
not get you a promotion? 
Find the answers on 
page 118. Indra Nooyi. Chairman and сво, PepsiCo, the most powerful 
woman in global business, has a simple prescription: “Don’t start off drawing 
yourself a blueprint saying, I want to be a cro. It doesn't happen that way. Life 
is not linear. Just do the job you are doing exceedingly well and life will take 
care of itself.” She told this to a packed hall at a Br function to felicitate the 
most powerful women in Indian business. On pg 13 6-144, we present the 
highlights of this function where Nooyi conveyed the true meaning of power. 
Real power. according to her, comes only from being honest, erudite and 


excellent—at all times. 
BK. ЙЕЛ Seren 


ROHIT SARAN 
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So real, you will become part of the game. 


intensity only Samsung LED technology can create. Get ready to experience 
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READERS' FORUM 


More Power to Women 

Being a professional woman myself, it's exciting to read about 
powerful women in Indian business. Your cover reinforces 
the belief that women are today well-rounded to face 

the challenges of the business world. | hope the wonderful 
examples of these talented women will show us the way 
to prove our worth in our respective fields. Prerna Rai, Chennai 


Role Models All 


As your cover feature on The 30 Most 
Powerful Women In Indian Business (BT, 
November 29) shows, women are not only 
doing well in various professions, they are 
also making impressive strides in the world 
of business. Many have come to acquire 
positions of great power and authority in 
the fields of finance, banking, media, 
entertainment, healthcare, biotechnology 
and many more. What makes their suc- 
cesses all the more commendable is not 
that they are smart and business-savvy 
but they have the grit and determination to 
break through and fight their way to the | == 
top. Thanks for showcasing such exemplars 
and role models. Pragya Pandey, Bangalore 


Унах буолла 


ЕРЕ 





Breaking the Glass Ceiling 
The 30 Most Powerful Women In Indian 
Business is a feisty celebration of women 
achievers and businesswomen. Their 
achievements make us think: if they can do 
it, why can't I? It also reminds us how 
the world has changed from the days 
when women were discouraged from 
pursuing careers and had to face odds in all 
walks of life. Pranab Saikia, Guwahati 





Not by Conventional Wisdom Alone 

Prof. Vijay Govindrajan in Solutions for India... Will be...for the World Soon 
(вт, November 15) brings out the subtleties of doing business in a 
globalised world. His reminder that MNcs and big businesses playing by 
old rules of thumb need to challenge the status quo and strike out on 
unorthodox strategic paths if they want to succeed in emerging mar- 
kets like India is both timely and valuable. B. Rajasekaran, Bangalore 
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PSUs Need Private Pizzaz 


Our Psus can become global leaders only if 
the government allows them more entre- 
preneurial freedom (вт 500: India's Most 
Valuable Companies, November 15). Believing 
that they can be better managed from the 
commanding heights of government is a fal- 
lacy for it leaves them little scope for any 
disruptive innovation or to respond quickly 
to marketplace opportunities. The entre- 
preneurial ferment in our PSUs can be 
sparked by giving them the freedom to in- 
vent new business models and regenerate 
their product lines. Neeraj Thakur, Pune 


Weathering the Downturn 

The government should take steps to en- 
sure growth and stability in all sectors of the 
economy (Down, But Not Out, Br, November 
15). Our export sector is obviously in dis- 
tress as the number of overseas clients has 
dried up and the domestic market offers 
little promise. Vardhman Singh, Surat 
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NOW AVAILABLE ONLINE 


The 30 Most Powerful Women In Indian Business 


They are irrepressible. They are unstoppable. And their ranks are swelling while other lists 
of toppers are shrinking in the downturn. From the C-suite at India's largest private bank to 
the factory floor, from Indian multinationals to grassroots game-changers, they are every- 
sı where. They are India’s most powerful women in business. Read the 7th Edition of The List. 
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in detail and lessons drawn. Plus commentaries from experts. 
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knowledge of the corporate world. You could also win a 
one-year subscription to Business Today. Send answers to 


btfeedback@intoday.com or log on to www.businesstoday.in 


to take the quiz. 


UTILITY TOOLS 
> Risk Calculator 


Analyse your risk tolerance and decide 


your investment approach. 
> Future Needs Calculator 


What are your future needs, Click here 


to calculate. 
?Tax Calculator 


Find out how much IT you need to pay 


depending on your income and investments. 


Education Plan 
Calculate to meet your child's expenses. 


TO RECEIVE BT'S TIP OF 
THE DAY 

1. Go to "Write messages" on yoi 
mobile phone. iid 


2. Type "BTTIP" on the message 
screen 


3. Send the message to the number 
"52424", 


4. You will receive the hot 
tip for the day in a return message. 


NOTE: Available with all cellular operators. 
Regular SMS charges apply 





Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 

TO ANSWER THE BT-ON-THE-MOVE 

QUESTI 

Should the government step in to check 

spiralling food prices? 


1. Go 


2. Type "BTPOLL Y" for Yes. 
Type "BTPOLL N" for No. 
3. Send the message to the number “52424”, 


Powered by ActiveMedia Technology www activemediatech.com 


? Retirement Plan 
Find out how to maintain your current 
lifestyle after retirement. 


? EMI Calculator 
Know how much equated monthly 
installment you will pay on your loan. 


? SIP Calculator 
Plan your investments intelligently to 
meet your financial commitments. 


? Business Tips 
Hot tips to keep you ahead of rivals 
in business. 





ON 


to "Write messages" on your mobile phone 










the рой at www businesstoday in 









In the formal corridors of power, appreciation should never 
become a mere formality. That's WORKSTYLE. 


* Caught in the routine of corporate activity are two words, ‘thank you’. For those who know it's important to send across a more 
meaningful ‘thank you’, a finely crafted Sheaffer is an impeccable choice. A refined blend of bold design and craftsmanship, 
a Sheaffer is more than just two empty words. It's WORKSTYLE. 










Mumbai: Grand Galleria, High $ bit Mall, Malad Ph: 022 28785818 | 





= is ee: Bangalore: The Forum, Ho d Ph: 080 32721999 |G Май, Magrath Road Ph - 411 9 4 
W ILLIAM PENN Ph: 080 25537803 | Op: ntr Mali Mall eswaratr г Hyderabad :stic Departures, Rajiv Gandhi International A 
Delhi: Select CITYWALK, Saket Ph 5838 mina i Indira бал@ na 


THe М/ояьо Pen STORE 





For — ا‎ call р поке 41104848 Delhi: : 26341187 Mumbai: visco T Hyderabad: я 9963426632 Kolkata 9830627408 
Chan Anlina ania nin@uvilliamoennnete For more information, call 9845987272 ө Aisc available at select Shoppers Stop and Lifestyle outlet 
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Has Stimulus Satiated You? 


The UPA government's stimulation packages held up the Indian economy. As the buzz grows on 
exiting such expansionary spending, the casualty could be economic goodies. PUJA MEHRA 


West and an economic slowdown at home has made 
Indian consumers richer. You pay lower taxes on income 
and prices of select products and services are lower today 
than they would have been ifthe downswing hadn't hit the 
economy in 2008. At the broader industry level. overall stim- 
ulus of Rs 2,18,000 crore, or $45 billion, has kept consumer 

and industrial demand buoyed. 
So far so good. But policy mandarins are seized of con- 


| t's a contrarian thing to say but the recession in the 


cerns that if the United Progressive Alliance coalition gov- 
ernment continues with its stimulus packages over the 
next few months, it could hurt the Indian economy in 
the long run. The Hobson's choice before them is: reflate 
or deflate? 

Until now. India has been largely insulated from the 
global financial crisis. thanks to New Delhi's stimulus 
packages. To begin with, Finance Minister Pranab 
Mukherjee left more money in the hands of taxpayers 
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FOCUS 


WORDSMITH 


(NEW WORDS IN BUSINESS) 


Pimpact _ 





What: It means the bene- 
fits (and costs) for service 
providers and customers 
who involve a middleman in 
their business transactions. 


Origin: This term was 
coined by Steven D. Levitt 
and Stephen J. Dubner in 
their just released book 
Superfreakonomics, where 
they refer to pimpact as a 
principal-agent problem 
with variable results 
(depending on the agent's 
own motives) . 


Usage: Levitt and Dubner 
used the term to talk about 
their research on prostitutes 
in Chicago where sex workers 
benefitted when they connec- 
ted with clients through a pimp. 
The middleman enjoyed a 
commission, brought higher 
paying clients and had an 
understanding with local 
police. However, this advan- 
tage doesn't always hold true. 
In the real estate market, 
homeowners don't benefit 
from a similar understanding 
with the agent, who charges a 
high commission without win- 
ning an equally high sale price. 


with an aim to encourage spending and 
boost consumption. He scrapped a 10 
per cent surcharge on income tax (that 
had increased the peak basic income tax 
rate to 33 per cent even before specific 
levies to finance education) and in- 
creased certain tax-free allowances. 
At the same time, he cut service tax 
and excise and customs duties to lower 
the costs of inputs. If that was not 
all, Mukherjee raised government 
expenditure in infrastructure and 
rural India through four 


up to 1.3 per cent from the year-ago 
period versus 0.5 per cent year-on-year 
in September. The кві has raised its 
inflation target to 6.5 per cent for fiscal 
2010 from the earlier 5 per cent. There 
are growing doubts whether the gov- 
ernment's fiscal deficit, pegged at 6.8 
per cent of Gross Domestic Product (GDF) 
in the Union Budget for this financial 
year, will be contained at that level. Even 
if it was, New Delhi would still have to 
borrow a record Rs 3,98,000 crore, or 

nearly Rs 1,100 crore a day. 


fiscal packages. To continue with or in fiscal 2010—some 29 
Thekeeperofallthings ease out the stimulus рег cent more than the 
monetary in the country, is a tough call but previous year. 
the Reserve Bank of India, — not taking a decision Although the вв! has 
too, steadily pruned bench- — could result in: raised more than eight of 
mark interest rates and Я : the ten rupees that the gov- 
tweaked banking ә Shooting inflation. RBI ernment needs this fiscal 
ratios that determined the has raised its WPI target year, a crowding out of pri- 
cost of borrowing for con- from 5% to 6.5% by vate borrowers (don't for- 
sumers and the industry. Mar 2010 get that recovery means in- 
Result: interest rates are е Rising interest rates. dustry will start getting 
today lower than what they RBI has signalled a tight hungrier for funds than it 
money policy; high nca ROS 
Were 18 months ago. inflation can produce had been in the past two 
is no бы that high interest rates years) and a D E 
this multi-pronged ap- crease in interest rates cou 
proach helped cushion the Big fiscal deficit. sooner than later become 
economy from the impact of Budget target of 6.8 reality. In its latest credit 
the global crisis. Industrial per cent of GDP could policy, the central bank has 
| ; be hard to keep to ` М 
production, for instance, signalled "the first phase of 
rose 9.1 per cent іп ®@ Increased exit" from monetary ac- 
September, beating analyst government borrowings. — commodation with a 1 per- 
expectations for the fourth Up from Rs 3,08,600 cr centage point increase in 
consecutive month. And " FY ‘09 to Rs 3,98,000 — the statutory liquidity ratio 
some measures such as plan cr this fiscal year (SLR, a measure of manda- 
spending on development  @ Crowding out of tory bank investments in 
are, as our columnist Kirit — private borrowers. RBI government bonds) to 25 
Parikh argues on page 34, has cut non-food credit рег cent of a bank's deposits. 
anyway overdue reforms e ial og It also reversed— partially 


and should be kept in place. 
Still, the big question 


or fully—some liquidity 
accommodation introduced 


remains: How much longer should the 
economy be stimulated? Just like too 
much of coal fed into a steam-driven 
rail engine can result in its boilers 
bursting its rivets, continued stimulants 
to the economy could well start 
hurting it. 

Look at the signals. Already. inflation. 
measured by the new monthly Wholesale 
Price Index (wr) for October, has inched 
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through various instruments last year 
for banks, mutual funds and housing 
finance companies. 

That itself will not affect the liquidity 
in the system given that Indian banks’ SLR 
investments are already at 27.6 per cent, 
yet there is little mistaking RBI message: 
Be ready for a tighter money policy. In 
other words, end of downturn also means 
end to booster dose of goodies. 


BOARDING PASS — ! — 
ON THE MOBILE PHONE |I ... жашы AEN 


The next time you fly, you could be carrying 
your boarding pass in your mobile phone. A 
software from Mumbai-based Hexaware 
Technologies can generate 2D bar-coded 
boarding passes (BCBP) for passengers. BCBP 
is expected to save airlines a combined total of 
$1.5 billion annually. 


Boarding Fass 1 Carte Фао à bord 





K R BALASUBRAMANYAM 















у does it work: Protocol: Who's susingit: — 
is a plug-in to an The pass can be 20 international air- 

я airline's existing received as an SMS, lines, including Lufthansa, 
pa departure control WAP or MMS. It can Finnair, and Austrian - 
pas engers. ТАТА System, which feeds also be e-mailed Airlines, already use 
wants member passenger check-in to passengers. Quite mobile BCBP services _ 
airlines to be data to the software a few global firms to reduce passenger 
; BCBP-compliant for generation of have launched carbon footprints by 

c by 2010. | 2D boarding passes. similar software. printing less paper. 


“We have oils designed. 
.. to help you 
clothe a nation. 


уму SERVO offer 





Industrial Oils | 





FOCUS-LEGAL AFFAIRS 





Not for Everyone! 


H ow does a variety of tea or 
sweets qualify as a 
Geographical Indication (Gi)? The 
question assumes significance since 
several Indian companies and asso- 
ciations have recently applied for бї 
status to the Registrar of 
Geographical Indications in 
Chennai for their products. The lat- 
est in the list is Bambino Agro 
Industries, which now wants ст 
status for the Bambino brand of 
vermicelli, claiming that it's the 
largest producer of vermicelli in 
Asia. Others such as the makers of 
Tirupati Laddoo have also applied 
for a ar status. Earlier in 2005. 
Reliance Industries had made a 
similar application for both the 
Krishna-Godavari (к-с) fields and 
the Jamnagar refinery. They have 
now withdrawn the applications. 
"It is important that applicants 
understand the basic principles sur- 
rounding ct (See box)," says Latha 
R. Nair, Partner, k&s Partners. 
Nair's firm currently advises the 


Dennis Hwang, 31, Google Inc.'s 
webmaster, is better known for the logos 
he designs for the company's homepage. 
In India to hand out an award for a 
Google ‘doodle’ competition, he spoke to 
Daniella Grossman about what it 
takes to keep the ever-changing logos a 
top-of-mind item for Google users. 





Government of India on the protec- 
tion of various Gr issues, including 
that of Basmati and Darjeeling Tea. 

So, how should one go about 
applying for a cı status? To begin 
with, every applicant is allotted a 
number by the registrar's office. 
Thereafter, a group of experts ascer- 
tains the correctness of the particu- 
lars furnished. Once a report is sub- 
mitted and no objections raised by 
anyone within three months, the 
application is accepted. 

However, as Nair says, stake- 
holders need to be gathered on a 
common platform to ensure that a 
cı status brings in economic benefits 
for the region. Otherwise the regis- 
tration remains a paper tiger. 

Admitting that с! applications in 
India have seen a spurt in recent 
years, intellectual property (IP) ex- 
perts feel if the Registry had done its 
job in checking applications at an 
early stage. many applications 
wouldn't have dragged on for years. 


SHAMNI PANDE 


"THE CRAZIER THE IDEA, 
THE BETTER" 


Sometimes we hear about a cool 
idea and have less than a day to 
design something. But every few 
months we get together to discuss 
and plan. (Then.) we get messages 
all the time from users saying you 
should do this or that. 


. Our work process is pretty 
informal. Mostly, we'll 
know it's a significant event 

in a country or we'll be told. 

If it's an artist's birthday. it's 


WANTED! 








® There has been a spurt in GI applica- 
tions in recent years, the latest being 
Bambino Agro Industries, which wants 
61 status for its vermicelli. 


@ GI can be filed only by an association 
of producers representing a common 
interest. A public limited company with 
monopolistic interest and no historical 
link to the region doesn't qualify. 


$ One needs to build sufficient historical 
evidence. in case of the Darjeeling Tea 
application, gazetteers dating back to 
several decades were filed which 
referred to tea cultivation in the region. 


easy. Sporting events like the World 
Cup and the Olympics are easy, too. 
Google co-founders Larry Page and 
Sergey Brin are into pushing the 
boundaries... the crazier the idea, 
the better. 


The driving force behind the inst- 
itutionalisation of the logos is the 
Google brand itself. We're putting out 
good products, providing information to 
people. We just try to keep it fun and 
come up with new ideas, keep users 
saying "aha." A lot ofother companies 
have started changing their logos, too, 
which is the greatest form of flattery. 
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FOCUS-MARKETS 


NUMBERS 
OF NOTE 


Rs 40,000 cr 


Investment that Indian Oil 
Corporation (IOC), the 
country's biggest company 
by sales, will have to make 
every year to maintain 

its current growth rate, 
according to the IOC Director 
(Finance), S.V. Narasimhan. 
For this, it needs to generate 
an annual profit of 

Rs 10,000 crore every year. 


$1,185 


The average annual income 

of a working woman in India, 
less than one-third of 

what a man earns ($3,698) 

in the country, according 

to a World Economic 

Forum survey. 


35% 


The percentage of Indians 
who want the government to 
have greater control over 
major industries. The 
proportion of people wanting 
similar government action in 
regulating business is the 
highest in Brazil (87%), 
Chile (84%), France (76%), 
and China (71%). 


Greater 
control 
control 

Quo 


say 














Survey by GlobeScan for BBC World Service 


Figures are for India 
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India Will Lead IPO 
Market Recovery 


press markets such as the us and Japan may have been leading the 
recovery in the financial markets till 2008, but this trend seems poised to 
change in favour of emerging markets if one goes by what global fund managers 
feel. According to a recent Ernst & Young (E&Y) survey on the global Initial Public 
Offer (тро) market, emerging markets such as India, China and Brazil are set to 
lead the recovery. A majority of fund managers surveyed thinks the recovery in 
these three markets will happen between the third and fourth quarter of fiscal 
2009, while for developed markets like the us and Japan, a proper recovery can 
only be expected around late-2010 or 2011. 

The findings of the survey for India reveal that mid-cap companies will lead 
the pack in reviving the primary market followed by large-cap companies. 
Within this category it is the Psu disinvestment and the power, real estate and 


How soon will the 
IPO market recover... 


.. and the type of 


companies that will 
lead the recovery 
dia р jent ly) 


infrastructure sectors that will dominate. “psu disinvestment is going to be a big 
driver in the гро market,” says В. Balachander, Partner and tro Leader at E&Y. 
The government recently announced a minimum public float of 10 per cent in 
all listed psus. It also agreed to list all Psus making profit in the last three years. 
Balachander expects the government to raise Rs 25,000-40,000 crore through 
these disinvestments by the end of 2010. 

However, the survey reveals that only 28 per cent of investors are likely to 
increase their investment in IPOs in India in the next 12-18 months. In order to 
attract more investors, Balachander suggests that the government should give a 
discount of 5-10 per cent to retail investors in the disinvestment process. 

VIRENDRA VERMA 





X, 
nai No.1 


CONSUMER DURABLE 





LG 


Life’s Good 








FACT 

AIR AS CLEAN AS 
MOUNTAIN AIR 
NOW AVAILABLE 
FOR YOUR HOME 




















Presenting LG Air Purifiers that come with the 16 Stage Multi Layer Filtering System which 
powerfully cleanse air. f uses a Sand Storm Filter, Smoke Filter, Allergy Filter, Fine Dust Filter, 
Odour Filter and a Steriliser to purify air in sixteen stages. Good for all, and most useful for 


infants, mothers, senior citizens, pet owners and people with respiratory problems. 


yasi another example that shows how smart technology in LG 


Home Appliances cares for your health in every way, and lets you 





take life head-on Caring for your health in every way 





poem 16 Stage Multi Layer Filtering System 


impure Air Fresh & Healthy Air i Allergy. 


XOU aan’ 
Соне 


























To know more about LG Horne Appliances, write to health@igindia.com 


To know more about LG, visit wwwigindia.com 
For араан nstitutional enquiries, please write to enquirias@ligindia. com 


Regd. Office: LG Electronics India Pvt. Ltd., Plot No. 51, Udyog Vihar, Surajpur Kasna ! Road, Greater Noida- 201 306, СР 


"indis's No. 1 Consumer Durables as per figures released by ORG-Gf& Apr08-Mar'09 by Value Market Share. Terms & Conditions apply. Technology & features available in select models and may vary from model io model. As a conEnwing policy of product Ирген of. 
LG Electronics, the designs & specifications are subject to change without prior notice, The actual results may vary from every persor's usage of the product. User is advised fo operate as per owner's manu! to achieve best resus. 
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FOCUS 


The government's decision to 
revive disinvestment has brought 
the spotlight back on PSU stocks. 
Here are seven likely to do well 
in the short term based on 
fundamentals and cheap price-to- 
earnings (PE) multiples. 


SAIL 

WHY: The company has invested Rs 53,000 crore 

to double its steel making capacity by 2012 and will 

benefit greatly once the economic recovery leads 
ÈA SAI € " 





L to higher steel prices. 
TRADING AT PE OF; 14 
NTPC 


WHY: Projects with a total capacity of 17,930 MW 
are under construction. It has set a capacity addi- 
tion target of 22,430 MW by 2012. 


i 


TRADING AT PE OF: 20 

Neyveli Lignite 

WHY: This integrated thermal power generator 
has a generation capacity of 2,490 MW. Capacity 
addition of 4,000 MW is expected in the next 5 years. 
TRADING AT PEOP: 13 

ONGC 


WHY: A number of capital schemes for enhancement 
of production of oil and gas from both offshore and 
onshore assets has been lined up by the company. 
TRADING AT PEOE: 17 


SCI 

WHY: The global economic recovery will lead to an 
uptick in global trade that augurs well for this ship- 
ping firm with a presence in India and abroad. 
TRADING AT PE OF: 11 





"о хуаяза 


чумуа 


TIM Bangalor@Placement 


A Summer Glow 


at IIMs 


А Indian Institute of Management (им) Ahmedabad, the 
batch of 2009-11, despite being a large one of 312 
students, was placed for summer internship in four days, the 
shortest time in recent memory. The two previous—and 
smaller—batches were placed in six days each. At пм 
Lucknow, the first phase of 

the summer placements OPTIMISM 

saw an increase of 2 5 рег RETURNS 

cent in number of offers ® Finance Top Draw: At 


compared to last year. ИМ-А, 44 per cent students 
в О 
For ims, the summer of opted for roles in finance. 


2010 will be anything but 

Ph ques oU P! A Deluge of international 
harsh. Sure, they were 
'xpecting а thaw in sum- Profiles: At ИМ-А, RBS came 
ADEE HEN RS exclusively for international 
mer placements after the roles across Hong Kong 
freezing 2009 final place- Singapore and London; 64 
ment season, but the return students at IIM-B took up 
of top recruiters has taken international offers. 


em by surprise. "I am sur- 
them by surprise SU" & Turnaround in hiring by 


BHEL 


WHY: It has a robust order pipeline. Its strong 
project execution record has ensured impressive 
earnings growth and a healthy balance sheet. 


prised at the sense of 
renewed optimism," says 
P.D. Jose, Chairperson, 
Career Development 
Services, им Bangalore. 


investment banks: The 
number of offers made by 
Day Zero Investment Banks 
stood at 77 compared 

to 35 last year at IIM-A. 





TRADING AT PEOF: Z1 


Concor 


WHY: An active focus on the domestic market is 
== paying rich dividends for Concor, which provides 


multi-modal logistics support for India's exports/ 
concor | imports as also domestic trade and commerce. 
TRADING AT PEOF: 12 


RISHI JOSHI 
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But will this optimism 

reflect in final placements for 2010 batch? Opinions are divided. 
According to Saral Mukherjee, Chairperson of the Placement 
Committee, IIM-A: "This may not necessarily translate into 
increased final placement hiring as often summer placements 
serve a different need of the recruiter.” пм-в and 1M-L аге 
more optimistic. "Summer placements are sure indicators 
of final placements," says R.L. Raina, Chairperson, 
Placements for им-1.. 

SAUMYA BHATTACHARYA 


x 
мо XK LG 


CONSUMER DURABLE 
Life's Good 


FACT 
TASTY CAN ALSO 
BE HEALTHY 





LG Microwave Ovens use less oil, retain 
y nutrients and come with a unique Health Plus 
Menu. With the 101 Auto Cook Menu, one can 
cook 101 dishes which are not just tasty, but also 


healthy. All at the touch of a button 


Just another example that shows how smart 
technology in LG Home 


Appliances cares for your 


Health c 


health in every way, and 





lets you take life head-on. Caring for your health in every way 


То know more about LG Home Appliances, write to health@lgindia.com 
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FOCUS-BTPOLL 


Will You Buy a Mobile 
Phone Software That 
Can Send SMS in 
Local Language? 


3% Can't Say 


Results of BT Online poll: No. of respondents: 349 


| The software adds a whole | 





inthe past, several | 

attempts have been made | new meaning to the popu- 
by software firms to trans- | far SMS application by er | 
late English text messages | | abling users to converse in | 
into vernacular languages, | | alanguage that is spoken | 
but none of them has been |  ; widely. Such a software 
successful. Unless 'm con- will help us connect better 
vinced that the software is with clients and associates | 

going to be accurate in who may not be | 


expressing the intended 
meaning, | will not go for it. 


comfortable in English. 


Richard Tan, | 


Pradeep Shrivastava, Country Head India, Acer | 


Chief Marketing Officer, Smart Handhelds 
idea Cellular Business Group 
- ot N r1 ————— n! е is Р — 





Next poll question: Mill you invest in profit-making PSU stocks 
that will be divested by the government? 
Log on to www.businesstoday.in to cast your vote 

COMPILED BY MANU KAUSHIK 
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Data in Danger : 


C data relating to legal matters. credit card 
information and test results stored in digital files 
are lost or stolen from company files every day, even 
as most Indian firms admit not having a compre- 
hensive data loss protection programme in place. 

A recent study by software security provider 
Symantec India, where the surveyors spoke to 
CIOS, CTOS or rr heads of over 140 Indian companies, 
found that as many as 79 per cent of the respon- 
dents felt data loss was their largest information 
security concern. More than 56 per cent of data 
residing in Indian enterprises is considered to be 
sensitive and most of this data are in the form of 
source code and intellectual property as well as 
employee and customer accounts. 


Who's in danger? 

The worst-affected sectors are banking and 
finance, manufacturing, media. telecom. iT 
and other services. 


What is stolen or lost? 

Topping the list of most affected data are: credit card 
details, employee records, formulas, test results, 
project data, and legal cases. About 16 per cent of 
organisations in India admitted to facing a data 

loss issue in the recent past. 


MOBILE STORAGE 
Increasing theft of laptops and 
smart phones where data loss 
is non-recoverable. M 




















MALICIOUS INSIDERS 

Over 67 per cent respondents said 
they used their former company's 
confidential or sensitive information 
to leverage a new job. 


HACKERS 
Symantec created more than 
1.6 million new malicious code 
signatures in 2008, 
60 per cent more 
than the total 

signatures ever 
created by the company: 


UNAWARE USERS 
Nearly one in 400 e-mailed 
messages contain confidential data. 
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FACT 
JUST LIKE STEAM IS GOOD 
FOR YOUR BODY, 
A STEAM WASH IS GOOD 
FOR YOUR CLOTHES 

L4 





10- Wi 
DIRECT DRIVE 


The revolutionary LG Steam Washer Dryer uses the power of 
steam to remove all major allergens, giving your clothes the 
most hygienic wash in the most gentle manner. Also, the 
Inverter Direct Drive Motor works silently without disturbing your 


loved ones 


Just another example that shows how smart technology in ص‎ 


LG Home Appliances cares for your Allergy 


РЕ 
irarum nm 


health in every way, and lets you take 





Caring for your health in every way life head-on 






р British Allergy 
Less Noise Less Vibration Energy Saving Foundation 





To know more about LG Home Appliances, write to healthGlgindia.com 
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Г CHAWLA 


HEMAN 


FOCUS-WELL SAID 








ON INFRASTRUCTURE 


Issues ranging from education and infrastructure to climate 
change and India's growth story dominated the discussions — 
at the recently-held WEF India Economic Summit. Here's 

what was said on some key subjects. 


"Education all over the world seems 
to be last bastion of reform" 


Chairman, NIIT Group. in Business Standard 


HEMANT CHAWLA 


"We need to ensure 
strong local demand till 


there are clear signs of 


“We have had our decade | recovery inthe | 
of information technology, = developed world 


3b Mukhe 


now let’s have our decade sad ut 


of infrastructure" 


Minister for Roads and Highways, in Mint 





"There is now a very 
deliberate attempt to 
downgrade international 
expectations and that is 
unfortunate" 


Special Envoy of the Prime Minister of India on 
Climate Change. on the deadlock preceeding the 
Copenhagen Summit, in Business Standard 











"India is an 
engine for growth 
and a country 
with enormous 
opportunities. 
The world 
should work 
towards India's 
growth" 


VHHHINN NVAIA 


x 


CEO, PepsiCo Inc., in 
The Financial Express 


gil © LG 


CONSUMER DURABLE | 
Life's Good 


FACT 

THE ART OF 
COOLING 

IS NOT SAME 
AS THE ART OF 
PRESERVING 








LG Frost Free Refrigerators with world's first 
Green lon Door Cooling technology preserve 


freshness of food up to 2.5' times longer 





Green ions released by 'Catechin deodorizer' 

fight bacteria, eliminate odour and slow down 

the decaying of food, while door cooling х 
maintains uniform temperature. : 
Just another example that shows how smart # 
technology in LG Home г 
Appliances cares for your 2 
health in every way, and : 
lets you take life head-on. Caring for your heaith in every way 





To know more about LG Home Appliances, write to health@lgindia.com 








To know more about LG, visit www.igindia.com 
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FOCUS-ADVERTISING 


Most Watched Ads io 2009 


THE TOP TEN... 


Reliance Mobile 


Airtel Cellular Phone Service 


Seconds on air: 477,825 


Dettol Toilet Soaps or 





Seconds on air: 3,42,050 


Vodafone Cellular Phone Service = 





Seconds on air: 2,14,525 


Vivel Satin Soft Fair & Lovely Multivitamin 








Seconds on air: 5,26,075 


Seconds on air: 1,45,705 
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he consumer durables category is 

conspicuous by its absence at the 
peak of festive season as revealed 
by Business Today-TAM People Meter 
System's monthly ranking of India's 
Most Watched Ads for October. This 
trend was evident last month, but 
this time round, at least the mobile 
operators have taken pole position 
with Reliance Mobile leading the 
pack. The few brands breaking the 
stranglehold of mobile players and 
FMCG include LIC Jeevan Saral at 
No. 3, Hero Honda Karizma at the 
12th slot, and Yahoo at No. 23. In 
some ways this makes sense: after 
all, most of us spent hours during 
the festive days either wading 
through ‘Happy Diwali’ SMSes-or 
spamming someone with it! 


... AND THE OTHER FIFTEEN 


1 Pepsodent Germicheck Plus 654 
12 Hero Honda Karizma ZMR 641 


13 UltraTech Cement 604 
14 Close Up 599 
15 Boost 588 
16 Rin 587 
17 Pureit Water Purifier 582 
18 Pepsi 564 
19 Lehar Slice 552 
20 Ponds White Beauty 548 
21 Vaseline Total Moisture 546 
22 Lux Peach & Cream 533 
23 Yahoo.co.in 533 
24 Lux Toilet Soap 530 
25 Colgate Dental Cream 529 


MOST WATCHED ADS IN SEPTEMBER '09 


1 Fair 5 Lovely Multivitamin 1340 2 Pepsodent 1,089 
3Lifebuoy Total L084 4 Tata Tea 742 5 Close Up 735 
6 Axe Dark Temptation 706 7 BSNL 703 8 Boost 701 
9 Surf Excel 678 10 Pears 644 


Source: TAM People Meter System 
All India CS 4«Yrs СЕР normalised to 30 secs 
Sept. 2009 To see ad duration, visit www.businesstoday in 
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Exceptional insight is how we stay ahead for you. 


To meet your specific financial goals, you need access to world-class research. 
The recently combined BofA Merrill Lynch Global Research group employs many 
of the industry's top analysts. Your Merrill Lynch Private Wealth Manager can 
use their insights. to help you develop innovative, forward-looking strategies. 
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KAPIL 


FOCUS-GRAPHITI 





The Copenhagen talks were meant to be a crucial pit stop on the road to curb 
global warming. Yet, it seems this meeting will only be a prelude to a more 
definitive deal sometime later. While it's disappointing, it's not surprising given 
the history of the world's climate change agenda, not to mention the sheer 
number of countries and leaders involved in shaping it. BT takes a look back at 
the issues, meetings and decisions leading up to Copenhagen, starting from the 
1992 Rio de Janeiro meet. 


Share of Global C02 Emissions 


Total GHG Share of global Share of Per capita 
emissions in GHG emissions world (02 emissions, 
Country 2005 (Mt C026) in 2005 (96) population (Ж) 2005 (tonne) 
mie Scuba ВОК IPTE thue ho nd ео А Ooh ios И 


636380 вм _ 459 201 
504170 зз 18 М 
зию ат =, 














2.22 














134270 356 
1,014.10 


*27 members Figures for 2005 
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With days to go before the meeting beginning on December 7, 2009, there's no clarity on the 
emission reduction intentions of different parties. The developed countries are resisting mid-term 
2020 targets and seeking a differentiation within the developing countries (China and India vs. the 
rest of G77). They are further proposing binding targets for emerging economies. 


On the other hand, the developing countries are resisting binding emissions targets and want "stable, ы 
predictable and adequate" funds for adaptation. They are willing to verify action plans if the developed 
world provides funding and technology. 


India has proposed an eight-year commitment period (2013 to 2020) to cut down on greenhouse gases 
(GHG). Yet, there is no real consensus on the tenure of the plan or what exact targets it will set. 


13% Energy 





The United Nations Framework Convention on Climate Change (UNFCCC) is signed 
and five key issues of greenhouse gas-related sustainable development are 
identified: patterns of production, alternative energy, public transportation, water 
scarcity, and poverty. No targets or timetables are set. 


The key question at Bali: how to 
overcome the failure of the Kyoto 
protocol. A two-year outline is set with 





2 0 0 5 MONTREAL 


Two meetings are held here. First, with 


Agriculture 





Witnesses the first UNFCCC Conference of Parties, which 
discusses how to achieve Rio goals. It is here that the idea of 
"common but different responsibilities" for countries in 

different stages of development is introduced. Countries are 
free to pick and choose what emissions-reducing tools to use. 


| 9 97 KYOTO 


The Kyoto Protocol-an internationally and legally binding 
agreement to reduce greenhouse gases-is adopted and 
37 industrialised countries agree to meet 2012 emissions 
target. Further, market-based mechanisms are introduced 
to encourage green investments in the developing world, 
US signs the protocol but doesn't ratify it. 


2001 вом 


Countries agree on certain terms (unlimited carbon credits, 
new funding, carbon sinks) to fulfil Kyoto agenda. However, 
President George W. Bush rejects the Kyoto Protocol in March 
and, therefore, the US delegation is present as observer. 


WHAT 


“GOING GREEN" 
REALLY MEANS FOR INDIA 


@ CLEAN POWER: Optimize demand by using 
power at non-peak times, mix coal and green 
sources of energy, develop cleaner coal 
technology. 





@ CLEAN INDUSTRY: Steel, cement, chemical 
and oil refining sectors reform their energy 
consumption practices. 


@ GREEN TRANSPORTATION: implement higher 
mileage and emissions standards, develop more 
efficient electric two-wheelers, 


a timeline and structured negotiations 
to finalise a new agreement by 2009. 
Finally, four building blocks to address 
climate change are identified: mitigation 
of causes, adaptation to existing issues, 
clean technologies, and financing. 


all 189 Kyoto signatories, and second, 
between developed countries. An 
agreement is made to extend the protocol 
beyond 2012 and a working group is 
formed to discuss 2013-2017 emissions 
reduction. 


@ SUSTAINABLE HABITATS: install better 


insulation in homes and buildings, apply — 
appliance-efficiency standards. — 





Source: UNFCCC website and Centre for Science and Environment's study: "Climate Change - Politics and Facts": 


McKinsey report: "Environment & Energy Sustainability: An Approach for India" 















































"India Has 


100 mn Potential : 
Consumers Under 30" 


Matthew J. Shattock. President and cro 
of Beam Global Spirits & Wine, spoke to 
Dhiman Chattopadhyay about the 
company’s plans to cash in on the qrowing 
Indian whiskey market and on lessons 
learnt from the global economic crisis. 


lulia is atop EO market iocus; 
the potential for growth is enormous. 
We want to cash in on this opportunity. 





That is why we have launched Teacher's 
Origin, a high-end version ofthe popular 
Teacher's brand. Our Laphroaig and 
Ardmore labels are also available here 
now. India has 700 million potential 
consumers who are under 30 and we 
expect the 190 million-case per annum 
Indian whiskey market to double its size 
by 201 1. At present, per capita con- 
sumption here is one-third that of 
China's and one-fifth that of the vs. But it 
is a faster growing market. 


fhe kev lesson from the downturn 

was that no matter how hyped a brand 

is, there is no substitute to focussing on 
consumer feedback. Brands that were in 

touch with the needs of consumers 

withstood the crisis better. With regards 

io India. the main lesson was: make sure 

vou sell more of what vou sell already * 
instead of trying to bring in new labels. 


Our focus for the next tuo 
years will be to penetrate 
into tier-I and tier-1II 
towns in India by 
improving distribution and 











looking at new strategies. 
These would include 
special price points to 
attract first-time buyers 
and also merchandising 
innovations such as 
creating smaller-sized 
bottles so that new 
consumers can 
come in. 





ee. _ 


fobat.com | 
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The all-new Crompton Greaves. More vibrant. 














OPINION-POLICY 


PRITHVI HALDEA 


CHAIRMAN & MANAGING DIRECTOR, PRIME DATABASE 


How To Create Wealth 
Through Disinvestment 


again reaffirmed its intentions of making 

public offers of public sector units (PSUS). 
Seventeen of the 46 listed psus would be re- 
quired to make a follow-on public offer (ЕРО) 
with a collective offer size of nearly Rs 30,000 
crore. In addition, at least 35 initial public 
offerings (IPOs) can be expected out of the 102 
profit-making PSUS. 

Given the multi-dimensional benefits 
accruing from listing, also resulting in better per- 
formance of the psus, divestments should hap- 
pen. It would require a pragmatic and a 
radical new approach, which will "U^ L 
also entail a relaxed regu- „у 2 
latory framework. : 

To begin with, the 
government should not wait 
for an "opportune time" to max- 
imize its gains. Private promoters can be 
greedy, government should not be. Even if it is 
looking for gains, it should realise that substantive 
gains would accrue to it post-listing. In the four PSU 
IPOS (NTPC, PFC, PGC and REC) during the past five fis- 
cal years, the value of the government holding has 
gone up nearly three times from Rs 80,791 crore 
on the issue date to Rs 2,36,115 crore as on 
November 1 3, despite the significant correction 
in the market from its peak. To ensure imple- 
mentation, the list of psus can be drawn up in an 
alphabetical order or in a descending order by 
size of company. The issuances should be stag- 
gered, learning from the fiasco of 2004. 

Then the offer should only be to retail 
investors, and at reasonable prices. In this 
manner, the wealth created by public enterprises 
through domestic public resources shall be 
shared rightfully only with the public. Also, 
this policy would be politically correct; what bet- 
ter opportunity to please millions! This 
approach would mobilise the household savings 


I tis heartening that the government has yet 
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of millions of retail investors. An only-retail 
policy will also ensure a very wide distribu- 
tion, reducing post-listing selling pressures. 
Government paper offers to the retail 
investors the ‘safety of capital’ that they want 
given the high credentials of rsus. The retail 
market has depth as well given the experience 
of the recent past. The Reliance Power ІРО could 
attract as many as 46.23 lakh retail investors 
who collectively put in a Rs 39,919 crore as 
advance application money in just five days. 
If retail-only approach is adopted, the 


>. government, should then 


W Use only the fixed price route 

as retail investors are ill- 
>. 
~ equipped to participate in 
bookbuilding. 
E Ensure a wide distribution, 
with no individual getting more than 
Rs 1 lakh in allotment. 
№ Incentivise the distribution system to 
enthuse merchant bankers/brokers etc., 
to reach out to first-time investors. 
п Allow allotments in physical mode: Investors 
would be saved from the hassles of opening de- 
mat accounts and from custodial charges. Only 
for selling. demat account may be mandated. 

If. however, the government goes ahead 
with the existing institutional reservation, it 
should at least offer a discount (10-15 per 
cent) to retail investors. It is hoped that for 
FPOS, the optional route recently announced 
by the Securities and Exchange Board of India 
shall be adopted by the psus. This would be 
good news for retail investors as the allotment 
to them would be at the floor price (while in- 
stitutional investors would pay a higher price 
in the auction). 

If the disinvestment process is managed 
properly it can go a long way in truly spreading 
the equity cult in India. © 





The offer should 
only be to retail 
investors, and 

at reasonable 
prices. This * 
would ensure 
that the wealth 
created by 

public enterprises 
through domestic 
public resources 
is shared 
rightfully only 
with the public. 
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OPINION-POLICY 


KIRIT S. PARIKH 


FORMER MEMBER, PLANNING COMMISSION 


When And How To 
Withdraw Stimulus 


igns of economic recovery are visible. I 
S had predicted a growth rate exceeding 7 

per cent for 2009-10 with the various 
stimuli given. Despite the poor monsoon and 
the lower growth rate of agriculture, we are 
almost there. However, concern for inflation is 
increasing. The question then is how long 
should the stimulus measures continue? What 
is a good strategy for phasing them out? 

The stimuli were directed to increase 
domestic demand through increased spending 
on plan schemes and reducing tax rates 
besides supporting exports through cheaper 
credit, lower duty rates and increased outlay for 
promotion schemes. There was a thrust on 
improving credit availability to 
industry and for infrastruc- 
ture by increasing liquidity of 
the financial system. 

When should a particu- 
lar stimulus measure be with- 
drawn depends on the pur- 
pose of the measure and indi- 
cators of its success. Some of 
the measures are in the na- 
ture of reforms that are per- 
manent and there is no reason 
to withdraw them. For example, measures to di- 
rect credit to the Micro, Small & Medium 
Enterprises (MSME) sector should be continued. 
Measures to stimulate domestic demand such 
as accelerated expenditure on plan schemes 
that lead to more inclusive development should 
continue in any case. 

Should the tax cuts be withdrawn? This 
should depend on how good is the tax revenue 
collection. One should also look at how well 
industry is doing, what is the growth of indus- 
try due to increase in demand or build up of 
depleted inventories. If industrial growth is 
demand driven and ifit is threatening to lead to 
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demand pull inflation, then it is time to reverse 
the tax cuts or raise interest rates. However, one 
should be cautious here as a little bit of inflation 
may be preferable to choking the recovery 
prematurely. 

When exactly the borrowing limit of the 
states should be reduced depends on the buoy- 
ancy of tax revenues. When revenue collections 
suggest that states would be able to keep their 
expenditure at reasonable levels to maintain 
their development rates then it would be the 
time to reduce states’ borrowing limit. 

The measures to stimulate export may be 
required for some more time. Exports have not 
seen the recovery that one would like. This is be- 
cause around two-thirds of 
our exports go to USA, Europe 
and Japan. Our exports 
growth depends on the 
recovery of these economies. 
The stimulus that we have 
given increases the competi- 
tiveness of our exports vis-a-vis 
other exporters. By reducing 
the price of our exports, some 
additional demand may be 
created. However, countries 
facing domestic unemployment may restrict 
imports by various means. In an environment of 
shrinking global trade, our goal here should be 
to maintain our export share. 

To summarize, stimulus measures that are 
in the nature of reforms should continue, other 
measures may be gradually withdrawn as 
domestic demand grows, industry recovers, 
tax collection becomes buoyant and exports 
growth recovers. The desired level of govern- 
ment expenditure should be maintained with- 
out increasing fiscal deficit. This can be done by 
rationalising government expenditure and 
raising income through some disinvestment. © 
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Stimulus 
measures that 
are in the nature 
of reforms should 
continue, other * 
measures may 

be gradually 
withdrawn as 
domestic 

demand grows, 
industry recovers, 
tax collection 
becomes buoyant 
and exports 
growth recovers. 
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Bank of Baroda. 


Always about tomorrow. Always about you. 


Since our inception, we've been passionate about 
two things - banking and you. It is this passion 
that helped us shape the values that we as a 
bank stand for. It is this that makes us one of the 
largest banks in India. 

As we stepped into this century, we brought you 


Baroda Next, our initiative to define the future 


EL. 26а sited 


of banking. Not only did we change the way you 


bank, bringing you the best of technology in 
banking, but we also added a new responsiveness 
in all our services. And well, that was just the 
beginning. A precipice into the next century 
where we again take a vow to stay focused on 


our two passions - banking and you. 


next 


STATE-OF-THE-ART STRAIGHT FROM THE HEART 
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jg Overview: Not Yet Out ofthe Woods Axis Bank 
— . YES, Again on Top DBS Bank: Small, : 
| _PSBs' Dayi in the Sun Foreign Banks 
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o The 16th BT-KPMG study on ndan banks throws up a 
uS new winner as well as a pack of surprise clim nd hig lights 
2 ге шы trends in Indian аки ANAND ADHIKARI 
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he financial year 2008-09 was 

many things to many people—dif- 

ficult, a rude bolt from the blue, a 

lesson in moderation and a rem- 

inder that yesterday's masterstroke 

can abruptly transform into evident folly. What 
SJ ыа. nauvid i 2008-09 wasn't for sure is predictable. And 
13 Bank of Baroda that's reflected in the rankings of the 

i | 3 HDFC Bank 5 16th вт-крмс Best Banks study. New win- 
eps Se ners across categories, old war- 
Н s horses who've enjoyed the 
12 Feder: al Bank - 7 "= limelight for years but 
10 Corporation Bank | who've since been hum- 
; rrr bled, and those perceived 

to be laggards and epito- 






5 Citibank 





nk ze sheet size mes of inefficiency climb- 

of Rs 24, 000. crore or less, and - ing to the top of the list. 
more than 10 branches. | Let's start with the 
RANKS overall winner-—Axis 
08-09 ‘07-08 BANKS Bank, a steady performer 


over the years, which had 


|1. YES Bank 8 clinched the runner's up 
2 Karur Wsya. Bank position in the previous 


study. Consistency has 


..4 Dhanalakshmi Bank always been Axis’ key— 

n.a. City Union Bank it's also emerged the most 

eT E eL à Bic ФЕ. лз А ИА ager Dt ^ ci stent. performer over 
‚№. The Nainital Bank (he past throe years 


the past three years—but 


5, 4 Karnataka Bank » for it to get to the top of 
N.A. Ratnakar Bank - the heap is doubtless cred- 
3 South Indian Bank itable in a challenging 
9 Lakshmi Vilas Bank environment. The recipe? 


- A focus on a strong retail 
6  BankofRajasthan deposit franchise. That 


Axis wasn't so big on retail 
lending—not yet at least —worked in its favour 
in a year in which unsecured loans burnt huge 
holes in bank balance sheets. 

Axis has replaced Bank of India (вот), which 
4 e. appears to have become a victim of its own 
Scotia Bank success. The public sector bank (rss) slipped 
M CE RE ыл, Т to the second spot. perhaps paying for its agg- 


5 

8 Barclays Bank puis ressive hunt for growth of its loan book in the 
1 Bank of America u previous years. The pain has spilled over into the 
3 
6 
4 





BNP Paribas 
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current fiscal, with the deterioration in asset quality likely 
to continue for one or two more quarters. 

But if you think Bor is an indicator of mayhem in the PSB 
pack, that's not quite the case. In fact, the state-owned 
brigade pretty much did the star turn in the вт-крмс study, 
with three of them vaulting into the top six. Along with Bot, 
that would mean four of the banks in the top six—and six 
in the top 10—are PsBs. The star of the show clearly is 
Punjab National Bank (PNB), which had К.С. Chakrabarty. 
the current Deputy Governor of the Reserve Bank of India, 
as its Chief for two years till this June. A sound performance 
across sectors—agricultural, middle enterprise and retail— 
aided in no small amount by its low cost of funds helped PNB 
leap from #18 last year to #3. The other state-owned 
majors that made a move up include Bank of Baroda 
(from #13 to #4), Indian Bank (from #8 to #6) and 
Corporation Bank (from #10 to #8). 

If pss were the surprise stars, the hitherto-perceived- 
to-be savvy foreign banks took a beating, with Citibank, 
нѕвс and StanChart being the marquee names that took 
a tumble. In fact, rsBs could have well gained at the expe- 
nse of the foreign pack. As the subprime crisis gained 
ground and the global banking system begin to collapse, 
nervous depositors back home decided to take their 
money out of the foreign banks and unload it into the 
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"safer" vaults of the government-owned banks. 

Does that mean the Indian banking system is on safer 
ground than its global counterparts? Capital adequacy 
ratios and the asset quality of the top league might indicate 
that Indian banks are better placed. but as a team of KPMG 
analysts warns: Whilst collapses a la Lehman Brothers 
and government-funded bailouts (like at Citi and Royal 
Bank of Scotland) were not seen at home, India's aggressive 
targets for economic growth could take a hit if some systemic 
corrections are not made. Read all about that on page 40. 

Finally, perhaps the only predicable element about the 
latest Br Best Banks study is that yes Bank has for the sec- 
ond year in a row emerged numero uno in the mid-sized 
banks category (those with a balance sheet size of 
Rs 24,000 crore or less, and 10 or more branches). 
Before you embark on the various stories and the tables 
in this package that analyses Indian banking in a year of 
uncertainty, we will leave you with one note of finality: YES 
Bank will not be #1 for a third year in a row in the mid- 
sized category. And that's not because of any funda- 
mental inadequacies. Rather, as you read this, yes Bank's 
balance sheet size would have crossed the Rs 24,000-crore 
mark—it was at Rs 22,900 crore in 2008-09—and in the 
next BT-KPMG study it will have to take on the big boys to 
find its place in the sun. © 
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THE BEST BANKS '09 


The Indian banking system did well to survive the carnage 


> 


of the global 


meltdown that brought marquee institutions down to their knees. 
But there are challenges which, if not tackled, could derail India's 
ambition of higher economic:growth. team kewe 


ow! What a year we have been through 
We witnessed a perfect storm—volatile oil 
prices, asset bubbles and overleveraged 
banks, in a very inter-connected world—all 





leading to unarguably the greatest global 
financial crisis witnessed in human history. One year later, 
central bank chiefs and well-known economists continue to 
sound cautious about declaring an end to the crisis. While 
massive doses of emergency liquidity pumped in by gov- 
ernments has resulted in a short-term avoidance of a 
catastrophe, it is also very evident that the collateral dam- 


age continues to mount—global recession leading to 


increasing defaults, deficit-ridden economies writing off 


taxpayers money to prop up “too-large-to-fail” banks 
and the spreading contagion is yet to be contained. 
One of the popular myths floating around is that Indian 
banking has kept its head well above the global meltdown 
that has felled or humbled larger marquee names around 
the world. And while it is true that we in India have not seen 
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BUSTING THE MYTH OF DECOUPLING 


How the Indian economy has been 
hit by the credit crisis... 


@ Corporate credit growth plunged from 
28 per cent in 2007-08 to 19 per cent 
in 2008-09. 


@ SME lending has dried up, and remains 
frozen till date. 


@ Retail credit growth crashed from 
30 per cent in 2007-08 to 10 per cent 
in 2008-09. 


@ Flush with liquidity, courtesy fiscal 
stimulus, but with few borrowers, the 
banking system will continue to invest 
excessively in government securities. 


SYSTEMIC CHANGES 


... and the system challenges that lie ahead. 


e Banks need to diversify their portfolios 
significantly, not just the corporate book, 
but also in the SME and retail sectors. 


e Large NBFCs must be able to fund SME 
and retail (except mortgage) customers. 


e The RBI needs to make recovery guidelines 
less onerous and increase the use of 
electronic payment systems to reduce 
operational costs. 


e The RBI must license a larger number of 
specialist asset reconstruction companies. 





a collapse like that of Lehman Brothers or Merrill Lynch, or 
witnessed massive government-funded bailouts as in the 
case of Citibank ог RBS (Royal Bank of Scotland), the reality 
is that we have seen a significant shift in the behaviour of 
large Indian banks, which, if not corrected, could result in 
a slowdown of India's aggressive growth plans 

The near catastrophic events that hit the financial 
services industry initially in the us and almost immedi 
ately around the world has exposed critical systemic issues 
not only in the us banking business, but also in India 
While at a global level, these systemic issues are being 
tackled at the legislative and regulatory levels, in India, the 
solution to the systemic issues will require significant reg 
ulatory, industry and infrastructural interventions. This art 
icle attempts to dissect these systemic challenges, understand 
the underlying structural weaknesses/issues and suggest 
solutions for the future. 

Much has been written by experts on the reasons for tht 
global financial services meltdown and many others have 
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Indian banks need to diversify their portfolios significantly—not only 
within the corporate book, but also in the SME and retail sectors. 


attempted to analyse the short-term and long-term impact 
on the Indian economy, its banking system and its future 
regulatory models. A little over a year after the fall of 
Lehman Brothers, it is a good time to take a more objective 
review of the events that unfolded. 

'The us system collapse was triggered partly by bankers 
combining innovation and greed. And by the regulator 
turning a blind eye to off-balance sheet activities. The bub- 
ble created thus has not gone away and is more than likely 
to come back and haunt the regulators. 

The impact of the collapsing portfolios of us banks trig- 
gered a massive need for dollars to shore up liquidity and risk 
capital in the us. This resulted in greenbacks being sucked 
out of India's capital markets and the banking system, 
causing multiple systemic issues to arise. 

Banks tried to quickly assess their liquidity reserves 
and capital position, in the event that they had an exposure 
to the failing global entities. This also meant a clampdown 
on additional credit outflow, until their positions were 
clear. Within a very short period of time, banks had nearly 
stopped disbursing credit. 

Meanwhile, the Reserve Bank of India (RBI) responded 
proactively to the vacuum created by the outflow by buy- 
ing available dollars in the market, thereby creating a 
rupee liquidity crunch. Wisely, and in an unprecedented 
manner, RBI made significant reductions in the repo and 
cash-reserve ratio (CRR) rates to enable banks to free up 
large amounts of reserves for lending. 

However, banks, which were now in a panic mode, had 
to also rapidly assess how the global meltdown would 
impact India's macroeconomic position, and more critically, 
impact their corporate credit portfolio. The added dangers 
to contend with were the anticipation of a widespread 
fallout in the high-growth export sectors, resulting in 
significant defaults, a 
domino effect on job losses, 
which, in turn, led to def- 
aults in the retail portfolios. 

Those banks that held 20 
promoter stakes as collat- 
eral were especially vul- 15 
nerable—since either the 
revaluation would force 
them to seek additional 5 
stakes or potentially look 
at ways to restructure these 
large-ticket credits. Large 
corporates, especially those 
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Credit Growth has Slowed Down 
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# Corporate and other non-retail credit (Rs trillion) Bil Retail credit (Rs trillion) 
Æ Corporate and other nom retail credit growth (96) ШШ Retail credit (%) 


with large export dependencies, immediately went into a 
"wait-and-watch" mode—many put a hard stop to 
investments, capital expenditure and hiring. In any event. 
most companies coming off the peak growth periods of 
2006-07 were flush with funds from internal accruals 
and required limited working capital. Thus, corporate 
credit growth dropped from 28 per cent in 2007 to 19 
per cent in 2008 on the back of lower demand and rating 
downgrades (see Credit Growth has Slowed Down). Our 
analysis also shows that corporate credit was selectively 
available to "better segments" or quasi-sovereign areas 
like petro loans or construction. 

The small and medium enterprises (SME) segment, 
which always had restricted access to funding, faced a vir- 
tual drought. Without satisfactory risk ratings, and short 
ог over-leveraged on collateral, the sme sector was forced 
to cut down on production-led spending and/or resort to 
borrowing at significantly higher rates. smt sector fund- 
ing remains frozen till date. A recent cu (Confederation of 
Indian Industry) Northern Region survey shows that 
over 34 per cent of respondents felt that there was a 
negative change in availability of credit and, combined 
with a substantial increase in receivables cycles, this has 
created major issues for SMEs. 

Retail credit growth dropped dramatically, partly driven 
by increased stress on existing portfolios, partly by the fear 
of anticipated mass job losses and mostly by the fact that this 
portfolio moved swiftly into the domain of non-banking fin- 
ance companies (NBFCS). Reports from analysts and credit rat- 
ing agencies showed marginal to moderate increases in non- 
performing liabilities (NPLs) in assets such as two-wheelers, 
commercial vehicles and unsecured loans. Growth in 
mortgages, which constitutes half of Indian banks' retail 
portfolio, was also hit, courtesy an escalation in interest rates, 
a restriction on collection 
practices and mounting real 
estate prices. 

Perhaps the biggest and 
only positive impact was 


25 seen in the higher credit 
growth in infrastructure- 
15 related companies like 


power and telecom. This 
partially offset the reduc- 
tion in other funding 
sources such as private 
equity and by foreign 
institutional investors. 
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A major danger could appear given 
RBI's policy to continue with the fiscal 
stimulus in the near term. Flush with liq- 
uidity, with no borrowers (given low credit 
growth), the banking system will con- 
tinue to invest excessively in government 
securities, causing the fiscal deficit to bal- 25 
loon. As is already forecast by RBI, the 
rate of inflation will increase and if this is 
accompanied with a rating downgrade, a 
resultant sharp and sudden interest rate 
rise is likely to catch banks by surprise. This 
would likely result in significant mark- 
to-market losses on the portfolio of banks, coupled with inc- 
reasing borrowing costs for corporates—further slow- 
ing credit —perhaps to a freezing point. 

Our conclusion: Indian banks are neither decoupled from 
the global financial system nor have they emerged untainted 
from this grim episode. The fact that growth of invest- 
ments in government securities and other instruments 
far outstripped growth in credit—on the back of liquidity 
released by lowering repo and cRR rates—should be viewed 
as a serious systemic concern. 


Preventing the Post-traumatic 

Stress Syndrome 

Let's assume that there is a semblance of stability by the 
summer of 2010. What happens then? Will global banks go 
back to their pre-meltdown models? And will Indian banks 
move away from their extremely conservative positions? 

In the West, legislative and regulatory attention is 
evenly focussed between tightening control on off-balance 
sheet activities (a new version of the Glass-Steagall Act is 
likely) and regulations on behavioural issues such as 
Wall Street compensation. It is also highly likely that 
some of the largest institutions will be forcibly broken 
up—partly to be able to pay back the emergency funding, 
but more specifically to restrain their activities. That 
emerging regulatory reporting and risk frameworks from 
the G20 and the Basel committees will assume draconian 
proportions is almost a given. 

In Indian banking, however, where compensation is 
tightly regulated and off-balance sheet activities are not und- 
ertaken under the commercial banking licence, the chal- 
lenges are more fundamental and systemic. One year after 
the economic crisis is a reasonable timeframe to assess 
the lessons learnt and discuss some key mitigating steps. 
After all, if the Indian economy has to get onto a higher 
growth trajectory over the longer term, the banking system 
has to be in a position to provide access to credit across a 
range of industrial sectors. Here's what banks need to do. 

To start with, Indian banks need to diversify their port- 
folios significantly—not only within the corporate book. but 
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Outstanding 
Gross Bank Credit 
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also in the sME and retail sectors. Given 
that Indian banks are primarily providing 
credit to large and medium-sized corpo- 
78 rates and focussing on the mortgage port- 
_ folio, large NBFCs must position themselves 
to fund sme and retail (except mortgage) 
customers. The flexible operating models of 
the arcs and their proximity to their cus- 
tomer segments enables them to operate 
at a faster pace, and build competencies at 
much lower costs. However, banks and 
NBFCS must pay increasing attention to their 
credit assessment processes, credit scoring 
models, risk assessment structures, analytical tools and 
underlying technology. 

To enable this model to proliferate, systemic changes 
are being enabled, such as RBI's decision to allow the set- 
ting up of credit information companies. The much- . 
anticipated Unique Identification project will also help on 
this front. And then there's RBI's anticipated changes to 
make recovery guidelines less onerous and increase use of 
electronic payment systems to reduce operational costs. 
RBI also needs to license a larger number of asset recon- 
struction companies, narrowing them down to gain a 
sector-specific and geographic focus. 

Banks, for their part, must increasingly use the effective 
securitisation law and accepted restructuring methods to 
alleviate asset quality pressures. They should also start 
work on managing the looming threat of interest rate 
risks. This can be done either through changes in their 
investment policy or hedges through recently introduced - 
derivative instruments or through smarter ways of directing 
credit to good borrowers. 

'This brings us to the final speculative position: If the 
global recovery is just a shadow, does India have the 
strength to sustain itself through increasing domestic dem- 
and for a longer period of time? The answer, perhaps, lies in 
the fact that with a robust banking system that has managed 
to ride over the crisis and is sitting on piles of deployable cap- 
ital, we may be able to ride out a tougher storm better 
than most others. In any event—short-term recovery or 
long-term—the banking system will have to play the 
lynchpin role in sustaining the growth story for India. © 
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Sizel 


Matters, 
but so does 





à Axis Bank storms its way to the 
apex of the league of best banks, 
courtesy a measured focus on 

"wee growth, returns and efficiency. 

And there's a plan to scale up, too. 
ANAND ADHIKARI 
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n June 1, when Shikha 
Sharma took charge as 
Managing Director & сво, 
Axis Bank, it was a 
baptism by fire of a 
unique kind. Most CEOS are ushered 
into their new offices with much 
fanfare by their new colleagues and 
employees. Sharma wasn't that for- 


tunate. Instead, she was air-dropped 





"The aim is not to build the largest bank, but to 
build the most valuable bank" 
Shikha Sharma. MD & CEO 


into Ahmedabad—where the bank 
has its registered office—bang in the 
middle of a frenzied annual general 
meeting (AGM), the 15th since the 
bank came into being in December 


1993 (as vri Bank). Sharma has, in 
the process, earned the unenviable 
distinction of facing her sharehold- 
ers before getting a chance to meet 
her colleagues. 


NEW BANKER 
IN TOWN 


THE PAST: ИМ-А, career ICICI 
professional (but never with 
the bank). Built from scratch 
and also ran the life insur- 

ance business of ICICI Group, 
the largest group subsidiary. 


HER IMPRESSION ABOUT 
AXIS BEFORE JOINING: 
A professionally-run and 
a well-respected bank. 


MASTERED THE ART OF: 
Selling unit linked 
insurance plans (ULIPs) 
for close to a decade. 


LEADERSHIP STYLE: 
Delegates; focusses on 
strategy formulation. 


BUSINESS FOCUS: 

To be customer-centric; 
make available any product 
the customer wants. 


FIVE-YEAR AGENDA: 
To build the most valuable 
and respected bank. 


WHAT SHE WON'T DO: 
Chase haphazard balance 
sheet growth. 


CURRENTLY BUSY WITH: 
raft of a new vision 
statement for Axis. 


NON-BANKING INTERESTS: 
Yoga and classical music. 


uoo'soS8eunjÁepojej]pup] MMM/INYMSOD нези 


The 51-year-old Sharma—a non- 
banker till Axis Bank came along (she 
was with icici before the bank was 
merged into the development financial 
institution)—for her part prefers a dif- 
ferent metaphor from the one of a 
fiery initiation. “I was dropped at the 
deep end,” quips Sharma as she gazes 
into the Arabian Sea from the 1 3th 
floor corner room of the headquarters 
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Parameter Axis SBI ICICI Bank HDFC Bank 
Balance Sheet* 1471,22 . 9,664432 319,300 

Operating Profit* 3,724 17915 8,925 518 — 
Deposits* 117,374 742073 218347 142,80 
Branches 905 11,448 1532 1506 
ATMs 3,894 8,581 4,816 3573 . 


*Figures in Rs crore 


WHAT AXIS LACKS TODAY IS SIZE... 


Source: BT-KPMG study 


... BUT IT STILL BENCHMARKS WITH THE BEST... 


Performance Parameter Ахіѕ'5 Axis's 

Score Rank 
Net Interest Income/AWF 0.03 — 0 
Cost-to-income Ratio — 0.43 Б 
Capital Adequacy Ratio 139% 7 
NetNPAS — 040% 9 
Deposit Growth 33.95% 5 
Return on Assets 123% — 9 
Return on Capital 191390 %6 
Employed 


AWF stands for average working funds 


Industry The Best Bank 
Best 

0.06 Kotak Mahindra Bank 
03 — Federal Bank 
В Pru l 
Î — Punjab National Bank 
53.98% IDBI Bank 
2.06% _ Citibank N.A. 


Source: BT-KPMG study 


... AND NEW OPPORTUNITIES WILL 


HELP IT SCALE UP. 


New Businesses. Plans 


. Has a nascent business with infrastructure as its theme. 
May look to raise more money for new investment themes 


_ Offers wealth management services and actively looking 
. at entering private banking services 


. Just launched its first NFO. Plans to use the bank's 
. network and customer base to become a sizeable MF 


The newest subsidiary will focus on early-stage equity- 
related opportunities in the infrastructure sector 


. Still on the drawing board, but plans are to offer 


direct broking services 
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of India's third-largest private sector 
bank. The central office is located in 
Maker Tower 'F', which stands on 
the southernmost tip of the financial 
capital in the Cuffe Parade district, 
offering a spectacular view of the sea. 
"It was quite a frightening exp- 
erience," recalls the icici Group vet- 
eran of close to three decades as she 
returns to her aquatic analogy. "Any 
which way you look at it, I could 
either swim or sink. (In hindsight), it 
was a great way to get ‘dropped’,” 
grins the им-А alumnus. 

Day 1 didn't end there. The 
AGM was followed by a Board meeting, 
where some big-bang decisions 
were taken. The biggest among them: 
The Board approved a plan to bor- 
row and raise funds worth Rs 3,000 
crore in 2009-10. 

And you thought bankers (even 
newly-anointed ones) lead boring 
lives! Sharma, of course, wasn't alone 
at the AGM and the Board meeting. 
"They (the directors) actually made it 
easier for me," she says. Since then, 
Sharma has been relying on her sen- 
ior colleagues pretty often. After all, 
this is by and large the team—former 
Chairman & Managing Director 
Р.]. Nayak, who abruptly exited the 
bank in April, being the most notable 
exception—that's been responsible 
for making Axis the Best Bank in 

BT-KPMG's study for 2008-09. In the 
process, not only did Axis displace 
last year's winner, Bank of India, but 
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also widened the gap between itself 
and ноес Bank, a winner for five con- 
secutive years till 2006-07. For good 
measure, the study has also thrown 
up Axis as the most consistent per- 
former over the past three years. 

Axis Bank has survived its fair 
share of upheavals—a failed merger 
with Global Trust Bank in 2001 and, 
more recently, Nayak voicing his dis- 
sent on the decision to appoint 
Sharma as мр & ceo. The latter res- 
ulted in the bifurcation of the 
CMD post. For Axis, to emerge king of 
the hill against such a backdrop in a 
challenging environment is doubt- 
less creditable. What's paying off in 
these tough times is the early focus on 
creating a strong retail liabilities 
(deposit) franchise and also gradu- 
ally flagging off retail lending. 

Sharma today is in the right 
place at the right time. And she's 
candid about her initial days at 
Axis. "I didn't know actually what 
was happening in the first month," 
she admits, But it didn't take her 
long to get into the groove. "Now, 
I don't feel there has been a big 
change. Today. I have a feeling of 
continuity rather than change,” 
she adds. 

It's been quite a journey for 
this army man's daughter, who 
set up тест Securities (then a joint 
venture with jpMorgan) in 1993 
and icicr's personal finance serv- 
ices in the late '90s (the latter was 
responsible for the early retail 
thrust of icici Bank). In 2000, came 
the challenge of setting up a life 
insurance business for the ICICI 
Group and take on the formida- 
ble Life Insurance Corp. At Axis, it's 
a totally different ball game, but 
Sharma has been quick to get into 
a banker's garb. Five months 
into the new job, and she's set 
the ball rolling by creating four 
strategic business units: 
Corporate, retail, non-bank- 
ing subsidiaries and corporate 
centre. Next on the anvil: 
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Increasing the board strength from 
12 to 15 directors. 

For an "outsider"—Nayak was 
rooting for internal candidate Hemant 
Kaul, Executive Director (Retail), who 
recently left the bank—Sharma isn't 
having too much trouble gaining the 
support of the top brass. M.M. 
Agrawal, Deputy Managing Director, 
who was also a contender for the top 
post, says: "She has brought her own 
touch to the management." 

One way she's been doing that 
is by beefing up the team with talent 
from outside, wherever a gap exists. 
For instance, Srinivasan Varadarajan 
was roped in from JPMorgan to head 
the corporate banking vertical. “Our 
effort is to take it to the next level," says 
Varadarajan. 

On the retail side, the bank is a 





"We are formulating a rural banking 
strateqy. We plan to scale up our 


agricultural portfolio" 


S.K. Chakrabarti. 


Executive Director (Retail, SME & Agri.) 


relatively late entrant, as its initial 
focus was on creating a strong lia- 
bilities (deposit) base. Now, it's ready 
to go after retail customers. Today. 
retail assets constitute 20-22 per 
cent of the bank's total advances (in 
icici Bank's case, that figure is 
48-50 per cent and for uprc Bank, it 
is 58-60 per cent). "Our retail 
assets are a bit under-represented,” 
says Sharma. Also on the anvil is a 
rural banking strategy. “The idea is 
to scale up our agricultural portfolio 
as also other businesses in rural 
pockets," says S.K. Chakrabarti, 
Executive Director (Retail, SME & 
Agriculture). Sharma will also have 
her hands full scaling up the non- 
banking subsidiaries—private 
equity, asset management, sales and 
distribution and broking, most of 
which are at the take-off stage 
(see ... And New Opportunities Will 
Help it Scale Up). 

Clearly, the next phase of 
growth for Axis is to gain size, 
although Sharma isn't losing 
sleep over it. "The aim is not to 
build the largest bank. Our intent 
is to build the most valuable 
bank," she stresses. Yet, she's 
keeping her eyes open for acqui- 
sitions that could help Axis ramp 
up rapidly—just the way rivals 
icici Bank (by buying out Bank 
of Madura in 2001 and Sangli 
Bank in 2007) and uprc Bank 
(which bought Times Bank in 
2000 and Centurion Bank of 
Punjab in 2008). 

Even as Sharma settles into 
her five-year tenure, she knows 
very well that every day counts. 
She's done well to stay afloat 
in the deep end of banking so 
far, but in the days ahead, she 
will have to keep swimming 
strongly to stay ahead of 
the banking pack—often 
upstream, and against strong 
currents of cut-throat com- 
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become 
the first 
Indian university 


to get the coveted 


eto learn: А 





VIT is an International University in 
the true sense of the word. 


Because world leaders in education 
have acknowledged our excellence. 


ABET, USA фе prestigious 
education body that evaluates the 
worth of programmes in institutes 
around the world, has certified two 
VIT programmes to have met its 
stringent standards; ап 

honour that does not come 

easily. VIT is the first in 

India to get this recognition; 

just like the  IET-UK 
certification earned earlier. 

It is a significant milestone 

that sets standards for others 

in the country. 


This means that VIT's B.Tech. in 
Mechanical Engineering and B.Tech 
in Civil Engineering (which are 
accredited in the first phase with the 


highest possible grade of NGR for a 
period of six years) are on par with the 
best in the US. 


What a proud moment for us, our 
students and their parents! 


About ABET, USA 


° Recognised accreditor for programmes 


т applied science, computers, 


engineering and technology. 


* Stringent standards evaluate 
quality, based оп well 
laid programme objectives and 
outcomes, a competent faculty, 
world class facilities, а 


conducive campus atmosphere. 


* Graduates are assessed on 
ability to excel in a changing global 
environment, with high social 
awareness. 


For more information about ABET visit 
www.abet.org 
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\ With a sharp eye out for poorly- served 
_ customers and on cross-selling 
products, YES Bank comes out ahead 
among mid-tier peers for the second 
year running. Sustaining the pace 


could be tough, though. virenora verma 


n April this year, Greenko 
’ Group, a Hyderabad company 
1 with big ambitions in green 
energy. received a call from a 
bank it had never done 
business with. Somak Ghosh, YES 
Bank's President for Corporate 
Finance and Development Banking, 
wanted to talk about Rs 40 crore 
debt that Greenko needed to set up 
and expand its hydro, solar and wind 
power assets. 

Mahesh Kolli, Greenko's Joint 
Managing Director and President, 
was open to the pitch. Sure, ves Bank 
was a lender with less than five years 
in the business but the potential bor- 
rower, which started in 2006, was 


even younger and could use all the 
help it could get to grow its Rs 95- 
crore revenues. Ghosh, 42, and team, 
after listening to Greenko's needs, 
suggested something even more 
grand: raise Rs 450 crore through a 
mix of equity and debt to finance 
400 mega watt (Mw) of fresh capac- 
ity in place of the initial 100 ww. 
This month, Rs 225 crore from a 
private equity financier, Global 
Environment Fund, will be sewn up 
by placing 25-30 per cent equity. 
Greenko, advised and assisted by YES 
Bank, will raise a similar amount in 
debt from a consortium of banks to 
refinance loans (of multiple tenors, 
varying interest rates and different 


^We are positioning the bank for an upturn in the 
economy... India is still an unbanked country" 
Rana Kapoor (left). MD & CEO, YES Bank 


YES BANK 2015 
BUSINESS PLAN 


160,000. 
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TF Share of SME/Retail Banking (90) 


NEW BUSINESS PLANS 


Stock broking and 
related services 


Asset management 
company 


Retail lending, like auto 
and home loans 


THE YES BANK 
BUSINESS MANTRA 


Lending more on cash flow 
rather than asset-backed. 


Offer customer boutique of 
services rather than just one. 


Outsource technology and 
back-office operations to 
improve profitability. 


Give specialised services 
to agriculture, life sciences 
and renewable energy. 


Look beyond fund-based 
activities. 
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securities) from 14 lenders in an 
effort to streamline finances. 

Kolli's company is set firmly on a 
new growth trajectory. To be sure, 
there will be risks but the short term 

. looks healthy for Greenko: New 
power stations in the country have 
buyers queuing up to buy electricity 
at Rs 6 a unit (compared to Rs 3.50 
to Rs 4 each for long-term rates). 
“yes Bank was able to understand 
all our needs and strategy,” says 
Kolli. The way he sees it, other banks 
are good at asset-backed lending 
while investment bankers just excel 
at placement of equity. 

For yes Bank, the deal morphed 
from a vanilla Rs 40-crore debt deal 
to fully underwriting a Rs 75-crore 
loan, syndicating another Rs 150 
crore debt, helping arrange private 
equity, converting foreign inflows 
into Indian currency, and advisory 
fees. At the end of it all (some time in 
mid-2010), the Mumbai-based bank 
would have made a few times the 
income it would have earlier. 

That 180-degree business view 
and an obsessive focus on outsourc- 
ing non-core functions are at the 
kernel of a business model that has 
India's youngest bank racing ahead. 
For yes Bank, founded by Rana 
Kapoor after almost 25 years at the 
likes of Bank of America, ANZ 
Grindlays and Rabo Bank, the 
approach has always been to deliver 
what Ghosh calls “superior client 
value” to customers while keeping in 


wealth management to investment 
banking support) to its customers, 
and the key to pricing competitively 
is how well a lender engages in such 
cross-selling. 

The fleet-footedness that comes 
with youth gets deals sealed fast. “It is 
one of the banks where decision- 


“YES Bank DNA is in corporate finance 


and this is their strength” 


Ajay Parmar, Head of Research, Emkay Global Financial Services 


mind the best for the company. This 
is done by selling multiple financial 
products and services to each client. 
Kapoor, Managing Director and Chief 
Executive Officer (CEO), reckons any 
bank can sell up to nine products 
(from debt to payroll management, 
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making is very quick,” says 
B. Hariharan, Group Director 
(Finance) at Avantha Group, a pa- 
per-to-engineering business group 
headquartered in the capital New 
Delhi. He should know. Ballarpur 
Industries, the group's flagship, was 





YES Bank's first customer and received 
a Rs 20 crore loan on August 23, 
2004— two days after the bank began 
operations (on a Saturday). Other 
Avantha Group companies, too, now 
do business with Kapoor's bank. 

The increasing faith and 
diversity of clients-—vts Bank has 
customers ranging from Havells to 
S. Kumar's, from Wipro to Suzlon— 
is reflected on the lender's books. 
Kapoor, 52, expects assets to touch Rs 
28,000 crore end of this fiscal year. Its 
income was Rs 2,438 crore and net 
profit over Rs 304 crore in the finan- 
cial year ended March 2009 on assets 
of Rs 22,900 crore. The bank, which 
got listed in 2005, is still in investment 
mode and yet to pay dividend to its 
shareholders, though at a $1.6 billion 
(Rs 7,680 crore) market capitalisa- 
tion, it ranks ahead of peers such as 
IndusInd Bank and ING Vysya Bank. 

YES Bank NPAs, short for non- 
performing assets or those loans on 
which interest has not been paid for 
three months, was 0.33 per cent 
compared to private banks' average 
of 1.21 per cent, its profit per 
employee was Rs 11.38 lakh com- 
pared to average of Rs 5.30 lakh, 
according to Indian Banks 
Association data. It helps that yes 
Bank took an early decision to out- 
source technology and recently 
farmed out management of all its 
automated teller machines, or ATMs. 
Result: it has half the number of peo- 
ple in its back office operations (meas- 
ured as percentage of total work- 
force) compared to legacy rivals. 

In the years ahead, Kapoor, who 
is built like a football fullback, wants 
to step on the pedal even harder. In 
the “version 2” of his bank’s flight, he 
says, the plan is to grow assets six 
times to Rs 1,50,000 crore by 2015 
(equivalent to a compound annual 
expansion of 35 per cent ). 750 
branches (from 126 today) and 
3,000 ATMs (from 200). The profile of 
borrowers too, he expects, will 
change with the target for small and 
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medium enterprises (SMES) set at 20 
per cent of yes Bank's business. Other 
parts of what Kapoor calls "branch 
banking", including retail banking 
and wealth management, could 
make for another one-fifth of the 
bank's assets. Branch banking today 
is at a tiny 6 per cent. 

If the plans seem to border on 
the wild (the Indian banking indus- 
try is expected to grow its assets at 
17-18 per cent, or half the projected 
growth rate at yes Bank in the years 
to 2015, according to Reserve Bank 
of India), Kapoor doesn't show any 
signs of doubt. “From April 2010 to 
March 2015, we are positioning the 
bank for an upturn in the Indian 
economy in, say, the middle of this 
period, when a return to 8-10 per 
cent (economic) growth is expected,” 
he says. "Don't forget, India is still an 
unbanked country." 

So, until March 2012, the focus 
will be on smes and "emerging cor- 
porates" (as Kapoor calls compa- 
nies with around Rs 100 crore rev- 
enues), which together with a deep 
understanding of certain sectors 
such as agriculture, life sciences 
and renewable energy will be, 
Kapoor believes, a key differentiator. 
In the next phase—fiscal 2013 
through 201 5—the plan is to reach 
out to the retail segment and con- 
solidate a pan-India presence. 
(Kapoor scoffs at suggestions that his 
is a regional bank.) For retail, the 
plan is to, says Rajat Monga, the 
bank's Group President (Financial 
Markets) and Chief Financial Officer, 
offer all types of products which 
include auto and home loan, stock 
broking and, at a later stage, asset 
management. 

That journey into retail, the holy 
grail in banking given that the cost of 
such deposits is typically the lowest 
for a lender, will be tough for yes 
Bank, a yet-to-be-accepted brand on 
scale, predicts an analyst. "It makes 
sense to go into retail. But it will be 
difficult to have customer accept- 
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ance of the bank compared to large 
size banks." says Vaibhav Agrawal, 
an analyst with Angel Broking. 
Kapoor. who together with his 
family owns 16.6 per cent of YES 
Bank, concedes to that shortcoming 
in brand recall. If there is one mistake 
the bank made in its early years, he 
says, is that it "did not invest in the 
brand because; honestly, we did not 
have much headroom in budget". 
He is making up for lost time, 





"YES Bank is one of 
the banks where 
decision-making is 
very quick” 


B. Hariharan, 
Group Director (Finance), 
Avantha Group 


spending Rs 5 crore this fiscal year, 
taking advantage of relatively inex- 
pensive advertising rates offered by 
media channels buffeted by an 
economic slowdown. 

Another weak link in the yes 
Bank strategy could be the high 
share of non-interest income the 
bank has. In the first half of the cur- 
rent fiscal year, the lender reported 
half of its Rs 1,366 crore income 
from businesses such as investment 
banking, financial advisory and 
distribution of mutual funds and 


insurance policies. But analysts are 
also not too concerned over this 
skew (non-interest income is just 
26 per cent for Axis Bank and 19 
per cent at IndusInd Bank). “(The) 
yes Bank DNA is in corporate finance 
and this is their strength. This should 
not be a concern,” says Ajay Parmar, 
Head of Research, Emkay Global 
Financial Services. 

For the yes Bank cro, who counts 
нрес'ѕ Deepak Parekh and (friend) 
Sunil Mittal of Bharti Enterprises as 
contemporary role models, the biggest 
risk before his institution is one of 
continuing to execute well. For that to 
happen, the bank needs to let the 
reasons of its initial success—a driven 
team of entrepreneurs that swears 
by performance but is as aware of 
the need to mitigate risk 
each one of its 2,700 and fast- grow- 
ing stall. Just as it has, for instance, in 
the words of Adhitya Sanghi, 
Managing Director, Investment 
Banking, "institutionalised personal 
relations" of top team members with 
clients over the last five years. 

To get this human resources 
piece of the jigsaw fit right, yes Bank 
is relying on a two-pronged plan: 
attract talent from every industry 
under what it calls the YES РЕР (short 
for professional entrepreneurial pro- 
gramme) initiative and reaching 
out to India's top 50 universities to 
market the bank's brand and make 
hires. By 2012, says Kapoor, the 
aim is to make yes Bank "the best 
bank to work for". 

On the larger canvas, the yes Bank 
сво hopes that a “professionals-owned 
home country bank” structure will 
see it sailing through. Some 12 per 
cent of the bank's fully diluted equity 
is owned by its staff —way ahead of its 
nearest rival, icici Bank, which is less 
than 5 per cent employee-owned. 
With no newcomers on the horizon 
and foreign-owned banking biggies 
licking wounds back home, that may 
turn out to be the silver bullet in 
Kapoor's armoury. © 
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Small, Slow 


& Steady 


DBS Bank climbs to pole position 
in the category of banks with a 


balance sheet size of more than 


Small Banks 
Category 


Rs 3,000 crore and 10 branches 


or less. The success mantra: Stay 
away from retail. racuna М. КОРР!КАВ 


t may not boast the expansive 
network of other foreign banks 
like нѕвс (77 branches) ог 
Standard Chartered (90). But as 
far as Sanjiv Bhasin is con- 
cerned, his bank's top dog status in the 
small banks category (balance sheet 
size of over Rs 3,000 crore and 10 
branches or less) has plenty to do with 
a branch expansion drive across eight 
cities embarked upon over the past 
one year. Today, pes Bank Ltd's 10- 
branch spread may not seem like 
much. but when you consider that 
for a decade since opening its repre- 
sentative office in India in 1994, prs 
didn’t expand, that is progress of some 
kind. It was only in 2005 that DBS 
opened its second branch in India. 
Bhasin, General Manager & CEO, 
DBS Bank, has reason to be pleased 
with his bank's performance as it has 
been able to race past other global 
banks with much larger balance 
sheets. Deutsche Bank AG, for ins- 
tance, slipped three notches from 
#3 to #6, whilst Barclays Bank is at 
#4 (although it did move up four 
notches). Propelling pps to the top 
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has been a close to 400 per cent spurt 
in fee income, and a 280 per cent 
jump in operating profits. 

The Singapore-based DBS Group's 
India plan got a boost when both 
Singapore and India decided to open 
up their financial markets to each 
other in 2008, almost three years 
after the two countries signed a 
Comprehensive Economic Cooperation 
Agreement (ceca) in 2005. Along 
with two other Singapore-based 
banks, the Reserve Bank of India all- 
owed pgs to embark on its expansion 
programme. In the same year that 
it opened its second branch (2005), 
the parent company also entered 
into a joint venture for a non- 
banking finance company with 
the Murugappa Group-owned 
Cholamandalam Investments and 
Finance Company Ltd. pas Chola 
Mutual Fund, a loss-making 


HI 





subsidiary of this jv—called 
Cholamandalam pss Finance Ltd 
was recently bought by 1&т Finance. 

If pgs has been able to hold its 
own, that's also because unlike most 
of its counterparts, it didn't follow 
the conventional growth path of 
building retail assets aggressively. 
рвѕ Bank has chosen a more cau- 
tious path. "We have focussed on 
expanding the wholesale banking 
franchise and that will continue to 
be our focus in the near future. On the 
retail side, we will first focus on the lia- 
bilities side by expanding our retail 
deposit base and wealth manage- 
ment services," says Bhasin. 

Retail can clearly wait. Wholesale 
banking will remain the backbone. 
Bhasin says he will first get down to 
building a sales force and a robust 
collection system before his bank 
plunges into this highly-competitive 
market place. The Singapore parent 
has a presence across a range of fin- 
ancial services—private equity, asset 
management, broking and private 
banking—but the Indian subsidiary 
clearly is in no hurry to go on a launch 
spree in India. Not until it acquires 
the required bandwidth. 





Wholesale banking will continue to be our 


backbone for growth" 
Sanjiv Bhasin, General Manager & CEO 
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CONSISTENCY 
IS KEY 


THREE-YEAR CAGR 


Total Deposits 
60.67% 


Loans & Advances 


45.08% 


Fee Income 


172.94% 
Operating Profit 
1492" rofi 


Source: BT-KPMG study 


Straight-ahead banking is paying 
pps dividends. In the last financial 
year, it grew its deposit base and loan 
book by 18 per cent and 16 per cent, 
respectively. The bank was able to 
lend to corporates and small and 
medium enterprises at a time when 
other large banks were holding back 
loan sanctions. Of its loan portfolio of 
Rs 2,742 crore, 15 per cent goes to 
non-profit organisations and micro- 
finance institutions. The real estate 
sector constitutes another chunk of 
14 per cent, followed by textiles, 
pharma and petrochemicals. 

DBS India is also benefitting from 
its parent company’s regional focus. 
That it has an Asian focus has meant 
that the Singapore bank hasn't been 
as badly hit as the global banks with 
huge exposures to Europe and the 
us. While Singapore and Hong Kong 
contributed 84 per cent of pps's net 
profits in 2008, other Asian mar 
kets are expected to play a larger 
role in the years ahead. "Within 
Asia, the group has identified China, 
India, Indonesia and Taiwan as 
growth markets and had raised cap 
ital to capitalise businesses in these 
markets," reveals Bhasin. He will 
be keeping a close eye on the for- 
eign bank pack, almost all of whom 
have identified India as a growth 
engine after the global credit crisis 
DBS, for its part, has plenty of catch- 


ing up to do. © 
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PSBs' Day in the Sun 


In a year credit was tight, public sector banks made merry, 
with three of them vaulting into the top Six. ѕнлим s. pacar 





areer bankers, especially 
those in public sector 
banks (PsBs), usually learn 





to cope with the chal- 
lenges of a new job and 
a new city or mofussil town early on 
in their work lives. So, it is no surprise 
that Kamlesh Chandra Chakrabarty 
is sitting pretty in his new role as 
Deputy Governor of the Reserve Bank 
on Mint Street in Mumbai. He knows 
how to do a good job and move on. The 
Delhi-based Punjab National Bank 
(PNB) that he was heading for two years 
till June has vaulted 15 places in BT's list 
to #3 on the back of a sound core busi- 


SHEKH 


ness performance. 

His successor at the bank, K.R. 
Kamath, is happy that he is steering a 
stable ship. The 1 14-year-old bank. 
which has an extensive network 
(4,525 offices) all over the Indo- 
Gangetic Plain, has, in recent times, 
proactively set the benchmarks for 
the industry. “The cost of funds for 
PNB has traditionally been low due to its 
large network. Our latest current acc- 
ount savings account (CASA)-deposit 
ratio is among the highest in the sec- 
tor. There is a difference of at least 
75 basis points in our loan rates and 
those of any other bank," says 


"There is a difference of at least 7 5 basis points in our 
loan rates and those of any other bank” 


CMD, Punjab National Bank 
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Punjab 
National Bank 


RANK 
BIG MOVE: From #18 
last year to #3. 
CLINCHING PARAMETERS 
Absolute increase in market 
share of deposits #4 
Deposits #3 
Operating profit #3 
Balance sheet size #3 
NPA coverage #4 
Net NPA/Net advances #1 
Absolute increase in 
return on assets #3 


Return on capital employed #3 
Growth in fee income #3 


Figures are ranks among 39 top banks 
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Kamath. As a result, its key stake- 
holders are happy. Customers get the 
lowest home loan rates, while business 
analysts cheer its high loan loss cov- 
erage—at 91 per cent in the most 
recent quarter, it is the highest in the 
industry. "PNB's strength has been 
loans to agriculture sector, small and 
medium enterprises and retail—all 
through improved delivery systems,” 
says Chakrabarty. 

PNB is not the only psp that ended 
up shining in our survey. The 
BT-KPMG ranking for 2008-09 has 
three other рѕвѕ among the top six. 
The biggest reason for the upswing in 
the fortunes of the rss has been hand- 
some growth in fee-based income, a 
marked improvement in return on 
assets and return on capital parame- 


"Technology and a clear focus on customers have 
enabled us to drive business growth" 
M.D. Mallya, CMD, Bank of Baroda 


ters, and improved asset quality, bel- 
ieve KPMG experts. 

Treasury gains, too, have con- 
tributed to their performance. But 
much of the shine has come from the 
fact that during the second half of the 
last financial year, when many private 
sector banks virtually shut shop, the 
public sector banks were seen as the 
last men standing to support loan 
seekers—corporate and retail. Says 
Viren Mehta, Director, Ernst & Young 
India: “As the financial crisis hit... 
people felt parking their money in 
PSBs is a safer option." The strength of 
the psp, adds Chakrabarty, comes from 
government ownership, their wide- 
spread network and their vast 
customer base. 

Another psp that showed an inc- 
redible performance is Bank of Baroda 
(вов), which climbed up from #1 3 to 
#4. Says Chairman & Managing 
Director M.D. Mallya: "Technology 
and a clear focus on customers have 
enabled us to drive business growth. 
We want a larger share of the cus- 
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tomer's wallet." 

The bank's calibrated approach 
towards balance sheet expansion with 
à keen eye on profitability and asset 
quality garnered gains for this bank 
which ranks among the top five in 
the country. 


Growth at a Cost 


However, business growth for some 
banks may well have come at a cost. 
For instance, Bank of India (Bor), which 
has slipped a notch from its numero uno 
position in the previous BT-KPMG study, 
has, in the second quarter of the cur- 
rent financial year, shown an over 
57 per cent drop in net profits due to 
deteriorating asset quality. That trend 
is not reflected in the rankings (which 
are based on last fiscal's numbers). 
“The key highlight of the (second- 
quarter) results was the sharp deteri- 
oration on the asset-quality front—a 
trend that could remain an overhang 
in the coming quarters. Bol was grow- 
ing its loan book at 10-15 per cent 
above the average industry growth. 





Bank of 
Baroda 


BIG MOVE: From #13 
last year to #4. 


CLINCHING PARAMETERS 


Growth іп Іоапѕ & advances #3 
Absolute increase in market 





share of deposits #5 
Absolute increase in market 
share of CASA #4 
Three-year CAGR of loans 

& advances #5 
Deposits #4 
Balance sheet size #4 
Net NPA/Net advances #5 
Absolute increase in 

return on assets #6 


Figures are ranks among 39 top banks 


The bank has to account for incre- 
mental slippages of Rs 2,007 crore 
as a result of the poor quality of its 
book. The management has guided 
for at least Rs 1,000 crore of further 
slippages over the next two quarters,” 
says Vaibhav Agrawal, a banking 
analyst with Angel Broking, who rec- 
ently penned a report on вог'ѕ latest 
quarterly earnings. Bot has probably 
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For more than 150 years, Standard Chartered has helped millions of customers reach their financial goals. Today we continue 
to inspire confidence through personal and business partnerships that span generations in Asia, Africa and the Middle East, 
After all, a bank doesn't only have to provide financial services. It can lead. It can encourage. It can be a trusted partner 
in both good and uncertain times. Over 70,000 employees from 125 nationalities believe it - we're here for the long-term 
because we deliver solutions that make a difference. 
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J.M. Garg, CMD, Corporation Bank 


the highest exposure to small and 
medium enterprises amongst its 
peers—around 17.5 per cent. The 
gross and net non-performing asset 
(NPA) ratios deteriorated to 2.61 per 
cent and 1.08 per cent, respectively, 
for the second half of the current fiscal. 
Bol may well be an aberration in 
the pst’ pack. Another bank that 
moved up—two spots from #6—is 
Indian Bank. That climb was aided 
by a steady growth in loans not just in 
2008-09, but over the previous three 
years as well. This coupled with a 
sharp focus on costs and a tight leash 
on NPAs helped Indian Bank's per- 
formance, That good show seems to be 
spilling into the current fiscal. Net 
profit for the July-September quarter 
was up 31 per cent. 
Mangalore-based Corporation 
Bank was another Psg to move up the 
charts, to #8 from #10 in the previous 
study. At 32 per cent, its cost-to- 
income ratio is one of the lowest and 
business per branch and per employee 
one of the highest. While the bank's net 
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"Our net interest income is one of 
the best in the industry. We have 
sustained our growth” 


UYN 


V"lI8I1VH VNVAV 


interest margin (мм) has been on the 
rise to reach 2.3 per cent in the latest 
quarter, its net interest income jumped 
23.8 per cent to Rs 504 crore year-on- 


year. "Our net interest income is one of 


the best in the industry. We have sus- 
tained our growth," exults Chairman 
& Managing Director J.M. Garg. 

A psp that's turned around rem- 
arkably is Canara Bank. It hasn't 


STRENGTHS OF 
THE PSB PACK 


Were less risk-averse than 
private sector banks during 


from agriculture and corporate 
to SMEs and retail. 





"PSU banks need more autonomy in 
ensuring highest standards of 
corporate governance” 


K.C. Chakrabarty, Deputy Governor. RBI 


made it into the top 10 but has done 
well to gain some lost ground by rec- 
overing from #26 in the 2007-08 
study to #14. “Our major challenges 
now are sustaining the growth mom- 
entum in business and profitability 
parameters in the context of an inc- 
reasingly difficult banking environ- 
ment," says A.C. Mahajan, the bank's 
CMD. The focus, he adds, will be more 
on spread management and improv- 
ing asset quality. 

Mahajan has clearly sensed the 
challenges that are around the corner. 
РУВ$ may have gained in public per- 
ception on reliability in the past year. 
yet they have their task cut out to 
retain their top slots in the years 
ahead. As Chakrabarty says: “Pst 
banks need more autonomy in ens- 
uring highest standards of corporate 
governance and also to attract and 
retain the best talent.” Truly, only 
then can the performance of these 
banks sustain. © 
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PLUNGE: From #5 last 





year to #10. 
THE DRAGS x 
" Growth intotal deposits #36 
Forel n Banks Growth in loans & advances #36 
Absolute increase in market 
share of deposits #36 
Absolute increase in 
market share of CASA #31 
3-year CAGR of loans 
& advances #35 
Total NPA growth ratio #37 
NPA coverage #31 
Net NPA/Net advances #39 
Figures are ranks among 39 top banks 
P 






When the global banking system was 
laid low last year, a number of foreign 
banks' Indian operations got the 
sniffles. Result: Many have tumbled 
down the BT-KPMG rankings. suman Layak 


year after terror struck 
the Trident-Oberoi five- 
star complex on 
Mumbai's Nariman 
Point, the taller Trident 
tower is open for business; the Oberoi 
is still under renovation. Every day, 
men in safety gears repair the outer 
wall of the top floor of the Oberoi even 
as another portion is harnessed by 
steel scaffoldings.This picture aptly 
represents the large foreign banks in 
India today. A year after the downturn 
struck the global banking world, they 
are all in repair mode. Growth is a 
sacrifice at the altar of efficiency. They 
are looking forward to the day when 
they can go full tilt for business—but 
safety will now be a priority. 
The trinity of Citibank, HsBc and 
Standard Chartered, have all dropped 


“We had some very undesirable NPAs” 
Mark Robinson, CEO, South Asia, Citibank 
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down the league table for banks 
with a balance sheet size of 
Rs 24,000 crore or more. The 
almost-synchronised drops 
by 5-7 places on the table 
by these three also have 
other similarities—very 
low ranks on growth pa- 
rameters, and at the same 
time, very high ranks in 
efficiency and quality of 
assets. Standard Chartered, 
at an overall #16 (last 
year at #9), is ranked #1 

in quality of assets. Citibank, 
which has dropped from fifth 
to 10th this year, is top dog on 
the parameter of return on as- 
sets. HSBC ( 13th this year, down 
from 6th last year) also ranks in 
the top five on many efficiency 


~- 


parameters, and holds the #2 position 
for operating profit per employee. 


However, when we look at growth of 


loans and advances it's a totally differ- 
ent story. The three banks are in the 


thirties in rankings. In growth of 


deposits too, Citibank and StanChart 
are at #35 and #36 with Hsec at #28. 

And the nra numbers tell the other 
side of the story. The total NPA growth 
ratio rankings place nsec last at #39, 
with Citibank at #37 and StanChart 
at 427. The redeeming feature is oper- 
ating profits, where all the three are in 
the top 10 with Citibank at #5. 

If growth suffered. it's also because 
of the problems these banks were fac- 
ing globally in the wake of the sub- 
prime crisis. Viren Mehta, Director, 
Ernst & Young India, said: "Everybody 
wants to conserve capital. India is an 
alternative for all these banks but they 
have to maintain their home markets 
and their ability to pump in capital 
has been affected." As the banking 
crisis peaked, foreign banks in India 
faced a flight of deposits when 
panicky depositors felt public sector 
banks were a safer option. Stunted 
loans and advances resulted in the 
NPAs getting magnified against the 


MA it 


“We saw a significant reduction in unsecured 
retail assets” 
Stuart A. Davis, CEO, HSBC 


backdrop of a smaller portfolio. 


The Delinquencies 

So how was the NPA snowball created? 
Citibank and нѕвс had gone out 
aggressively wooing consumers with 
loans—personal and housing. After 
the success of Suvidha accounts (a no- 
frills corporate salary account), Citibank 
had even done a pilot project with a 
no-frills Pragati account for the low- 
income household. And нѕвс did an 
aggressive communication programme 
targeting SMES and house buyers. It led 
to delinquencies; and a purge followed. 
Stuart A. Davis, HSBC's India CEO, points 


out: "We have experienced a signifi- 
cant reduction in unsecured retail assets 
(credit cards and personal loans). We 
are confident we have passed the hump 
of delinquent loans in the portfolio and 
we will now focus on when we can 
start acquiring those assets again. It 
will be a much more controlled 
growth." He adds HSBC will sparingly use 
direct selling agents. 

"We had some very undesirable 


NPAS," says Mark Robinson, СЕО of 


Citibank, South Asia. He admitted that 
some of the consumer loans done by 
the bank were high-risk and had led to 
avoidable losses. It forced the bank to 
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HSBC India 


PLUNGE: From #6 last 








year to #13. 

THE DRAGS 

Growth in loans & advances #38 

Growth in fee income #36 

Absolute increase in 

market share of CASA #33 

3-year CAGR of loans 

& advances #33 

Total NPA growth ratio #39 

Net NPA/Net advances #32 

Absolute increase in 

return on assets #34 

ROCE #29 

Fiqures are ranks among 39 top bank 
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almost stop acquisition of new credit 
card customers. StanChart, on the 
other hand, had slowed down its 
credit cards overdrive three years ago 
and the personal loans activity 18 
months back. Neeraj Swaroop. Chief 
Executive for India and South Asia at 
Standard Chartered, says: "We had 
deliberately slowed down the unse- 
cured lending business (cards, per- 
sonal loans) about 18 months back 
and focussed more on secured assets 
as we had realised the market was 
being spoiled, and hence our NPAs on 
the retail side was much less than 
competition. On the wholesale side we 


"We had slowed down the unsecured lending 
business about 18 months back 


Neeraj Swaroop 
Chief Executive for India and South Asia, Standard Chartered 


were able to take away market share, 
particularly in the cross-border space.” 

In retail, the focus is shifting to 
the affluent class again. At Citibank, 
operation Pragati is on the back 
burner. “We have opened the most 
number of no-frills accounts amongst 
our peers. These accounts are not as 
yet profitable,” says Robinson. While 
it has some fresh plans on Suvidha, the 
biggest focus remains the corporate 
client, and fee-based income remains 
a mainstay. Retail may not be the 
priority but the action continues on 
other fronts. Senior-level hiring has 
begun to pick up on the non-banking 
fronts—mainly advisory and broking. 
“In the last 12 months we have con- 
tinued to support our top 500 clients 
through a difficult period,” says 
Robinson. StanChart is also increasing 
its branch network by three this year 
from its 90 existing branches; the 
consumer play will be the mandate of 
Standard Chartered Capital Markets 
(formerly от! Securities). 

Foreign banks, of course, have one 
arm tied behind their banks: The 
Reserve Bank of India approves around 
15 new branches a year for all the 
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foreign players together. Therefore, 
corporate clients will continue to be the 
focus (with a reliance on non-banking 
entities for consumer business). 


India Remains the Flavour 
Whatever be the constraints, the for- 
eign banks are here to stay (at least 
most of them). нѕвс and StanChart 
have been around for more than 
150 years and Citibank has been in 
India since 1902. India, after all, 
represents growth. While Citibank's 
global troubles are well known, HSBC 
and StanChart, are more Asia- 
focussed and emerged less scathed. 
Davis of nsgc points out that the 
global cro of nsec is shifting his office 
to Hong Kong from London. And 
Swaroop of StanChart says that the 
bank will be the first to issue Indian 
Depository Receipts (кз) listing the 
parent in India in the second quarter 
of 2009 (DRs were introduced in 
2004 but no issues have happened 
yet. IDRS can be issued by a depository 
in lieu of equity shares held by an 
overseas custodian). Citibank's 
Robinson adds that he has placed a 
proposal before the parent bank for 
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approving more investments into 
India. "For the last six years we have 
not repatriated any dividends out of 
India. Private Indian banks have 
many international shareholders to 
whom they pay dividends," says 
Robinson. Hopefully some day, in 
the not too distant future, a clutch of 
foreign banks would also have, 
besides a solid retail base, a neat little 
domestic investor base. The Br-KPMG 
sweepstakes would then get even 
more exciting! © 
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THE BEST BANKS '09-ОТНЕК WINNERS 


Performance 
of Assets and People 


They are a motley bunch, some large and some small, all winners 
in their category. They have two things in common: motivated 
people and a distaste for non-performing assets. - 


ANDHRA BANK / QUALITY OF ASSETS/ LARGE BANK 


Going for Gold 


employees of Andhra Bank took 

home more than just their 
monthly pay cheque. Each of them 
also got a five-gram, 24 carat gold 
coin. The 85-year-old bank was cele- 
brating another milestone passed: 
total business (deposits plus advances) 
had topped Rs 1 lakh crore, upgrading 
its status from a small bank to a mid- 
size one. Also, last year, it was able to 
hook up all its branches into the core 
banking system. 

“It was a major transformation 
and we had to give back to our peo- 
ple something based not on 
hierarchy...something that every- 
опе—а sweeper or a senior officer— 
could relate to," says R.S. Reddy, 
Chairman and Managing Director 
of Andhra Bank. This year, the bank 
also started selling gold coins and 


| n June this year, the 14,000-odd 


those given to the employees had 
the bank's name embossed on it. 

For the purposes of this list, 
Andhra Bank has been a winner on 
the assets front: Its net non- 
performing assets (NPAS) as a per- 
centage of net advances add up to 
just 0.16 per cent against the industry 
average of 1.5 per cent. The delin- 
quency ratio is just 0.23 per cent 
(which means that for every Rs 100 
that it lent, only 23 paise ended up as 
an NPA). The industry average, Reddy 
says. could be around 1 per cent and 
is moving up. 

The gross NPA as a percentage of 
gross advances is 0.83 per cent 
(industry average 2.5 per cent). The 
bank's provision cover for NPAs as on 
September 30, 2009 was 83.66 per 
cent. In other words, it has set aside 
profits equal to 83 per cent of its gross 


Banking giants can only be jealous of the way 
Andhra Bank has kept non-performing assets 
(NPAs) at bay even in the downturn. 
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NPAS of Rs 398 crore. So, if all its NPAs 
were to turn into a bad debt, Andhra 
Bank will have to write off only 17 
per cent of the gross. (The Reserve 
Bank of India wants banks to provide 
for 70 per cent by September 2010, 
while the industry average is now 
55-60 per cent.) 

Analysts see this as a huge posi- 
tive. "The bank has done quite well in 
terms of maintaining a good asset 
quality and it may not be a worry if the 
credit portfolio increases also as long 
as they have the systems in place," 
says Ajay Parmar, Head, Research 
(Institutional Equity), at Emkay Global 
Financial Services. 

Reddy says the focus now is to 
ensure that the asset quality is 
retained even as the credit portfo- 
lio expands. So far, the asset quality 
has been good because the bank has 
relied more on asset-based securi- 
ties (or loans against collateral). But 
there's a downside to this, as Reddy 
notes: "For smaller loans it is easy to 
get collateral but when your cus- 
tomers grow you may not be able to 
get matching collaterals all the time." 

Once this happens, the bank 
has to take a call on things like the 
borrower's record, the product 
capability, management quality. 
corporate governance, the strength 
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Quality of Assets 


Total NPA Rank NPA Coverage 


Growth Rate 
0.50% 2 81.49% 


Figures as of March 2009 


The Right 
lance 


he biggest challenge that most 

banks face today is to strike the 

right balance between growth 
and maintaining the quality of their 
assets. The Nainital Bank, a subsidiary 
of Bank of Baroda, seems to have done 
this balancing trick perfectly to enter 
this list of Best Banks. Even with a huge 
credit expansion over the last four 
years, the bank has a zero net NPA ratio, 






Winner on assets front: 
R.S. Reddy, Chairman & 
MD, Andhra Bank 


TAL BANK / QUALITY OF ASSETS/ MID-SIZE BANK 


se eo 


of its balance-sheet and cash flows, 
Reddy notes. 

But the bank is not jumping 
into the big, bad world just like 
that. In a massive talent-mapping 
exercise, between January and 
March this year. it identified 
around 500 chartered account- 
ants, financial analysts and MBAs 
already on its payroll, trained them 
and put them in specialised 
branches created to handle large 
corporate lending. The lending side 
has been divided into verticals, and 
the entire operation is backed by an 
online tracking system. 

The bank is adding branches out- 
side its home base of Andhra Pradesh. 
When Reddy took over in August last 
year, the bank had 400 branches out- 
side the state, bringing in 48 per cent 
of the total business. The 1,000-odd 
branches in the state brought just 52 
per cent of the business. Now, it has 
around 500 branches outside the 
state, and the bank is aiming to close 
the current year with a total business 
of Rs 1.3 lakh crore and report a net 
profit of Rs 1.000 crore (Rs 653 crore 
in March 2009). What next after the 
five gram gold coin? 

E. KUMAR SHARMA 





Ensuring strong customer linkages: Animesh Chauhan, Chairman, The Nainital Bank 
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the lowest in the industry. 

The gross NPA ratio has gone down 
from 1.95 per cent in 2006-07 to 1.67 
per cent in 2008-09. In addition, the 
bank has a 100 per cent NPA cover- 
age ratio as against 70 per cent man- 
dated by the Reserve Bank of India. 

The Nainital Bank has been shy of 
lending to high-risk sectors like com- 
mercial real estate and personal loans, 
and ensures that delinquencies are 
reported early and settlements reached 
fast. "The staff has strong linkage with 
local customers. It helps us avoid load- 
ing more bad loans on to the balance 
sheet, and act way ahead of an actual 
crisis," says Animesh Chauhan, 
Chairman & ceo, The Nainital Bank. 

While maintaining low NPA levels, 
the bank has recorded 14 per cent 
growth in credit offtake vis-à-vis 10 
per cent growth by other small private 
banks in the past one year. Currently. 


Quality of Assets 


1.0896 6 


205.6996 


Rank Net NPA / Rank 
Net Advances 


1 -1.77% 1 


Is this a bank or what? The net NPA level is, well, 
zero. But that doesn't mean the bank is 

sitting on its cash—over the past four years, 
credit has expanded by 87.64 per cent. 


priority sector advances account for 
over 55 per cent of its credit portfolio. 
The fact that the bank has been able 
to mobilise over 42 per cent of its 
total deposits through low-cost route 
is another remarkable factor. "In 
these times of intense competition, 
higher casa (current and savings 
account) ratio has kept our net in- 
terest margin intact," he says. 


FEDERAL BANK, PRODUCTIVITY & EFFICIENCY/ LARGE BANK 


Gunning for Leadership 
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It has a comfortable capital ade- 
quacy ratio (CAR) of 14.5 per cent. In 
September, the bank got an infusion of 
Rs 30 crore via a rights issue, taking its 
net worth (equity plus reserves) to 
Rs 225 crore. "By the end of current 
fiscal, we are aiming at Rs 2.500 crore 
deposits and 20 per cent growth in 
advances," says Chauhan. 


MANU KAUSHIK 


ederal Bank has this dream of 

becoming the numero uno in 

its home state of Kerala, and 
going by its scorching pace, and its 
attempts to buy out the small Catholic 
Syrian Bank, it won't have to wait 
very long. Currently trailing the State 
Bank of Travancore, an associate of 
State Bank of India, Federal Bank 
reckons that the acquisition of CSB 
will prevent any rival from challeng- 
ing it on its home turf. 

The 65-year-old bank, head- 
quartered at Aluva in Ernakulam dis- 
trict, did a business of Rs 55,000 crore 
last year and pocketed Rs 500 crore in 
net profits by achieving an enviable 
growth of 36 per cent. The feat has not 
only earned it 7th place in Business 
Today-KPMG's annual survey of banks, 
but also the title of winner in the 
Productivity & Efficiency category. 

The bank, however, has not been 
able to maintain the momentum over 
the last two quarters. “So far, this 
year has not been good. While the 
cost of deposits has not dropped, credit 
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off-take has not picked up. Our 
immediate concern has been to 
increase our CASA deposits and net 
interest margins (NIM)." says 
M. Venugopalan, Managing Director 
& ce. The мм slid to 3.7 per cent at the 
end of the second quarter from 4.28 
per cent of last fiscal. The Managing 
Director is betting on the next four 
months to reach this year's business 
target of Rs 70,000 crore. 

A big chunk of Federal Bank's 
equity (43 per cent) is with foreign 
institutional investors, direct invest- 
ment and non-resident Indians (NRIS). 
In fact, NRI deposits account for 28 
per cent of its retail deposits. 

Despite the good news, Federal 
Bank is fighting a host of challenges to 


Productivity and Efficiency 


Cost/Income Cost / Avg. Asset Operating Profit / 
Ratio . Ratio . Employee 


` Rs T7 lakh 
E 


` 16096 


. wxcl6 


0.31 


Absolute Increase in ^ Percentage Increase in 

Return on Assets Operating Profit/ 
Total Income 

0.0016 bps 20.51% 

RANK: T mu 5 


At 65, this bank can still set a scorching pace for 
its peers: last year it grew its net profit at 36 per 
cent, winning the trophy for productivity and 


efficiency in its category. 


grow its business to Rs 1 lakh crore by 
2011. Since last year, it’s been paying 
handsome incentives to its staff mem- 
bers where they have met targets of 80 


per cent and above. The scheme. 
Venugopalan says, has helped the 


bank's goals to some extent. 
K.R. BALASUBRAMANYAM 


KARUR VYSYA BANK / PRODUCTIVITY & EFFICIENCY/ MID-SIZE BANK 


Happy Staff Equals Happy Customers 


arur Vysya Bank treats its 
K employees well—or they are 
having a good time while 
taking the bank to new heights. 
Either way, very few want to quit 
the bank, going by the attrition level 
of 3 per cent against the industry 
average of 12 per cent. While a quar- 
ter of its staff have been with the 
bank for more than 20 years, the 
bank also has a sizeable force of 
younger recruits who are very com- 
fortable with the bank's core bank- 
ing technology software (cBs), 
adopted way back in 2004. 
Productivity-linked cash incentives 
for all employees of a branch if the 
branch hits its targets, ex-gratia pay- 
ments to all, fast-track promotions and 
decent pay packages have prompted 
people to stay on—and work. 
Promotion awaits cadres at the 
end ofa year for post graduate clerks to 
become officers just through an inter- 
view, and the meritorious end up head- 
ing branches in no time. For others, 
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Productivity and E Effi ficiency 


= кув nove 


entivising employees 





bap | Ou a Absolute Increase in ^ Increase in Operating 
Return on Assets Profit/Total Income 

0.38 163% Rs 11 lakh -0.0005 bps 2.34% 

RANK: 3 nx] RANK: 2 RANK: | RANK: 
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AN 
HR PROFESSIONALS 
PROMISE. 


It's the promise | made to myself. For the sake of others. 


A pledge to find and realise the potential within those 
who make up the company | work for. 


A will to be a catalyst who makes organisations flower by 
helping their people be all they can be. 


A vow that can only be fulfilled when | first 
realise the potential within myself. 


It's a journey of growth and discovery. 


Abhishek Roo, HR Executive 


At SHRM, we have made a promise too, 
to walk along you, every step of the way. 
We're the Society of Human Resource Management, the world's leoding 
orgonisation committed to the development of HR. In India, our mission 
People. Potential. is to help HR professionals raise skill levels, and realise the potential of 
Performance. their organisations. 


= SHRM edge + Access to the largest HR knowledge resource + Expert advisory - Publications and Research · Education and Certification - Events - Advocacy 


Make your promise today 
For membership log on to www.shrmindia.org 
shrmindia@shrm.org 
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THE BEST BANKS '09-OTHER WINNERS 


merit rating exams lead to promotions 
within three years of joining. 

The migration to a свз has helped 
move back-office work to specialised 
cells, giving branch staff more time for 
customer service and pushing prod- 
ucts—and the bank to the No. 1 slot in 
productivity and efficiency. Unlike many 
banks, кув has broken even on its 
technology investment. 

The ratio of net non-performing 
assets to net advances is just 0.22, 
and the capital adequacy ratio is 16.01 
against the Reserve Bank of India's 


One of the early legacy banks to implement a 
software solution, the bank offers employees 
generous ex-gratia incentives for hitting targets, 
fast-track promotions and competitive salaries. 


benchmark of 9 per cent. The bank 
has covered 87.29 per cent of its NPAs, 
against the required 70 per cent. 
The bank plans to increase 
branch network from 320 to 350 
by March 2010 and to 400 by 2011. 
"The fact that 37.55 per cent 


DHANALAKSHMI ВАМК/ свомтн/ MID-SIZE BANK 


Blue-chip Strategy 


Bank had to really live up to its 

name: While other banks were sit- 
ting on cash and being extra cautious 
about lending, this Kerala-based private 
sector bank had to ensure that its lend- 
ing outstripped deposits. All because 
it had been doing so well that its capital 
adequacy ratio had reached a level 
that was way above the safest bets. 
"Our bank's business growth rate in the 
past year has been ahead of the indus- 
try average," says Amitabh Chaturvedi, 
Managing Director & СЕО. In the first 
half of this year too, the bank's income 
grew 37 per cent to Rs 287 crore, 
compared to the figure for the same 
period of the previous year. 


: n the last one year, Dhanalakshmi 


Now, Dhanalakshmi is looking 
for non-interest streams to increase its 
revenues sharply. It has just started 
merchant banking services and will 
soon be selling mutual fund products. 

If the 82-year-old bank beat the 
industry trend last year, it was 
because of its lending strategy. It iden- 
tified blue-chip companies and 
extended loans generously even if it 
had to compromise on margins. "But 
then, our risks are less and volumes are 
big," explains Chaturvedi. The gambit 
has paid off and it did well on almost all 
parameters of growth for a bank, 
except for one, and you guessed it: the 
net interest margin (мм). This figure 
was 1.91 as on September 30, 2009. 


In the last one year, Dhanalakshmi Bank's lend- 
ing outstripped deposits as it decided to lower its 
capital adequacy ratio to the mandated level. 


Growth 


Growth in | 3-year CAGR of Growth in Loans 3-year CAGR Growth in 3-year CAGR Growth in 
Total Deposits | Total Deposits and Advances of Loansand Fee Income of Fee Income Operating 

| | | Advances Profit 
37.10% 25.19% 52.05% 26.09% 85.57% 38.42% 97.58% 
mw ET RANK: | | RANK: 3 rank: | RANK: 2 RANK: 1 
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of our savings bank customers are 
in the age group of 20-35 years 
bear out our futuristic yet prudent 
tagline of our style of functioning,” 
says Managing Director & CEO 
P.T. Kuppuswamy. 

NITYA VARADARAJAN 





Betting on lending strategy: Amitabh 
Chaturvedi, MD, Dhanalakshmi Bank 


The management knows that what 
was a hit with blue chips may not work 
with the small and medium enterprises 
sector. “Selection of right credit and 
proper credit appraisals are going to 
be a challenge,” says the CEO. 
Dhanalakshmi is also a leading provider 
of micro-credit in Kerala and 
Chaturvedi claims that their lending 
through self-help groups has been a 
success, with NPAs being almost zero. 

A Growth Winner in BT-KPMG 
annual banking survey for 2008-09, 
where does the bank head from here? 
Says Chaturvedi: “We want to be 
among the top five private sector banks 
in India by 2014 or 2015. We are on 
our way to execute that vision.” 

K.R. BALASUBRAMANYAM 


ЗИМУ LNVMIHSIN 








For over О s 


one bank has been inspiring 


India to dream. 


We have come a long way, fostering 
India's dreams. For over nine decades, 
we have always put the customer before 
all else and made him the center of our 
universe. 


The proof of our commitment lies in the 
fact that we have been consistently 
growing and reaching to over 26.5 million 
customers across India-adding value to 
their hard earned money and 
empowering them. 


We have been constantly innovating our 
product lines and adopting new-age 


technology to make our services easily 
accessible, transparent, secure and even 
more efficient. 


Our initiatives in the area of financial 
inclusion have led us to bring several 
'unbanked' areas into the banking fold, 
complementing our determination to 
create more and more 100% banking 
habit villages. 


Introduction of Biometric cards for the 
language challenged, special financial 
offerings and credit lines for people below 
the poverty line and bringing of all our 


Toll Free No.: 1800 222244 Website: www.unionbankofindia.co.in 


rural and semi-urban branches on the 
CBS platform are among several 
noteworthy steps taking forward our 
commitment to rural India 


The journey continues, with the firm 
confidence that when your dreams need 
to be fulfilled, there's one bank you can 
surely count on — Union Bank 


2 
у 1 {ү Joni 


Good people to bank with 


THE BEST BANKS '09-KEY TRENDS 





Even as the global credit crisis continues to take its toll- 
last month the 100th US bank collapsed since Lehman 
Brothers-Indian banks continue to do business as usual. 
Well, almost. The story in numbers. 


55.9 


Growing Robustly 
In Challenging Times 


tyr Growth in Loans & Advances (96) 
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in a year when economic growth fell to 6 per cent and industries across the board 
faced a downturn, Indian banks grew strongly. 


dddugugnx АЧ SQIHdV HO 


CLUSIVE STORES: 


LHI: DLF Place, Vasant Kunj, Tel: 011 46609068; Shop no. 41A-B, Khan Market, Tel: 011 45651897; G-9A, Janak place, District ‹ 
2at India Place Mall, Noida, Tel: 0120 42 82. MUMBAI: R-City Mall, Ghatkopar (W), Tel: 022 651482 Palladium Mall, Lc 3 
шаЫе in Ahmedabad, Bangalore, Bhubaneshwar, Chandigarh, Chennai, Delhi & NCR, Guwahati, Hyderabad, Indore, Jaipur, Kanpur, К 
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Riding High On 
Fee-Based Income 


96 Share of Fee-Based Income ЕЕ В 
to Total income д 


Unlike lending that is fraught with dangers, many banks have built a strong 
fee-based platform, which is a stable, risk-free source of revenues. 


16.4 158 


Well-capitalised to ...and Capital has Been 


Counter a Downturn... ^ Used Efficiently Too 
Capital Adequacy Ratio (96) 





indicator investors in stocks (in this case, bank 
stocks) look for. Some surprise toppers here. 


Best in Asset Quality 


Net NPAs (96) 


0.17 






Andhra Bank 


A Stable Low-Cost * 


Уус zi P k 2 

Corporation Ban 0.30 Deposit Base 

Federal Bank 0.30 3-yr CAGR of Deposit Growth (%) 

Bank of Baroda 0.31 A constant flow of low- 

ree cost deposits offers 
NPA performance indicates that there has higher margins in 
been minimal reckless lending amongst lending as well as 
the top banks. funds to tap new 
growth opportunities. 


Indian banks are well 





placed in terms of Foreign Banks Are the dr 
capital adequacy to Most Productive > Е 
take о Operating Profit Per Employee (Rs cr) ll 
Re и roed A high proportion of fee-based income, efficient use of resources and cross- 
themselves Iram selling of products increases profits per employee. 


uncertain conditions. The top five banks have been considered for all parameters Source: BT-KPMG Best Banks survey 


Taking a shot at 
HR Certifications 
like GPHR, SPHR 
or PHR? 
Get the 
world's best 

‚ target practice 


' di 


HR Certifications. 


Introducing the world's best HR Certification Preparation Tools. 
Designed by SHRM's Subject Matter experts, it is o sure-shot way to 
crack GPHR, SPHR or PHR. The preporation combines workbooks 
and web-based study tools. So whichever test you choose, we make 
Sure you mox if. 


The SHRM edge - Access to the largest HR knowledge resource - Expert advisory - Publications and Research 


- Education and Certification -+ Events -+ Advocacy 


For more information log onto www.shrmindia.org 
shrmindia@shrm.org 
Capital/SHRM/O14 1 22 4747 2000 
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GROUP-1 LARGE BANKS 


Balance sheet size more than Rs 24,000 crore 
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Of the 39 banks in this category, 36 posted double digit growth in annual profits-the highest being Indusind Bank at 87.7%. 
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year year ШИ 
Growth Growth — Growth 
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Figures in bold in each cell are ranks on respective parameters NPA: Non-Performing Assets 3-year growth is Compounded Annual Growth Rate (CAGR) 
AWF: Average Working Fund ROCE: Return on Capital Employed CASA: Current Account Savings Account 
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NPAs grew slowest for Indian Bank and Andhra Bank (0.50%) and fastest for HSBC (8.3%). 
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Figures in bold in each cell are ranks on respective parameters NPA: Non-Performing Assets 3-year growth is Compounded Annual Growth Rate (CAGR) i 
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BAN KS200 Balance sheet size less than or equal to Rs 24,000 crore 
No. of branches more than 10 
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YES Bank, #1 by a good margin among mid-size banks, will graduate to large bank 
category next year. Can it be a winner among the titans too? 
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Figures in bold in each cell are ranks on respectiv 
AWF: Average Working Fund 





The Data: The data for the study was based 
onthe published annual reports of banks and 
<: RBI reports. The latest figures used were as 
- reported for the financial year 2008-09. 

The Universe: The ranking covers 70 
scheduled commercial banks that had 
provided their annual reports at the time of 
conducting the study. The following banks: 

were excluded from the study on account of 

not receiving the annual report before 
ae coropletion of survey: Bank бои. 






Commercial & International Bank. und 
State Bank of Saurashtra merged with 
| Bl in August 2008 and was thus excluded. 
` For foreign banks having zero NPAs, 
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BANKS200 





e parameters NPA: Non-Performing Assets 
ROCE: Return on Capital Employed 


е NPA coverage has been graded at 100 per 


_ CASA (market share-total CASA of all banks. 
- forming a part of the survey) from 2007-08 
` to 2008-09. 


URUUPTIY VERT SMALL DANAS 


CASA: Current Account Savings Account 


HOW WE RANKED THE BANKS 


m Growth 

ш Size 

m Strength 

These were further subdivided into 

26 parameters as explained below. 

GROWTH 

1. Growth in Deposits from 2007-08 to 2008-09. 
2. Growth in Loans and Advances from 
2007-08 to 2008-09. 

3. Growth in Fee Income (Income from 


. Commissions, Exchange, Brokerage + 


Miscellaneous Income) from 2007-08 

to 2008-09. 

4. Growth in Operating Profit from 2007-08 
to 2008-09. 

5. Basis points increase in market share of 


- deposits (market share-total deposits of all 


banks forming a part of the survey) from | 
2007-0840 2008-09. 
6. Basis points increase in market share of 
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3-year growth is Compounded Annual Growth Rate (CAGR) 


CASA=Current Account Savings Account. 

7. 3-year Compounded Annual Growth Rate 

(CAGR) of Total Deposits from 2005-06 to 

2008-09. 

8. 3-year CAGR of Loans and Advances from 

2005-06 to 2008-09. 

9. 3-year CAGR of Fee Income (Income from " 
Commissions, Exchange, Brokerage * * 
Miscellaneous Income) from 2005-06 to 

2008-09. 

10. 3-year CAGR of Operating Profit from 

2005-06 to 2008-09. 

SIZE 


AL Total deposits at end of 2008-09. 


12. Operating Profit at end of 2008-09. 
13. Balance Sheet Size at end of 2008-09. 
STRENGTH — 


г. Quality of Assets. 


M. Total NPA Growth Ratio: Additions to Non- 
Performing Assets during the year expressed 


. as percentage of the average net advances. 
5. NPA coverage: The provisions for NPA 
os expressed as a percentage of Gross NPA 


closing balance: = 
16. Net NPAs/ Net Advances: The: Gross NPAs 
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= The 2008 rankings were published in the issue of Business Today dated December 28, 2008 


t of provisions expressed as 
à percentage of net advances. 
_ Productivity and Efficiency 
П. Cost-to-Income Ratio: Operating 
_ expenditure expressed as a percentage 





-of operating income. 


< 18, Cost-to-Average Asset Ratio: : Operating 
expenditure expressed as a ршн 
of average assets. 
19. Operating Profit. per Employer: | 
Operating profit divided by the total. 
; number of employees. 


120. Absolute 1 Increase in Return on Assets: т. 


_ Basis points increase in return on assets - 


_ (net profit over total assets) from 2007-08. 


_ to 2008-09. 


А Percentage Increase in Ratio of 


Operating Profit to Total Income: Growth 


-in ratio of operating profit to to total i income - E 


from 2007-08 to 2008-09, - 
Quality of Earnings 


22. Return on Assets: The Tatio ot net profit - 


< to total assets for 2008-09. 
- 23. Fee Income to Total income: Fee 
income includes commission, exchange 


All 11 banks are foreign banks, most of them with zero non-performing assets. 





brokerage, plus profit on exchange and 
miscellaneous income, expressed as a per- 
centage of total income. 

24, Return on Capital Employed: Reported 
net profit divided by the average net worth 
of the bank, 

25. Net Interest Income to Average 


. Working Funds: Interest earnings ex- 


pressed as a percentage of AWF (Total 


_ average assets of the bank less average of 


other liabilities). 


‚ Capital Adequacy 
- 26, Capital Adequacy: The capital-to-risk 


weighted assets ratio, as published by the 
bank for 2008-09. 
The Process 


- We have grouped the banks into sets based 


on their balance sheet size and number of 
branches in order to have a comparable · 


. pool. Each set has been ranked independ- ^ 
> ently. There are four sets of banks: ; 
"m Set А: 39 banks with balance sheet size > 


Rs 24,000 crore 


m Set C1: 8 Banks with balance sheet size 


- Rank: The composite rank was calculated 


The computation: To compute а 


_ score of 39 (as there are 39 banks in the - sx 
-comparison set), a rank of 2 eamedascore —— 
of 38 and so on, down to the. rank of ; 39, _ 


-. each parameter was then multiplied. bythe —— — 
_ weightage assigned to that parameter. The — 

: | E results were aggregated to compute вас 

.. M Set B: 12 Banks with balancesheetsize — 


< «= Rs 24,000 crore and branches>10 the final ranks were assigned. 


RATIU 












>= Rs 3,000 crore and branches el ux 
m Set C2: 11 Banks with balance heet 
size < Rs 3,000 Crore and branches dé 





using BT-KPMG's methodology. - 

The rank on the indi vidual parameter 
also been presented. The composi te rank 
for each bank was arrived at by combining | 
its ranks on each of the 26 parameters, — 
using a weight for each pa ameter. о 
Ks 
total score, it was assigned a score for 
each of the 26 parameters, based on its 
ranks ‘onthe parameter. For example, a 
bank in "Set A" with a rank of 1 earned а 











which earned а score of 1. The score under — 







bank's total: score, on the basis 9 which 
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aking up a sector's interest rather than that of 
individuals. and forcing industry to discard 
protectionism and accept the reality of competi- 
tion, were the two main planks on which we 
distinguished the Confederation of Indian Industry 
from other business associations. I achieved this through 
as much by design as by chance. spanning 35 years. 
Though си is just 18 years old today —exactly as much as 
the liberalised Indian economy is—the journey of the 
organisation dates back to 1963 when I had returned to 
Kolkata after studies at Manchester University and was 
looking around for opportunities. 

One evening, my father came home and said the Bengal 
Chamber of Commerce (Bcc) was looking for people and 
asked me to check it out. A Scotsman by the name Walter 

"aris interviewed me first there. Then, on the day I was to leave 
for Bombay for an interview with Hindustan Lever, where too 
{had applied, I met Paris’ boss, Bill Bryden. Something about 
him made an impression on me. He made me an offer of Rs 
750 a month. I was the first non-Britisher to be employed by 
the Bcc in management. The day I joined—it was a gloomy 
day; John F. Kennedy had been assassi- 
nated that weekend—I was told that I 
would work with Indian Engineering 





WE NEVER TOOK UP INDIVID- - 
UAL CASES OF COMPANIES 


THAT WANTED US TO LOBBY ON THEIR BEHALF 


Association, or IEA, a trade body of mostly foreign engineer- 
ing companies, and was shown to a desk stacked up with files. 
My predecessor, I was told, had had a nervous breakdown! 

In 1974. IEA, which started in 1895 as the Engineering 
and Iron Trades Association, decided to merge with 
Engineering Association of India (an Indians-led body). 
What resulted was the Association of Indian Engineering 
Industry, or At. I had spent a decade in Kolkata and it was 
clear that лю would have to be based in Delhi if it was to lobby 
effectively. We were also clear about two things: опе, we 
would not take on the government; at least not publicly. 
Whatever was unpalatable, we would convey behind closed 
doors. Two, we will provide platforms for the government 
where we don't ask for anything. 

The big trade bodies of the time were AssocHAM (the 
Associated Chambers of Commerce and Industry in India) and 
FICC! (Federation of Indian Chambers of Commerce and 


FIRST PERSON-TARUN DAS 


Industry) and their styles were very different. With just a Rs 
10 lakh budget, we were laughed at for our approach. But we 
were clear that a professional approach would yield results. 
We have never to date taken up individual cases of compa- 
nies that wanted us to lobby on their behalf. We had a stan- 
dard response in such instances: to ask for detailed data. More 
often than not, that would be the end of such requests... 


СН Really Took off Under Rajiv Gandhi 
The first turning point for amı came with the 1975 trade fair 
that we helped organise. The Heavy Industries Minister 
those days, T.M.A Pai, came for it as also did Mantosh 
Sondhi. the technocrat behind the Avadi Ordnance Factory 
and Bokaro Steel Plant, and then Secretary of Heavy 
Industries. Sondhi was impressed and that gave us 
access into the government. The government then started 
asking us for suggestions on policy and other inputs. H 
helped us that Rahul Bajaj, the first big name from cor- 
porate India, became our president in 1978. 

Still, the 1974-84 period was very tough. The first 
break came with Rajiv Gandhi, who, after the death of 








Sanjay Gandhi in 1980, was being 
groomed by Mrs (Indira) Gandhi into 
leadership. He was perhaps not com- 
fortable with FICCI and AssocHAM because they represented 
the old world of Indian business—Modis, Birlas, Shrirams 
and others while we at дл were more his generation. 

Less than a year after he became Prime minister. he 
decided to take us with him on his first overseas state 
visit to Russia in May 1985. At the end of that tour, he 
introduced us to a sceptical Indian ambassador in 
Moscow (Saiyid Nurul Hasan) grandly, "I want you 
to meet the people who will shape the future of India." 
Our jaws dropped. 

Few know this but it was he who gave us the name cn. 
Ву 1986, we had already changed our name to сш 
(Confederation of Engineering Industry), but the very next 
year he said we should become a pan-Indian industry 
body. It took us four years to change our name (in 1991) 
overcoming strong internal opposition: we were metal 
bashers [reference to engineering firms], after all. 
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Das and Rahul Bajaj (second from left) in 1978, when 
the industrialist became President of CIT 


Bombay Club, Reliance and Godhra 
There were those who were uncomfortable with 
the pace of economic reforms after 1991. (The 
so-called Bombay Club with) the likes of Rahul 
Bajaj, Lalit Thapar, Hari Shankar Singhania said, 
“Slow down, slow down... we are not ready.” We 
at cit (supported by Ratan Tata and others) countered 
that by: "You are overestimating the threat and under- 
estimating yourself." Rahul (Bajaj) and I had some heated 
exchanges on this but it never got personal. 

In 1997, the government allowed zero-duty imports on 
capital goods, potentially benefiting companies such as 
Reliance Industries that was starting its (Jamnagar) oil re- 
finery project. We made a presentation to the govern- 
ment that the duty structure was unfair to Indian com- 
panies because they had to pay duties on components 
and parts they imported as also bear excise duty. At an open 
house with then Prime Minister LK. Gujral, a Reliance ex- 
ecutive accused сп of misleading the government, a charge 
we denied. We even brought out advertisements but the 
government stuck with its plan. 

Perhaps the toughest challenge came in the aftermath 


of the Godhra riots. In February 2003, (Gujarat Chief 


Minister Narendra) Modi had come to a cu function and we 
talked about security in the state and if it was safe for busi- 
ness to go there. Modi was angry. After his return to 
Gandhinagar, we had our members (we had about 200 in 
Gujarat) worried. I didn't know anyone in the вур and called 
Arun Jaitley. It was an evening that a cricket match was on 
and we sat in his house watching Tendulkar, and talked. For 
two hours. Jaitley wanted to know everything: Who I was, 
what сп was, who the office bearers were, what was their 
thinking... At the end, he told me Modi was coming to the 
Jaitley home for dinner and he would talk it over. 

Some days later, we spoke again and Jaitley told me that 
Modi wanted an apology. That was out of the question. But 
I offered that we would draft a letter at the end of which we 
would say that си regretted the misunderstanding. It was 
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With wife Ranjana at Davos accom- 
panied by Subodh Bhargava and wife 








Y Mukesh Ambani, Das didn't 
M meet for years after a 1997 spat 





CII “really took off" when Rajiv Gandhi became India's youngest premier 
"We were more his generation than Ficci or Assocham, " says Das. 


not an apology but we were sure that the media would 
make out it to be one. And, it did. 

The evening I was leaving to meet Modi, my wife 
accosted me, “You just can't do this...." Among our close 
friends are Anu Aga, Azim Premji, Jamshyd Godrej and sev- 
eral from the Parsi and Muslim communities. My 
answer was that I had two options: I could quit and say I 
will not do this. Else, I had to look after our members. 


The Future for CII 

One criticism of me at cit was that I didn't plan a successor 
well. We had started planning at least 10 years ago because 
| was to retire in 1999, when I touched 60, but was asked 
to stay for five more years. Then, in 2002, I was asked by 
then president Ashok Soota to give my assessment of my sec- 
ond line. I rated my top 10 people on 24 criteria, each on a 
scale of five. The board members took my ratings. dis- 
cussed among themselves, and selected the fifth-ranked (cur- 
rent Director General Chandrajit Banerjee) on my list. 

Chandrajit has made a fine beginning; he's brought 
back members who had drifted амгау— юг instance, finance 
and banking guys from Mumbai who thought we were not 
serving them well. He must now have his own space 
without Big Brother (me) looking over his shoulder. 

As for сп, as India goes global—we have 45 members 
in the us chapter of India Business Forum; | expect that 
will be 500 in 10 years—we have to aim to get respect. 
That should come from the work we do, how we do it 
(ethically, professionally) and how we compete. At 
home. if I can convince ctos to take a smaller salary, live 
less ostentatiously, and have a sense of social 
responsibility, I would have done my bit. 
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arol Ann Bartz looks a lot younger than her 61 
surprising given that since coming out of semi-retirement in Jan 
year to take up the CEO'S job at Yahoo! Inc. she has had her hand u 


fixing the troubled Internet giant. The online pioneer, thi ginal 


dot-com superstar and media darling had been shufflin 


shadows. but with her ability to speak her mind, Bartz has been abl 


get things done at the Sunnyvale headquarters of Yahoo! In India recent p 


with Business Today's Kushan Mitra about everything from self 


Google, social web and free content. Excerpts 


It's been over 10 months since you 
took over. Your last quarterly 
results were good with revenues 
climbing. But you did say that 
margins were still "terrible". Why? 
Essentially. margins have two effects 


revenues or cost. We have costs where 


we want them and we can grow the 


business with the same level of cost. 


That is a way of improving margins. 


So, will more revenues at the 
same costs mean more develop- 
ment work out of India? You have 
a pretty large base already. 

In fact, India is our second-biggest 
employee site outside of California 
(it'S smaller than the one in 
Sunnyvale but bigger than the one in 


Beijing). So, it is very important. 


What sort of research and 
development (R&D) work are you 
doing out of India right now? 
Cloud Computing. which is very 
important to our infrastructure. Also, 
a lot of search R&D, video searching, 
search monetisation, and so on. The 


cricket site was developed here. 


What happens to search R&D 

after the deal with Microsoft? 

The good way to think about the 
Microsoft search deal is to liken it to an 
Intel chip inside a computer. They 
are doing the back-end for us. We are 
going to work on the experience part 
and so, we will keep our search sci- 
entists. For example, when you search 
for "movies" we will have to see that 
you don't get 10 blue links but movie 
timings and reviews. So, we will start 
doing some of the thought process 


on what we think у ire | ing 


for. The whole front-end experience 


will be different from Bing. It will be 
Yahoo! Search. it is differ will look 
different, and we will conti 


innovate on top of that 


Where do you think Yahoo! lost its 
direction over the past few years? 


rhe year before I took over, things 
were quiet because of the hostile 
acquisition thing (Microsoft bid t« 


buy Yahoo! outright for $44 | 


February 2008). Once | 
such a situation, lawyers control 
things. And so, the comp: 
not go out and promote itself 

If you look back at the dat 
will see that the recession actually 
started in September 2007. We wer 
like the frog in a boiling pot—Oh yeah! 
Life is great and then, Boom! I think the 
company got caught wit! 
recession trends with display 
tising, and then, Microsoft. But I wasn't 
at Yahoo! then, so this is on 


assumption from the outside 


Yahoo! owns some of the world's 
most popular web properties, 
such as Flickr, Yahoo! Finance 
and Delicious. What are you doing 
with these valuable pieces of 
real-estate on the web? 

We have the largest collection of num 
ber 1 properties on the Internet pretty 
much across the world. Look at India 
for example, where three out of fou 
Internet users come to Yahoo. T} 
amazing. And it is across demogray 
ics—kids, young people and adult 
are number 1 in mail, messaging 


movies and cricket. You can i 
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by country and that is what we are. 


Your new advertising campaign is 
encouraging people to go to your 
home page. But there are users 
who might never visit your home 
page but still visit the "Yahoo web" 
such as Yahoo! Mail, Yahoo! 
Finance or Flickr. What about 
promoting these sites? 

Well, the advertising is essentially 
talking about the combination of 
“your” world or the "me" world with 
the Internet. The only reason the 
homepage is invoked is because we 
have followed up with a new home- 
page. So, that is a sort of reminder 
to go check it out. As the ad cam- 
paign continues it will be on various 
products, e-mail, finance, sports, 
whatever. This is just the beginning. 
We are very happy with wherever 
you enter. Just enter (laughs). 

We process 100 billion e-mails a 
month and 400 billion are kept back 
because of spam; 500 billion e-mails 
hit our systems every month. 


You are moving towards a more 
"mobile web" thinking on mobiles. 
What is that all about? 

In the us, Yahoo! is the number 1 
mobile website. We have deals with 
over a 100 carriers and have 96 per 
cent coverage in the Indian market. 


the Internet goes, Yahoo! goes. It is 
not as if we are trying to be part of 
the embedded technology per se. 


People constantly compare Yahoo! 
with Google. Is that fair? 


No. People keep on comparing us 


sudden evervbody is going to figure 
out how to charge for content. 


But exclusive content may not be 
"free" anymore? 

"Free" is an interesting concept. 
Nothing in this world is free. Just like 


"500 BILLION e-mails hit our systems every month; 
We process 100 billion e-mails a month and 400 billion 
are kept back because of spam" 


with Google and it is funny because we 
are not a search company. Yes, half 
our revenues come from search, but 
only three per cent of the time spent on 
the Internet is for search. The rest of 
the time people are being entertained, 
communicating. being social and that 
is what Yahoo! does very well. Google 
has to grow beyond search, and I 
hope you keep calling them a "search 
company" so that they can stay frus- 
trated (smiles). 


Rupert Murdoch recently attacked 
the concept of "fair use". What 

do you say? 

I agree with him. Rupert Murdoch is 
fortunate that he has a publication 
like The Wall Street Journal that is 
so unique that he can charge. The 
problem is that most other outlets are 


“Jerry Yang, (Co-founder of Yahoo!)...would not leave me 
alone even when my first reaction was to tell him 


to go HIRE a media mogul" 


We realise that in many parts of the 
world, the mobile will be the only 
screen and getting information onto 
that screen is very important. 


Do you see Yahoo! also playing a 
role in the "embedded" Internet 
with a whole class of traditionally 
non-computing devices now 
having Internet access? 

Only to the extent that wherever 
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doing the same news and one cannot 
charge if the others don't. But, the 
reason he did not target Yahoo! is 
because we actually push more peo- 
ple to other Internet sites than any 
other website. That is why we have 
alot of content partners. 


So, you believe this partnership model 
for content is the way forward? 
Indeed. But I don't see that all ofa 


you talk about Open Source Software! 
Well, it is the same programmers who 
have a day-job being paid by a soft- 
ware company that are volunteering 
for open-source at night. If all of a 
sudden there were no reporters 
because nobody was paying for con- 
tent, what would happen? I faced this 
in the software industry all the time. 
People would steal software. That 
doesn't exist for very long before you 
are out of business. 


What was the one overriding factor 
that made you take this job? 
Honestly, I was not looking for a 
job and really did not think I would 
come out of retirement. But Jerry 
(Yang, Co-founder of Yahoo!) kept 
on bugging me at Cisco board meet- 
ings, where we sit on the board, 
and he would not leave me alone 
even when my first reaction was to 
tell him to go hire a media mogul. 
But I got intrigued because it looked 
like a basic, old software-develop- 
ment problem. 


Basic software-development 
problem, why do you say that? 
Because the Internet is software! It is 
about getting things out on time, on 
quality. deciding which projects you 
are going to do and delivering a great 
experience. For these people back in 
the dot-com (pre-1999) days who 
announced the "end of software", 
how do you think everything gets up 
there? It's software. © 
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While existing transmission lines 

are not able to feed Mumbai's power 
demands, Tata Power's new, 3M-made 
aluminium lines are three times as 
effective. But, can the rest of India 
afford them? к.к. BALASUBRAMANYAM 
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ou may think that Mumbai's famous 
power outages—sometimes up to 
10 hours a day in suburbs such as 
Thane—occur because of chronic 
inefficiencies in generation, wide- 
spread theft of power or stratospheric 
growth of the city which consumes 
as much as 57 million units (Mus) 
of electricity a day. sending peak loads to levels as steep as 
2,900 mega watts (Mw). Yet, the surprising truth is that the 
problem isn't always with a shortfall in generation. Thanks 





to new projects going on stream, fresh capacity of 7,5 30 


MW was added to the national grid, technically a part of that 
can be accessed by the Mumbai distributor, in 2008-09 
alone. The real culprit often is something else entirely 
specifically, under-equipped transmission lines that are sim- 
ply unable to cope with the sheer volume of electricity that 
needs to be pumped to the city's burgeoning population. 
This is where Tata Power—the country's largest 
private sector power generating utility with an installed 
capacity of 2,971 mw, of which 1.750 mw goes to 


Mumbai—has. in one fell swoop. transformed the problem 


20 


TO WIN 


of power in the city thanks to the equivalent of a 'supe 





ble. The company has introduced into its transmission net 
work a new conductor called accer (aluminium conductor 
composite reinforced). made and developed by vs firm 
3M, that is capable of carrying two to three times the 
amount of power that a conventional ACR (aluminium 

ductor steel reinforced) cable can. This has caused a sea 
change in the quality of power transmission. "This switch 


to 3M ACCR has given us the solution to increase the power 


POWERING UP MUMBAI 


€ Mumbai faces regular power outages, 
especially during the summer months. 


© The problem is not always with supply, 
but often with a failure in transmission. 


@ Tata Power has solved that problem with its 
3M-produced ACCR aluminium lines. 


@ These lines have three times more capacity 
but are around 6-8 times costlier. 


e Still, firms can use existing towers, don't need 
new land, and can recover costs in 2-3 years. 


says Prasad 


flow reliably in Mumbai in a short time 
Menon. Managing Director of Tata Power, which is also a 


distribution licensee for Mumbai City The enhan 
line capacities have relieved the need for load sheddin 
case of tripping of one line during full load periods." he ad 


As a first step, Tata Power has upgraded f 
kilometre-long 110 kV Borivali-Malad line—currently 
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carrying around 900 to 950 amp but designed to carry up 
to 2,000 amps of current. The company had only two 
years ago upgraded the line with a Wolf twin ACSR con- 
ductor, but it soon turned out to be inadequate after the 
demand for power rose sharply. This posed a dilemma for 
Tata Power. After all. creating new transmission 
infrastructure is not that easy in Mumbai, considering that 
the population density is 27,000 people per sq. km as 
against 10,500 in New York City. Laying a second line 
over a column of new transmission towers would be im- 
possible to do—the area being thickly-populated and 
with large number of hutments along the way. It simply 
had to figure out a way of ramping up capacity without 
tampering with the existing infrastructure. Replacing 
the existing lines with 3m’s АССВ was an easy solution. The 
company is similarly also upgrading the eight-kilometre- 
long Salsette-Saki link, which will be up and running 
by March 2010. "Tata Power is the first Indian company 
to install 200 km of зм Accr conductor,” says Kishore Rao, 
Managing Director, 3M Electro & Communication India. 
'The two lines, together with 200 kilometres of conductor, 
are the single largest application of зм Асск globally. 

3M 's ACCR lines have some inherent advantages. 
First, they can be laid over the existing transmission 
towers by just replacing the conductors in use. This 
obviates the need for acquiring additional land and build- 
ing towers, to do which costs money and time. "The 
same right of way (ROW) and towers of existing lines have 
been used, thus eliminating the need of acquiring new 
ROW, which is a very difficult task in congested areas of 
Borivali and Malad,” says Menon. According to Rao, the 
ACCR conductor is lighter than AcsR and doubles the ca- 
pacity to carry more current (ampacity). "In the case of 
ACCR, the reconductoring is faster than building a new line, 
and the excess power can be sold quicker," he says. 

These AccRs, you may think, will bring a stampede of 
companies eager to ramp up their transmission capabil- 
ities. Reality is that no other company in India other 
than Tata Power has decided to adopt 3«'s new souped up 
lines. Why? Industry experts say the ACCR con- 
ductors are six to eight times more expensive 
than conventional conductors (ACsR cables sell 
between Rs 200 and Rs 750 per metre, 
depending on the thickness ). The conductor, 
developed with the support of the us 
Department of Energy. is made of 
aluminiumoxide (alumina) 


"Enhanced line capacities have relieved the 
need for load shedding in case of tripping of 
one line during full load periods" 


Prasad Menon, MD, Tata Power 
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3M'S ‘SUPER’ WIRE 


Aluminium 
Zirconium blend 
gives it higher 
temperature 
stability. 






Aluminium 
Oxide core 
makes it 
much lighter 
than steel 
ones. 
Prevents 
sagging and 
corrosion. 


€ A single ACCR string can run 
up to 1,500 metres against 500 metres in conventional cable 


€ This means fewer joints and lower transmission loss 
© Less construction time 

€ Less disturbance to surroundings 

€ Longer life structure 


fibers embedded in high-purity aluminium. The process 
of making it, 3M says. is difficult and time consuming. 
Moreover, ACCR is patented and manufactured by a single 
entity, namely 3M. The head of a government utility told 
Br that they usually purchase products through a process 
of tendering. Which means a good number of companies 
should already be making that product for competitive 
prices to emerge. The Accr gets knocked out at this stage 
itself because 3M is its sole maker, boasting 18 patents for 
this technology. The result is that these enormously 
superior wires have had no takers, other than Tata 
Power, in India so far. 

That could be a big mistake if you consider that a 
utility using this technology can recover its invest- 
ment in two to three years, says Mohan Nair, General 
Manager for Electrical Markets Division, 3M. Plus. there 
are other benefits from adopting the Accrs. First, a com- 
pany will save on money spent on land acquisition and 
erection of new towers. Second, the cable will increase 
the utility's revenues as it will be able to sell more 
power. It is also robust: The toughest project that зм han- 
dled by far was laying of accer conductors for a 230 kV 
line in Vancouver Island without putting towers in 
water or erecting new ones. The company extensively 
used helicopters to execute the project last year. "The 
technology is ideal for establishing transmission infra- 
structure over mountains and rivers,” says Nair. 

Now if they could only do something about the rest of 
Mumbai's infrastructure.G 
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Experience Vs 
Exuberance 


Ashok Leyland banked on both the attributes to transform itself but the generation 
gap that ensued among its executives threatened to derail it. н. MADHAVAN 


Seem y the turn of the century it became apparent to 
LAY a ^ ы 7 

В EE the top management of Ashok Leyland Ltd 
Оз Жу. (ALL)—India's second-largest manufacturer of 
> “Я 

LJ commercial vehicles—that the company needed 
ШЕР |, undergo a complete transformation if it had 
to remain a significant player in the rapidly evolving mar 
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ket place. From just two players then the industry was all 
set to get crowded with the proposed entry of foreign 
truck majors such as Volvo and MAN AG. Most impor- 
tantly. the mindset of customers had begun to change. They 
were no longer willing to wait for the delivery of vehi- 
cles and customer loyalty could not be taken for granted 





THE PROBLEM 

Young executives who 
were seen as a catalyst 
for change were leaving 
the organisation. 


THE CONSEQUENCE 
Ashok Leyland's 
transformation plan, 
which banked on youth, 
was in jeopardy. 


THE CAUSE 

The culture within the 

- company was unfriendly 
to the current crop of 
youngsters. They felt 
ignored and unwanted. 


THE REMEDY 

Change the culture 

to make it not only 
acceptable to the young 
but also turn the company 
more contemporary. 
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anymore. In short, the commercial vehicle industry was 
moving from being a sellers' 
market to a buyers' market. 


CASE STUDY-HR 


tal, tech-savvy, vibrant, and energetic with the experi- 
ence of seniors who have depth, maturity and validated 
knowledge, ALL wanted to turn itself into a modern outfit and 
offer a serious challenge not only to Tata Motors, the mar- 
ket leader, but also to the other global majors who were plan- 
ning an entry into the Indian commercial vehicle mar- 
ket. The Hinduja Group's flagship company soon began to 
bet on youth like never before and by 2003-04, young 
executives (below 35 years of age) accounted for 37 per cent 
of the management rising up to 40 per cent by 2005-06. 
But the story did not run according to the script. The 
Human Resources (HR) department began to notice an 
increase in attrition levels among the newly recruited young 
executives. What was initially a trickle (4.8 per cent in 
2003-04) soon became a torrent (13 per cent in 2005-06 
and 21.3 per cent in 2006-07). The various employee- 
feedback measures in place, apart from climate and perception 
studies commissioned by HR, revealed the reason— culture 
shock! The youngsters, to their rude surprise, found Au. to be 
a very different creature—a compliant organisation where 
juniors (often seen as inexperienced) seldom questioned 
the seniors who, for their part, demanded a culture of rev- 
erence from their subordinates. It was a company where free- 
dom was not a given thing, transparency in decision-mak- 
ing not often practised and knowledge sharing, if at all it hap- 
pened, was within departmental silos. But fresh from college 
and belonging to what is often referred to as the "restless gen- 
eration", the youngsters had no qualms in questioning 
what they thought was incorrect. They gave more impor- 
tance to knowledge than hierarchy and sought immediate 
results. They also wanted clear kRAs (key result areas) and 
goals and were unwilling to leave their career in the hands 
of their bosses. On the other hand, the seniors, who were used 
to a different environment, resented and resisted the approach 
of the youngsters and this, in effect, led to a generation 
gap. The young executives felt left 
out and unwanted. 


It did not take the ALL brass too 
long to figure out what the company 
needed to do. It had to become 
aggressive and more agile with a 


CULTURE SHOCK 


The tide of young executives (YEs) 
leaving Ashok Leyland has stemmed. 


strong focus on innovation instead of > M: З 
remaining content with the number — ,, 36.8. m à 
two position in the industry and a омен 40 

reasonable profit year after year. They 30 e: 


also understood that in order to bring 
about this change ли. needed to turn 
younger. This transformation, the 
top managers rightly surmised, would 
not be possible with an executive 
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youth who are typically experimen- 


Source: Company 


Though В. Seshasayee, MD, ALL, 
had anticipated higher attrition lev- 
els among the young executives, the 
reasons that caused them to leave 
deeply worried him—-after all the 
company's transformation hinged 
on the youngsters and he firmly 
believed in their role as a catalyst for 
change. "We realised that it was 
important for us to challenge the 
young executives at work and 
through that reinforce the reasons 
for them to stay on,” he says. It was 
then he decided "if the organisation 
had to change to suit the youth, so he 
it" and launched "Mission YEs" 
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кшп 
Landmark Effort 


PRINCE AUGUSTIN 
Senior Vice-President of Human Capital, 

Mahindra & Mahindra, and Chairperson, Auto 
Industry Human Capital Group, SIAM 





he initiatives taken by Ashok Leyland (ALL) to 

connect the younger generation with business 
realities are apt and appropriate. The interven- 
tions planned are very relevant to balance the 
expectations between baby boomers, GenX and 
GenY. The culture of candour being developed 
will need consistent support from senior 
management, and hopefully, that should not 

bea problem. Mission YEs is really a bold and 
courageous one that will give talented 
youngsters multifarious opportunities to 
challenge themselves, grow up to shoulder 
higher responsibilities, and in their own way, 
contribute to creating a new and responsive 
ALL of the future. 





initiative that will give talented youngsters 
multifarious opportunities to challenge 
themselves and contribute to creating a 


new and responsive ALL. 














Amongst the various steps, what | liked the 
most is the mentoring scheme with the mentees, 
who are youngsters, evaluating the mentors. The 
rating system of mentors and classifying them as 
ace mentors etc., will go a long way in helping the 
sustainability of the scheme. This will also put 
pressure on mentors to connect a lot better with 
mentees and play a meaningful role to support 
the mentees in their crucial phase of career. 


The processes put in place by ALL are landmark 
ones but the challenge would be sustaining the 
commitment of senior management on a long- 
term basis. Also, how the youngsters will respond 
оп a long-term basis is to be seen. However, 
looking at the planned manner in which the whole 
process is being handled! have no doubt that 
ALL will achieve its objectives. The way markets 
are evolving, ALL will have youngsters who 
understand the customer and the way the future 

_ has to be shaped with the ability to identify and 
_ encash on opportunities apart from contributing 
for building a totally new and agile ALL. 
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(acronym for young executives) in 2006. 

Mission YEs, says Shekhar Arora, Executive Director, 
Human Resources, was conceived to engage, enable and 
empower youngsters who were feeling isolated and 
ignored. Under Mission YEs, banner projects, which 
were important to the company, were given to cross- 
functional teams of young executives. “The teams work 
on these projects, over and above their routine respon- 
sibilities, and come up with recommendations that are 
then presented to the management committee.” explains 
Arora. For instance, a team draws up the annual man- 
agement plan and budget (мрв) while another, called 
Mission Summit, works on frontier technologies. eMitr 
(mutual improvement through relationship) looks at 
enhancing customer-relationship management and 
another cross-functional team works on 21st-century 
factory credo. 

"Through these projects we engaged the young- 
sters. By offering them management time and lots of 
data (even confidential information) we enabled them to 
come up with a solution. Finally, when their recom- 
mendations were considered seriously and accepted, 
they felt empowered," says Arora. The youngsters 
grabbed the opportunity and, in their typical style, began 
to engage the top management. The MPB team, consist- 
ing of 23 young executives, while drawing up the annual 
plan for the year 2007-08 questioned the production 
capacity of one lakh units drawn up by the managing 
committee. They claimed that the capacity could be 
stretched by 10 per cent to 1.10 lakh units. The team 
explained to the senior management how capacity could 
be raised through de-bottlenecking production at various 
units. The management committee accepted the 
recommendation (which came at a time when demand 
was booming and capacity was the constraint), and 
implemented it. Similarly, another team designed a 
modern bus (they called it i-Bus) for city transportation 
in nine months flat-—from concept to prototype. The 
implementation of eMitr proposals for incentivising 


“If the organisation had to change to 
Suit the youth, so be it" 
R. Seshasayee, MD, ALL 


channel partners online saw spare parts sales rise by 
about 20 per cent in the Chennai and Vellore regions. It 
is now being rolled out nationally. ALL also formed 
"Mission YEs Organisation", which is run entirely by YEs 
with an allocated budget. It conducts events, knowl- 
edge-sharing sessions, comes up with innovative ideas 
which then become a banner project. 

As these efforts began to capture the imagination 
of the young executives, ALL rolled out a development- 
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linked career plan (ріср). The plan sought out high- 
performing youngsters, identified their aspirations and 
committed to help them get there in the organisation. For 
that, the employee commits five years of his career at ALL, 
and the company, in turn, promises a growth of at least 
two roles above the current position in that period. Over 
150 executives have signed up so far. 

But the importance given to the young executives 
(Seshasayee admits that he spent a disproportionate 


"Many senior executives want the age 
criteria of 35 years removed so that they 
too could participate in Mission YEs" 
Shekhar Arora, Executive Director, Human Resources, ALL 


amount of time on the agenda of making ALL youth- 
friendly) triggered another round of culture shock within 
the сотрапу-—іћіѕ time, among the seniors, who felt left 
out. It was then the company decided to rope them in as 
mentors. Having learnt things the hard way when they 
joined the company, seniors took to mentoring pas- 
sionately. Today, many of them have come to be rated as 
ace mentors (an honour given based on the feedback by 
young executives). 

These measures have broken the ice between the 
youngsters and the seniors and both have come to respect 
each other. The results are beginning to show. "Attrition 
rate which was 21 per cent when Mission YEs was 
launched has since declined to 11.2 per cent (in 2008- 
09). Young executives have begun to take up leadership 
positions in the company. Not only that, the employees 
on the shop floor are now seeking a similar process for 
themselves, and most interestingly, many senior exec- 
utives want the age criteria of 35 years removed so that 
they too could participate in Mission YEs,” says Arora. 

But the challenge for ALL is far from over. "Some parts 
of the organisation still need loosening up," admits 
Seshasayee, adding that "it is a continuous process." The 
immediate challenge for the company. though, is to ensure 
that youngsters grow as promised. Arora is confident 
that this will happen as the senior management team, with 
an average age of 54 (retirement age is 58). will vacate lots 
of positions in five years’ time and the be is dovetailed into 
succession planning. But the company has also hedged its 
bet on growth to move up the young executives. With the 
market environment turning adverse, the company has 
been forced to scale back or delay its expansion and 
diversification plans. A quick market revival, it appears, is 
a necessity if ALL has to walk the talk. © 
COMMENTS & FEEDBACK AT btfeedback@intoday.com 


Case studies on Subhiksha, Мгиіа'ѕ, Tl Cycles and ITC's 
е e-Choupal are available оп www.businesstoday.in 
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Pitfalls Ahead 


AJAY SINGH u 
Associate Professor, HR Management, | IM-Lucknov | 


dentification of the problem and hiring, ™ 
engaging and empowering younger 
executives as part of "Mission YEs" show that 
HR interventions were in place. Launching 
cross-functional teams, giving the youngsters 
authority and responsibility and later involving 
seniors may be a good strategic initiative to turn 
around the company. 


If further examined, however, we may notice 
that even though the overall strategy seems good, 
it actually created a rift between younger genera- 
tion and seniors, as the experience of seniors was 
sidelined in the beginning, until the company 
realised and made efforts to integrate the two. 
This initial effort was in contrast to what actually 
ALL planned to do and they later had to change 
strategy to resolve the crisis. This may be termed 
as reactive (and not proactive) approach. 


The management should have integrated 
young and the senior/experienced employees 
from the beginning. Mentoring should have 
preceded the empowerment of youth. The 
management could have adopted a bridging 


AES, 


The management should have integrated 
eniin the senior peres from the 














method with the senior management being incor- 
porated in the transition even as the younger gen- 
eration was being absorbed at a rapid rate. This: 
would have led to a more inclusive growth. 


The present policy may face. challenges, espe- 
cially with the market showing signs of recession, 
mainly due to a real or perceived lack of strategic 
vision among the youth and a sense of insecurity 
among older employees. Yet another challenge or 
pitfall is that the present star performers are all 
under the age of 35; they will reach their peak by 
40-45 after which the management will face the 
problem of accommodating these high performers 
at senior positions, as the retirement age is 58. | 
Thus the limited growth opportunity for young” 3 
sters for top/senior positions in future may lead 
to dissatisfaction and attrition. 
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CORPORATE-MULTIPLEX 
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After a long period of troubles, multiplexes are 
finally looking up as some good content comes 
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in from Bollywood and cost pressures ease. 


MANU KAUSHIK 


tanding apart from the 
crowd around the 
Bollywood actors invited 
to the reopening of 
Odeon Cinemas in Delhi, 
Anil Arjun, 
MediaWorks, felt a tap on his shoulder. 
It was a couple in their 70$. "It's a 


cEO of Reliance 


lifetime experience we would never 
want to miss. The times have changed 
but our craze for movies hasn't," the 
couple gushed, mentioning that their 
first date happened to be at the very 
same Odeon, back in 1965, when 
they had come for the Shashi Kapoor 
starrer, Jab Jab Phool Khile. 

August 14 this year 
was a big day: the 70-year-plus Odeon 


For Arjun, 


had reopened in a multi-screen avatar. 
Located in the capital's Connaught 
Place area, this heritage property had 
been in trouble just a few years ago 
when the multiplex boom quietly took 
over the cinema business. Then. in 


NO STOPPING THE ACTION 


2006, віс Cinemas of Anil Dhirubhai 
Ambani Group took over the Odeon's 
lease. The makeover took three years 
and cost Rs 7 crore. 

A trend that started a couple of 
months before that Friday in August, 
is being played out now: Multiplexes 
are back in business, recession or not, 
occupancies are rising and promoters 
are planning growth again. 

A slew of movie releases over 
the next 7-8 months is expected to 
recharge multiplexes, which had 
been bruised in a two-month-long 
brawl with distributors this year 
over the share in box-office take. In 
July, movies such as New York. 
Kambakkht Ishq and Love Aaj Kal 
took occupancy to respectable levels 
(30 per cent). Operators are now 
optimistic about content coming in 
from large production houses. 

"For a multiplex business to be 





viable there needs to be continuous 


INOX Ө z € Cinemas! MAX 
Screens Now Screens Now 237 Screens Now ТА Screens Now 108 - 


To add by Dec. 2011 e 
Investment (Rs cr) 350-400 
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ToaddbyNov.2010 100 
Investment (Rs cr) 150 


To add by Dec. 2011 126 
Investment (Rs cr) 250-300 


То add by March 2010 32 
Investment (Rscr) 50 


flow of good content...the line-up for 
the rest of the financial year looks 
strong." says Anand Shah, Research 
Analyst (Media), Angel Broking. With 
the return of Bollywood content, 
Cinemax India's Senior Vice-President 
lor Business Strategy, Devang Sampat, 
reckons occupancy rates could reach 


a peak of 40 per cent. 


ue = 


"BIG CINEMA IS FOCUSSING ON GROWING TH 


SHARE OF CINEMA ADVERTISING, WHICH HAS 
CLEAR ADVANTAGES FOR ADVERTISERS” 


Anil Arjun, CEO, Reliance MediaWorks 


“Barring the first quarter of this 
year, when occupancy rates touched 
a low of 12-13 per cent, the average 
for the last 4-5 years has been 30-32 
per cent. It is expected to go up this 
time ...," he says. 

So, what are the growth 
prospects: India has fewer than 13 
screens per million of the popula- 
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Italy and 


lot of absorption capacity f 
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screens across 26 multiplexes, plans to 
add 32 screens by March next year. 
INOX Leisure has 105 screens in 29 
multiplexes today, and expects to add 
165 screens by December 2011. The 
investment: Rs 350 crore. 

However, industry experts view 


these projections with caution. “A lot of 


players who have earlier talked of 
adding so many screens by so and so 
date failed to do so,” says Shah, the 
analyst. “It is very difficult to scale up be- 
yond 50 screens a year.” 

Apart from new movie releases, 
most of the multiplex companies have 
reported sharp improvements in their 
bottom line during the second quarter by 
cutting costs. The biggest overheads for 


operators are rentals, electricity, staff 


salaries and marketing. Following the 
slowdown in consumer spending and a 
weak movie pipeline last year, many 
cineplexes renegotiated their rentals. 
“Malls and multiplexes comple- 
ment each other. Being an anchor ten- 
ant, multiplexes have better bargaining 
power than vanilla tenants. We have 
re-aligned our cost structure by ratio- 
nalising rentals across several proper- 
ties," says Alok Tandon, CEO, INOX 
Leisure. Agrees Cinemax's Sampat: 
“According to the new revenue sharing 
model, the minimum guarantee (MG) 


MONEY SHARMA 





“Multiplex screens constitute less than 10 per 

cent of the total screens but account for nearly 

40 per cent of the domestic box-office collections” 
n, CEO, PVR Cinemas 


amount has come down from 18-20 
per cent last year to 12 per cent.” 

Typically, the box office fetches 
65 per cent of an exhibitor's rev- 
enues, food and beverages (F&B) 20 
per cent, and advertisements 15 per 
cent. Of the ticket sales, after 
deducting entertainment tax, the dis- 
tributor takes away 48 per cent in 
the first week and less later. 

A multiplex makes its money from 
high-margin areas like advertising 
and the ғ&в business. “Currently, the 


"We have re-aligned our cost structure by 
rationalising rentals across several properties" 


n, CEO, INOX Leisure 
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average per head spending on F&B is at 
around Rs 30 (Rs 20 in non-metros 
and Rs 40 in metros). With right mar- 
keting initiatives, we expect this to go 
up to Rs 38 in the next six months," 
says Sampat. 

Arjun says BIG Cinemas is 


focussing on growing the share of 


cinema advertising, which has clear 
advantages for advertisers—they get 
multiple communication platforms, 
an engaged audience with a leisure 
mindset, and local, regional, and 


national reach. “Cinema advertising 
is currently at around Rs 80 crore... 
with the right reach, transparency 
and measurement we expect it to 
grow to around Rs 250 crore very 
soon,” says he. 

As the multiplex business gains 
momentum in metros, operators are 
also extending their network into the 
non-metros. “While the mainstream 
commercial cinema might 
appear dominated by the Hindi 
language, Indian states, too, have 
their own regional cinema, which 
has a strong local appeal.” says Arjun. 
“Scale is a dominant factor that can 
enable the growth of the multiplex 
industry and consolidation is one of 
the means to achieve scale,” he adds. 

Though traditional movie halls 
outnumber multplexes vastly, the 
legacy screens lag on the revenues 
front. “Multiplex screens constitute 
less than 10 per cent of the total 
screens (around 13,000), but 
account for nearly 40 per cent of the 
domestic box-office collections,” says 
Amitabh Vardhan, CEO, РУК Cinemas. 
That carrot is what is keeping multi- 
plex chains jockeying with one 
another in the expansion race. © 
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Why 


Harvard Business Review Exclusive 


You Didn't 
PIC That 


romotion 


Decoding the unwritten rules of corporate advancement. sonn Berson 


ou've been passed over for 

a key promotion despite 

stellar results and glowing 

reviews. You've asked 

where you're falling short, 
but the responses have been vague 
and unsatisfying, leaving you angry, 
frustrated, and unsure of how to 
get ahead. Promotion decisions 
seem arbitrary and political. What's 
going on? 

In most organisations, pro- 
motions are governed by unwritten 
rules—the often fuzzy, intuitive, and 
poorly expressed feelings of senior 
executives regarding individuals’ 
ability to succeed in C-suite positions. 
As an aspiring executive, you might 
not know those rules, much less 
the specific skills you need to develop 
or demonstrate to follow them. 
The bottom line: You're left to your 
own devices in interpreting feedback 
and finding a way to achieve your 
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IDEA IN BRIEF 


и Decisions about who gets promoted 
can seem mysterious and arbitrary. 

m Stellar performance reviews and a 
strong track record-and you still 
get passed over. What's going on? 

m In most companies feedback is 
vague and confusing-sometimes int- 
entionally, so as not to demoralise. 

в It's up to you to ferret out the real 
reasons you're not getting the job. 


career goals. 

That's what happened to Ralph 
Thomas, the vice president of opera- 
tions for Smith & Mullins's industrial 
products division, the company's 
largest operating group. (All names 
and identifying details in this article are 
disguised.) He wasn't blindsided by 
the announcement that Kelly 


Ferguson had been promoted to sen- 
ior vice president and general manager 
for corporate markets—-he'd been in- 
formed the week before. But Ralph 
had been a contender, and this was 
the second time in four years he'd 
missed out on a division см job. The 
first time, Smith & Mullins had hired 
an outsider who later left the position 
for a major role at a rival firm. 

Ralph always had excellent per- 
formance reviews. His 360 results 
indicated that people loved working 
for him, and as far as he could tell. 
managers across the company were 
beating down the doors to join his 
group. In terms of execution, his track 
record was flawless: He and his team 
had met or surpassed their numbers 
in each of the past five years. 
Additionally. they had successfully 
implemented every major corporate 
programme during that time, and 
his division had recently been selected 


to serve as the pilot site for an SAP 
installation. When he'd learned of 
these last two GM assignments, he'd 
also been told that he had a great 
future with the company and that 
with a little “seasoning”. he'd be 
ready for advancement. He'd tried 
several times to get the real scoop 
on why he hadn't been promoted, 
only to hear vague comments about 
improving his "communication 
skills" and demonstrating more 
"executive presence" and "leader- 
ship". It seemed to him that the com- 
pany valued people who could look 
and sound good in the boardroom 
more than it cared about the year- 
over-year results of proven perform- 
ers like himself. 

As for Kelly? She'd hired some 
top people in the past couple of years. 
but Ralph knew that she had a rep- 
utation for being tough on her reports 
and having "sharp elbows". To Ralph. 


the promotion wasn't much of an 
expression of the company's leader- 
ship competency model. posted on 
his office wall: "Display ethics and 
integrity. envision the future, deliver 
results, focus on customers, engage in 
teamwork and collaboration, and 
develop talent." Ralph bore Kelly no 





common. especially among people 
who aren't politically inclined. Few 
organisations spell out the criteria 
for advancement. 

Though Ralph had been consid- 
ered for the GM role both times, in 
each instance there were bona fide 
concerns about his readiness. The 


Managers may provide vague feed- 
back to avoid losing a good employee. 


ill will, but it looked as though it was 
time to update his résumé and rekin- 
dle some relationships in his network. 
Distasteful as it was, testing the job 
market seemed to be the only way 
to advance. 


The Unwritten Rules 
Ralph's situation is surprisingly 


vague feedback about his commu- 
nication skills actually alluded to ten- 
sions with peers in other units: He 
could be overly competitive and slow 
to resolve conflict, whereas Kelly's 
powers of persuasion allowed her to 
manage discord and achieve supe- 
rior results. She was also known for 
developing talent. Working for her 
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was not for the faint of heart, but she 
challenged her staff members, and 
they grew in the process. Ralph didn't 
recognise that his popularity reflected, 
in part, his reputation for being a lit- 
tle easy on people—he didn't stretch 
them to grow and develop. Managers 
flocking to his unit were often B play- 
ers who knew he'd cut them some 
slack. He was luring talent that was 
good but not great; Kelly was attra- 
cting A players who wanted a push. 
The company's competency model 
included "develop talent" but didn't 
specify that having a track record 
for doing so was non-negotiable 
for anyone who wanted to rise 
beyond Ralph's level. 

Under the heading of "leader- 
ship" lurked questions regarding 
Ralph's strategic thinking. He was 
a go-to guy for implementing cor- 
porate initiatives, a master of con- 
tinuous improvement. But senior 
management had seen no evidence of 
his ability to conceive a large-scale 
change that would produce a quan- 
tum leap in performance. Can strate- 
gic thinking be developed? That's 
open to debate, but the fact was that 
Ralph had always worked for 
visionaries who never gave him 
the chance to flex his own stra- 
tegic muscles, a problem everyone 
had overlooked. 

The information void wasn't a 
matter of malice; rather, it was due to 
assumptions that nobody thought to 
make explicit and an all-too-human 
reluctance to deliver bad news. 
Managers and нк professionals often 
provide intentionally vague feedback 
for fear of losing a good employee. 
Further, although most leadership 
competency models refer in some 
way to important management skills 
and attributes, they typically fail to 
distinguish nice-to-have from non- 
negotiable skills. 

What's more, such models usu- 
ally don't spell out how leadership 
skills should be demonstrated at diffe- 
rent levels or how the relative imp- 
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Changing deep-seated perceptions of 
you takes visible and consistent effort. 


ortance of those qualities will change 
as you rise in the hierarchy. For exa- 
mple, in middle management, team- 
work—defined as the ability to main- 
tain cohesion and morale within one's 
group—is a vital competency. At 
higher levels, where Ralph hopes to 
play. it matters less. In fact, at most 
companies, cohesion tends to fall 
short at senior levels thanks to rivalry 
and ego, but teams function pretty 
well nonetheless. Acquiring and dev- 
eloping talent is the executive's imp- 
erative, and teamwork becomes a 
nice-to-have. Ralph's ability to orch- 
estrate well-functioning teams to 
complete complex projects, among 
other skills, had singled him out for 
previous promotions. But when he 
was being considered for the GM 
jobs. strategic thinking became a 
much higher priority. 

Many ofthe unwritten rules are 
especially hard to nail down because 
they don't pertain to technical ability, 


industry experience, or business 
knowledge. Rather, they relate to 
the "soft" skills that combine to give 
decision makers an intuitive sense 
of whether a candidate will succeed 
at the senior level. And, as predictable 
career paths become more or less 
extinct, the confusion for people seek- 
ing advancement just gets worse. 
In my 30 years of experience in 
and observation of succession plan- 
ning and executive development at 
large companies, I've found that the 
unwritten rules of C-suite placement 
decisions fall into three categories. 
Non-negotiables are the fundamen- 
tal factors without which an execu- 
tive will not be considered for pro- 
motion. Deselection factors are char- 
acteristics that eliminate an other- 
wise qualified candidate from con- 
sideration. Core selection factors are 
what ultimately dictate promotion 
decisions. (See Key Factors 
in Executive Career Advancement.) 
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It shows the model I've developed 
for senior managers. The factors 
may differ at your company, but the 
ones highlighted in the exhibit are 
pretty typical. 

Ralph passes the test on the non- 
negotiables and the deselection fac- 
tors but falls short on several core 
selection factors, like thinking strate- 
gically, building a strong executive 
team, and having the organisation 
savvy to work effectively across int- 
ernal boundaries. If Smith & Mullins 
made a list of such factors available to 
its executives, along with a dose of 
constructive feedback, Ralph would 
probably be able to see where he 
needs to devote his energies. 

But since it doesn't, Ralph has 
to tease out the underlying issues. 
Although he periodically gets feed- 
back from 360s, such reviews— 
unless combined with confidential 
face-to-face interviews by a third 
party—are rarely sufficient to illu- 
minate the core reasons behind a 
stalled career. 

One obvious way to get insight is 
to approach your boss and col- 
leagues directly for their opinions. 
though their input might be of lim- 
ited use. They may not be straight 
with you, and their perspectives may 
differ from those of the most senior 
decision makers. For additional in- 
formation, you might have a conver- 
sation with your former manager or 
your boss's boss. Try to contact the 
highest-level manager who is knowl- 
edgeable about your work and with 
whom you have a positive relation- 
ship. so your approach seems natu- 
ral and appropriate. (Caveat: Don't 
go behind your boss's back. He or 
she should know about any con- 
tact with other executives and what 
your intentions are.) For the rea- 
sons stated above, you'll probably 
have to dig a little to get useful 
information. That's not easy, so 
let's take a closer look at how you 
can go about having a truly con- 
structive conversation. 
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Key Factors in Executive Career Advancement 


7Non-negotiables 


Factors that are absolutely necessary for you to be a contender. 


п Demonstrating consistently strong performance. 
= Displaying ethics, integrity and character. 
= Being driven to lead and to assume higher levels of responsibility. 


ADeselection Factors 


Characteristics that prevent you from being considered 
as a serious candidate. 


= Having weak interpersonal skills. 

æ Treating others with insensitivity or abrasiveness. 

m Putting self-interest above company good. 

ш Holding a narrow, parochial perspective on the business and the organisation. 


7Core Selection Factors 

Capabilities that breed others' confidence in your ability 

to succeed at the senior executive level. 

w Setting direction and thinking strategically; spotting marketplace trends and 
developing a winning strategy that differentiates the company. 


= Building and continually upgrading a strong executive team; having a "nose for talent"; 


establishing an adequate level of team cohesion. 

п Managing implementation without getting involved at too low a level of detail; defining 
а set of roles, processes and measures to ensure that things get done reliably. 

w Building the capacity for innovation and change; knowing when new ways of doing 
business are required; having the courage, tolerance for risk and change- 
management skills to bring new ideas to fruition. 

Getting things done across internal boundaries (lateral management); demonstrating 
organisation savvy; influencing and persuading colleagues; dealing well with conflict. 

m Growing and developing as an executive; soliciting and responding to feedback; 
adjusting leadership style in light of experience. 


How to Ask, How to Listen 
Getting past executives’ reluctance 
to provide direct and difficult feed- 
back is tricky. When asking for input, 
project a sincere desire to understand 
what's holding you back—and avoid 
appearing to lobby or argue. Your 
core question should be "What skills 
and capabilities do I need to demon- 
strate in order to be a strong candidate 
for higher levels of responsibility at 
some point in the future?” 

Get into active-listening mode. 
Any comment or body language that 
conveys defensiveness will most likely 
cause the other person to either clam 
up or move the conversation to eas- 
ler (and vaguer) territory—such as 


communication". 


the need for more "seasoning" that 
Ralph kept hearing about. Ask clar- 
ifying questions, but don't challenge 
the content. (You can attempt to 
correct factual errors with the right 
person later: this isn't the time.) Be 
alert to code words and phrases 
masking fundamental issues— 
general observations about the need 
for "increased leadership ability" or 
"better teamwork" or "improved 


For instance, a manager ГЇЇ call 
Terry was told by her boss that she 
needed to improve her leadership 
skills before she'd be eligible for her 
next promotion. She was managing 
multiple initiatives, and her teams 
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were functioning effectively: she 
didn't see how to improve her leader- 
ship except by taking on more proj- 
ects. Fortunately, she had worked for 
her boss's manager earlier in her career 
and could set up a meeting. In a series 
of probing questions, she asked the 
manager to help her define what "bet- 
ter leadership" would be in her case. 
She discovered that in her dedication 
she, in fact, had been doing herself a 
disservice. She'd been given an ever- 
increasing number of projects because 
of her superior organisational and 
people-management skills and her 
ability to stay on top of details. 
However, senior managers were 
concerned that she was maxed out 
by her personal involvement in every 
initiative and wanted to see that she 
could delegate more and create 
processes and systems that would en- 
sure flawless execution without so 
much direct supervision. 

In response she put considerable 
effort into rethinking how she spent 
her time: which issues she should be 
involved in personally, which she 
could —with some coaching—learn 
to delegate to others, and what kinds 
of meetings and reports would allow 
her to stay as close to projects as was 
needed. She revamped her team's 
staff meeting and the level of prepa- 
ration required. She also designated a 
direct report as chief of staff to follow 
up on deadlines and alert her to situ- 
ations that required her interven- 
tion. Terry admits that it was initially 
difficult to extricate herself from the 
details on some projects and con- 
fesses to poring over the status reports 
submitted by the staff. But with prac- 
tice she got better at letting go. A 
year later she was promoted to lead a 
large operational unit. 

Things don't always work out 
so well. Ed, a highly proficient finance 
manager, had advanced quickly bec- 
ause of his technical knowledge but 
recently missed out on several key 
promotions. His boss told him not 
to worry, everything was fine. Still. 
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Ed met with his unit's HR manager, 
who advised him to improve his 
communication skills. This confused 
him; he took pride in his ability to 
write and speak clearly and devoted 
alot of time to communicating with 
his staff. At the suggestion of the 
HR manager, he met with three peers 
to get their opinions. All three were 
hesitant to offer their opinions until 
Ed probed specifically for examples 
of poor communication on his part. 
It turned out that he was right; his 
basic communication skills were 
fine. Rather, the underlying issue lay 
with his ability to listen and to be 
flexible. Colleagues complained that 
he tended to get locked into his own 
opinions, that he lacked openness to 
other perspectives and shut down 
creative alternatives. Some consid- 
ered him arrogant. 

Overall, his peers recommended 
that Ed spend more time discussing his 


sation worked and what internal cus- 
tomers needed. 


seë 


If you are having trouble decod- 
ing the feedback you receive, try ask- 
ing at the end of each session, “What 
one or two things—-above all oth- 
ers—would most build confidence 
in my ability to succeed at higher 
levels within the organisation?" As 
long as the other person answers 
honestly, this question tends to cir- 
cumvent vagueness and separate 
the wheat from the chaff. 

Keep in mínd that changing deep- 
seated perceptions about you, formed 
over years, requires visible and con- 
sistent effort—which is why it is typ- 
ically best to focus on one or two key 
areas of development. Think through 
whether your current position 
provides you with a platform to 
demonstrate needed skills. Ralph. for 


When asking for input, project a desire 
to understand what's holding you back. 


plans with them and soliciting input. 
Unfortunately. Ed saw this as "poli- 
tics" and energy that would be di- 
verted from getting things done. 
Exacerbating the situation was the 
fact that Ed's boss was encouraging 
him to drive the implementation of a 
new corporate policy that Ed's 
peers found onerous. When his boss 
took a new position within the com- 
pany, Ed suddenly felt vulnerable. 
Using his extensive industry network, 
he quickly found another position 
with a well-regarded firm but ended 
up leaving his new job after only nine 
months. The official reason was 
that Ed was not a cultural fit in a 
highly collaborative environment. 
In reality Ed's peers at the new com- 
pany complained that he was a know- 
it-all who tried to sell major initia- 
tives to his boss without taking the 
time to understand how the organi- 


instance, may need to move to a pos- 
ition where his breakthrough think- 
ing isn't preempted by a visionary 
boss. Alternatively, he may find ample 
opportunities to exhibit strategic 
thinking in his current role—if he is 
aggressive and creative in pursuing 
them and his boss gives him room 
to experiment. 

Although this type of develop- 
ment isn't easy, the payoff can be 
huge for both the individual and 
the organisation. Employees like 
Ralph learn what's really holding 
them back, and companies like 
Smith & Mullins get a deeper and 
better bench. © 


John Beeson is the principal of Beeson Consulting, 
which specialises in succession planning, executive 
development, and organisation design. This article 
was published in Harvard Business Review, June 
2009. Copyright @ 2009 Harvard Business School 
Publishing Corporation. All rights reserved. 











VAHER EXCLUSIVE 


Why Good People Do Bad Things 


he bizarre and terrible events at the Abu Ghraib 

prison in Iraq caused social psychologist Philip 

Zimbardo to reexamine the famous and controversial 
prison experiment he conducted at Stanford in 1971. 
In The Lucifer Effect, he reviews how the experiment got 
out of hand: Young men had been assigned to play the 
roles of guards and inmates in an ersatz jail in the base- 
ment of a campus building, but the participants took 
their playacting so seriously that the scheduled two- 
week experiment had to be aborted at midpoint, after 
the student guards had begun to psychologically and 
physically abuse the student prisoners. 

Zimbardo reanalyses the experiment, along with the 
horrors that occurred in Nazi concentration camps, My Lai, 
Jonestown, and Rwanda (and currently are happening in 
Darfur), in light of two decades of social psychological 
research. He concludes that almost all of us are suscepti- 
ble to being drawn over to the dark side, because human 
behaviour is determined more by situational forces and 
group dynamics than by our inherent nature. Thus it is hor- 
ribly easy to create situations and systems in which good 
people cannot resist the temptation to do bad things. But, 
on a more hopeful note, we can just as readily design 
systems that lead to virtuous behaviour. 

Zimbardo's conclusion illuminates the roots of uneth- 
ical corporate behaviour better than most published analy- 
ses of that topic. He demonstrates that 
ethical problems in organisations origi- 
nate not with “a few bad apples" but 
with the "barrel makers"—the leaders 
who, wittingly or not, create and main- 
tain the systems in which participants are 
encouraged to do wrong. The manage- 
rial implications are enormous. Instead 
of wasting millions of dollars on ethics courses designed to 
exhort employees to be good, it would be far more effective 
to create corporate cultures in which people are rewarded 
for doing good things. 

What's more, Zimbardo's findings shed light on the 
common organisational problems of peer pressure and 
the reluctance to speak truth to power. In all groups. 
there's a powerful desire to belong. Everybody wants to be 
liked, to be part of the "family." Hence, the pressure to 
conform in organisations is almost irresistible. And no- 
body wants to be the skunk at the party, the one who tells 
the boss that his fly is open or that she has peanut butter on 
her chin. These same organisational forces hamper a com- 
pany's capacity to innovate, solve problems, achieve goals, 
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Zimbardo's conclusion illuminates the 
roots of unethical corporate behaviour 
better than most published analyses. 


meet challenges. and compete. 

The only effective antidote is to create an unimpeded flow 
of information and an organisational climate in which no 
one fears the consequences of speaking up. By broadening 
the perspectives that leaders consider, transparency de- 
ters groupthink. But its real value is that it keeps the lead- 
ers of organisations honest with others and, perhaps more 
important, honest with themselves. © 

JAMES O'TOOLE AND WARREN BENNIS 


James O'Toole is the Daniels Distinguished Professor of Business Ethics at 
the University of Denver's Daniels College of Business, and Warren Bennis is 
University Professor at the University of Southern California. Excerpted from an 
article "What's Needed Next: A Culture of Candor”. published in Harvard 


Business Review, June 2009. All rights reserved. 
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Tha centuries-old practice of косса) paddy i a puddled field i is beginning 
‘to be replaced by a new technique of direct dry" seeding. The farmer saves 
money and time, the earth its Water-and the environment gets lessimethane. 
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&have made their own variant. 


the game-changer for paddy culti- 
vation? Today. as paddy is grown 
mostly in the monsoons, the high 
soil moisture and temperature add 
up to create a weed problem that can 
be controlled only by keeping the 


field under three to four inches of 


water in the initial stages after the 
seedling is transplanted from the 
nursery. Before this, the soil has to be 
compacted so that the water does 
not run through. That's a two- 
pronged attack on Nature: depletion 
of underground water tables and 
destruction of the soil. 

“The new psk method has the 
potential for being a game-changer 
for India... Work is being done in many 
parts of the country and the projects are 
at a very nascent stage." says Gokul 
Patnaik, a former chief of the 
Agricultural & Processed Food Products 
Export Development Authority (APEDA) 
who now heads Global AgriSystems, a 
consulting firm that is part of Ramesh 
Vangal's Katra group. 

Н. Pathak, rNAAs, АУН Fellow, 
Division of Environmental Sciences 
at the Indian Agricultural Research 


Dry and deep: Direct dry-seeding device 
developed by PepsiCo plants seeds at 


uniform distance at the same time as 
it adds fertiliser to it. Some farmers 






Human labour (mandays) 
Tractor (hours) 

Crop duration (days) 
Cost (Rs) 

Earning (Rs) 

Irrigation water use (cm) 


Global warming potential (kg C02 eq.) 3,000-3,200 


Source: i^n! preliminary estimates 


Institute (IARI), points out that pud- 
dling—or the water-intensive method 
—adds to methane emissions and 
erodes the quality of the soil. 

"However, we find in our trials 
that we did along with PepsiCo that 
'direct seeding' has led to substantial 
savings," says Pathak. 

Similar studies have been done in 
India by the Manila-based International 
Rice Research Institute (irri), the largest 
and oldest agriculture research institute 
in Asia. J.K. Ladha, senior soil scientist 
and RRI representative in India, says: 
"Yes, DSR is the need of the day. 
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Conventionally, puddled transplant- 
ing method of rice cultivation is 
labour-, water- and capital- inten- 
sive.” In any case, water and labour are 
becoming scarce even in India. 

According to IARI data, for the tra- 
ditional transplanted method, the cost 
of cultivation is about Rs 30,000 per 
hectare and the total return 
Rs 37,000, leaving a net Rs 7,000 
in the farmer's hands. 

In the psr method, cost of cultiva- 
tion is Rs 24,000 a hectare, the total 
return Rs 34,000 and the net return Rs 
10,000. The figures are based on trials 
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done in western Uttar Pradesh. 

These figures factor in cost of all 
inputs like irrigation. labour, tractor, 
seed and fertiliser, but the estimates 
could vary from place to place. “In 
places where electricity is free (e.g. 
Punjab), the return with DSR will be 
more,” says Pathak. 

Many companies are entering the 
fray. Kolkata-based rrc Ltd., the FMCG 
major that has taken its e-Choupal 
network of Internet kiosks to 10 states, 
is promoting DSR via its Choupal 
Pradarshan Khets, 

S. Sivakumar, Chief Executive 
Officer for Agri Business, ric, says that 
in kharif 2009, the focus of crop 
improvement programmes of rr 
e-Choupals in Tamil Nadu was in 
direct-sown areas. "In our field trials in 
Sivagangai district, by introducing 
hybrids for direct sow- 
ing, we demonstrated 
15 per cent more yield 
compared to the trans- 
planted method. 
Overall, there was a 65 
per cent yield increase 
when compared with the 
local varieties," says Sivakumar. 

The PepsiCo India innovation 
avoids problems like high seed-death 
rate and water logging as it uses à 


seed drill that also adds a dash of 


fertiliser. Plus, laser levelers help 
prepare the field better. 
PepsiCo India itself has helped farm- 


ers introduce DSR in 6,500 acres of 


paddy fields across Punjab, Rajasthan, 
Karnataka, Nadu 
Pondicherry. Trial runs have been suc- 


Tamil and 
cessful and it is hoped that the water 
saving alone, in the five states, could be 
five billion kilolitres per season. "We 
have taken this up as part of our cor- 
porate social responsibility mission as 
this technology aids in reducing the 
global warming potential and leads to 
material benefits for farmers," says 
Amit Bose, Executive Vice-President, 
PepsiCo India. The aim is to scale it up 
rapidly by next year. 


Puddling. or the compacting of 
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"We have taken this up as part of our corporate social 
responsibility mission as this technology aids in reducing 
global warming and leads to material benefits for farmers" 


Amit Bose, Executive Vice-President, PepsiCo India 


the soil and inundating the field, is 
also required to maintain the anaero- 
bic conditions that help increase the 
availability of iron, zinc and phospho- 
rous—three minerals needed by the 
rice plant. The new DSR method makes 
up by drilling some fertilisers together 
with the seed into the ground. 

Raju Poosapati, Senior Vice- 
President at yes Bank. notes that the 
rush for DSR has also attracted weedi- 
cide manufacturers. "Weedicides can 
play an important role in increasing 
the acreages under DSR... If selective 
herbicides are used it helps in reducing 
the costs on control of weeds and also 
there are technologies involved," says 
Poosapati, who also heads Food & 
Agribusiness Strategic Advisory & 
Research at the yes Bank. 

However, DSR has caveats attached 
to it. “Fact is, the technology is still 
being evaluated by farmers and con- 
trolling weeds remains a challenge,” 
says Ladha. Also, according to 


Sivakumar of ric, the achievable yield 
levels are slightly less than those from 
the traditional system involving trans- 
planting. “Moreover, it can be adopted 
only by those farmers who have 
assured source of irrigation available, 
since sowing is required to be done 
well before the start of the monsoon. 
Use of weedicides is also very essential,” 
he says. 

jut according to PepsiCo India, 
this depends on the stage of the trials. 
It says there are new molecules that 
have been developed for effective weed- 
icides: "Besides, we have realised that 


weedicides given at the right stage of 


planting, and in the required meas- 
ure, are effective in controlling the 
erosion of productivity. We find that 
farmers have a similar level of pro- 
ductivity as that in the traditional 
method," says Susheel Sankhyan, GM, 
Agribusiness, PepsiCo India. © 
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Keerthana Ramarapu, 


40, Entrepreneur 


BUSINESS: Kinderdance, a kids 
dance school chain i in Bangalore. 


PROBLEM: Did m know how to 
grow the chain beyond six centres. 


HOW THE 10,000 WOMEN INITIATIVE HELPED: 
Learnt about cash flows, business 
plan and how to reorganise the 
franchise model of her business. 


à í я у; 
“In just four days, | have picked 
up so many tools" 


















r really easy taking time 
еп for a few days, when 
ou have a business to run, 
| more so if it's a fledgling one. 
‘et, Madhuri Ruia, 48, promptly 
_ =" agreed when she was asked to fly 
down to Bangalore from Mumbai to 
take part in a four-day workshop 
sponsored by financial powerhouse 
Goldman Sachs in early November. 

In fact, the invitation had brought 
a great deal of relief to Ruia, a nutri- 
tion professional who had dared to 
take the first step into the slippery 
world of business with Half, a high- 
end functional health studio in 
Colaba, Mumbai, in January this 
year, but grown uncertain about its 
future barely a few months later. 
Reason: She had grown her busi- 
ness serving 50 customers, but did 
not know how to expand the clientele 
further at her studio, which spe- 
cialises in areas ranging from nutri- 
tion and functional exercise to 
Pilates—a form of strength and flex- 
ibility training that can be done by 
people of all levels of fitness. 

While she was pondering over 
the future of her initiative, she heard 
of 10,000 Women—a $ 100-million, 
five-year global initiative of Goldman 
Sachs to provide business education to 
10,000 women in developing coun- 
tries—and decided to enroll into 
the programme. 

So did 40-year-old Keerthana 
Ramarapu, who participated in the 
workshop along with Ruia. Passionate 
about teaching, Ramarapu started 
Kinderdance school in Bangalore— 
where children are taught through a 
variety of dance and physical skills— 
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in April this year as a master fran- 
chisee in India of the eponymous us 
company. In six months, her venture 
grew from two kids to 74 across six 
centres, but got stuck there as she had 
no clue how to build it further. 

Now, Ruia and Ramarapu can- 
not stop raving about the workshop, 
where they, along with a few other 
women, were taught lessons in run- 
ning and scaling up their businesses. 

"Earlier, all my business decisions 
were very arbitrary, but now I have a 
business plan... Гат now considering 
the franchise model to grow my busi- 
ness," says Ruia. The workshop, in 
the main, taught her the importance 


HOW THE INITIATIVE 
WORKS IN INDIA 


® Objective: Help women 
entrepreneurs through 
education and mentoring. 

® For this, Goldman Sachs 


works with B-schools 
and other institutions. 


® It sponsors 12-week 
Management courses at 
ISB. Target: 540 women 
over five years. 


* It also sponsors regular 
workshops to train senior 
faculty at partner 
institutions. 

€ Every workshop involves a 
few women entrepreneurs 
as case studies. 


® Atrained faculty member is 
expected to mentor 10-20 
entrepreneurs every year. 


Goldman Sachs’ ‘10,000 Women’ campaign, aimed at churning out 
. anew wave of women entrepreneurs, is gaining traction. 


of client satisfaction, sharp focus on the 
job at hand and how to read num- 
bers in perspective like in profit and loss 
account and balance sheets. On a 
rather philosophical note, she adds: 
“All big businesses have come upon 
simple ideas that were executed well.” 

Ramarapu says the workshop has 
taught her how to manage the cash 
flows, prepare a business plan for 
growth by surmounting barriers and 
reorganise the franchisee model to 
suit the Indian market. “I had no exp- 
erience in finance or management. 
But in just four days, I have picked 
up so many tools. I have already 
brought about a few changes in the 
way I do business," she says. 

Both Ramarapu and Ruia partic- 
ipated in the workshop meant for fac- 
ulty as live case studies. "We are also 
including several women entrepre- 
neurs in each of the faculty develop- 
ment courses. This allows faculty to 
essentially "learn by doing" as well 
as see what tools are valuable forent- 
repreneurs and why," explains Laura 
Parkin, Executive Director, National 
Entrepreneurship Network (NEN), а 
non-governmental organisation set 
up to promote entrepreneurship in 
India. Only those entrepreneurs who 
need some handholding to take their 
businesses to their next level of growth 
are roped into these workshops and so 
far 15 women have benefitted. 

In India, the initiative facilitates 
business and management education 
to underserved women with a 
12-week certificate course at the Indian 
School of Business (158), Hyderabad. 
Goldman Sachs has also tied up with 
London Business School BS) and new 
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to run capacity building workshops 
for senior faculty in institutions such as 
Indian Institute of Information 
Technology (шт), Bangalore, Lady Shri 
Ram College, Delhi, and Welingkar 
Institute of Management Development 
& Research, Mumbai. Dina Habib 
Powell, Managing Director and Global 
Head (Corporate Engagement), 
Goldman Sachs, says over the five- 
year period, ISB will train 540 women. 
NEN has already trained 96 faculty. 
In fact, a key objective of the cam- 
paign is to improve the quality and 
capacity of business and manage- 
ment education around the world, 
for which the financial behemoth has 
coupled the best of B-schools in the 
developed world with those in the 
developing world. Globally, the 
initiative is helping women in 16 
countries, including Brazil, China, 
Kenya, Nigeria, Egypt, among oth- 
ers, through education and mentoring. 
In India, though there are many 
organisations supporting women ent- 
repreneurs, including Indian Women 
Entrepreneur Network (IWEN), TIE Stree 
Shakti (тх), apart from NEN, the coun- 
try's record has been rather dismal in 
terms of encouraging women to take 


up independent business initiatives. 
Women entrepreneurs are his- 
torically under-represented in India 
and miss good networks that can help 
them to work with challenges, acc- 
ording to John Mullins, Associate 
Professor, LBS, and author of The New 
Business Road Test and Getting to Plan 
B-Breaking Through to a Better Business 
Model. “These women are phenome- 
nally enthusiastic about their busi- 
ness and are smart and savvy. We 
need to build on their strength so that 
they can create jobs in their own com- 





"We are including several women entrepreneurs 


in each of the faculty development courses. This ¥ 


allows faculty to essentially ‘learn by doing'..." 
LAURA PARKIN, Executive Director, National Entrepreneurship Network (NEN) 


pany and create future entrepre- 
neurs," says Mullins, who has con- 
ducted two workshops in India, inc- 
luding the one in Bangalore. 

"The real value of these work- 
shops is the faculty members—40 of 
them this time. Each will help 10-20 
entrepreneurs grow their businesses, " 
he says. 


"Earlier, all my business decisions were very 
arbitrary, but now I have a business plan..." 
\, Founder, Half, a high-end functional health studio in Mumbai 
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That's exactly what's on the mind 
of Arya Kumar, Head (Entrepreneur- 
ship Development & PR), Birla Institute 
of Technology & Science (Brrs), Pilani, 
who attended the Bangalore work- 
shop. “I will take this pedagogy to my 
campus and try to devise and develop 
a similar programme and deliver it 
to women entrepreneurs and other 
faculty members,” 

But what do successful Indian 
women entrepreneurs think of the 
initiative? 


he says. 


Asserting that it’s never 
Kiran 
‚ Chairman & 


easy to run a business, 
Mazumdar-Shaw 


Managing Director, Biocon, says: 
“These campaigns basically provide 
confidence to women to become 
entrepreneurs, besides teaching them 
the behavioural approach to become 
successful 
Mazumdar-Shaw should know as she 
is a founding member of the 
Association of Women Entrepreneurs 
of Karnataka (AWAKE). 

Goldman Sachs kicked off its 
global campaign in March 2008 after 
its own research showed that per 
capita income in emerging economies, 
including India, could rise by as much 
as 14 per cent if women had better 
management and entrepreneurial 


businesswomen.” 


skills. Now the firm is seeking to test 
its hypothesis by measuring the ind- 
ividual performance of entrepreneurs. 
“We are instituting a measurement 
system that will enable us to track 
key contributions to economic 
growth: Entrepreneurs’ revenue 
growth and job creation,” says Powell. 
The outcome may not match with 
the projection yet, but the long-term 
bet on women in India and elsewhere 
certainly looks promising. © 
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Stepping out from the slowdown, India's most powerful women exude 
self-assurance at the B7 event to honour them. 


s the sky darkened this November 1 3, black 

Mercs and silver suvs silently pulled in at 

Mumbai's rre Grand Central. Heads turned 

as one powerful woman after another 

alighted at the foyer and was quickly ush- 
ered into the hall. Flashbulbs blinded the view as the 
gaze wandered from one influential face to another at BT's 
seventh annual bash to celebrate India's 30 Most 
Powerful Women in Business. 
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And suddenly, the crowd parted as Indra Nooyi, Chairman 
& сво, PepsiCo, іп a sharp red jacket, strode in. The Most 
Powerful Woman in the World had come to honour the 
30 women achievers identified by вт. She captivated the 
audience with the substance of her speech and the force of her 
convictions. “Plato once said that ‘what is honoured in a coun- 
try is cultivated there'...By honouring strong, bright and 
determined women in India's workforce, Br is helping to 
cultivate one of its greatest resources," she said. (See pg 142) 


né Avenue 


еї. 





Liquor Partner 





inky 





AP ‘зо, S 


From left: Vishakha Mulye, MD, ICICI Venture Funds Management; Madhabi Puri-Buch, МО & CEO, ICICI Securities; Urvi Piramal, Chairperson 
Peninsula Land and Ashok Piramal Group; Kalpana Morparia, CEO, JPMorgan India; Jyotsna Suri, Chairperson & MD, Bharat Hotels 


Sangeeta Talwar (behind), Executive Director, Tata Tea; Rajshree Pathy, Chairperson, Rajshree Sugars; Indra Nooyi, Chairman & CEO, PepsiCo 
Jayshree Vyas, MD, SEWA Bank; Mallika Srinivasan, Director, TAFE; Naina Lal Kidwai, Group General Manager & Country Head, HSBC India 

Renu Karnad Sud, Joint MD, HDFC; Chanda Kochhar, CEO & MD, ICICI Bank; Swati Piramal, Director, Piramal Healthcare; Chitra Ramakrishna 
(behind), Joint MD, NSE; Shikha Sharma, MD & CEO, Axis Bank; Leena Nair (behind), Executive Director (HR), HUL; Zarina Mehta, Founder-Director 
& Chief Creative Officer, UTV Networks; Ashu Suyash, MD & Country Head (India), Fidelity International; Zia Mody, Sr. Partner, AZB & Partners; and 
Rupa Kudwa, CEO & МО, Crisi! & Regional Head-South Asia, Standard & Poor's. 





Kicking off the evening, Aroon Purie, Editor-in-Chief of 


the India Today Group (of which вт is a part), said: "Women 
are extraordinary. They combine ambition with prag- 
matism. Women in senior roles improve corporate gov- 
ernance, and encourage the right kind of change.” On a 
lighter note, he added: “The belief is that if Lehman 
3rothers were Lehman Sisters, then the markets would 
have grown rather than crashed." 


Perfect audience, perfect pitch—the superlative achiev- 


ers turned out to be scintillating speakers as well. Sample 


this: "Don't just wait for a right moment, there's попе. Just 
get started," said Ashu Suyash, мр & Country Head (India). 
Fidelity International. The normally understated Renu 


Sud Karnad, Joint мр, нрес, thrust her trophy at the 
younger women in the gathering saying: “Go for it, girls!’ 

The ceremony closed with Malcolm Mistry, Head of 
Marketing, вт, thanking the guests and the sponsors 
Presenting Sponsor Park Avenue, Associate Sponsor 
Garnier, Beverage Sponsor Pinky Vodka, Hospitality Partner 
rrc Grand Central, Mumbai, Airline Partner Kingfisher 
Airlines and tv Partner Headlines Today. 

Conversation swilled as the winners weaved through 
the adulatory crowd. No one seemed in a hurry to leave 
But, of course, don't take our word for it. Check out the 
sampling of voices and images from the electric evening 


in the following pages. 
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ФА 
Kochhar and Nooyi Morparia, Srinivasan, Sharma and Swati Piramal 
ep : "The power to get ahead lies in 
Each time anyone is put on a rhe ; E x e ad lie 
: < aye 'omen themselves 
list of power, I think it's a OS пе 
^ А : 4 Коо 
reminder that you are holding CEO & MD, Crisil & Region Head-South Asia, 
a huge responsibility Standard & Poor's 
СЕО& MD, ICICI Bank “ ' X 
CEO& MD, ICICI Ban Don't allow any man to tell you 
that you are too emotional" 
“Гат really honoured to get 4 
this (award) from Indra Nooyi" Executive Director, Tata Tea 
CEO, JPMorgan India "We are genetically programmed 
for excellence" 
"These events celeberate us 30 f 
women ... but watch out for Director, Piramal Healthcare 
the next 1 5-year-olds" 2 — 
All women are powerful. They 
Sr Partner, AZB & Partners bring their families together” 
4 d С 
ü ‘ns PE. А Chairperson & MD, Bharat Hotel 
Don t just wait for the right = amet 
moment... just get started” C NM "e 
к Embracing change gives you 
MD & Country Head (India), Fidelity big opportunities ч 





International 


MD & CEO, Axis Bank 
Urvi Piramal and Mody (second from right) flanked by family 





"Choose something that you 
enjoy doing" 


Director, TAFI 


"Power to me is the belief others 
have in me" 
MD, ICICI Venture Funds Management 


Ashu Suyash Vishakha Mulye 
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“It's about being at the right 
place, at the right time, grab- 
bing the right opportunity" 

+ 

Joint MD, NSI 


"Power to me is the process of 
empowering other women" 


$4 
MD, SEWA Bank 


“I feel very optimistic and see a 
lot of glass ceilings breaking" 


Executive Director (HR), HUI 


Karnad with Piramal and Nair 
















"It's not a question of 
either or. You can be a good 
homemaker and yet 

have a good job. 

So don't quit" 


Joint MD, HDI 


"Enjoy your highs and hang 
on to your seats when the 
lows happen" 

4 


Chairperson, Rajshree Sugars 





Purie, Ronnie Screwvala with wife Mehta 


Kidwai with Nooyi 





Buch with Rekha Purie 


“Power is the ability to 
empower others to make a 
difference” 


MD & CEO, ICICI Securities 


“I would say three cheers to 
empowerment, earning, and 
all the women out there who 
can get the opportunity and 
grab it with both hands” 


Group General Manager & Country Head, 
HSBC India 


Pictured slightly larger 
` than actual size. 
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Big Pilot's Watch. Ref. 5004: Your wrist never felt this big 





before. The case of the top model in the IWC Pilot's Watct 
range is a gigant 46.2 mm in diameter. And the techr 
inside it is even more impressive: the largest IWC-manufactured 
tomatic movement with its Pellaton winding system is protected against strong magnetic fields 


"Dy a soft-iron inner case. And, needless to say, envious glances. IWC. Engineered for men. 
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EXTRACTS FROM INDRA NOOYI'S SPEECH 
“I feel a very strong duty in ‘reaching down and 
pulling up —the notion that successful women 
can and should help other women to succeed” 


hank you, Aroon, and thank 
you so much for inviting me 
here this evening... 

I want to talk about how we can 
build the future of this great nation. 
There is so much to commend this 
nation for and yet, | am afraid, so 
much still to do.... When I think about 
my own life, I know it can be done... 

It is such a source of frustration— 
indeed, anguish—that women are 
not getting the opportunities: in the 
workplace. in political life, in educa- 
tion, in healthcare and in society 
more broadly.... India is missing out 
on the potential of great women. All 
these budding ambassadors will not 




















be appointed. All those political re- 
formers will never come through. All 
those enterprising businesswomen 
will fall by the wayside. 

Just think of the economic benefits 
we are missing out on. The UN has 
estimated that if India's female labour 
force participation was equal to the 
United States, its cop would increase 
by $19 billion annually. Think of 
how many millions—families, chil- 
dren—would be lifted out of poverty 
with this economic boost. 

Each year of primary school a girl 
attends increases her future income 
by 10 to 20 per cent. The return on 
secondary education is even higher— 
in the 15 to 25 per cent range. And 
that doesn't take into account the 
ripple effect that educated women 
have in improving their children's 
lives, their communities and villages. 
It was a wise man who said if you 
educate a girl, you educate a nation. 

I do think that things are chang- 
ing. I do think there are signs that 
should give us optimism. I see those 
signs everywhere—and Buddha tells 
us that a jug fills drop by drop. 

India's first woman president, 
Pratibha Patil, used the opening of 
the Indian Parliament in June to 
announce that half of the seats in 
elected village councils and city 


municipalities will be reserved for 
women. Radical new laws are being 
pressed forward to reserve a third of the 
elected seats in Parliament and in state 
legislatures for women. 

This is truly an encouraging 
start—but there is so much still to 
do. And I believe that Indian women 
themselves—those of us who have 
been so very lucky to have succeeded 
economically, socially and politi- 
cally—can play a vital role. 

Personally, І have been very lucky 
that my parents and grandparents 
shared Gandhi's vision—that women 
were in every way equal to men. I 
was sent to school, encouraged to 
work hard and fulfill my ambitions, 
and given unconditional support to 
grasp every opportunity that came 
my way... 

And so I feel a very strong per- 
sonal duty in what I call "reaching 
down and pulling up"—the notion 
that successful women can and 
should help other women to succeed. 

It was this notion which founded 
the Women's Initiative Network in 
PepsiCo—a programme of mentor- 
ing and support which enables more 
senior women across the company 
to help less experienced colleagues 
further their careers. | am phenome- 
nally proud of this network and the 
solidarity and strength the women 
of PepsiCo have shown each other 
through this network. 

And so, I would like to leave you 
here this evening with this thought: 
As successful women in India, how 
can each of you "reach down and 
pull up"? What levers, networks. 
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spheres of influence can each of you 
use to help those women less fortu- 
nate than yourselves? 

Think about educational oppor- 
tunities, access to healthcare and 
micro-credit—a holy trinity of support 
to help an ambitious girl become a 
successful woman: To educate herself, 
help her family, and become finan- 
cially independent. 

And finally—each of you have 
achieved so much in the world of 
business, industry and politics, where 
men still fill most of the positions of 
decision making and power. Can you 
bring your influence to bear on your 
male colleagues and networks? 

Because it will only be with the 
partnership of men, who remain the 
political and economic backbone of 


“Tt will be only 
with the 
partnership of 


men that we can 
bring about the 


political and 
economic reforms" 


India, that we can bring about the 
political reform and changes in 
social and economic norms that will 
really level the playing field for those 
women who are coming up behind 
us. All of you in this room, leading by 
example, can carry this message. As 
Gandhi said, be the change you want 
to see in the world... 

And I hope, in leading by exam- 
ple. and by reaching down and pulling 
up. your success will inspire others to 
follow suit and achieve their own 
ambitions: For the benefit not only 
of their children and families, but of 
their wider communities, and the 
Indian economy and society as a 
whole. Thousands of candles can be lit 
from a single candle. 

Thank you. © 
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suggestion is just focus on the job _ “perfectly. 


. you are doing and do it better - lems 
-than anybody сап do it. Thereis ^ — ever 


a great Martin Luther speech, 
which I would strongly urge you 


to read. It was about excellence: If 


you are a sweeper, sweep the - 
street better than Michael Angelo 


_ would have painted the paint- 


ings. I strongly urge to read it. 
Especially for women, those are 
the principles you have to follow, 
if you want to move up the corpo- 
TUE ladder. 


ON FAILURES 


For every up, there ва down. If] 


- told you that I shrugged it off and - 
went on with the next event, I 


will be lying to you. Failures are 


_ bound to happen in the grand _ 
scheme of things. Things don't - 
_ work out the way you want 
_ them to work out. You shut the dau 
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Holes in the 


Safety Net 


The New Pension Scheme was expected to 
tap one million Indians in the first year. The subscriber 
base after seven months: 2,400. racuna м. Koppikar 





"India is on the cusp of its demo- 
graphic evolution and will miss out on a 
wonderful opportunity to put in place 
the social safety nets which an ageing 
population will soon demand. We should, 
therefore, collectively address this 
important issue so that we can grasp 
this opportunity before it becomes an 
insurmountable problem" 

Prime Minister Manmohan 
Singh during the chief ministers’ 
conference on pension reforms 

in January 2007 


early three years 
after the Prime 
| Minister's remarks, 
| that opportunity has 
| barely been whiffed, 
| forget being grasped 
with both hands. The Pension Fund 
Regulatory Development Authority of 
India (PFRDA), which was set up in 
2003, is still struggling to increase 
penetration of the new pension 
scheme (№5) that was launched in 
May this year. Some 671 branches 
of 24 banks and finance companies 
have managed to draw in just 2,400 
subscribers in seven months. That's a 
drop in the ocean: the authority hoped 
to bring a million people into the pen- 
sion net in the first year. The reasons 
for the cold response include lack of ed- 
ucation and marketing, low fees to 
intermediaries (which, in turn, means 
little incentive to market), and the 
high cost of the scheme for subscribers. 
The Nes is the need of the hour in 
a country which will have 330 million 
elderly by 2050. Whilst the central 
and state government pension scheme 
covers around 6.6 lakh, a large part of 
the workforce that belongs to the un- 
organised sector—estimated at 300 
- million, or 90 per cent of the country's 
total workforce—remains out of the 
pension network. "The response from 
the unorganised sector has not 
matched expectations," says PFRDA 
Chairman D. Swarup. 
So, what exactly is this scheme 
that promises salvation in the 





twilight years? Simply. the NPS is a 
voluntary defined contribution scheme 
whereby subscribers pay at least 
Rs 6,000 a year till the age of 60 (See 
All About the Nps). 


The Structural Problem 
The Nes subscriber applies through a 
bank or a finance company, which is 
the approved point of purchase (Por). 
The PoP passes on the details to 
National Securities Depository Ltd 
(NSDL), which is the central depository 
for storing information about the 
subscriber. The subscription amount 
goes to one of the six pension fund 
managers chosen by the subscriber. 
The рор and NsDL get a transaction- 
based fee while the pension fund man- 
agers get a fee that's 0.0009 per cent 
ofthe funds allocated to them. 

If you are wondering why that fee 
is so low, the answer is that these fund 
managers were selected by virtue of 
their 'lowest expense quotation.' 
Result? Since the intermediary's fee 
is pre-determined and fixed. there is 
little incentive to market or spread 


WHAT AILS 
THE NPS? 


€ Fees of fund managers are 
fixed low (0.0009 per cent 
of managed assets). So, 
little incentive to market 
me Seeme 


Ф As fund mangers a are 
chosen by virtue of lowest 
expense quotation, they 
will also be reluctant to 
spread awareness. 

e Low Басе ot subscribers 
makes NPS a high-cost 
proposition for the 
lower-income bracket. 

e Inadequate linkages 
between micro-finance 
institutions, NBFCs and 
cooperatives. 





e Insurance Companies are not 
allowed to become agents 
to garner NPS subscriptions. 


INVESTING-NPS 


awareness about the scheme. Says 
Sandesh Kirkire, ско, Kotak Mahindra 
Asset Management Company: "The 
only financial products in this country 
that are bought are bank deposits and 
postal savings. For the Nps to be bought. 
there has to be more awareness and 
higher tax incentives." 

Even public sector banks, with 
their extensive branch networks, have 
done little to promote the scheme. The 
State Bank of India, the third-largest 
bank рор, has garnered only 285 sub- 
scribers. Of the 24 designated rops for 
the Nps, only 10 have managed to get 
at least 100 subscribers each—eight of 
which are private sector entities, Kotak 
Mahindra Bank, the mid-sized private 
sector bank, has got 251 subscribers 
from 25 branches. It has been sending 
mailers and brochures about the Nes to 
its customers. K.V.S. Manian, Group 
Head (Retail Liabilities & Branch 
Banking), Kotak Mahindra Bank, says 
the nes complements its range of prod- 
ucts, but there's not much else his 
bank can do. "We don't aim to make 
money instantly, but beyond a point 
there is not enough money in it for us 
to market the scheme out of our 
pocket," says Manian. Indeed, the por 
gets Rs 20 for every Nps transaction but 
is responsible for customer interface— 
checking on know your customer (күс) 
rules, eligibility criteria and so on. And 
if you go by the 0.0009 per cent fee 
structure for pension fund managers, 
managing assets of Rs 1 crore earns 
just Rs 90! On a Rs 100 crore base, it 
earns Rs 9,000—not quite enough to 
spend on making a noise in the market. 

UTI Retirement Solutions CEO 
Balram Bhagat says he will have to 
mobilise pension assets worth Rs 2 
lakh crore to break even. That would 
call for 33 crore subscribers (assuming 
each puts in Rs 6,000 annually). “It's 
a game of patience and volumes," 
says Sundeep Sikka, cro, Reliance 
Asset Management, and Director, 
Reliance Capital Pension Fund Ltd. 

Perhaps one problem with the 
structure is the pricing that is admin- 


December 13 2009 BUSINESS TODAY 147 





INVESTING-NPS 


ALL ABOUT 
THE NPS 


What? it's a defined 


contribution scheme. 
Anyone can subscribe by 
contributing a minimum 
of Rs 6,000 until he/she 
turns 60. You first pay 

Rs 50, followed by Rs 10 
per transaction and 

Rs 350 annually to NSDL. 


WhO? тһе PFRDA will 
invest your contribution 
across three asset 
classes: equities, 
corporate bonds and 
government securities. 
You can choose from six 
pension fund managers- 
IDFC Mutual Fund, Kotak 
Mahindra, SBI, UTI Asset 
Management, ICICI 
Prudential Life Insurance 
and Reliance MF. 


When? at retirement, 
you can exit the scheme. 
Forty per cent of your 
accumulated pension 
wealth will have to be invested 
in annuity products and the 
balance can be withdrawn. 


HOW? check out if 
your bank is the approved 
point of purchase agent for 
the NPS. You can collect 
and submit the form and 
make regular payments 
through the same branch. 
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“In a market where financial product | 








penetration and literacy levels are low, 
the policy of no incentives will not work” 
U.K. Sinha, Chairman and MD, UTI Mutual Fund 


istered by the PrRDA. The сео of a fund 
management firm that lost out in its 
bid to become a pension fund man- 
ager says the authority should have 
instead prescribed a floor and ceiling for 
the fees, the way the Securities & 
Exchange Board of India (Sebi) pre- 
scribes a ceiling of 2.5 per cent 
towards total expenses in a fund. The 
PFRDA, for its part, designed the struc- 
ture to ensure that distribution, mar- 
keting and fund management of the 
scheme don't rest in the same hands. 
What's more, at the time of bidding, 
the intermediaries were told that the 
task of marketing and spreading 
awareness would be of the PFRDA— an 
exception of sorts if you consider 
other regulators like the Reserve Bank 
and the Insurance Regulatory & 
Development Authority (IRDA). 
Neither undertakes marketing 
activity, although investor educa- 
tion and promotion of the industry (as 


in IRDA's case) are very much part of 


their agenda. 

As far as the PFRDA goes, how- 
ever, intermediaries in the Nps sys- 
tem point out that it has done little on 
either front. So far, there has been 
only one nationwide print advertise- 
ment since the scheme was launched. 


Marketmen peg the ad budget of the 
PFRDA at just Rs 10- Rs 15 crore. 
Realising this problem, the regula- 
tor hopes the government will loosen 
its purse strings. "We are taking steps 
to widen the distribution network so 
that the Nrs is easily available to all 
citizens," says Swarup of PFRDA, 
adding that the regulator is working 
on a media plan to disseminate 
information about the NPS. 

Clearly, there's plenty of work to be 
done. Says Mukul G. Asher, a pen- 
sion policy expert and a professor at Lee 
Kuan Yew School of Public Policy, 
National University of Singapore: "The 
PFRDA must give greater importance to 
developing the sector, increasing pen- 
sion literacy and encouraging link- 
ages between micro-finance institu- 
tions, NBFCS (non-banking finance 
companies) and co-operatives.” 

The PrRDA could tap into the 
country's micro-finance network to 
get to the grassroots—something 
that the Life Insurance Corporation 
(Lic) does. When tic launched its 
micro-pension scheme Jeevan 
Madhur, it took the help of micro- 
finance organisations such as Sri 
Kshetra Dharmasthala Rural 
Development Project (SKDRDP) in 
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based Nco Self-Employed Women's 
Association (SEWA) and even milk- 
men in Bihar to convince them to 
save Rs 50-100 every month in the 
оті Retirement Benefit Scheme, which 
gives them a lump sum amount on 
retirement. In little over three years, 
uri and пмрѕ have roped іп 1,25,000 
subscribers via various micro- 
pension schemes. 

Sinha thinks there needs to be 
sequential intervention in schemes 
such as the Nps. "In a market like 
ours, where financial product pene- 
tration and literacy levels are low, 
the policy of no incentives for mar- 
keting a financial product will not 
work. You need government policy 
intervention in a sequential man- 


"For the NPS to be bought, there has to be 
more awareness and higher tax incentives" 


Sandesh Kirkire, CEO, Kotak Mahindra Asset Management Company 


Karnataka, which runs 13 com- 
munity welfare programmes, works 
with over 1 lakh self-help groups 
and has helped secure bank finance 
worth Rs 1,600 crore for the rural 
poor. SKDRDP sold 75,000 Jeevan 
Madhur policies for Lic but it hasn't 
enrolled for the NPs as yet. Says L.H. 
Manjunath, Executive Director, 
SKDRDP: "Information, education & 
communication (IEC) is crucial to 
help these people understand any 
financial product. They need to be 
educated and convinced in their 
own language about what's in store 
for them, is it safe or not, what do 
they get on retirement." He goes on 
to ask, "Will the commercial banks 
who are already overloaded with 
work go around to educate about 
the nrs in this manner?" 

Another player in micro-finance 
is uri Mutual Fund, which works in 
association with the Delhi-based 
Invest India Micro Pension Services 
(IMPS). U.K. Sinha, Chairman and 
мр, UTI Mutual Fund, spent weeks 
meeting workers of Ahmedabad- 
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ner—irst bring about awareness and 
then bring in marketing and distri- 
bution," says Sinha. His team has 
made several representations to the 
regulator for a re-look at the current 
NPS structure. According to him, the 
cost and policy structure need to be 
revamped and made self-sustaining by 
safeguards such as an upper limit on 
expenses and fees. But Swarup 
doesn't think the current model is a 
hindrance. He is hopeful that once 
the concept of old age income security 
is understood, the enrolments will 
pick up. 

Swarup is also banking on a low- 
cost NPs model for self-help groups 
(SHGs). It is negotiating with the NSDL 


to bring down its costs for suGs, and if 


that happens these groups could avail 
of the scheme. But the problem is: 
Who will convince the suos? "The 
whole approach with the Nps has 
been from the supplier's side. A person 
capable of contributing Rs 50,000 
or Rs 50 will not approach a bank 
simply because the Nps is made avail- 
able to him," explains Gautam 


INVESTING-NPS 


Bhardwaj, Director, Invest India 
Economic Foundation. 

Even though the fees paid to the 
intermediaries hardly cover costs, 
the nrs will remain a high cost propo- 
sition for those in the lower income 
bracket. The current structure is such 
that those paying Rs 6,000 a year 
(or Rs 500 a month) end up paying 
15 per cent in costs in the first year. 
For central and state government 
employees, the total cost is borne by 
the government, but those in the 
unorganised sector have to pay. 

The Nspr's charges appear on the 
higher side—Rs 50 upfront, Rs 10 
for every transaction, and Rs 350 as 
an annual fee. These charges will fall 
only once the total subscriber base 
reaches 10 lakh. So. it's a bit of a 
chicken-and-egg situation: Costs will 
come down only if numbers grow: 
but then the numbers may not grow 
if the costs don't come down. NSDL's MD 
and сео Gagan Rai defends the pric- 
ing. “This cost was negotiated 
through an open tender and ours 
was the lowest. We have a commit- 
ment to bring it down once the num- 
ber grows,” he says. 

Meantime, the insurance regu- 
lator, the IRDA, didn't do the Nps any 
favours when within 10 days of 
launch, it said insurance companies 
cannot become рор agents. What 
this means is that the PrRDA has bid 
goodbye to 2,50,000 potential sub- 
scribers—that's the number of 
agents under the Lic Agents 
Federation. It could have collected a 
corpus of Rs 150 crore, assuming 
each agent makes a minimum sub- 
scription of Rs 6,000. The task of 
the PFRDA Chairman could become 
easier once the РЕКрА Bill is passed 
and it gets more teeth to devise reg- 
ulations for its intermediaries. The 
sooner that bill is passed (and sooner 
the regulator identifies the problems 
in its approach) the brighter are the 
chances of the PM's dream of a social 
safety net—with no holes—becom- 
ing a reality. © 
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Ringing in New 
Opportunities 








he нк Director of a leading 

Indian telecom operator is 

a worried man these days. 

"The ghost of attrition has 
come back to haunt us," he says. 
Talent at his company and others 
has started taking flight with 
the telecom sector ringing in new 
opportunities and creating new jobs. 

Says Kris Lakshmikanth, Founder, сео & Managing 
Director, The Head Hunters India: "Thousands of new 
jobs are being created in telecom, courtesy fresh licences 
being given to private operators." The new entrants are try- 
ing to set up their operations, expand their reach and cov- 
erage-—for which service providers are hiring and so are ind- 
ustries catering to them, including telecom infrastructure 
and rr enabled services players. 

"The current manpower demand is triggered by this 
need of the operators who outsource their operations. 
Operators in India are looking for partners who can provide 
end-to-end rr operations and service management," says 
Anil Pandey. Vice President and Head (Application & 
Software Business line), Huawei Technologies India. 

Huawei is hiring senior professionals with specialised 
knowledge in Internet protocol, memory data base. operating 
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WHO IS HIRING: Service providers Sistema 
Shyam, Videocon's Datacom Solutions, Unitech 
Wireless; telecom infrastructure providers such 
as Reliance Tower, Aricent. 


TECH SKILLS IN DEMAND: LTE-the fourth- 
generation mobile broadband standard, 
WiMAX-wireless digital communications 

system, Brew-application development platform. 


Find the right job on dishtv with + 


Jobs abound as telecom 
sector takes a big leap. 


system, software delivery platform, system integration, 
managed services, software and service delivery areas. 

Plus, telecom doesn't have an HR slack since it was 
never severely affected even during the downturn. 
Companies were growing; so hiring continued to take 
place albeit cautiously. With economic sentiment turn- 
ing positive, hiring has gained momentum. 

Take, for instance, Aricent, a technology and services 
company focussed on communi- 
cations, Globally as well as in India, 
the company business has been 
growing consistently. "We plan 
to increase our workforce by 
15 per cent in 2009-10 and con- 
tinue our investment and focus 
on new areas like up multimedia 
and vas as well as next-generation 
technologies like Lre and WiMAX,” says Sudip Nandy. ско, 
Aricent. The company has hired close to 1,000 people 
since April this year and plans to hire 500-700 more over 
the next two quarters. 

IT enabled services companies are also hoping to join the 
hiring bandwagon. Says Amit Roy, сво, Caretel Infotech. an 
tres player and a subsidiary of the Dalmia Group: “New lic- 
ences can be a great business opportunity for вроѕ to support 
their existing and upcoming business contracts." 

The company. which has recently won a two-year 
contract with state-run telecom operator Mahanagar 
Telephone Nigam Ltd, is hiring across levels. 

Amid the new rush for jobs. the buzz around salaries 
has remained moderate. Don't expect salaries to soar inor- 
dinately just yet. Says Lakshmikanth: "Salaries in telecom 
are going to be stable for some more time to come." © 
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r. Manager - Software Development 
Location: Coimbatore 


| Job ED: 7598915 
Description: Lead a team of 200 software 


professionals; manage s/w devp. projects in 
the vehicle safety domain; ensure growth of 
business; drive continuous improvement. 


Deloitte - 

Sales Force Consultant - Manager 

Location: Hyderabad ; 

Job ID; 7625917 

| Description: Looking for B.E/B. Tech/ 
| MCA/ MBA with good exp. in sales force.com, 
java technologies; strong organizational and 
analytical skills; excellent communication skills. 
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Locatio: Hyderabad an 
Job ID: 7626268 | 

Description: Applicants must have койа 
of IT finance tools, preference for TLM 
tool; IT project mgmt, IT project life cycle; 
in handling Global IT шошо 
ERP. oes 
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Partner Account Director 

Location; Mumbai 
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Location: Bangalore 


Job ID: 7625783 . 
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| Shift Lead(Morning)- Websphere 

| Administrator | 

| Location: Bangalore 
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| System Administrator — 

| Location: Jamshedpur 

i; Job ID: 7626595 

Description: Exp. dn Windows. technie 
system administration; possess. technical: 
leadership skills in Server & Васкар/ Storage 
tehnologiei will bean added эзше | 






| Tech Mahindra Limited 

| Software Engineer Programmer 

| Location: Delhi 

| Job ID: 7624864 

| Description: Programmer must have tel: 







database 10i, PL/SQL scripting and SQ 
Knowledge, Unix. 
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| TATA Projects Ltd 


Deputy Business Head - Metals & Minerals 
Location: Mumbai 

Job ID: 7555738 

Description: Expertise in Business Devp. and 
Project Mgmt in the field of Metals, Blast 
Furnace, Iron Ore Processing, Coal Washeries, 
Minerals etc businesses having exp of over 25 
yrs. 


| Wipro BPO 
| Deputy Manager - Pre Sales 


BER 





Location: Delhi 
Job ID: 7610384 


| Description: Designing and implementing the 


standards for processes & documentation, 
which forms basis for future responses; track 
client pipeline data & incoming RFX requests. 


Tata Teleservices Limited 

Deputy Manager-Sales 

Location: Shimla 

Job ID: 7550065 

Description: Acquiring new customers; 
increase the revenue-ARPU increase, unique 
recharge, zero depletion; focus on areas of 
improvement relating to channel expansion. 


New Horizons India Ltd 
Business Development Manager 


| Location: Delhi, Noida 


New Horizons" 
Computer Learning Centers | 


CHOOSE. лах Soccerm 


To apply for above jobs 


Job ID: 7607028 

Description: Accountable for all 
communications with the client with respect to 
the solution to ensure consistent execution of 
the sales approach and customer satisfaction. 


gon to www.monster.com >> 





Infotech Ltd 


У Indiabulls 


‚ Zenith Infotech Ltd 


Business Development Executive 


| Location: Mumbai 

| Job ID: 7549155 

| Description: Graduate with relevant exp a 
| good communication skills; will be responsil 


е the Job ID in the "Search Jobs" box >> 


for cold calling and lead generation; must ha 
basic computer knowledge. 


CMS Info Systems Pvt Ltd 

Sales Co-ordinator 

Location: Mumbai 

Job ID: 7610107 

Description: Handle invoice related issu 
preparation and processing of sales ord 
payments follow up; monthly and daily repor 
enhancing exitisting customer. 


Infomedia 18 Limited 

Business Development Manager 

Location: Bangalore, Chennai 

Job ID: 7567337 

Description: Sale of advertisements 
business directories; achieving revenue targe 
identify & develop new prospects; ensuri 
retention of existing clients; etc. 


INDIABULLS 

Relationship Manager 4 
Location: Surat, Vadodara 

Job ID: 7597147 

Description: Must have spent min 1 yr 
broking industry; should be good at sales a 
advising clients regarding investmen 
understanding of the marke 
(Equity/Commodity). 


And click the "Go" butto 
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` TATA Consilii) Services Ltd. 
i Transactions Pr essing Executive 
| Location: Chennai 
| Job ID: 7564852 
i Description: Looking for B. Com / MCom/ 
MBA finance graduates with exp in finance & 
"accounts, accounts receivable & payable, GL/ 
“accounting; must have excellent 
communication skills. : 
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| Thomson Reuters 

|. Finance Specialist 

| Location: Hyderabad 

| Job ID: 7604987 

| Description: B.com/B.B.A. /Mcom/M.BA. 
| with exp. in cash applications and collections; 
"expertise in spreadsheet/ computer 
applications used in feporüng and analysis, 
“Excel. 
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Location: Pune 
JobID:7602155 — 
Description: Must. hi 
accounting functions; knowledge: 
with database applications; SAP 
proficiency in Меш Word 
Access 


WNS Global Services 
Trainee Analyst — 
Location: Gurgaon 
Job ID: 7601182 







MBA; must have strong financial knowledg 
good communication and analytical skil 


Cummins India Limi 


| DGM- Finance and Accounts 
‚ Location: Pune, | 
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MONEY-FINANCIAL PLANNER 


Picking the right person to manage your portfolio 
can prove to be a daunting task. Here's a checklist 
that should make your job easier. priva kapoor 


ts a problem of plenty. We all 
know that Indians love to give 
advice, so it follows that there 
will be enough and more pun- 
dits keen to help you make sense 
of your finances. Some offer advice on 
specific investment assets, others take 
a broad view of your financial mat- 
ter and assess every aspect of your 
financial life. Then there are the fancy 
tags like investment advisor, wealth 
manager, income-tax consultant, or 
the now ubiquitous financial planner. 
3iven this sheer range of choice, how 
do you decide who is best geared to 
take care of your money? Here's a 
checklist that can help you zero in on 
the best person for the job. 
Experience: A surprising number 
of people just rely on word of mouth, 
entrusting their money to whoever 
handles their neighbour's. So, carefully 
perusing any financial advisor's work 
experience is very crucial. It might 
be far cheaper. but also more dan- 
gerous, to avail yourself of the services 
of a fresher because there are chances 
that he'll job hop or opt for a career 
change, leaving you high and dry 
and scrambling for a new genie. 
Take an insurance agent, for 
instance. Though the insurance reg- 
ulator has recently asked agents to 
continue serving an insurer for at least 
three years, it's better to avail the serv- 
ice of a full-time employee as he would 
take his profession and services more 
seriously. He would be there when 
you need him for things like renewal of 
the policy or a change in your address 
or even help you in claim settlement. 


THE COST OF 
COUNSEL ....... 


Financial advice is perceived to be 
expensive but an analysis of the total 
fees demanded by financial planners in 
the metros suggests differently. 


KOLKATA 
Up to 20,000 


The revenue model of most planners is 
a combination of fee and commission. 


DELHI 
12,500-30,000 


There are different types of plans 
depending on the portfolio size and 
the nature of services. 


MUMBAI 
5,000-30,000 


А remarkable variation in the costs of 
advice, possibly because the city has 
many advisers. 


CHENNAI 
2,000-20,000 


Advice is cheapest here because the fee 
for formulating a strategy is low while 


commissions remain same. 


"Insurance is a complicated contract. 
Therefore, a policyholder requires a 
fully dedicated professional with at 
least three years' experience for this 
job,” says Rahul Aggarwal, cro, 
Optima Insurance Brokers. 

If you need an advisor who can 


give holistic advice, scout for one who 
has been through at least one market 
cycle, typically lasting 4-5 years. Says 
Vishal Dhawan, a Delhi-based finan- 
cial advisor, “During this period, a 
financial advisor has seen ups and 
downs, which the client can take 
advantage of.” Taking advice from 
someone with less experience could 
wreak havoc on your financial goals 
and cause monetary loss. For instance, 
a greenhorn may put around 80 per 
cent of your money in equities at one 
go, just because you hinted that you 
are okay with risk. 

Fee model: What is the point of 
hiring an advisor if his fee leaves you 
with a much smaller investible corpus? 
Typically, advisors work on three 
types of fee models---a fee only model, 
a commission-based model and a 
combination of the two. 

Under the first, you only shell out 
for the advice rendered. The second 
model works on a commission basis, 
so you don't have to pay any fees. 
The advisor makes money through 
the commission received on the prod- 
ucts recommended and sold te you. 
The fee plus commission model com- 
bines the two. For instance, if an ad- 
visor fee is Rs 20,000, you are re- 
quired to pay just Rs 10,000 as the 
rest is recovered from commission 
earned on selling the product. 
However, with the recent ban on 
entry load for mutual funds, advisors 
are only earning trailing commission 
(from the second year onwards} and 
passing on the same to their clients in 
a combination model. When choosing 
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WHAT THEY ARE 
MEANT TO DO 


Different financial acvisors offer 
different services. It's not only 
important to approach the right cate- 
gory but also to check their credentials. 


CHARTERED ACCOUNTANT 
Certification from Institute of 
Chartered Accountants of India 


Tax planning to reduce client's tax burden, 
filing tax returns and auditing account books. 


FINANCIAL PLANNER 


Certification from the Financial 
Planning Standards Boards, India 
Advice on insurance, risk management, 
taxation and retirement planning. 


INSURANCE AGENT 

100 hours of insurance training and a 
licence from IRDA* 

Selling and advising life and non-life insur- 
ance products of a single insurer. 


INSURANCE BROKER 

A licence from IRDA* for insurance 
broking 

Selling insurance products of 

various companies keeping the 
consumer's interest іп mind. 


RELATIONSHIP MANAGER 


MBA or post-graduation in the 
finance stream 


Managing portfolios of clients and selling 
the bank's products. 


REAL ESTATE AGENT 

Basic education and a good 
knowledge of the property market 
Identifying properties and doing all the 
related paperwork on behalf of the client. 


MUTUAL FUND AGENT 
AMFI certification 


Advising on and selling funds of various 
mutual funds. 
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Rakesh Aulaya, 35 


(PR manager with an [T-services firm) 


WHY HE PICKED AN ADVISOR OVER AN AGENT 





INYMSOD Н5ЗЗИП 


"The new advisor explained the 
rationale of all investments and let 
me compare the products myself, 
unlike my previous insurance agent" 


WHAT WENT WRONG WITH THE EARLIER AGENT 


AULAYA WANTED AN INVESTMENT ADVISOR FOR HIS INSURANCE PORTFOLIO AFTER 





HE REALISED THAT HE WAS UNDERINSURED DESPITE HAVING THREE LIFE PLANS. 





an advisor, try and pick one who offers 
a fee-only model, so that you can be 
sure of receiving unbiased advice that 
is not coloured by the commission 
the advisor earns from selling products 
that might not suit you. "A fee-based 
advisor has a client's interest in mind," 
says Veer Sardesai, a Pune-based 
Certified Financial Planner. 

However, the fee charged will vary 
depending on the client's financial 
portfolio, services required and advi- 
sors' work experience. "If an individ- 
ual has accumulated a lot of prod- 
ucts in his portfolio, all of them need to 
be checked. That requires a lot of time 
and effort and, hence, more fee. On the 
other hand, an individual who is just 
starting out has much less in his port- 
folio and it is. therefore. easier to han- 
dle and rejig his portfolio with the 
right products," adds Sardesai. 

Says Vikas Vasal, Tax Partner, 
KPMG, "The fee also depends on the 
kind of assignment you are giving to 
the advisor, and his work experience. 
If there are large stakes involved, then 
you need the help of a large advisory 
institution. But if your issues are less 
complex and simple. such as filing 
your returns, a tax preparer can do 
that for a nominal fee.” 


Also, advisors with more experi- 
ence tend to command a premium. 
“Our annual financial planning fee for 
individuals in the Rs 10 lakh cate- 
gory is Rs 25,000. For a basic finan- 
cial plan, however, we charge Rs 
5,000,” says Sardesai. If this sounds 
like a lot, and you simply want guid- 
ance on which direction to head, 
consider paying a planner who 
charges by the hour. 

Ethics: A good financial advisor 
should have integrity and ethics. 
Transparency is the key. You should 
be able to ask him to disclose the com- 
mission on various products recom- 
mended by him. If he is transparent, 
he will disclose the money he is mak- 
ing on it and the rationale behind 
recommending a particular product. 
Otherwise, you might end up with 
duds in your portfolio. 

Rakesh Aulaya, a Mumbai-based 
public relations manager, found that 
his insurance agent underinsured 
him by selling him high-commission 
but low-cover plans. Luckily for him, 
he did some reading and also 
approached a planner, who suggested 
ways in which he could get adequate 
insurance. “I was underinsured to a 
large extent. While my financial 


WHAT HE SEEKS IN AN ADVISOR 





advisor explained the rationale 
behind a particular investment and let 
me decide, my earlier agent was 
interested only in earning commis- 
sion," says Aulaya. 

Reputation and references: 
Before signing on with an advisor, 
check his reputation in the market. 
The simplest way is to ask him for 
references from some clients. "Speak 
to at least 3-4 people and get their 
feedback before entrusting the advisor 
with your portfolio," says Dhawan. 
It's best to talk to clients and find out 
how far they have reached in meeting 
their short-term or long-term goals 
by following the road-map prescribed 
by their advisor. It will tell you about 
the advisor's effectiveness in achieving 
results. If the advisor is affiliated to 
an institution, make sure that it is 
not involved in any scandal. Also 
insist upon a non-disclosure agree- 
ment from the advisor. 

Stability: Experts recommend 
choosing an advisor who runs his 
own practice, instead of one employed 
by a bank or brokerage. Assume you 
opt for the latter and develop a rapport 


"| am looking for trustworthiness, 
competence, track record, unbiased 
opinion and a justified performance- 
linked cost of service" 


HOW HE'S GOING ABOUT GETTING THE RIGHT ADVICE 


He spoke to fund managers and other members of the investment and 
research teams of some mutual funds before investing in their schemes. 
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with him; the advisor, on his part, 
understands your needs and works 
towards them. If he leaves the insti- 
tution, chances are you will have to 
start from scratch with a new per- 
son. That's what happened to Ankit 
Aggarwal, who opened an account 
with a brokerage house. He was happy 


MONEY-FINANCIAL PLANNER 


research. It's important for a prospec- 
tive client to understand the advisor's 
research capabilities. Failure to do so 
would result in wrong product selec- 
tion for meeting one's financial goals. 
A financial advisor should take 
into account quantitative as well as 
qualitative research. For instance, in 
recommending a mutual fund to a 
client who wants high returns, an 
advisor should also examine the stocks 
the fund manager is concentrating 
on in his portfolio. An advisor's work 
doesn't end with doling out advice. 
His work is to guide a client through 
his entire financial plan. For this, it's 
important to be accessible and let the 
client reach him easily. 
Flexibility: Your investment 
philosophy may differ from your 
advisor's, but he should be patient 
enough to listen and accommodate 
some of your preferences. “An 
advisor shouldn't be too rigid in his 
approach." says Jaideep Lunial, 
Director, Wealth Gyan Financial 
Planners. For instance, if you want to 
buy a house in two years time and 
also want to take 100 per cent 
exposure to equities in a shaky mar- 
ket, the advisor may not agree with 
you as it clashes with your goal. If, 


“Ideally, one should seek advice from a 


full-time emplo 


who has an 


experience of at least three years" 
Rahul Aggarwal, CEO, Optima Insurance Brokers 


with the relationship executive he 
was dealing with. Problems cropped 
up when the executive left and 
Aggarwal was assigned a new one, 
who was not as understanding. "It 
was the time when the markets started 
tanking and I wanted to buy some 
stocks. But the new person didn't offer 
any advice. So I approached my pre- 
vious broker for some tips." says 
Aggarwal. 

Research and support services: 
The right advice is backed by the right 


however, the goal is distant, he might 
go with your choice considering your 
overall risk appetite and other cri- 
teria. "If we think the client's choice 
is harmful for his own goals, we will 
refrain from giving unethical 
advice," says Zankhana Shah, a 
Mumbai-based financial planner. © 
(Additional inputs by Kamya Jaiswal) 
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Farm 


Scam? 


Why is a virtual 
farming game all the 
rage? And is it really 
free? KUSHAN MITRA 


inishing games, FarmVille, a game 

on Facebook, is quickly reaching 
the hallowed status of Solitaire and 
Minesweeper. It may not be there yet, 
but judging by the frequency with 
which one's Facebook news feed gets 
populated with FarmVille updates, it 
may be the most effective productivity 
destroyer in a long time. 

But what is the reason behind the 
success of FarmVille? Particularly 
among a population of urban Indians 
for whom "farm" means a place to 
hold a party. To a proper simulation 
game fan, FarmVille is unimagina- 
tive and easy to play. But it is that 
very ease of play, coupled with the 
fact that it is free and easily accessible 
on Facebook, where one can com- 
pete with "neighbours", that explains 
the game's success. Its success can 
be gauged by the fact that the game's 
users in India went up in arms to 
force Zynga, the game developer, to 
include the Indian flag in the game. 

Games are big business. How big? 
The game Call of Duty: Modern 
Warfare 2 (mw2) grossed $300 million 


| n a long line of productivity dim- 


(Rs 1,440 crore) on its first day of 


sales in the us alone. The record for a 
Hollywood movie is $158 million 
(Rs 758 crore) for The Dark Knight. 
But games like Mw2 cost money, in 
India upwards of Rs 2,500 on the 
Xbox 360 and Playstation 3, and the 
consoles themselves at around 
Rs 20,000 are not cheap. So, free 
games on the Internet, unsurpris- 
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facebook ^ 





W Gaming joins the ranks of 
apps that are increasingly 
popular on Facebook and other 
social networking sites. 


W Games are worth big money 
globally; leading games such 
as Modern Warfare 2 and Halo 
ODST can outsell Hollywood 
blockbusters. 





ш Most apps are free, but as 
some have pointed out, free 
isn't always free. 





т FarmVille claims it's free, too, 
but keeps a “pay” option for 
those who want to buy their 
way to better scores. 


ingly, make up the bulk of the market 
for games in India. 

Yet, is FarmVille really free? Not 
quite. With real cash, and thanks to 
the wonders of international credit 
cards, you can spend a lot of money 
making your farm the biggest and 
the best in the neighbourhood. It 
might seem bizarre that people would 
spend real money to improve a virtual 
farm, though no one at Zynga is 
complaining. 

But recently, influential technol- 
ogy journalist Michael Arrington 
blasted both Zynga and Facebook in a 
post on his TechCrunch blog titled 


tree car н СЕЗЕСИЗ Tare Coma Cash | fue 


ScamVille, where he pointed out that 
the companies actually made money 
by tempting users to sign up for serv- 
ices that they were not aware of, usu- 
ally premium sms or "educational" 
DVDS, through "in-game" advertising. 
The adverts promise free FarmVille 
money and lured by the possibility of 
improving their cowshed or homes, 
people signed up only to realise that 
they had done so for a service that 
they did not want. Zynga made money 
from the ads and they gave Facebook 
money by advertising on the site and 
sharing the ad proceeds. Both Zynga 
and Facebook have promised to act 
against the "scam" adverts now. 

Indian users have not been a vic- 
tim of scam adverts on FarmVille yet, 
but if the alarming rate with which 
people are conned by e-mails promis- 
ing free money is any indication, India 
is a country rich for scammers to 
exploit. Game developers are hardly 
altruistic since games cost money to 
develop and hosting them online costs 
even more money. Games that prom- 
ise "free gameplay" usually have a 
catch or involve a download, which 
may or may not be kosher. 

Free is nice, but is not always safe. 
Enjoy it while it lasts. Just like you 
surf the Internet with caution, tread 
carefully while playing games online 
as well. © 
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Blending proven competence, sheer elegance and unparalleled features, a supreme 
collection emerges — India Today Diaries and Planners. Bound in premium quality 


material, the collection stands apart from the rest and marks a new identity. 
Experience a touch of class in scheduling, this year. 





DIARIES SIZE 
(Cm) 
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PLANNERS 
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PLANNER (Leather Red, with cell case) 
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BOOKS 


he good thing 
about Steven D. 
Levitt and Stephen 


J. Dubner’s send-up to 
their gigantic 2005 best- 
seller Freakonomics is that 

t is full of stuff that 
makes for great cocktail 
conversation. For ins- 
tance, after reading this 
book, you could sidle up to someone at a party and 
point out that because kangaroo farts contain no 
methane the marsupials are far better to eat 
than methane-venting cows who are major cul- 
prits of climate change. While reaching out for a 
kebab, you could tell your friends that the reason 
condoms in India malfunction more than 15 
per cent of the time is because 60 per cent of 
Indian men have substandard penises—unless 
of course you're single and trying to impress 
the ladies. In which case, you could either talk 
breathlessly about how television has empowered 
women here or, in a bolder albeit trickier move. 
observe that the price for oral sex has fallen 
precipitously in 100 years. 

The problem is, much of the book is peppered 
with this sort of trivia that doesn't amount to 
much. In their first book, Levitt and Dubner—the 
former, an award-winning economist who teaches 
at the University of Chicago, and the latter a 
well-known writer for The New York Times— 
vowed the world by rigorously analysing data to 
explain certain phenomena. They persuasively 
argued, for instance, that the sudden drop in 
crime in New York in the 1990s was more a 
result of the legalisation of abortion rather than 
effective crime fighting. thus preventing future 
criminals from being born to low-income single 
mothers. The route to such revelations was met- 
hodical, almost magical, where the layers of the 





The most entertaining chapter-and the most controversial- 
ds the last one, on | climate change. _ | : 
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Superdisappointing 


In Superfreakonomics, the follow-up to their 2005 phenomenon, 
the authors seem to have fallen short of substantive material. 
Don't miss the last chapter, though. RAJIV RAO 


puzzle were slowly peeled away to reveal the 
core discovery. Instead, this book seems more 
haphazard and short on substance. For instance, 
after some perfunctory number crunching, we are 
told that children's car seats may be no safer 
than seatbelts or that drinking and walking is far 
more dangerous than drinking and driving. Their 
section on prostitutes—once again riding on 
sociologist Sudhir Venkatesh's decades-long 
research which added heft to the first book—is 
ho-hum. and the chapter on the upscale hooker 
Allie, while good fun, is more of a magazine pro- 
file rather than an exercise in microeconomics. 

The most entertaining chapter—and the 
most controversial—is the last one, on climate 
change. The authors visit Nathan Myhrvold, for- 
mer Chief Technology Officer, Microsoft, and his 
merry band of renowned scientists who are trying 
to solve global warming. Their discovery: Carbon 
dioxide is not as much of a problem as methane 
and other gases; water vapour is far more lethal 
than co2; melting glaciers don't cause rising sea 
levels, the thermal expansion of water does. 
Myhrvold says that every time a volcano has 
erupted—including Pinatubo in the Philippines 
recently—the earth was covered by a sulphur 
dioxide haze which actually reduced tempera- 
tures on earth. Myhrvold's solution? Snake an 
18-mile hose-pipe up to the troposphere, pump sul- 
phur dioxide——and presto, reverse the warming 
process. This breathless profiling of the firm's 
solutions, rather than an analysis of them, has 
caused a maelstrom of protests, including a 
scathing letter written to Levitt by Raymond T. 
Pierrehumbert. a Professor of Geophysical 
Sciences, also at the University of Chicago, which 
you can check out on the Internet. 

Still. if there's any reason to read this book that 
strains to be as exciting as its predecessor, do so for 
this chapter and the furore that it has caused. © 














trategic 
Drucker 

By Robert Swaim 
Jossey-Bass 
Pages: 306 
Price: Rs 960 


intime to celebrate 
the centenary 

of the legendary 
management 
guru's birth, the 
author-a former 
student, colleague 
and friend of 
Drucker's-has 
distilled Drucker's 
many observations 
and writings on 
strategy, including 
rare views. 


The Professional 
By Subroto Bagchi 
Portfolio 

Pages: 217 

Price: Rs 399 


This Co-founder 
of MindTree lists a 
compendium of 
must reads for any 
budding profess- 
ional-including 
what qualities 

you need to have 
in order to sculpt 
yourself into a great 
professional and 
challenges you 
must be prepared 
for in order to get 
tothat level. 
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Mumbai: 23 January, 2010 Willingdon Sports Club 
Delhi: 27 - 28 March, 2010 Classic Golf Resort 


Entry by invitation, only. 





FOR MANAGING TOMORROW 


SMART EXECUTIVE 


Overcome Public Speaking Jitters ; 


Spontaneous audience connect actually comes from a calculated process. 


SAUMYA BHATTACHARYA 


о you get anxious and have 
a racy heart when you 
speak in front of others? 
Public speaking is one of 
the most common fears affecting pro- 
fessionals, students and ceros alike. 
Being nervous in front of an audience 
is universal, but there are platinum 
rules to becoming an effective speaker. 
The idea of a powerful public 
speech is to make maximum impact. 
Communications coach Nick Morgan 
says in Harvard Business Review: “You 
have to tap into the basic impulses 
underlying your speech. These should 
include four powerful aims: to be 
open, to connect, to be passionate 
and to listen.” He suggests rehearsing 
speeches with them in mind. He 
assures if you are able to sincerely 
realise these feelings, your body 
language will take care of itself. 


RAMEN SARKAR 





Knowing your subject is vital to a successful speech or presentation. Harrison 
Monarth and Larina Kase, authors of The Confident Speaker, have a suggestion: Study the 
arguments for and against and the ones in the middle. If you are already an expert on 


“PUBLIC 
COMMUNICATION 
SHOULD 
INCLUDE FOUR 
POWERFUL AIMS: 
TO BE OPEN, TO 
CONNECT, TO BE 
PASSIONATE 
AND TO LISTEN” 


Nick Morgan, 
Communications coach 


the topic you are talking about, good for you. Otherwise, 
research. Hesitation, unfamiliarity with your own words 
and lack of conviction during a speech will ruin the experience 
both for you and your audience. Once you have mastered 
your subject, the next step is to make your talk or speech as 
realistic as possible, Practice in front of a mirror helps. Rope 
in your peers and colleagues to critique your rehearsal spe- 
ech. According to communication experts, you will learn 
more from their observations as to what works and what 
doesn’t than you would in a room all by yourself. 

Create powerful openings and closings that 
get audience attention and make them sit up. An anecdote 
works, a joke doesn't. Some startling fact will get you audi- 
ence attention, but make sure you back it up with research. 


Remember to take question breaks throughout to keep your audience engaged. “The 
intent is to be open with your audience. If you come across as closed, your listeners will 
perceive you as defensive—as if they somehow represent a threat. Not much chance for 
communication there,” says Morgan. © 

Log on to www. businesstoday.in for Running Effective Meetings and Making Projects Work 
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1. Preparation is impor- 
tant. But when a talk 
is over-practised, it 
can become stiff and 
sound mechanical. 


2. Listen to messages 
from your audience, 
whether spoken or 
unspoken. Accord- 
ingly, you may want 
to change the pace, 
or even eliminate 
parts of your talk. 


3. Be open to interjec- 
tions and questions. 
Let the audience know 
when you will have 
the Q&A session-at 
the end or will you 
take question breaks 
throughout. 


4. Be candid when you 
talk. Some speakers, 
without meaning to, 
come across as so 
serious that they 
alienate their audience. 


5. Project your enthusi- 
asm. Focus not just on 
what you want to say, 
but also on why you 
are giving the speech 
and how you feel 
about that. 


„ d 
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SAY IT LIKE OBAMA 
By Shel Leanne 
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QUIZ 







Which was the first multinational 
corporation іп the world andthe 4 
first company to issue stock? It або 


Meilland, Tantau & Kordes and 
- De Ruiter are all leaders in the 
world market for which 









horticultural product? . had quasi-governmental powers. 
Cia. Roses с [J a. Dutch East india Co. (VOC) 

Cj b Tulips |. (it British East India Co. 

Cic Apples | [ic Hutchison Whampoa 

С] d. Pineapples Г] & Hudson's Bay Co. 


. Tim O'Reilly defined it as "the The world's largest reinsurer is 
- business revolution in the also a feature on the London 
computer industry caused by the skyline through its headquarters 





move to the Internet as a ‚ building at 30 St Mary Axe, often 
platform, and an attempt to ‚ called "The Gherkin". Name the 
understand the rules for success ^ company. 

on that new platform". Which term? ^ а Munich Re 

O a B2B C b. AIG 

C] b. Web 2.0 | [ic Swiss Ве » 
Со Web 3.0 ` [J d Lloyd's of London x 


С d http:// 


“3g 111907, Jim Casey founded the 








E а American Messenger Company in 
angalore was the first to Seattle, Washington. Thi th 
give us the correct answers to | eat е, as Ing on. Is Was e 
the quiz published in the issue beginning of which giant nicknamed 
dated November 15, 2009. the "Big Brown"? 
So, as we promised, he wins Cj a. DHL ; 
a year's subscription to BT. C) b. Fedex ind Dee ten pet 
Lj c UPS S 
E-mail us the right answers at Г1 d. Western Union was the official supplier of 
btfeedback@intoday.com or log Pu . bicycles to the IX Asian 
m Кун ане ag 4 Which famous motorcycle brand Games at Delhi? 
Q аке е quiz опе. колес °_ also produced bicycles Па Atlas C 
А ч '. ycles 
О in the net sue a HT lawnmowers, and even rifle parts Г) b. Hero Cycles 


for the Royal Small Arms Factory? Cle TI Cycles 
2 C] d. Avon Cycles 


9 Four people named Luciano, 
- Giuliana, Gilberto and Carlo 


erii ted BOE oe founded the group in 1965. 


last ISSUE, dated NOV. 29. 







1 b. The Great Crash of 1929 №. Their shared surname? 
2 b. Cheque Е b, BSA i Па Vuitton 
3d: Most ете of Ос Royal Enfield : : iini 
and the time difference C d Honda n 
БП 5 them. | L] Orleone 


4 a. Jyothy Laboratories 
5 d. Saravana Stores 









Usually produced today by the ' "The Gospel of Wealth”, written 


6 c. Guinness World Records -incomplete combustion of - in 1889, described the 
PROTEST petroleum products, itis one of responsibility of philanthropy by 
10 ee , common use. . made rich. Who was the author? 

Г] a Benzene | Са Dale Carnegie 

C3 b. Carbon Black | ©) b Andrew Carnegie 

L3 € Acetylene Black , L1€ John D. Rockefeller 

© d Superfil ` [jd J.P. Morgan 
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ALOK VAJPEYI AND GULAM NOON 


A Year After 


They escaped death on the night of terror attacks in Mumbai on November 

26 last year. Life in the city hasn't changed much, but for Britain's high profile 
Asian businessman GULAM NOON (below, right) and erstwhile Vice Chairman 
and мо of Dawnay Day Av Financial Services ALOK УМРЕМ, the aftermath of the 
terror attacks has brought about a new meaning to life. Noon was in suite 361 
of the Taj Mahal hotel on the night of terror attacks while Vajpeyi was caught 
at the Chinese restaurant "Golden Dragon". One year on, Vajpeyi, 49, says: 

“I had earlier intended to give back what I had made after the satisfaction of 
having made it. Baj now the context to give is more immediate." Noon, 73, 
who came back № 

that recollection $ 
hangs over Mu 


y at his “home” Taj six weeks after 26/11 attacks, says 






siege still evokes unease because “the threat of {error 
па India all the time". There is a sense of renewe 
1d philanthropy after surviving an attack like 2011, he 
dia: Mete out punishment to the guilty at the eagjiest. 
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JESSIE PAUL 


B2B Brands, 
Here | Come 


She's overhauled Wipro's 
marketing team and written a 
book called No Money 
Marketing drawing from her 
stint at India's #3 software 
developer. Now, JESSIE PAUL, 
39, the Chief Marketing 
Officer of Wipro Technologies, 
has quit and is set to start her 
own enterprise focussed, not 
surprisingly, on providing a 
marketing backbone for B28 
brands. “India has a fairly 
immature marketing ecosys- 
tem for B28 brands ... we are 
good at innovation but not at 
marketing. I want to help 
change that through (her new 
firm) Paul Writer Strategic 
Advisory." she says. She plans 
to be a trusted advisor to 
emerging B2B brands, provid- 
ing them with strategic mar- 
keting advice, crash courses 
and by building a network for 
p2p marketers to brainstorm. 
'The vocational coffee planter 
has given a personal touch to 
her new company's name. 
Over a century ago. her 
grandfather was a writer, a 
trusted executive on an estate 
who took care of everything 
from marketing crops to 
accounts. It's the same kind of 
trust Paul now wants to build 
with her future clients. 


PRODUCT 


Mass Market at Rs 26,000 MRP 


This is Philips’ first mass market Blu-Ray Disc player in India, even 
though with a retail price of Rs 25,990 it hardly sounds “mass-market”. 
In the negatives column, it is more expensive than a Sony Playstation 3, 
so if you want a simple Disc player, you are possibly better off with a 
game console. However, the BDP7500 is a video-freak's dream. It comes 
with massive support for formats, starting with вр Live 2.0, the latest 
iteration of the Blu-Ray player format which can support additional 
content downloaded from the Internet ‚ This is why the врр7500 comes 
with an Ethernet port. If you want a stand-alone Blu-Ray Disc player, 
this is possibly the best one available which is not a Playstation. 





PLACE 


The Land of "God's Finger" 


December means holidays and parties, and if a business trip takes you 
anywhere along the Mediterranean coast, make sure to head to the 
Spanish island of Ibiza once work is over. Considered one of the party 
capitals of the world, Ibiza has over a hundred night clubs, most of which 
stay open through the weekend and, even on weekdays, shut only once 
the sun has well and truly risen. Head to any of the top clubs here — 
Privilege (the largest club in the world), Eden, Es Paradís or Amnesia 
(known for foam parties). For those in search of a bit of history, large 
portions of the island are protected as world heritage sites. Check out 
"God's Finger" in the Benirràs Bay or the monument called "The Egg" 
erected in honour of Christopher Columbus in Sant Antoni. © 


CONTRIBUTED BY SAUMYA BHATTACHARYA, ANUSHA SUBRAMANIAN, RAHUI 
SACHITANAND, KUSHAN MITRA, DHIMAN CHATTOPADHYAY AND ANAND ADHIKARI 





A.K. PURWAR 


The Tireless 
Banker 


After hanging up his boots 
almost three-and-a-half years 
ago as Chairman ofthe State 
Bank of India (SBI), ANIL KUMAR 
PURWAR is still sought after for his 
banking expertise. He has been 
wooed into yet another 
chairmanship (non-executive), 
this time in a mid-sized non- 
banking subsidiary of India 
Infoline Ltd, a financial services 
company. Purwar, 63, is already 
the Chairman of IndiaVenture 
Advisors and Lars Renewable 
Energy Ltd. Sure, at Infoline 
Investmart Services, his role is an 
extension of his services to 
group’s subsidiary as he already 
sits on the board of the holding 
company since March 2008, 
Purwar's banking experience 
will greatly help this fledgling 
subsidiary. The company 
primarily focusses on small 
business loans and has plans to 
expand the product basket. Says 
Purwar: "We will expand the 
product basket and look for 
innovative solutions." That 
should not be difficult for the 
seasoned banker who 
had accelerated the 
computerisation 






process at sBi and 
also pounced on 

three overseas banks 
to expand sa/'s footprint 
internationally. 
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LEADERSPEAK 


My leadership 
style 

lJ Delegative 

UJ Participative 

wm Authoritative 

Ш All of them 


Тһе political leader 
| admire the most 
Barack Obama. 


The business leader 


| admire the most 
Bill Gates. 


The leadership lesson 

| remember best 

One may have the best plant, 
equipment, product, location, etc., 
but will not achieve excellence 
without having the right person 
for the right job at the right time. 


A book or movie | would 
recommend on leadership 


Leadership in the Era of Economic 
Uncertainty by Ram Charan and 
Execution, the Discipline of 
Getting Things Done by Larry 
Bossidy & Ram Charan. 


The difference between a 
manager and a leader 


A manager's role is basically 
operational, whereas a leader's 
role is carrying peoplewith a 
clear vision, and building an 
organisation to achieve the goals: 


The worst thing a 
leader can do 

Not give credit where it is due 
and not take responsibility for 
the action of his team. 


My biggest test as 
a leader 
Track your AJAY SHRIRAM Taking some unpleasant ‘people’ 
stocks on Chairman & Senior decisions and reorganising thereafter. 
Managing Director DSCL 


As told to Shalini S. Daga 


your mobile 


Ч МЕНКА 


SMS ‘portfolio’ 
to 543210 


Vol. 18, No. 25, for the fortnight November 30-December 13, 2009. Released on November 30, 2009. 
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NOKIA 


Connecting People 
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Nokia BH 104 Nokia BH 105 Nokia BH 106 Nokia BH 103 Nokia BH 214 
Rs.1000/- Rs.1290/- Rs.1400/- Rs. 2850/- Rs.3730/- 


Available at | мока | т" апд other Nokia outlets | NOKIA Саге ЕЕ :Е:Я To know more about your Nokia, register at | www.nokia.co-in/mynokia | 


Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. Nokia India Warranty is a 
imported/manufactured by Nokia India Pvt. Ltd s, Issistance on f J fuct Í serv Nok е Add 
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_ CARTIER 


- 


ballon bleu de Carte 


White gold 44 mm case and bracelet. Manufactu 
chronograph self-winding mechanical movement, Cartig 
calibre 8101 (33 jewels, 28'800 vibrations per ho 
date aperture at 9 o'clock. Blue sapphire cabochon s 
on a fluted and white gold crown. Silvered guilloche di 
Rounded scratchproof sapphire crystal 


Cartier 


Cartier Boutique in NEW DELHI: Emporio Mall, Vasant Kunj - Tel: 011 467 88888 


cartier.com 
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Volkswagen. Das Auto. 





It’s official. Curves are back. 


The New Beetle from Volkswagen. 


One of the most adored curves the world over, will now be seen on Indian roads. Don't let the New Beetle's 
gorgeous looks sweep you off your feet though. Dig deeper and you'll find its powerful yet efficient 2.0L 
85kW (115 PS) petrol engine and 6-speed automatic gearbor, all set for action. Its advanced safety, ABS, 
ESP and world-class technologies also make driving a pleasure second to none. No wonder, these curves 
attract all the attention. German engineering. Recreating Legends. 


*Turms and condibons apply Accessoces shown and features Dated may not be part of standard equipment 


Volkswagen India Assistance: 2417. Anytime. Anywhere. Toll-free: 18001020909, 18002090909. 
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Bombay Exhibition Centre, Mumbar, India 
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EMINARS AND CONFERENCES | 
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FOTECH-2010 - 18th & 19th January, 2010 industrial electronics across the entire T&D value chain. Preview technology 
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ааа and products from 220 V to 1,200 kV which conform to International quality 
ECH IT-2010 - 21st & 22nd January 2010 standards like BIS, ISO etc. See exhibits from various countries including 7 
[International conference on Instrument Transformers] 
group pavilions from China, France, Germany, Korea, Spain and Turkey 
SAPACIT-2010 - 21st & 22nd January 2010 among others. It doesn't get bigger than this. 
[International conference on Capacitors} Ё 
For more information on participation, log оп to www.elecrama.com 
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This isnt just the finest LCD. 


Its our life centre. 


Design meets perfection when the immaculate Full HD viewing capabilities meet the revolutionary crystal design finisl 


in a Samsung LCD TV. Precisely the reason why it's the heart of our finest creation, our home 





SAMSUNG + is 
CRYSTAI ts er а «| |q0150000: | |.) | media 
и ror OOF. тл cone assi 
Full HD Engine 2 Рапе! 
y picture nique processor Gives sharper & Makes TV viewing tas 
> witt T х\ for delivering finest M other, fast strain-free & 
pixels picture quality moving images pristin . 





SAMSUNG LCD TV 


Design that performs 


Corporate Office: 7^ & 8" Floors, IFC! Tower, 61 Nehru Place, New Delhi 110019. Visit www.samsung.com/in. Register your Samsung product online а 
Features may vary trom model to model. “Global No.1 Source: Display Search Report 
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From the Editor 


ow can a decade that began with the dotcom 
bust and 9/11 and ended with a global melt- 
down be India's best ever? If this issue's cover 
makes you wonder so, answer three simple questions: 
e Hasn't your and your family's income risen faster in 
this decade (2000-09) than in any previous one? 
e Haven't the choices for almost everything you 
need —from food to housing to investment 
schemes—grown faster in this decade than ever? 
e Aren't there more opportunities (domestic and 
global) to grow a business, and grow it faster than in any previous decade? 

In producing this special issue, we have sifted through enough data, 
analysis and opinion to conclude that the answer to these questions is a 
"Yes" in the case of an overwhelming majority of urban middle class 
Indians. The conclusion is true for all Indians, it's just that the quantum of 
benefit varied across classes with urban middle classes grabbing the most. 

The evidence for this decade being India's best matters less than the 
reasons for it. Because while the first decade of 21st century has surely been 
India's best, the next is likely to be even better. And that is just as well because 
one good decade is not enough to solve India's economic problems and help 
Indians attain the level of prosperity and welfare that they deserve. 

In a nutshell, the following ingredients worked in favour of the Indian 
economy in the last decade or so: Manpower (younger and more productive 
than in the past), money (to fund investment as well as consumption), 
confidence (that efforts or investment will yield good returns) and competi- 
tion (tougher and ever-intensifying). These factors will be at work in the next 
decade, too, and with some deft government oversight and intervention, can 
| deliver even higher 
growth and prosperity. 
This is the central 
message of a series of 
special features in this 
issue, which range from 
boardrooms to 
Bollywood, from macro 
trends to microfinance. 

What's the fun of 
reviewing the past and 
the present without 
indulging in some 
crystal-gazing? All our stories provide some definitive pointers to the future. 
To understand these pointers better, keep the following directions in mind: 

e Markets will replace the government as the accepted determinant of our 
economic destiny across all strata of the economy. 

e Inequalities will grow because markets promote efficiency, not equity. 
Smarter government interventions can help manage inequalities. 

e Demand will continue to outstrip supply for most basic infrastructure— 
ranging from education to transport to water. 

Happy New Decade. 





ROHIT SARAN 
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Indian Banks Show the Way 

Indian banks escaped the bloodbath that savaged American 
and European banks in the wake of the global financial crisis. 
India's Best Banks (вт, December 13) makes our top banks to be 
shining advertisements for the virtues of stability and prudential 
safety. Not bad considering how Western banks are paying a stiff 
price for their profit-driven innovation run amok. Vineet Achyut, Delhi 


Playing by the Book 

At a time when many western banks need 
government rescue packages to keep them 
afloat, Indian banks have, by and large, 
emerged unscathed despite their exposure 
(limited, in comparison to American banks) 
to subprime mortgage portfolios. The reason 
they remain healthy is that they approved 
loans they intended to keep on their books 
rather than securitising and selling them to 
drive up revenue. Praneeta, Delhi 


Driven by Excellence 
Congratulations for bringing out your 
info-packed вт-крмс survey of India's Best 
Banks. Many stand out for their outstand- | 
ing performances. Among private banks. 

two deserve special mention. While Axis 

Bank has been able to garner huge business 

in a short span of time purely through 
organic growth, yes Bank's relentless focus 

on human capital makes it an outright 
winner. Among public sector banks, PNB and 

Bank of Baroda have done well to leverage 

their relatively large network and tech- 
nology for enhanced efficiency and to 
maintain their premier position as state- 


owned lenders. S. Umashankar, Nagpur a 


Women on Top 

Many workplace programmes for women are little more than window dress- 
ing (It's Not a Man's World Anymore, Br cover, November 29). But the 
examples set by the likes of Praj Industries, Nokia, Cummins and Ford India 
in allowing women to prove their mettle by encouraging them to take up 
jobs in the fields of construction, manufacturing and other unconventional 
areas are truly commendable and worth emulating. Bal Govind. Noida 








Innovation to Drive Banks 
It's reassuring to see top banks in India 
establish an outstanding record of 
innovation, growth and value creation 
(India's Best Banks, Br, December 1 3). With 
India's retail-banking market expanding 
rapidly and set to cross annual revenue of 
$16.5 billion by 2010, banks will need to 
innovate to develop differentiated busi- 
ness models. Neeraj Thakur, Pune 


Richer Multiplex Experience 
Recessionary bootstrapping is compelling 
businesses to cut costs. But even with 
pricey tickets, multiplexes are Back in 
Business (вт, December 1 3). If only they 
they could improve customer service. 
For a start, they can issue cinema 
tickets to cover the cost of a small 
packet of popcorn and a cup of tea or 
coffee. І am sure that will deepen the 
emotional wallop of watching a film 
in a multiplex. Mahesh Kumar, Noida 
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hat just happened? 

In a matter of ten years, so much is 
changed. Rather, inverted. We are 
cool. At the turn of the century, 
India was still agonising over pop- 
ulation explosion. Today, demographics is its 
differentiating strength. A competitive 
advantage even China can't beat. 

In 1991, we feared the International 
Monetary Fund (МЕ) was arm-twisting us. In 
2009, we gave the mr a word of advice on 
managing international financial crises and 
regulations. We can be cool because while 
the world economy is at its worst since the 
Great Depression, in the July-September quar- 
ter of 2009-10, India's сор beat all expectations 
by growing 7.9 per cent. 

In the '90s, we lost sleep over stagnant 
growth, a depreciating rupee and unwilling 
foreign investors. We feared jobless growth and 
de-industrialisation of India. At the end of 
this decade, the economy became too hot to 
handle. appreciating rupee and influx of dol- 
lars is a concern and exports of items ranging 
from cars to medical devices has created a 


...It Provides Easy Money 
for the Government... 
For the first time, tax mop-up trebled in 10 years. 
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Figures are Centre's tax revenue in Rs crore 
"Budget estimate *BT projection 


buzz about revival of manufacturing. The 
reversal of fortune was explained best by 
Kumar Mangalam Birla, Chairman, The 
Aditya Birla Group, at the India Today 
Conclave in 2005 when he said: "Our 
companies used to be market-driven, (today) 
they are driving markets." 

Even till as late as the 1990s, success came 
in limited edition. Opportunity was locked up: 
its key shared by a privileged few. If you could 
source elusive licences, enter controlled mar- 
kets, obtain scarce information, it was yours. 
Opportunity was freed up in these last ten 
years. And with it, access to success. Business 
idea, and not business licence, became the 
key ingredient for a start-up. 

Politicians began to recognise, accept and 
even implement the change. A scam-accused 
politician from Bihar, who was the epitome of 
poor governance, turned Indian Railways 
around—though the last word on the sus- 
tainability of this turnaround is yet to be heard. 
State chief ministers promised (which they 
had in the past, too) super-fast approvals and 
super-fat incentives to industrialists, and many 


...Prosperity for АН... 


It now takes 12 years to double per capita 
income vis-a-vis 18 years in 1990s. 


GDP Per-capita 





RUSO со aa iei 
1972-1982 3.5 1.2 
19821992 5.2 3.0 
1992-2002 6.0 3.9 

20022000 8.4 5.9 





Figures in first two columns are % growth 





...Aso Powers 
Global Growth. 


india will be the third- 
largest contributor to 
global GDP. 

Figures are projected 


contributions to global growth 
during 2006-2020 (%) 


Source: Economic Survey, Ajay Shah & Y Kelkar, BT Research and Economist Intelligence Unit 
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of them actually delivered on their promise 
(which they had not in the past). Most 
importantly, politicians shed shyness over 
talking of growth. "We believe that growth 
is the best antidote to poverty," former Finance 
Minister P. Chidambaram told a gathering in 
Harvard in 2007. "Without growth, India 
will remain a poor, rich nation." Statements like 
these should one day soon settle the age-old 
debate between "the size of the cake and slice 
of the cake"—that is, whether economic poli- 
cies should focus more on wealth creation or on 
wealth distribution (see pg 18). 

The past ten years, India’s best, are the 
inflection point on the graph of India's progress 
from a developing to a developed economy. It 
is the decade of the fastest rate of economic 
growth and the biggest jump in per capita 
income. These were the best ten years for tax 
revenues, government spending, savings and 
investments, all of which lifted the economy's 
size to above $1 trillion. It took us 60 years to 
reach the $1-trillion annual cpp mark, but it 
will take less than 10 years to reach any- 
where between two-to-three times that size. 
Says Ashima Goyal, Professor at Indira Gandhi 
Institute of Development Research: "The last 
ten years have been India's best since the 
economy has seen the highest-ever growth 
rates, accompanied by real qualitative trans- 
formation. Since we are in a transitional. 


catch-up, high growth phase, the next ten 
years will be better than the last decade." 

A number of factors are lining up that 
could ensure that the economy does grow by 
an average rate of at least 8 per cent a year 
(needed to reach $3 trillion by 2020). Shown 
in the graphs on these pages are most of these 
growth accelerators—high and rising savings 
rate, young population, big spike in investment 
and almost continual inflow of foreign funds 
and technology. But there is one factor that 
deserves special mention and explanation— 
productivity growth. Since 1980, nearly 60 per 
cent of India's growth has come from the rise 
in what is called the total factor produc- 
tivity. That is, from using men and 
machines more efficiently—from 
using our resources more efficiently. 
The contribution of productivity to 
growth in India is close to the 
highest in the world over this 
period. That augurs very well for 
the coming decade when India 
will have more resources. 

The ratio of non-working pop- 
ulation to working population will 
fall from 0.62 to 0.48 over the 
next 20 years in India. Not only 
will this mean more potential 
labour, but also if this labour is 
fully used, it will mean more sav- 
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Demographic 


Dividend 


ings—by one count an additional savings rate of 
14 per cent of Gop over the next 20 years. Add to 
it the capital India is already beginning to attract 
from abroad as it becomes a more attractive 
investment destination and as foreign aging pop- 
ulations save for retirement. Clearly, neither 
labour nor capital should be a constraint in future. 

But that doesn't mean there will be no 

constraints. Our trillion-dollar economy still 
has some 100 million families without water at 
home, over 150 million households without 
electricity and 40 per cent of its villages with- 
out road connectivity. The economy loses 
roughly Rs 30,000 crore annually because 
our roads don't allow commercial vehicles to 
cover more than 250-300 km a day. com- 
pared to 500-600 km a day in developed 
economies. These are serious challenges, and 
unless these are addressed even the antici- 
pated higher-than-the-past-decade-growth 
will look hollow. 

This decade did show some sure signs of a 
war on infrastructure deficiencies being 
waged, but the outcomes are still slow to 
come by. The industrial job creation too, 
though higher than in the past, is nowhere 
near the potential. That's because, when it 
comes to private, or even public, enterprises, 
our policies still focus too much on preser- 
vation and too little on creation or destruction. 
Perhaps. soon enough. somebody of the 





40 


Much More 
Global 


stature of Prime Minister needs to state it 
loud and clear: "We should let growth help the 
process of redistribution, instead of redistri- 
bution stopping growth." 

Economists and experts advocate four 
things to keep the growth momentum going: 
First, keep strong incentives for growth alive. 
Second, improve infrastructure for invest- 
ment. Third, constantly improve the flex- 
ibility of the economy and fourth, cre- 
ate better safety nets. 

If growth is a marathon, then India 
has just finished one lap. Others are 
well into the race, but India is young. 
and has fresh legs. We should be proud 
of the past decade's achievements, but 
not satisfied. As Raghuram Rajan, 

Professor of Finance at University of 
Chicago's Booth School of Business 
and Honorary Economic Adviser to 
the Prime Minister once said: “If India 
has to take its rightful place among 
nations, every sixth CEO of a Fortune 
500 firm should be an Indian. Every 
sixth Nobel Prize winner should be an 
Indian. There should be food on every 
table in the land. Only then we can 
afford to pause and say, with justifi- 
cation, mera bharat mahan." © 
























COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 


Redistributi 
Growth 


Global 
Job 





100,000 





Share of working age population Trade as 96 of GDP Social service 
" Factory expenditure in 
4 Share in new Rs crore 
56 jobs in the world 
economy during 
ú 2005-20 
e 20 
ё 14% 
58 
10 
56 
India 
^ — China 
s ^06 i 
Т t v y Fe ГГ 555$ 3% рц 2 E: е? 
о ш ош осш сомУ о = © с б 2 g d О e 
оо T AN OO «ro Tw e сч со 
ЕЕЕЕЕ ЕЕЕ НЕ 222858 E È B R 
Share of working population in Twice as global as Biggest contributor to High GDP growth helped 


it was in 2000. new jobs in the world. fund such social spending. 
Source: Goldman Sachs BRICs Report 2003; Economic Survey, BT Research and Economist Intelligence Unit 


16 BUSINESS TODAY December 27 2009 








LG "!1800- 180- -9999, 39- 01- 0909 В э] www.igindia.com 
Г Qa Е (MTNL/BSNL Toll Free) (Prefix STO Code! d 5757554 IgserviceIgindia.com 
Pop Regd. Office: LG Electronics India Pvt. Ltd., Plot Мо 51, Udyog Vihar, Surajpur Kasna Road, Greater Noida-z 


2000-09 INDIA'S BEST DECADE-OPINION/ECONOMY 





P 


ARVIND PANAGARIYA 


Professor, Columbia University 


Efficiency brought 
in by an 

open economy, 
top class 
entrepreneurs, 
high savings rate 
and young 
population will 
collectively 
deliver 8-9 per 
cent growth over 
the next decade. 


Focus on Wealth Creation, Not 
Just Its Distribution 


n the next 10 years, India will be the 
third-largest contributor to the world 
СОР growth, according to an Economist 
Intelligence Unit projection. Making the 
realistic assumption of 2 per cent annual 
growth, the world сор will increase from 
approximately $61 trillion in 2008 to $76 
trillion by 2020 in 2008 dollars. A conser- 
vative guess is that India and China 
together will grow 8 per cent per year in 
real dollars over this period (despite the 
major crisis recently, each is already back to 
growing this rate), which will raise their 
combined сор share in the global economy 
from 9.5 per cent in 2008 to nearly 18 per 
cent. Shares of the United States and Japan 
(23.7 and 8.1 per cent, respectively, in 2008) 
will decline. The coming decade is, therefore, 
going to be pivotal in terms of a shift in the cen- 
tre of gravity of the world economy to Asia. 
Conditions for India to grow at 8 to 9 per 
cent over the next decade are excellent for at 
least four reasons. First, except in agriculture, 
we are now highly open in trade in goods 
and services, inward investment by foreign 
multinationals and outward investment 
and acquisitions of firms by Indian multi- 
nationals. Domestic product markets are also 
relatively free of controls. This means India 
must compete with the best and the bright- 
est in the world, which forces efficiency of the 
highest order. Second, India has plentiful 
top-class entrepreneurs of its own. Moreover, 


given its rapidly growing market, many of 


the super-competitive foreign entrepreneurs 
want a presence here as well (just look at the 
auto industry, for example). Third, our sav- 
ings rate is now 38 to 39 per cent, which 
ensures the availability of vast investment 
resources. Finally. we have a young popu- 
lation that is growing younger. 

Can we do better? You bet, we can! 
Among the outstanding reforms. I would 
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include wholesale clean up of labour laws. 
laws governing land transactions in both 
rural and urban areas, a proper exit policy 
for firms, a wholesale reform of higher 
education policy. improvements in the 
quality of primary education and an over- 
haul of medical and health sector. 

One point, which I have now made for 
almost a decade but cannot repeat enough 
number of times, is that due to difficulties 
posed by stringent labour laws and anti- 
quated land acquisition laws, industry— 
especially labour-intensive sectors—in India 
has failed to grow rapidly. This has meant 
that poverty alleviation from growth has 
been less than what it could have been. 
Although the share of agriculture in the 
cor has declined quite dramatically, its share 
in labour force has not declined as much. 
This is different from the experience of coun- 
tries such as South Korea, Taiwan and even 
China, which saw a much larger decline 
in the share of agriculture in employment 
alongside that in the cpp. In these latter 
cases, labour-intensive manufacturing 
expanded far more rapidly than in India. 

Will the needed reforms happen? Sadly, 
the present government has more or less 
committed itself to concentrating nearly 
exclusively on re-distributive policies to the 
neglect of wealth creation policies. The status 
quo on economic policies can take us only so 
far. If we are going to successfully meet the 
challenge China poses to us, we have no 
option but to give up exclusive reliance on the 
politics of redistribution and turn our atten- 
tion to policies that will help accelerate wealth 
creation. Unlike the Chinese, the capability 
of our government to deliver is far more lim- 
ited. Therefore, we need to relinquish control 
to private agents much more than the 
Chinese. And that means further and faster 
economic reforms.© 
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«2000-09 
FLASHBACK 


« Outbound FDI rose 
from S750 million in 
2000-01 to $16.7 billion 
in 2007-08. 


ә Global acquisitions 
of all sizes-right from 
$10 million to 512 billion. 


2010-19» 
FAST FORWARD 


e Global M&A deals by 
India Inc. to more than 
treble in the next decade. 


Domestic consumption- 
oriented businesses like 
telecom and healthcare 
will thier up globat-scale 
indian companies. 


A LAUNCH PAD FOR THE INDIAN 


LTINATIONA 





Cross-border acquisitions is one way for Indian businesses 
to attain world size and scale. But let's also not underestimate 
the ability of domestic consumption to create scale and 
global class corporations, £00. suman avax 


uly 2007: A global recession isn't a 

warning flash in the eye of the most 

pessimistic pundit, and back home 

India's richest man is working on a 

plan to make himself—and his share- 
holders—even richer. Mukesh Ambani, 
Chairman of Reliance Industries Ltd (ки). has 
just made a presentation to Morgan Stanley on 
the Indian petrochemicals Goliath making a bid 
for us giant Dow Chemical. That's when the 
wise men at another New York hedge fund 
decided to reach out to Ambani and his team to 
consider another us chemicals player as a tar- 
get: Why not mull over Lyondell Chemicals, 
they cajoled. This, of course, was before Lyondell 
merged with European petrochemicals major 
Basell later in December 2007. Ambani, for 
his part, was determined to go after Dow, and 
told Morgan's investment strategist that RIL 
would make the acquisition work. The deal 
never went through because a clutch of private 


LANDMARK OVERSEAS ACQUISITIONS 





Tata-Corus 


$12.2 billion 


| Mindalco-Novelis 


S6 billion 


: ONGC-Imperial Energy 


$2.0 billion 
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equity players like Blackstone and ккк also 
threw their hats into the ring; that drove the 
price higher than what вп, was ready to pay. 

Over two years later, Dow isn't in Ambani's 
vision any more-—not his immediate vision, 
at least—but Lyondell is. Only difference: The 
target is now LyondellBasell, and to that extent 
the deal looks a bit more complex. But what 
works in RII/s favour is that the merged entity 
is bankrupt, and so can be bought on the cheap. 
At the time of writing, RII. was in negotiations 
with the bankruptcy courts in the 
us, and there was a likelihood of Chinese and 
UAE-based bidders getting into the fray. 

If the ur-LyondellBasell transaction does go 
through, it will be yet another multi-billion 
outbound deal by India Inc. (the deal size is 
estimated by analysts at around $12 billion). In 
the recent past—before the global economy 
spiralled into a recession—-the likes of the Tata 
Group. the A.V. Birla Group, the state-owned 
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In 2005, there were 
90 companies 
with a market cap of 


$1 billion, 


today there are 165. 


In 2005, there were 
11 companies 
with a market cap of 


$10 billion, 


today there are 27. 


Since 2005, 34 M&A 
deals worth over 


$1 billion 


(overseas and domestic) 
have been done. These 
include 9 in telecom, 

8 in energy and 6 in 
metals & mining. 


The compounded 
annual growth rate of 
the market cap of BSE 
listed companies since 


2005 is 40%. 


Source: Barclays Research 


ONGC and even a relative new kid-in-town like 
G.M. Rao of the смк Group made their presence 
felt on the outbound billion dollar-plus league 
tables (see Landmark Overseas Acquisitions). 
Since then, it's been a struggle to cope with 
softer demand conditions and debt repayments, 
but there's little doubt that India Inc.'s best 
bet of gaining global size and scale is by acq- 
uiring assets overseas. 

Of course, the imperatives for buying huge 
assets overseas are not—and should not be— 
just to gain critical mass; new geographies, 
raw material security, new skills and higher 
technology are some of the provocations for 
buying abroad. Equally important. though, 
Indian promoters need to get two things crys- 
tal clear before acquiring: Are they buying at the 
right point in the business cycle; and the strate- 
gic rationale for buying that business. As Frank 
Hancock, Managing Director & Head (M&A), 
Barclays Capital India, puts it: “When seen 
with the benefit of hindsight, if there's a single 
lesson to be learnt, it could be that timing is crit- 
ical.” However, Hancock is quick 
to add: “But in considering 
whether going ahead with an 
acquisition makes sense at a par- 
ticular point of the cycle. the pro- 
moter must also decide whether 
he might be foregoing a unique opportunity in 
case he decides to pass." 

That's the judgment call Indian своз have to 
make: When to go for the kill, and when to 
walk away. To be sure, M&A looks sexiest when 
economies are booming, and a feel-good air 
prevails (in the media, too). Conversely, acq- 
uisitions look like mindless disasters when mar- 
kets bottom out and gloom sets in. The situation 
currently is somewhere in between, although 
still closer to the gloom than to the boom times. 
Yesterday's acquirers are frantically trying to 
make their buyouts work. They're making 
progress. Tata Steel, which acquired Corus in 
2007 for $12.2 billion, hurtled into the red in 
this year’s June quarter, courtesy a huge drop 
in steel demand and, therefore, sales; this was 
followed by restructuring moves at the British 
steel maker's capacities. Recently, Tata Steel rep- 
orted 6,000 job cuts at Corus. and in the quar- 
ters ahead, increased capacity utilisation and 
lower costs are expected to come to the Indian 
steel maker's rescue. Tata Motors, which was 
snowed under debt of $2 billion used to finance 
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NISHIKANT GAMRE 


"Just because there is a sale sign, 
would you go and buy?" 


Prahlad Shantigram, Global Head (M&A), Standard Chartered Bank 


the $2.2-billion acquisition of Jaguar-Land 
Rover, succeeded in reporting a profit at the con- 
solidated level for the September-ended quarter, 
after skidding into the red in the June 2009 
quarter. Similarly, Novelis, the Canadian 
aluminium major that Aditya Birla Group com- 
pany Hindalco bought for $6 billion in 2007 
showed quarterly profits in June and September 
after three quarters of losses. Says Sanjay 
Sakhuja, сео, Ambit Corporate Finance: "The 
important lesson learnt in the last decade is 
that Indian companies have the management 
abilities to handle big acquisitions and turn 
them around." 

The good news for Indian acquirers, big 
and small, is that availability of finance isn't an 
issue. In fact, at the time when the proposed 
merger of Bharti Airtel and MIN of South Africa 
fell through, there were 10 banks standing by 
with $500 million each to book their place on 
the deal wagon. Rather than finance, what 
Indian promoters need to be more concerned 
about is what they're going to do with the asset 
after they buy it. "Just because there is a sale 
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"Indian companies have the management 
abilities to handle big acquisitions" 


Sanjay Sakhuja, CEO, Ambit Corporate Finance 
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sign, would you go and buy?" asks Prahlad 
Shantigram, Global Head (M&A), Standard 
Chartered Bank. 

Indeed, there are a lot of “sale” signs today. 
Almost the whole of Europe is on sale, quips 
Shantigram. But what is important is to und- 
erstand the asset before buying it. That und- 
erstanding should dictate the financing. For 
instance, if turnaround is targeted for three 
years, a one-year bridge loan may be suicidal. 
A five-year financing option is what's needed. 

It is not as if overseas acquisitions are not an 
imperative for all Indian promoters—certainly 
not for those sitting on businesses that are 
thriving because of domestic consumption 
(which accounts for 57 per cent of India's сор). 
Or for those in the business of building infra- 
structure like power plants, ports, roads, rail- 
ways and airports. According to broking house 
Enam, expenditure on infrastructure develop- 
ment is expected to hit $330 billon by 2012 
that's a sum that's just a little under the world's 





fourth-largest company's revenues for 2008 
$367 billion for London-based oil company 
BP, as per the Global Fortune 500 of 2009. 
Businesses like financial services, healthcare, 
leisure and education will benefit as dispos- 
able incomes increase, and the purchasing 
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power of non-urban consumers rises. 

One way for such domestic market focussed 
businesses to gain size and scale is via consol- 
idation. Telecom. for instance, is one sector 
that's crying for consolidation with, at last 
count, some 17 players battling one another. 
Similarly, banking is one sector that needs 
mergers. Consider these possibilities. however 
impractical they are: If all India-listed banks 
(roughly 50 of them) were to be merged into 
one entity, their combined market cap would be 
$100 billion, making it the seventh-largest 
global bank. Another unlikely but thought- 
provoking scenario: If sei and India's top two pri- 
vate sector banks, icici Bank and nore Bank, 
were to come together, they would equal the 
size of Citigroup, which is today the 10th- 
largest global bank. A more likely scenario 
(though. not by much): The country's top six 
nationalised banks being merged; based on 
their current values, the combined market cap 
would exceed $40 billion, and help this entity 
find a place in the global top 10 list. The point 
of painting these scenarios is not to advocate just 
unlikely mergers, but to show the potential 
that exists for consolidation in Indian banking. 

A section of investment bankers makes a 
case for Bharti acquiring one or two domestic 
players rather than going abroad. Yet, shopping 
for assets in less-penetrated markets—like 
Alrica, which is what Bharti attempted—is 
inevitable as growth reaches near-saturation 
levels back home. Similarly, Indian banks could 
look overseas—but then to consider large buys, 
you need to get into a decent size and shape back 
home first. Oil & gas. metals & mining will see 
cross-border action, but as Sakhuja points out: 
"The mandates are very specific now, there 
are no trends and there are no hot sectors." 

'The cream of India Inc.—and that includes 
public sector giants—has to start thinking as big 
as the Chinese companies are doing. In 
February 2008, Aluminum Corp. of China 
along with Alcoa Inc. bought a 12 per cent 
holding in vK-listed Rio Tinto for $14 billion. In 
June 2009, China Petroleum Corp.—or 
Sinopec—acquired Addax Petroleum, one of 
Africa's biggest producers of oil, for $7.2 billion. 
India will once again be able to grab a chair at 
the big table of high-stakes M&A if RIL succeeds 
in picking up LyondellBasell. Before that hap- 
pens, of course, Ambani needs to be very clear 
what he's going to do with it. © 
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Sky is the limit: Today's youth dream 
big and spend even bigger! 
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SECURE, YET MORE 


NFIDENT 


Consumer spending in India has surpassed records «i a mile this decade. 
Asa younger more confident India hits its stride, wa teh out for that 
needle move really faSt. SHAMNI PANDE AND SHALINI S. DAGAR 


omeone born in July 1991, the month 

the government of P.V. Narasimha Rao 

ushered in what has turned out to be 

an epochal set of economic reforms, 

would have missed voting in this year's 
general elections by at least two months. But has 
that child of New India not been influential in the 
way the country dramatically changed in the 
last decade? 

Think again. 

india of the last decade, when the coun- 
try's youth. swelled like never before, has also 
been the years of a clear march towards self 
assuredness. Years that coincided with record 
economic growth and a death of distance 
through a pervasive reach of mobile phones 
and electronic media. 

Author Gurcharan Das, a former Chief 
Executive of Procter & Gamble, says he first 
articulated this latent confidence in his book, 
India Unbound. As early as the turn of the cen- 
tury, he recalls conversing with a 14-year-old 
working in a tea shop. Raju. Das says, was 
learning computers at night and had visions of 
becoming “Bilgay” (a reference to Bill Gates). 

In the decade gone by, India managed to 


make good on opportunities that liberalisation 
unlocked in 1991. A boom in sectors like 
information technology, business process out- 
sourcing (BPO), telecom. financial services, con- 
struction, entertainment and infrastructure, 
and the consequent explosion of jobs and salaries 
in the private sector gave the white- and blue- 


collar Indians an income to afford a plethora of 


products and services. The trend was aided by big 
jumps in government and public sector salaries. 
A consumer cannot be confident on an 
empty stomach. Barning the daily bread is no 
longer the big challenge for millions of Indian 
workers. Average private sector salary hikes 
during the 2002-2009 period have ranged 
from 6-15 per cent a year, which means salaries 
would have doubled in those years. The wages 
of public sector employees, on an average, too, 
nearly doubled to Rs 4,10,000 a year in fiscal 
2008, the latest year for which data is available, 
from 2000-01. Government worker salaries 
are estimated to have expanded likewise, with 
a big jump coming from the Sixth Pay 
Commission implementation in 2008. 
Prosperity for majority of middle class urban 
Indians wasn't only a function of what they 


«2000-09 
FLASHBACK 

e Number of households 
classified as "middle 


class” has grown 15 
times since 2001. 


e "Rich" households have 
doubled in the same time. 


2010-9» 
FAST FORWARD 


e Household incomes 
vi ems triple by 


ке, will become the 
world s fifth largest 
consumer market 
by 2025. 
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earned as salary, but what they owned as 
wealth. Self assuredness tracked salaries, but the 
bigger effect on confidence was the wealth effect 
ofthe decade. The 2000-09 years saw a record 
jump in prices of all asset classes—gold, real 
estate, equity markets and commodity futures. 
Between 2005 and 2008, real estate created 
more millionaires than any other asset class. 
Gold prices surged four times from 2000 to 
Rs 18,200 per 10 gram now, while the Bombay 
Stock Exchange's Sensex jumped five-fold 
attracting millions, who diverted their savings 
to equities. Realty prices. driven by specula- 
tion and demand from buyers who suddenly had 
spare cash and access to easy credit, shot up 
making it easy for developers to sell flats in 
cities at Rs 40 lakh to Rs 1 crore plus each. 

It was also the first time that many had a 
high disposable income. Gaurav Mishra, a social 
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media and analytics expert, for instance, spent 
his first few working years while with the Tata 
Group "in avid consumption and not saving a 
penny" after graduating from Indian Institute 
of Management, Bangalore. In Chennai, 
$. Chitra, who works in a consumer durables 
factory, saved from her less than Rs 1 lakh a year 
income to buy a Tv and now wants to buy a 
washing machine. Such spending by millions of 
others aggregated into some of the best years for 
consumer electronics companies such as 
Samsung, LG and Sony in India. 
Contradictory as it may sound, as prosper- 
ity was growing, so was economic insecurity. 
"Just as its true that we are more confident 
than ever before, it is also true that we are 
more anxious than ever before." says Santosh 
Desai, Managing Director & ско, Future Brands. 
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A trend that started in the '90s of people junk- 
ing the concept of lifetime employment accel- 
erated in the 2000-09 years, with workers 
realising job mobility was important to a 
rewarding career in the long run. The spread of 
the "join today, leave tomorrow" culture among 
workers gave employers the legitimacy to hire 
and fire. It was clear that they would reward per- 
forming workers and let go of the laggards. 

So, how did consumer confidence grow in 
the times when job insecurity was rising? 
Because as job security declined, employment 
security grew—i.e., loss of a job did not mean 
loss of employment opportunities. In fact, often 
the next job was higher paying than the previ- 
ous one, thus fuelling consumption even further. 

The other new dimension in the consumer 
population is the increasing aflluence and inf- 
luence of women. Social anthropologist Shiv 
Visvanathan says: "The real change is among 
women and marginal groups as they are forced 
to look for innovative solutions within the dom- 
ain that they operate in." 

A fatter wallet in the hands of a popula- 
tion that is growing younger holds forth grand 
changes in the way India will consume in the 
coming years (see Land of 800 Million Confident 
Consumers by 2020, Arvind Singhal's column 
on page 30). India is home to almost 450 mil- 
lion people below 21 years. Middle class India, 
which has been the key protagonist in this ride 
last decade, global consultancy McKinsey & 
Company has predicted, will increase its pres- 
ence in the country's population from just 5 per 
cent in 2005 to 41 per cent in 2025. India 
would then become the world's fifth-largest 
consumer market with aggregate consump- 
tion rising to $1.5 trillion—a quadrupling from 
2005 levels—by overtaking Germany. 

By then, 18-year-old New Delhi resi- 
dent, Divye Sharma, expects to be a crack 
lawyer, specialising in a lucrative corporate 
or litigation practice. The National Law 
University student—born July 20. 1991. 
four days before then Finance Minister 
Manmohan Singh's presented his first Union 
Budget—says with an air of understated 
confidence that his aim of a “good job, house 
and family look pretty good from where he is 
at present". Millions and millions like him 
dream the same. Confidently. © 

ADDITIONAL REPORTING BY 
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Land of 800 Million Confident 
Consumers by 2020 





ARVIND SINGHAL 
Chairman, Technopak 


Rising power of 
private labels will 
lead to a striking 
shift of the 
balance of power 
first to the 
consumer, and 
then to the retail 
channel away 
from brands and 
marketers. 


t the beginning of the decade, con- 
sumers were still hesitant about the 
outlook for their future. Reasons: the 
dotcom crash and the slow start of the 
Indian economy. Ever since, the economy 
has grown by a CAGR of about 7 per cent. In 
this decade, the three big challenges for the 
Indian consumer probably were: 
To buy or not to buy: On one side, there 
was optimism about the future and an abun- 
dance of choice. On the other, the tradi- 
tional Indian conservatism relating to 
unnecessary consumption came to the fore. 
What not to buy: For many years now, a 
relatively young, highly aspirational, and 
increasingly a "first-time" consuming pop- 
ulation is seeing the categories of goods 
and services that they would like to spend 
money on increasing faster than their 
incomes. So, everyday, the consumers 
have choices galore. 
Redefinition of "value": With newer, 
aggressive players in most categories of con- 
sumer products and services, "value" is get- 
ting redefined, putting pressure on the con- 
sumer to reorient to these new definitions. 


In the next decade, the behaviour of 


Indian consumer is going to be strikingly 
different than what has been seen in the cur- 
rent decade. There are many factors which 
will contribute to this change, but perhaps 
the greatest impact will be on account of a 
rapid increase of women in the workforce 
leading to an unprecedented economic and 
social empowerment for them and thereby 
a dramatic redefinition of their roles and 
their influence. The impact will be seen on 
categories of consumption, on channels 
where consumption will take place, and a 
complete redefinition of convenience and 
service expectations. 

In general, the three defining consumer 
trends for the next decade would be: 
More confident consumer: With Indian 
economy firmly back on track to grow at a 
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CAGR of around 8 per cent in the coming 
decade, there will be a more confident 
Indian consumer, and consumption growth 
across all categories will be very robust. 
More demanding consumer: With even 
more options to choose from, and newer 
retail channels to buy from, the average 
Indian consumer will become more 
demanding in terms of value and in terms 
of service expectations (shopping conven- 
ience and ambience, in-store service). 
More individualistic consumer: With incr- 
eased incomes and increased confidence, the 
Indian consumer will continue the trend 
towards becoming more and more indi- 
vidualistic. While world over this is nothing 
really new, the challenge can be better ap- 
preciated in the backdrop of the fact that in 
2010 itself, the Indian consuming class 
(and in the age 15+) will be over 500 mil- 
lion in numbers. This number is expected 
to swell to over 800 million by end of 2020 
out ofa total population of about 1.3 billion. 

The fastest growing categories where 
these consumers would be willing to pay 
some premium would largely be more 
"aspiration"- and "emotion "driven. e.g., 
leisure and entertainment, health and 
well-being. grooming and personal care. 
education/learning/coaching, home and 
home décor, personal adornment and ac- 
cessories, etc. The categories where con- 
sumers will consume more out of a basic 
need for that product or service but with 
little emotional connect such as food and 
grocery, work and home clothing, home 
appliances, etc., will see rapid erosion of 
pricing power of brands. Also, a rising 
power of private labels owned by the retail 
channels offering such commoditised, 
need-based consumption product cate- 
gories will lead to a striking shift of the bal- 
ance of power first to the consumer, and 
then to the retail channel away from 
brands and marketers. © 


Connecting People 


The right email sent 
at the right time can Introducing new Nokia E72 


change everything with Nokia Messaging. 
то Push Mail instantly updates 
| your business and personal 

email accounts. Manage and 
respond to your emails, 
wherever you are. Stay sharp 
and stay ahead. Staying 
connected has never been 
this easy. 


How we respond is 
who we are 


Visit: www.nokia.co.in/responsiveness 


© 2009 Nokia, 
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THE GAME. 


hat a way to begin! The y2k bug did not eat up computer 

data after all—but the dotcom bubble bursts and the infor- 

mation technology and services industry take the world 

stage. Then, an Indian company acquires a global player. E 
The closing years were no less dramatic: A truck-maker-turned- 


carmaker unveils the world's cheapest car shortly after it acquires a 
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Ratan Tata 


Chairman, Tata Sons 


Trailblazer 


Because... 

He has sprung one surprise after 
нот mega acquisitions 
of Corus to prestige 

> Jaguar-Land Rover 


engineering dreams like the 


-maker produce a 
the Indica. Then 
came the Nano, which set new 
standards for the auto industry 


jlobal ym › $ее {һе 


Indian market and the small car 


as the future. 
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CHANGERS 


foreign major. The global financial system collapses but India’s 
banking system remains unscathed. As a recession sets in, 
India's largest social spending scheme, based on a guarantee 

+. Of work, begins to show that such things work—if they are 
backed by law. вт profiles a handful of leaders and visionaries 
who defined the decade. 
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Mukesh Ambani 


Chairman & MD, Reliance Industries 


Getting Real, 
Gettin 
Really Big 


Because... 

Mukesh admitted on camera in 2004 that he 
had ownership issues with brother Anil 
following the death of their father. 


He was ready to split the group into two to 
contain the damage caused by the feud. 


He then went on to take India closer to energy 
security when his company struck gas and oil 
in the Krishna-Godavari basin. 


He might just ink the biggest outbound deal 
from India by buying out Lyondell-Basell. 


He carried forward his father's legacy of 
breakneck growth and rewarding shareholders. 


BHASKAR PAUL/www.indiatoday nag 


Capt G.R. Gopinath 


Former Chairman & MD, Air Deccan 


Reach for 
the Sky 


Because... 
His low-cost carrier Air Deccan made flying 
affordable for the middle classes. 


He not only forced every airline to cut fares 
even the railways started feeling the heat 


He was pragmatic enough to know that he 
has been overtaken by the force he helpec 
unleashed, and sold off Air Deccan to 
Kingfisher. He is attempting to replicate 
the Air Deccan model in air cargo. 
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Business Wherever. 





t Kyocera Mita, we believe in "Customer First"- creating true customer 

atisfaction by providing the greatest value for all business needs. 

lith Kyocera Mita this approach takes the forms of our printer brand "ECOSYS*" 

1d the multifunctional system brand "TASKalfa". 

ur printers and MFPs, meeting the demands of cost-savings, ultra-reliability and 

iperior performance, won 2009 BERTL's Best Awards in a total of 10 categories. 
agdition, the TASKalfa 500ci series won five stars-the highest rating-proving 

ie high reliability of Kyocera's technology. We continue our unending pursuit of 

alue and reliability, and so remain the best partner for our customers. 
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Xyocera's acclaimed concept of environmentally friendly products. 
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He believes that investment for long-term 
really rewards investors. и 


He made retail investors believe that 
they can also make money in stock market. 


f He made small-cap and mid-cap stocks the 
- darling of Indian markets. 


Millions of retail investors believe he is 
India's Warren Buffett. 






ESH GOS wAMI/Www.indiatodayimages.com 


Founder and former Chairman, Satyam Computer Services 
(Now Mahindra Satyam) 


The Tiger Rider 


His fraud sobered up the Indian IT 
euphoria without damaging the brand. 


The Satyam flaws will spur 
a revamp of corporate laws and 
governance. 


Corporate circles today are discussing 
the need for a voluntary code, having 
more independent directors, greater 
focus on disclosures. 


He made audit firms relook their 
practices. 
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\, Non-Executive Chairman, ICICI Bank 


Banker of - 
the Decade 


He turned ICICI into India's second-largest 
bank, and groomed a young successor. 


He made the leap from the development 
finance model to a vibrant bank. 


He saw another big opportunity 

in the life insurance business, and scaled 

up other non-banking businesses like 

general insurance, mutual fund, private 
~ equity and securities. 


He handled the succession issue smoothly 
by grooming Chanda Kochhar, who has 
over 10 years to give to the bank. 
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Aruna Roy 


Founder member, 
Mazdoor Kisan Shakti Sangathan (MKSS) 


India Meets . 
Bharat 


| 
AP ; Because... 
usic g} Y g She has helped put in place 
1. institutional forms of governance. 


She was among those who 
spearheaded the right to 
information (RTI) movement. 


She is involved with the 
social audit aspects of NREGA. 


She represents the middle grounc 
where India and Bharat can meet 


Kishore Biyani 
Group CEO, Future Group; and founder, Pantaloon Retail 


Let There Be Retail... 


Because... 

He was the first to bet on India as a big 
consumption country, and believed that spending 
by Indians will give a big boost to the economy. 


He brought mall culture to the doorstep of Indians 
and gave a better shopping environment and 
affordable products to the masses. 


Organised retail helped create more jobs and 7 
savings for consumers. 8 


Seeing his business acumen in retail, all big busi- 2 
ness houses have now entered organised retail. 
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- For the aspiring 
. future business leader, 
|... we open a world of 
|... Opportunities. 





One year "Fast Track” program with the option of dual specialisation 


ж -Affiliations with global institutions: Yale University; Stuart School of 
Business, Illinois Institute of Technology; Nanyang Technological 
University 


9 Green Campus with state-of-the-art classrooms and resource 
centre soon to be LEED platinum rated 


Eligibility Criteria for Admissions - PGPM 2010-11 
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& А Bachelor's degree in any discipline from a recognised institution 
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proved by AICTE 
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This Belgium-born Honorary Professor at 
Delhi School of Economics was the main 
architect of the NREGA, and is also one of 
its key observers, 


He is the only Indian development 
economist so Well connected with 


Yesterday's Big Bull 


Master 






the grassroots. nr | 
f HI у 
He believed int dust before it f h € 
became fashionable. ||| | Ü O t e 
His PROBE, or The Public Верой on — Ё Lo h | 
Basic Education ains akey | | Op ое 


399). г mains 
reference document. И © 

i 3 г 2 | 
Не revealed the loopholes in 


the system used to manipulate 
stock prices. 


His scam caused major stock 
market reforms to be implemented 
quickly without any protest. 


He was responsible for the collapse 
of Global Trust Bank and Unit Trust 
of India. 


He showed how tax havens and 
foreign entities can be used to 
invest in Indian stock markets 


NAH 


lean rez 
l і 


Honorary Professor, Delhi School of Economics 


Hope for the Poor, 
Guaranteed 
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Across industries, machines are running smoother leading to reduced energy 
costs, reduced wear and tear, improved energy efficiency, increased longevity of 
machines, reduced downtime, reduced cost of 


repairs and increased profits. 
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II simize your SUCCESS. Call 1800-22-4160 (between 9.30 am to 5 pm on те 
or SMS 'MAK' to +91-9004-39-4160 or visit www.maklubricants.com 
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S BEST DECADE-QUOTES 


he pace of change in the knowledge arena 


obsolete. First-class corporate universities will dot 
the horizon. Competing companies will bunch 
together to set up knowledge networks. 
Collaborative consortium learning will be 

the name of the game" 


Kumar Mangalam Birla, CEO, A.V. Birla Group, on what 
the first decade of the 2 1st century would mean for India, 
BT, January 7, 2000 


"| think it is wrong to think of brand India as an 
aggregation of brands that go abroad 
representing India. The most important thing that 
we must do is to project India as an investment 
destination and as a place where things work" 


Ratan Tata, Chairman, Tata Group, BY, February 1 
















“I sometimes pinch myself 

and wonder if this is for “We 
real. Our companies have . 
reached a point where they will fix 


99 
are able to leverage the It all 
econ omy д Pranab Mukherjee, 

Finance Minister, 
Anand Mahindra, MD. M (M, ВТ, July 30, 2006 ВТ, June 28. 2009 


“We have moved from a chalta hai ee 
economy to a 'can do' country. India can create a 


And that is the single biggest replicable model for 3 

reason for optimism" billion men and women 

Raghuram Rajan, Honorary Economic Adviser of the developing 

> E à E à md E I — hicago, world. In that process, 
India will become a 

G-5 economy" 


Mukesh Ambani, CMD. RIL. 
at the India Today 
Conclave, 2004 


will be killing: knowledge will constantly render itself 
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So, what made this happen? Was it our wide product range or environment friendly features like Zero warte 
up time and Auto duplex printing? Or could it be our excellent on-site service support with 2 years' 
warranty? Was it the industry's first full start-up kit for entry level models, which found a place in our 
customers' hearts and homes? Or was it simply the good looks? Whatever be the reason, we are really 
happy that our 350,000 laser printer customers have placed their trust in us, thus taking our market share to 
41%*. It's time now to say a big thanks to all of you who made this happen. And we assure you that we will 


'continueto ‘Delight you always’. 
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Though the decade began with a bug 
scare and ended with a scandal and 
- a slowdown, positive events were 
plentiful through the first 10 years of 
zist century. BT identifies 10 milestone 
events, and what they meant. 

N. MADHAVAN 
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Programmers saved on the severely limited memory of early 
computers by representing years with two digits. 


The Y2K Blessing: 
The Scare That Redefined Indian IT Р 


he whole world feared а 
catastrophe that day. The 
fears proved unwarranted. 


Rather, it proved a blessing in 


Indian IT exports grew 12-fold in a decade. 
2000 : $4 bn 2005: $10 bn 
2007: $31 bn 2009 (E): $47 bn 


disguise as India's fledgling ri 
industry's technical capabilities 
successfully helped companies 
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across the world beat the ү2к bug. 
Prior to Y2K (till about 1996-97), 
[Indian rr companies were predomi- 
nantly engaged in filling specific 
skill shortages at the client's end 
by sending qualified people to work 
for them, otherwise referred to as 
body shopping. у2к brought about 
a fundamental shift in the way п 
companies in India operated. 
First, a large part of the Y2K work 
was shifted to India for re-writing 
the software code (thus laying 
the foundation for what came to 
be known later as offshoring). 





Though computer memory grew massively over the years 
no one changed the old way of counting the years 


Also, the companies had to scale 
up rapidly and work in a 
time-bound manner. 

“Y2K was a defining moment. It 


"Y2K was a defining moment. It 

was an inflection point for the 

Indian IT industry as it helped in 
establishing the industry's 

strong credentials" 

-R. Chandrasekaran, — 
President and MD, Global 

Delivery, Cognizant 





Tata's Acquisition of 
Tetley: Started India Inc.'s 
Big-ticket Global Buys 


ata Tea's buyout of Tetley fitted into the Indian context ina 

Tea, UK, for $431.3 million manner that offered the least risk,” 

on February 27, 2000, was says R. Gopalakrishnan, Executive 
by far the largest cross-border Director, Tata Sons, citing stiff 
acquisition of an international brand foreign exchange regulations that 
by India Inc. then and also the first the country had then. 
instance of an Indian company This deal set the trend of other 
resorting to a leveraged buyout to companies buying assets abroad. 
acquire an entity which was twice Aditya Birla Group's flagship com 
its size. It was also a case study in pany Hindalco took over Novelis 


perseverance. Tata Tea had 


attempted to buy the Tetley Group TETLEY'S TRIGGER 
from Allied Domecq in 1995. But Tata Tea buys Tetley Tea ($431 mn), 2000 


at that time, lack of financing Hindalco buys Novelis ($6.2 bn), 2007 

prevented the acquisition and Tata Steel buys Corus ($14.2 bn), 2007 

Tetley was snapped up by Tata Motors buys JLR ($2.3 bn), 2008 

Schroders Private Equity Fund. 

Tata Tea did not give up. It kept Inc.—the world's leading producer 
When the new millennium rolls in, the working on innovative funding of aluminium rolled products, for 
year will read 00. Many computers options and when Schroders began $6.2 billion. Suzlon bought German 
will interpret this as 1900, not 2000. iai я i ? 

looking for a buyer in 1999, Tata wind power company REpower for 

Tea was ready with a leveraged buy- $1.7 billion, to name a few. The Tata 
was an inflection point for the out model to fund the acquisition. Group itself did bigger deals: Tata 
Indian rr industry as it helped in "In a way it was a business model Steel acquired Corus for $ 14.2 billion 
establishing the industry's innovation. A funding model prac- and Tata Motors bagged Jaguar-Land 
strong credentials, demonstrating tised elsewhere was picked up and Rover (JLR) for $2.3 billion 


its ability to scale up operations 
with quality and execute 
against deadlines," says 
R. Chandrasekaran, President and 
Managing Director, Global 
Delivery, Cognizant. It also helped 
Ir companies expand their 
customer base across industries, 
opening up opportunities for an 
array of application-led services. 
Y2K clearly jump-started the ri 
industry's growth. Its exports have 
since jumped by 12 times to 
$47 billion. Infosys, Wipro, Tata 


Consultancy Services and Cognizant б | ; - : f 
раното веса In a way it was a business model innovation. А funding model 


players—proving that “Made in practised elsewhere was picked up and fitted into the Indian 
India" also stands for quality. context in a manner that offered the least risk" 
-R. Gopalakrishnan, Executive Director, Tata Sons 
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Golden Quadrilateral: 
Brought Home the Real Highways 


he Golden Quadrilateral (Go) 
| project, which entailed 

four-laning of the highways 
connecting New Delhi, Mumbai, 
Chennai and Kolkata, was unique 
in its sheer scale—5,846 kilometres 
at a project cost (at 1999 prices) of 
Rs 24,000 crore. 

Though the project ran into 
massive time and cost overruns—as 
is wont with all public projects—it 
established several firsts. A dedica- 
ted non-lapsable fund was created 
through petrol and diesel cess. The 
goodwill from this project also led to 
the inception of the National 


Highway Development Programme 
(NHDP), with an outlay of around 
Rs 2 lakh crore. This brought in a 
number of project finance players 
in highway development. It has 
dramatically reduced travel time for 
goods and helped save Rs 8,000 
crore a year through fuel 
consumption savings and lesser 
wear and tear of vehicles. 

Says Gajendra Haldea, Advisor 
to the Deputy Chairman, Planning 


Commission: "The Go was long over- 


due and has benefitted users and the 
economy enormously. A policy for 
upgradation of the highways was in 


the making since 1995, and the 
announcement of the GQ was the 
culmination of these efforts." 
Highway development 
nurtured the growth of some big 


The government has approved six-laning 
of 6,500 km of NHs, which includes 5,700 
km of GQ, at a cost of Rs 41,210 crore. 


f 


domestic construction companies 
—нсс, GMR, GVK— which benefitted 
from the large contracts awarded to 
them through the NHDP. 


"The 60 was long overdue and has benefitted users and the economy enormously” 
-Gajendra Haldea, Advisor to the Deputy Chairman, Planning Commission 


Express highway from Ahmedabad to Baroda: 
The GQ handles 40 per cent of India's traffic 
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THE SIGN OF GREAT BUSINESS DECISIONS 


FORTUNE HOTELS 


Check into a Fortune Hotel and be at the epicentre of business. Be it the convenient 
location, Wi-Fi connectivity or a stay beyond compare, every detail is orchestrated 
to perfection. Fortune Hotels & Resorts - where efficient service and great value 


come seamlessly together for business and leisure travellers across India. 


MAKES GOOD BUSINESS SENSE 


FORTUNE 


BY WELCOMGROUP 





Fortune Hotels offers a “Best Rate Guarantee", for details log on to www.fortunehotels.in 


Ahmedabad e Bengaluru * Calicut e Chennai e Darjeeling • Gandhinagar* e Goa* e Gurgaon * Hyderabad • Indore 
e Manesar* e Jaipur e Jammu * Jamshedpur e Kolkata e Lavasa e Ludhiana e Madurai • Manipal e Mussoorie + Navi Mumbai 


e Noida * Ooty * Port Blair e Pune e Thane* e Tirupati e Trivandrum * Vapi e Vijayawada * Visakhapatnam 





‘all 1-800-102-2333 (Airtel), 1-800-111-333 (BSNL & MTNL), 1-800-200-2333 (Reliance). 
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Dhirubhai Ambani's 
Death: Need for | 
Succession Planning 





Icon falls: His silence triggers India's biggest corporate battle 


uccessful first-generation entrepreneurs are often unsuccessful 

succession planners. Dhirubhai H. Ambani was no exception. 

Having created India's largest private company in less than a life- 
time—which evoked envy and pride in equal measure—he bet the future 
of Reliance Industries Ltd (RIL) as a singular company on the harmony 
between his two sons. The man who foresaw the future more clearly 
than his peers in India Inc. and managed the environment to create that 
future for RIL, did not anticipate that not soon after his death at the age of 
69 in 2002, ки. will be forked into RIL and ADA groups. Though there have 
the 
Rahul-Shishir Bajaj. Ajay-Urvi Piramal, Rajan-Anil Nanda disputes, to 





been other break-ups in family-owned businesses in the last decade 


name a few—they have not been as bitter as the one between the 
Ambani brothers. And, surely, none has embroiled ministries and courts 
and swayed the fortunes of an entire sector (petroleum. in this case) the 
way the Ambanis' feud has. There is a fear that with half the companies 
on the BSE Sensex family-owned, unclear succession planning, in the long 
run, will hurt stock valuations. But going by the instance of RIL, the 
shareholders of the company—who Dhirubhai endeared and 

rewarded so much—have nothing to complain as yet. In fact. every 
shareholder of nit. is today sitting on a pile of stocks of greater number and 
higher value than he did before the break-up of the company. But then 
the lesson from Dhirubhai's failure is less about the possibility of split in 


family businesses and more about the manner of the split. 
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Flying made easy: 
Deccan Airlines 
shows the way 





VMV 


Deccan Airlines: 
Starts Ops and 
Makes Aviation 
‘Non-elite’ 


ow-cost airlines not only 

gave wings to millions of 

Indians who had not flown 
before, but also captured the 
attention of the government and in- 
vestors, thanks to the critical mass 
of air travellers they created. From 
just 14 million domestic air trav- 
ellers in 2000-01, those boarding 
flights today has risen to almost 86 
million. The aircraft movement per 
day (domestic airlines) jumped from 
450 in 2003 to 2,913 today. 
Investments in airports have seen a 
manifold increase and so has the in- 
terest shown by the private sector in 


TAKING WING 

The number of air travellers has 
risen to 40 mn in 2008-09, from 
14 mn in 2000-01. Market share of 
private carriers is at 84% (48%). 


executing some of the projects. “We 
made air travel affordable to 99.5 
per cent of the Indians who could 
not afford to fly,” says Captain G.R. 
Gopinath, founder of the Deccan 
Airlines, which ushered in the low- 
cost airline model into India. 
Ironically, Gopinath was overtaken 
by the same forces he helped 
unleash and had to sell out to 
Kingfisher Airlines after Deccan ran 
into financial trouble. 
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Introduction of / 
VAT: India's Most 


Under- Celebrated Indo-US Civilian Nuclear 
Reform Deal: Set to Power India's 
Future Growth 


hough the geo-political ramification of the Indo-us nuclear deal 


H 3H1 


seems to far outweigh any others, its economic importance will 
become clearer and bigger in the years to come, Especially as the 


OLOHA 


issue of green business (and within this, green energy) acquires greater 





significance. India wants to increase nuclear power generation from the 
current 4,000 mw to 20,000 Mw over the next decade in order to meet its 
soaring energy needs. This 
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d 
In agreement? State FMs chart the agreement, signed on October 10, GREEN ENERGY 


course ahead 2008, would make that possible as India's nuclear power capacity will 
it frees India from the constraints it jump 10 times to touch 40,000 MW, if 
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hen value-added tax was subjected to in the civilian use the nuclear deal goes as planned. 
(vAT) replaced sales tax of nuclear energy after it tested a 
across most Indian nuclear device in 1974 and refused to 
states on April 1, 2005, it sign the Nuclear Non-Proliferation Treaty. That apart, nuclear power 
represented the biggest indirect tax generation is greener than burning fossil fuel and would help India 
reform in the country. It made significantly cut greenhouse gas emissions and reduce dependence on 
doing business easy by rationalising fast depleting fossil fuels. us companies, of course, will be the biggest 
taxes (from 60-70 different tax rates, beneficiaries, likely to win a sizeable chunk of the orders for nuclear 
to just six). But it was not an easy plants, along with other members of the Nuclear Suppliers Group. 


reform to implement and rollout 
Nuclear family: President Bush and PM Singh 


LESS COMPLEX — 
Andhra Pradesh had 82 different tax ; - 
rates prior to VAT. It now has just five. 


was postponed thrice. Objections to 
vat ranged from fear of loss of 
revenue to even accusations of 
undermining the federal structure. 

But "once vAT was imple- 
mented, no state experienced any 
loss in revenues. On the contrary, 
tax revenues increased by 20 to 27 
per cent," says Abhay Tripathi, who 
was Director- State Taxation when 
vAT was implemented. 

And while vat implementation 
remains imperfect, it has laid the 
groundwork for India's next big 
tax reform—a uniform goods and 





services tax across India. 
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lata Nano: Fortune at the 
Bottom of the Pyramid 


hen it was unveiled at the 2008 Auto Expo in New Delhi. it forever 

changed the economics of low-cost cars and earned Ratan Tata the 

sobriquet "India's Henry Ford". Tata Nano, with its frugal, out-of-the- 
ох engineering, created automotive history, established India's credentials as a 


leader in technology and innovation, and sent 


almost all the global car makers scurrying to 
MEGA IMPACT their drawing boards. It took 500-044 
— launch Sete y ae m engineers four vears to translate Tata's 
noun саг mar St. Dy 99 per cen ; vision—an ultra low-cost car (costing just 
according to rating agency Crisil. E 
» Rs 1 lakh) which adhered to regulatory 
norms—into a reality. It was by no means 
Cas) 


“The entire body was designed twice while the engine was designed thrice. 


Rising input costs made our engineering targets dificult.” Girish A. Wagh 
led the Nano project 


who 
told Business Today soon after the car's launch. The car's 
success has given birth to an all-new jargon, "doing a Nano". which means 


re-inventing a product through frugal engineering 


Flag off: Ratan Tata 
(front) with Tata 
Motors' Ravi Kant (R) 


v.indiatoda 
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IPL Launched: India Inc. 
Finally Owned Cricket 


t has been called the “hottest sports league” in the world. 

Launched in 2008 and barely two years in existence, the Indian 

Premier League is already worth $2 billion. Its franchisee-based 
sporting model facilitated the entry of corporates into Indian cricket. 
Reliance Industries, the ив Group, бмк, apart from a slew of 
Bollywood icons, invested, in aggregate, Rs 3,500 crore to own the 

eight teams that form part of the 
league. IPL has indeed generated 


PROFIT CENTRE considerable economic value to 
IPL teams have posted profits the franchisees and its owner— 
aggregating Rs 162 crore in the Board of Control for Cricket in 
second year itself. 


India (BCCI). Many teams broke 
even in the very first year and all of 
them earned profits in the second year. The brand valuation of the 
teams has skyrocketed. BCCI is expected to earn around $1.6 billion in 
five to 10 years from irt. The league's success has already spawned 
several state and city-level franchisees, where smaller businesses 
have formed their teams. This will broadbase the talent pool for 
Indian cricket. More importantly, it could encourage innovative 
funding of other sports in India. 


Glamour quotient: IPL's Lalit Modi with first-time team owners 
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Moment of truth: Satyam's Raju heads 
to Chenchalguda Prison in Hyderabad 


Satyam Scandal: 
Showed Corporate 
Governance Can 
Be Skin-deep 


t was dubbed "India's Enron." 

The Rs 7,000-crore fraud (it is 

now over Rs 10,000 crore and 
rising), the biggest in India's 
history, wiped off $2-billion worth 
shareholder wealth in the week 
that followed Ramalinga Raju's 
"riding a tiger not knowing how 
to get off without being eaten" 
confession on January 7 this year. 
It exposed glaring shortcomings of 
corporate governance, threatening 
India's appeal to foreign investors. 
“This is a lesson for corporate 
houses. In the new companies Act, 
we propose to give more powers to 
independent directors. They 
should be well informed and kept 
active,” J.J. Irani, Chairman of the 
expert committee to draft the new 
Companies Act and Director, Tata 
Sons, told media after the scam 
surfaced. Ironically, just three 
months earlier, Satyam Computer 
won the coveted Golden Peacock 
Award for Corporate Governance 
under Risk Management and 
Compliance Issues. 


“In the new companies Act, 
we propose to give more 
powers to independent 
directors" -J.J. Irani 
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VILLAGE 


OF 2020! 
BROUGHT TO 
YOU BY NREGA 


By the end of the next decade, NREGA, the 
mother of all employment programmes, can 
help rid the economy of its two biggest 
problems-unemployment and poverty. Here's 
why it can achieve the impossible. pus исни 
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Funding: Liberal. 

Customer-base: [very rural household. 
Scope to customise service: Immense. 
Consequences of failing to deliver: Could 
be served with a court notice. 

Overall model: Demand-driven, not 
target-driven. 


It is this unique mandate that could make the 
Mahatma Gandhi National Rural Employment 
Guarantee Act (MNREGA, the new name for 
what was till recently known as NREGA) the 


2009 


best social-spending scheme ever. 


Sure, the word "best" is a matter of inter- 
pretation. NREGA is already the biggest rural 
development scheme India ever had. The 
Rs 39,100 crore allocated for it for 2009-10 (an 
increase of 144 per cent over the 2008-09 
Budget estimate) is more than the money spent 
on any other single social welfare programme 
in a year. It's applicable in all the 615 districts 
of the country. It is not restricted to a gender, ge- 
ography, age, skill or caste. But what would set 
apart NREGA is not the size and spread, but the 


efficiency and effectiveness. Most public welfare 
schemes in India have been synonymous with 
public loot: on an average. more than 70 per 
cent of the money spent does not reach the 
targeted beneficiary. 

Problems of leakages and mismanagement 
afflict the NREGA, too. But, as Business Today's 
reporting and research found, there are reasons 
to believe that it will be more successful than all 
other schemes and could alter the face of rural 
India by 2020. How? 

Accountability: This is the only scheme 


that has the backing of an Act of Parliament. 
Says Jean Dreze, who is regarded as the fa- 
ther of the Nreca: "The fact that NREGA is an Act 
helps to create accountability, by defining 


legal obligations that no government func- 
tionary can escape from." There are already 
cases of intended beneficiaries approaching 
the local courts after being denied work and 
wages under the scheme. "I appear in the 


Karnataka High Court regularly in cases of 
complaints on NREGA from various farmers of 


the state.” says P.C. Jaffer, Director of the 
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SUCCESSFUL LOCAL INNOVATIONS 


Sporadic bursts of innovation at the grassroot level are 
stretching the scheme towards bigger gains. Some examples. 


Convergence of schemes 
DISTRICT: Cuddalore, Tamil Nadu 


Worksites double up as class rooms, healthcare 


centres and nurseries for self-help groups (SHGs). 


In Kammapuram Block, four SHGs got together to 

set up a kiln for Rs 9 lakh and trained 40 NREGA 
workers, who have produced and sold 5 lakh lamps during Diwali, 
earning an extra Rs 10,000 per family that season. 





Wasteland to mango orchards 
DISTRICT: Dharwad, Karnataka 


The Zila Parishad egged the local SC/ST community 
to plant mango trees over 7,500 acres of wasteland. 
They got paid for this, and are expecting a good crop 
over the next two years. They have sought an SHG 
loan to set up a processing unit. The additional 
income from it could be Rs 40,000 per hectare. 





Creating local industry 


DISTRICT: Bhilwara, Rajasthan 


Villagers of Aapliyas have requested the district • 
administration to assess market linkages and de- 

mand for a tiny industry under the NREGA. “We 

could make incense sticks, candles, durrees or soaps and sell them 
through Khadi Gram Udyog. We will need some loans," says Hardev 
Sharma, who worked for 100 days under NREGA last year. 





L. Our labour, our project 


DISTRICT: Paschim Medinipur, West Bengal 


© Villagers of Astapara wanted to use NREGA funds 

"a according to their priorities. The District Magistrate 

po suggested they re-excavate a silted bund. The people 
came up with a detailed plan, the DM with funds 

(Rs 9 lakh) under the NREGA. Now they have plenty of water year 

round for their farming activities. 
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scheme in Karnataka. As the awareness about 
the redress through legal route spreads, tar- 
geting and efficiency will improve further. 
"The legal framework and rights-based ap- 
proach make it a paradigm shift from the ear- 
lier programmes," says Union Rural 
Development Secretary Rita Sharma. 

At many villages, details of the expenditure 
under NREGA can be seen painted on promi- 
nent walls. Even a state like Uttar Pradesh 
has become the first in the country to invite ap- 
plications for the posts of Ombudsmen who 
will hear NREGA complaints from every village. 

Customisation: Unlike most other 
social schemes, NREGA is attracting the active 
participation of its beneficiaries, who are com- 
ing forward with new ways to use the wages 
provided under the scheme—other than the 
work prescribed originally when the scheme 
was launched (see From NREGA to MNREGA: 
More Than a Name Change). Such usages vary 
from helping create assets (e.g. orchards) to 
skills development to proposals to start a village 
industry. For example, when villagers in 
Karnataka's Gulbarga district had a problem 
with wells going dry, farmer Shivalingappa 
Basavanappa Chorgasti had this idea of build- 
ing check dams on a nullah that ran along 
his property. The NREGA funded Rs 2 lakh for this 
project; the check dams soon recharged all 
wells in the area—including Chorgasti's own, 
which irrigated his two-acre plot. The water 
table also rose, by 20 feet. Chorgasti planted 
sugarcane and banana, and did some sericul- 
ture. Now, he can expect his income to shoot 
up from Rs 2.95 lakh to Rs 8.50 lakh a year. 
Other farmers are also building check dams, 
while Chorgasti is taking more land on lease. 

In Tamil Nadu's Madurai district, around 
20 daily labourers at an NREGA worksite, where 
a pond was being cut, saved up and invested in 
a kiln. Using the clay dug out, they made toys. 
baked them and sold them at Rs 20 apiece in 
nearby markets, increasing their monthly 
income by Rs 10,000. Now they rarely have to 
return to the NREGA worksite (For more such 
examples, see box on the left). 

Pull, not push, scheme: The examples 
mentioned above prove that the scheme is 
demand-driven, and not target-driven. That is, 
it is increasingly being pulled by the benefici- 
aries rather than being pushed by the admin- 
istrative machinery. The success of most other 
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FROM NREGA TO MNREGA: MORE THAN А NAME CHANGE —— 


и 


Y Y Y 

LAUNCHED AS NREGA (FEB. 2006) TWEAKED TO MNREGA (2009) CAN BE BETTER IF 

PURPOSE: Safety net for rural households. PURPOSE: Self-sustaining employment and APPLICATION: NREGA becomes the umbrella 
UNIQUENESS: Legal guarantee for 100 days of paid investments in farmers’ holdings. anti-poverty scheme converging with several 
work a year. APPLICATION: Extended to 415 more other schemes. Make most other schemes 


ELIGIBILITY: Every rural household with unemployed adults. 


APPLICATION: 200 districts. 


districts (all India). 


WORK PROFILE: Use worksites for disbursal of 
health, literacy and skill development. Work 


demand-driven, rather than target-pushed. 
WORK PROFILE: Focus on training and skills to 


enable villagers to create employment opportu- 


WAGE: Minimum notified by the states. on land of SC/STs or marginal farmers. nities for themselves—-and move out of NREGA. 
WORK PROFILE: Only public works of the Auchoha kind. MONITORING: Ombudsman for grievance MONITORING: Install audio-visual IT kiosk for 

— * ip E grievance redress and suggestions from 
MONITORING: By village Sarpanch and Panchayat, social audit, redress and improved social audits. the grassroots. 


social schemes is linked via dry targets to the of- 
ficials implementing them. They have to push, 
first the awareness, and then reach out to the 
beneficiaries. "NREGA doesn't just have the ar- 
chetypical palliative approach to the problems 
of rural development, it offers cure,” says }айег, 
the Karnataka officer. "Since it is a demand- 
driven scheme rather than being a target- 
driven one, it has reached out even where no 
other public-expenditure scheme had." 

Size and profile: The мвесл being a pres- 
tige issue for the uPA government, everybody, 
from ministers and babus in Delhi down to 
state-level functionaries, is monitoring it a bit 
better than past schemes. Congress mp Rahul 
Gandhi is monitoring it on the ground (in all his 
village visits, he checks on NREGA experiences 
and has been doing shram dan on NREGA work- 
sites). State-level bureaucrats in charge of the 
scheme get calls at least once a week from the 
officials in the Ministry of Rural Development 
in Delhi on the progress. They, in turn, keep tabs 
on their district officials on a daily basis to 
check for slips. The former Minister for Rural 
Development Raghuvansh Prasad Singh made 
surprise inspections of villages and kept in 
touch with district-level officials. 

For all these reasons. the draw for the 
scheme was clearly evident in the villages 
that Business Today visited. Despite cases of 
fund diversions through fake job cards and 
certificates, the scheme has stemmed the mi- 
gration of rural labour and enhanced their 
bargaining power. This is especially true of 
women. There is clear circumstantial evi- 
dence of shortages of farm and construction 
labour across states as the workers have pre- 
ferred to stay on in their villages for МВЕСА- 
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related works. Poor unskilled labour is 
beginning to get the power to choose who, 
where and for how much to work for. The 
average minimum wage rate has jumped 
30 per cent to Rs 84 in three years. Eight 
states increased their minimum wages sub- 
stantially in 2007-08. As a result, a National 
Council of Applied Economic Research (NCAER) 
review points out the NREGA has been effective 
in making a dent in rural poverty and "help- 
ing (the poor) avoid hunger and migration, 
allowing them to send their children to school, 
and helping them cope with illness". 

Of course, the scheme can be made much 
more effective with some more modifications 
in its charter. There could be better moni- 
toring of village heads. Though delegation of 
power to village bodies is good, the scheme 
has led to the rise of a class called "Bolero or 
IcB sarpanches”—village chiefs flush with 
ill-gotten cash and driving suvs (see A Bolero 
Scheme..., вт, July 26 issue). Experience in 
some stray villages suggest that the NREGA 
can become an omnibus scheme covering a 
wide range of facilities, bringing together 
primary healthcare, anganwadis and educa- 
tion for every person who shows up at a 
work site. The Rural Labour Enquiry of the 
National Sample Survey confirms that a very 
high proportion of agricultural labour house- 
holds in India own land. Such farmers can use 
the NREGA to improve their farm productivity. 

With NREGA, the government has a chance 
to finally prove that public expenditure can 
be efficient. too, and there is nothing other 


than efficient public-spending scheme to achieve _ 


high growth with equality—the holy grail of ail 
economic policies. © 
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LEFTOVERS 


Manufacturing has taken some baby steps but needs to build on 
its DNA to make a defining impact. KUSHAN MITRA & JOSEY PULIYENTHURUTHEL 
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anufacturing as a component of 


national income, for the first time, 
| overtook agriculture this decade. 

That's not just a simple factoid but a 

Statistical event with far-reaching 

significance. Consider these num- 
bers: India employs an estimated 225 million 
people in farming, fishing and forestry-related ac- 
tivity. About one-fifth of that, or just 48 million, 
is engaged in manufacturing. Conversely, each 
factory worker generates five times the 
income ofa farmer. Not just that. For each new 
factory job, three jobs are added in the serv- 
ices sector, which in turn adds at least another 
three jobs in the economy through intricate, 
ever-evolving spender-provider linkages. 

That to India watchers such as Vikas Sehgal 
presents a never-before opportunity for the 
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country to generate distributed wealth and 
pull millions out of generations-old poverty. 
The Chicago-based partner at Booz & Company, 
a firm of management consultants, believes 
that with the edge gained in the global eco- 
nomic reset, the country has a chance to get on 
the manufacturing bandwagon that it missed 
out to China, Korea, China, Taiwan and even 
Malaysia or Indonesia. 

Most of the jobs in manufacturing in the last 
10 years have been created in what is called in- 
formal employment (contractual or casual 
labour that has little by way of job security and 
regular wages); even so, the statistics are telling. 
The period between fiscal 1994 and 2000, 
Indians employed in manufacturing grew 1.68 
per cent. In the five years after (fiscal 2005 is the 
latest that the National Sample Survey 
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FLASHBACK 


e Share of manufacturing 
overtook that of 
agriculture in India's GDP 


e India emerged as the 
fourth-largest car 
exporter from Asia 


India to grow as hub 
for low-príce, high-tech 
products. 


Many of these 
products to find global 
markets. 
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Source: UNIDO International 
Yearbook of Industrial 
Statistics 2009 


2000-09 INDIAS BEST DECADE-MANUFACTURING 


Organisation has data for), factory jobs expanded 
4.05 per cent—at a clip nearly 2.5 times faster. 


MNC Rush 


Leading global manufacturers such as phone 
vendor Nokia, consumer electronics leaders 
Samsung and ic, car makers Hyundai Motors 
and General Motors, earth moving equip- 
ment leaders св and Caterpillar, have con- 
tributed significantly to this job expansion 
by setting up large-scale manufacturing 
facilities in India. Though their initial 
rationale was to be close to a burgeoning 
domestic market that India is, they soon 
realised the potential the country offered to 
service demand from select overseas locations. 

Hyundai Motors, which entered India in 
1996, has since made its plant near Chennai 
the global hub for its small cars. So has Suzuki 
Motor, which controls India's Maruti Suzuki. 
It has identified its Manesar plant near Delhi as 
the global small car hub. Nokia exports hand- 
sets made at its Sriperumbudur plant, the 
biggest by output volumes among nine such 
factories it has from Brazil to South Korea, to 
over 50 countries. 

Indian players across industries have also 
scaled up like never before. Take automobiles, 
for instance, an industry that contributes about 
20 per cent of manufacturing output. Tata 


MAKING A 
MARK 


Indian manufacturing Motors, Ashok Leyland, Bajaj Auto. Hero 
sectors rank among Honda and туз Motor have expanded capacities 
the top 12 in the world manifold to meet the surging demand. The 
by value add. number of vehicles made in India this fiscal 


year is expected to touch 12 million as against 







SECTOR 4.8 million sold in 1999-2000. Today, waiting 
Textiles for more than a few weeks is seen as a loss of 

Е business- clearly a far cry from the days when 
а | Bajaj Auto had a waiting list of 10 years and 
gu MD EQ | more for its popular Chetak brand of scooters. 
Basic metals. MEM In fact, several among the world's top five 
Chemicals and manufacturers in various industries are home- 
chemical products — grown. India counts within its boundaries the 
Leather and world’s biggest maker of bikes in Hero Honda: 
leather products in Moser Baer, the planet's second-largest 
Refined petroleum i maker of optical discs; United Spirits is the sec- 
products and ond in the world in the alcoholic spirits sweep- 
nuclear fuel NES stakes; and the fourth place among global 
Machinery, equipment | truck makers is taken by Tata Motors. All these 
and motor vehicles | 


rankings are by volumes of units produced 
and not revenues. Still, the change is tectonic. 

Scale apart, Indians embraced interna- 
tional practices raising quality and productiv- 
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ity bars. India has over 30 winners of the 
Deming Award, the Oscar in manufacturing. 
“Each of the half million cars that India will | 
export this year are high-quality cars built to exa- 
cting standards with 95 per cent plus of com- 
ponents manufactured in India,” says Surinder 
Kapur, Chairman and Managing Director, 
Sona-Koyo, a maker of steering assemblies. In 
doing so, India will end up as the fourth-largest 
car exporter from Asia, overtaking China. 
But can India grow its manufacturing 
ambitions out of the shadow of China—the 
preferred global factory—which adds at least 10 
million factory jobs a year (India added 8.50 
million manufacturing jobs in 2000-05)? 


The Mill Stones 


A close look at the composition of India's jobs 
is helpful to get to the root of what is wrong. 
India's low employment— 1 2 per cent of pop- 
ulation—in manufacturing (versus 57 per 
cent in agriculture and 21 per cent in serv- 
ices) and a minority, yet powerful, organised fac- 
tory workers pose big hurdles in the way of 
labour productivity and flexibility—factors 
that are key to manufacturing. "The govern- 
ment, in effect, is reflective of interests of some 
9 per cent of the labour. A protected labour is 
killing the opportunity for others who could 
gain with manufacturing," Booz's Sehgal says. 

Others complain companies are forced to 
spend time and energy on archaic rules that are 
completely out of place. "A company needs to 
keep a matka (earthern jar) on the shop floor for 
employees to drink water from. Even if they had 
a cooler with Evian water, if they don't have a 
matka, the managing director can be sent to 
jail,” points out Marut Sen Gupta, Executive 
Director at business lobby Confederation of 
Indian Industry (cin. Venu Srinivasan, President, 
cu, and Chairman, tvs Motor, estimates that 
laws in India push up transaction costs by at 
least 20 per cent compared to China. 

There is then the pain of a sagging infra- 
structure—be it lack of power, poor roads and 
over-stretched airports and seaports. Ask 
Hyundai. The automaker, which exports 
20,000-25,000 cars a month, deals with a 
peculiar logistics problem every day while dis- 
patching cars from its Sriperumbudur factory 
to the Chennai port, 45 km away. “We are 
allowed to use the highway only for six hours 
(a day) in the night, which means we have to 


= 


First Steam Locomotive 
George Stevenson (1825) 


George Stevenson, built the ‘Rocket’ in 1825 and thus 
was born rail transport, one of the major factors that 
played a pivotal role in the progress of mankind. It 
was also the culmination of many a human endeavour 
and innovations that finally led to perfection. 


We, at Shanthi Gears, firmly believe in perfection 
excellence; be it man or machine. That is why we 
strongly insist on the perfect marriage of technology & 
human expertise that is upgraded continuously. 


We have always endeavoured to keep pace with the 
evolving technologies and give highly customized 
solutions to industry leaders across the world because 
the fact remains that a machine is only as good as its 
gear. Ours is the only Gear Company, perhaps in the 
whole world, to have end-to-end facilities like castings, 
forgings, fabrication, heat treatment and complete 


304-A, Shanthi Gears Road, Singanallur, Coimbatore - 641 005. Tamilnadu. India. Ph : 91 - 422 - 2273722 to 34 
Fax : 91 - 422 - 2273884 / 85 E-mail : info@shanthigears.com Web: www.shanthigears.com 


gear / gear box manufacturing including hob making, 
all in-house, in a built up area of one million square 
feet, spread over 125 acres of land. 


Today, you can find that our gears are driving aircrafts, 
trains, tractors, compressors, cranes, elevators, 
conveyors and other machinery in almost every industry 
like cement, textile, power, steel, sugar; just to name 
a few. 


We have brought into effect new, efficient and speedy 
customer support and logistics to further strengthen 
our customer relationship. With these additional 
systems, we can constantly work with our customers 
meeting their requirements on time, every time. 


All you need is to call our Head Office or our nearest 
Sales Offices directly. 


www.sasiads.com 
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fill up a yard at the port with a shipload of cars 
and only then load it on ships." says the com- 
pany's Vice President Arvind Saxena. 


Changing Tide 

One hotspot 65 km north-west of Chennai 
may hold the answer on how India's lot in 
manufacturing could change. Work is on at a 
panting pace at Sri City. a 5.800-acre multi- 
product special economic zone (SEZ). Already, 22 
companies (21 are foreign-owned) have set 
up or agreed to set up shop in the 18 months 
after the sez opened, with some 5.000 workers 
making goods ranging from cryogenic pres- 
sure vessels , railway interiors, handsets, tool- 
ing and recycled printing heads. 

At the sez, K.P. Sridharan, Managing 
Director, Al-Reyami-Rockworth, an office au- 
tomation company making modular work- 
stations, is not very concerned that similar 


zones in China, a country he has visited each of 


the last 10 years, are up to about 1.500 times 
larger than Sri City. Here, he says, the intelli- 
gence, even at the worker level, is superior in 
working out solutions for difficult situations, 
which “is a great plus for manufacturing”. 


The bigger jump for Indian manufacturing 
may come with a structural change in the 
form of a global shift to low-cost manufactur- 
ing to create products that have demand in 
emerging economies from Asia to Africa to 
South America—the only growth markets left. 
Already General Electric, or СЕ, in what 
Chairman and ско Jeffrey Immelt calls an at- 
tempt to "disrupt ce”, has announced its intent 
to develop products in India to sell them here 
and similar markets elsewhere. What Sridharan 
and Immelt are living through, says Vijay 


Govindarajan, Earl C. Daum 1924 Professor of 


International Business, Tuck School of Business. 


can be traced to Tata Motors' development of 


the Nano, the Rs 1 lakh car. "With Nano, 
India has established itself as a technology 
leader—Aa refreshing change from it being con- 
sidered as just a low-cost manufacturing hub." 
That advantage has others such as Volkswagen 
and Michelin, too, headed India-wards with 
record investments. 

The coming 10 years may then well be 
India's decade of manufacturing. A big 
change indeed. © 
WITH INPUTS FROM NITYA VARADARAJAN 


THE SOLAR OPPORTUNITY 


Can photovoltaic energy power India's industrial revolution? 


n the 1960s, Japanese small cars were considered 'cheap' and 
driving around in a Toyota or Datsun (Nissan) in the streets of 
America was clearly down-market. The oil shock of 1970s changed 

everything. Japanese small cars suddenly turned cost-effective 
and the fact that they never broke down helped as well. Three- 
and-a-half decades later, Toyota ended 2008 as the world's 
largest car company. The Japanese realisation that people might 
actually want cheap and cheerful cars powered the island nation 
to become one of the world's leading manufacturing economies. 
it was same with Taiwan and semi-conductor motherboards in the 
19805. So much so that today, close 
to 90 per cent of commercial com- 
puter motherboards sold in the 
world has a bit of Taiwan in it. 

Can India provide the answers 
for the world's search for a cheap 
and easy accessible source of clean 
energy? If Moser Baer-the only 
Indian player to have attained a 
reasonable scale in this field-has 


its way, India will be at the forefront of photovoltaic manufac- 
turing, thanks to the technology and skills that the company 
acquired while making optical storage media such as CDs and 
DVDs. Ratul Puri, Executive Director, Moser Baer, believes that 
the biggest single factor that drove Japan and Taiwan was 
local demand, and in India where we suffer from a large scale 
power shortage every year, solar is a quick and distributed 
power solution. It is also green. Significantly, the cost of deliv- 
ering solar power is dropping. Over the last two years, prices 
have come down 25 per cent to around Rs 10-12 a unit with new 
technologies. This makes solar 
power a lot cheaper than diesel 
generators (Rs 15/unit) and almost 
as competitive as gas-fired power 
plants. "in another three, maybe 
five years at the most, solar power 
will be as competitive as domestic m 
power," argues Puri. At that price, 

what is good for India will be 

welcomed by rest of the world. 
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Capture Time, 


Introducing the latest time-teller . 
from CITIZEN - Radio-Controlled _ 
Calibre H610: Uniquely designed for 
the transcontinental traveller, you 
need not worry about changing 
times. The watch capture: 
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А 3 Health Care Waste Management, Maternal and Child Health Care, Newborn & Infant Care, 

School of Agriculture (SOA) Tel.: 011-29533166 B.Sc.(Hons) in Optometry and Ophthalmic Techniques, PG Diploma in Clinical Cardiology, Matern’) & ( 
PG Certificate in Agriculture Policy {online also}, Certificate in Bee Keeping, Organic Farming, Poultry | Health, PG Certificate in Endodontics, Oral implanialogy, (all are offered only in July session). 
Farming, Sericulture, Water Harvesting and Management, Awareness Programme on Dairy Farming for | B.Sc. Nursing(Post Basic), PG Diploma in Geriatric Medicine, Hospital & 
Rural Farmers, Value Added Products from Fruits & Vegetables. Health Management, Diploma in Nursing Administration (all are offered in January session only). 
PG Diploma in Food Safety & Quality Management {online also), Plantation Management, Diploma in Dairy ierinth 4 Wem i 
Technology, Fish Product Technology, Meat Technology, Production of Value Added Products from Cereals, School of Interdisciplinary & Trans Disciplinary Studies (50175) 
Pulses and Oilseeds, Value added Products from Fruits and Vegetables (all аге offered only in January Tel.: 9810791956 
session). Master of Artin Sri Aurobindo Studies, PG Diptome in Folklore and Cultural Studies, Integral Education, Stu 
School of Continui ion in Indian Culture, Indian Studies: Vedic Studies in the Light of Sri Aurobindo{ontine). Certificate in introducti 

ы Ж И Pm prender (SOCE) Sri Aurobindo Studies, Certificate programme in Sanskrit (online), (offered only in July session). 


4 M.Sc. in Physics and Astrophysics (Full Time) (Through Entrance Test) MA in Gandhi and Peace Stu 
Master of Arts in Rural Development, Master of Science (Dietetics and Food Services Management), PG 
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Diploma in Rura! Development, Diploma in Early Childhood Care and Education, Nutrition & Health | PG Diploma in Future Studies : Explorations towards a New Creation, PG Certificate in Explorations towa 
Education, Certificate in Food & Nutrition, Food Safety, Nutrition and Child Care, Rural Development, Early 


н А : 1 ге UON , New Creation of the society, integral Education: From Reflection to Action, Studies of the Rig Veda: Hymns t 
Childhood Special Education Cerebral Palsy, Hearing impairment, Mental Retardation, Visual Impairment, Rising Sun, Surya-Savitri (all are offered only in July session &enline). 

Awareness-cum-Training Packages in Disability for parents and family members (Mental Retardation, Visual А "n А 
impairment, Hearing impairment & Cerebral Palsy). ны Upanish sie : the Light of a The Study of the Bhagawad Gita in the Light t 


School of Computer & Information Sciences (SOCIS) 
Tel.: 011-29533436 School of Journalism & New Media Studies (SO JNMS) Tel.: 011-29534 


B.A. in 3d Animation and Visual Effects, PG Diploma in Audio Programme Production, Journalism and № 
Communication, Certificate in Community Radio, Creative Media Arts (CCMAY-Digital Sound, 

M.A. in Journalism & Mass Communication, Electronic Media Production & Management (Еш Ti 
(offered only in July session). Diploma in Computer Generated Imaginary, Certificate in Digital Fim Ma 
(Full Time). 


School of Law (SOL) Tel.: 011-29531115 


ry 3 : қ А И | Masters in Intellectual Property Law (ontine), PG Diploma in intellectual Property Rights, Legal Pro 
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School of Extension & Development Studies (SOEDS) Tel.: 011-29571983 School of Management Studies (SOMS) 
MAin Extension & Development Studies(Full Time) (offered only in July session). Tel.: 011-29532073 
PG Diploma in Adult Education (offered only in July session). a 


School of Engineering & Technology (SOET) 



















Master of Computer Applications, Bachelor of Computer Applications, Certificate in Information 


Technology, Computer Literacy Programme. 
School of Education (SOE) Tel.: 011-29535519 


Master of Arts in Education, PG Diploma in Educational Technology, Higher Education, Schoo! Leadership 
and Management, Diplonta in Primary Education (Offered in North-East States only), PG Certificate in 
Professional Development of Teachers, Certificate Guidance. 














Master of ‘Business Administration (Barking & Finance), Master of Business Administration, Mast 
Commerce , Master of Commerce (in Finance & Taxation), Master of Commerce in Business Policy 
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Competency Certificate in Power Distribution, ; у 
B.Tech Civil Engineering, Water Resource Engineering, Mechanical Engineering, Advanced Diploma in School of Perfor ming & Visual Arts (SOPVA) 
Construction Management, Water Resource Engineering, Computer Integrated Manufacturing (all are offered t Tel.: 011-29534840 | 


only in January Session). Мя Master. of Performing Arts-Hindustani Classical Music, Dance, (Biaratnatyam), Theatre Arts, Mast 

; PG Certificate in Project Management (online). Visual Arts-Painting(Full Time). ER 

School of Foreign Languages (SOFL) Tel.: 011-29572769 Certificate in Performing Arts-Bharatnatyam, Hindustani Music, Kamatk Music, Kathak, Kathe 
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Japanese Language (offered only in Bangalore & Pune = сре. ES а ОАЭК s ы 

| School of Gender & Development Studies (SOGDS) .... School of Sciences (505) Tel.: 011-29534183 Po 
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School of Social Work (SOSW) Tel.: 011-29532467 

jaster of Social Work, Bachelor of Social Work, PG Diplama in Social Work, Diploma in HIV & Family 

lucation, Certificate in HIV & Family Education. 

aster of Social Work with specialization in Philanthropic Social Work (Full Time) (offered only in July 

ession). 

School of Tourism & Hospitality Services Sectoral 
Management (SOTHSSM) Tel.: 011-29534451 
"Aris Tourism Management, Master of Science in Hospitality Administration, Bachelor of Arts in 
ational Hospitality Administration, Tourism Studies, Bachelor of Science іп Hospitality and Hotel 
dministration, Diploma in Tourism Studies, Certificate in Tourism Studies. 
School of Translation Studies & Training (SOTST) 
Tel. 011-29533549 

LA. in Translation Studies (Full Time) (offered only in July session). 

iploma in Translation, PG Certificate in Bangta-Hindi Translation, Malayalam-Hindi Translation. 
School of Vocational Education & Training (SOVET) 
| | Tel.: 011 - 29536982_ 

B Diploma in Pharmaceutical Sales Management, Diploma in BPO Finance & Accounting, Fire Safety, Security 
gement, Advanced Certificate in Fire Safety, Security Management, Spoken English & Personality 
lopment, Certificate in Air Ticketing, Airline in-Flight Services, Fire Safety, Security Management, Spoken 

ish & Personality Development, Tour Guiding Skills, Travel Agency Operations, Professional Certificate in 
English and Personality Development. — Е 

Sc in: Actuarial Science (offered only in July Session). (Full Time) В.А Fashion Merchandising and 

duction, Textile Design, Fashion Design, PG Diploma in Security Operations, Diploma in 

"ürepreneurship & Skill Development, PG Certificate іп. Security Operations, Certificate їп 

itrepreneurship'& Skill Development, Certificate in Hospital Administrative Assistance ship(all are full 


Staff Training & Research institute of Distance 
Education (STRIDE) Tel.: 011 - 29535399 
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Tech in Air Craft Manufacturing & Maintenance Engineering. 
ivi) PG Diploma in Broadcasting and Web Journalism, 
еннен Ц Diploma in Corporate Governance, 
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of Common Prospectus 


Submission of filled in application 
forms at concerned Regional Centres | (With late fee of Rs. 200/-) 
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*0364 (17) House No. 71, GMC Road, Christian Basti, Guwahati-781003 Ph.: 0361-2662879 (18) Plot No.207, Kavuri Hills Phase |, Near Madhapur Police Station, Jubilee Hilis (PQ), Hyderabad-500033 PUAN: 
22) }, 40266471, 402266478, 40266479 (19) Asha Jina Complex, North AOC, imphal-795001 Ph.: 0385-2421190, 24211910 (20) Hornhill Complex, 'C' Sector (Near Central Sch.) Naharlagun, Hanagar-797110 
47536 - 538 (21) 2nd Floor, Rajshekhar Bhavan, Rani Durgavati Vishvavidyalaya Campus, Pachpedhi, Jabalpur-482001 Ph:0761-2609269, 2600411, 2609919 (22) 70/79, Sector-7, Patel Мал, Mansarovar, . 
302020 Ph: 0141-2785750, 2274292, 2784043 (23) SPMR College of Commerce, Canal Road, Jammu-180001 Ph:0191- 2546529, 2579572, 2546995 (24) {Jorhat Camp Office) House No. 71; GMG Road, 
jristian Basti, Guwahati-781003 Ph:0361-2662879 (25) Old Govt. College Campus, Railway Station Road, Karnal-132001 Ph:0184-2271514, 2260075, 2255738 (26) ITI Building, Виери: (District Ludhiana) Khanna- 
11401 Рл:01628-229994, 229993, 237361, 238284 (27) NH-39, Орр. Dzuvuru (Mhon Khola} 1.0.C. Kohima-797001 Ph:0370-2241904, 2241903, 2241905 (28) Bikash Bhawan, 4th Floor, North Block, Salffake Bidian 
agar, Kolkata-700091 Ph:033-23582719, 23349850, 23589323 (29) Distt, Agriculture Office Road, Behind Panchayat Bhavan, Koraput-764020 Ph:06852-251535, 252982 (30) B- 1/33, Sect.-H; Aigani, Lucknow 
16024 Ph:0522-2745114, 2762410, 2364889, 2364453 (31) CSI institutional. Campus ТРК Road, (NH7) Paumaalai, Madurai-625004 Ph:0452-2380387, 2370588, 2380733 (32) Om Leva Vikas Niketan, Nanepada 
140, Mulund (E), Mumbai-400081 Ph:022-25633159 (33) Room No; 312 , 2nd Floor New Administrative Building, SDO Jangipur Office Compound, РО. Raghunathganj. Distt. Murshidabad-742225 Ph9434731514 
М) Gurunanak Bhawan, Near Nagpur University, Amaravati Road, Nagpur-440033 Ph:09657339936 (35) (Noida Camp Office) Gandhi Smriti & Darshan Samiti; Rajghat, New Delhi-110002 Ph.011-23392373-378 (4 
hind Chodankar Hospital, Near P&T Staff Quarters, Off Mapusa-Panaji Road, Poverim-403521 Goa Ph.: 0832-2462315 (37) 2nd Floor, BISCOMAUN Tower, West Gandhi Maidan, Patna-800001 Ph:0612-2221539 
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M. Tech. in Airport Infrastructure Engineering, Advanced Diploma in Airport Operations Management, Air 
Cargo Management, Rescue, Fire Fighting & Safety. Security Management, Certificate in Airport Ramp 
Handling. Baggage X ray Inspection, Rescue & Fire Fighting, Security and Vigilance (all are full time). 


Centre for Extension Education (CEE) 
Tei.: 011-29534104 


Diploma in Youth in Development Work, Certificate in Communication Skills for BPO.ITe5 and Related 
Sectors, Life Long Learning. 


Centre for Para-Medical Sciences (CPMS) 
Tel.: 011- 29536598 | 


Bachelor of Science in Anaesthesia & Critical Care Technology, Medical imaging Technology, Medical 
Laboratory Technology, Medical Records & Health information Technology, Radiation Therapy Technology, 
Diploma in Radio imaging Technology, Medical Laboratory Technology, Optometry (all are full tima). 

PG Certificate in Health Insurance, Medical informatics, Medical Laws, Quality Management in Health Care 
fall are online). 





Chair for Sustainable Development (CSD) 
Ph.:011-29532374 — " = 
Appreciation Programme on Sustainability Science; Leadership Programme on “Nutrition Security and... 
Sustainable Development" (all are online). = z B nre { 
National Centre for Disability Studies (NCDS) 
Tel.:1 011-29535124 Ў 
Master of Science in Counseling and Farnily Therapy, PG Diploma in Disability Management f 
Practitioners, Foundation Course on Education of Children with Disabilities... 
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INDIA'S BEST DECADE-AGRICULTURE 


FROM FARM TO 








As farmers graduate from mere cultivators to investors, it will change 


78 


® With the e-Choupal project slated to expand 
to 1,00,000 villages, i.e., 1 /6th of India's villages. 
in the next 5 to 7 years, ric aspires to transform 
the fundamentals of farm economics in India," 
Y.C. Deveshwar, Chairman, rrc, in 2002. 
Opening of new e-Choupals was paused in 
2006-07 after it reached 40,000 villages. 

® "I would like to see 10 Jumbo loads of fresh 
vegetables and fruits going out of India... And 
when you go to London. into Tesco shelf, you 
can pick up ‘Made in India’ lettuce... that'll be 
a moment of great triumph.” Sunil Mittal, 
Chairman, Bharti Group, in 2004 at the launch 
of a 50:50 agri-business joint venture with EL 
Rothschild. His farm business struggled to take 
off for a few years and Rothschild walked away 
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from the venture. There have been several 
revisions to business plans. 

6 “Rural India is not sleeping any more. We 
were," Adi Godrej, Chairman, Godrej Group. in 
November 2004. The group had forayed into 
the two rural retail formats, Aadhar and 
Manthan, to provide products and services in 
the rural areas. Aadhar has since been sold 
to Future Group and the group's farm sector 
ambitions have been scaled down. 

These, and several other such instances, 
point to exceptional achievements and unfor- 
giving failures of Indian agriculture during 
the first decade of the 21st century. It was a 
decade when rural prosperity increased at a 
faster pace than ever, but also a period when 


FIRM TU FORK 


what they grow and what we eat. sans. ос 


agriculture output fluctuated most wildly. It 
was a decade when Indian industry reached out 
to the farmers—both as consumers and as 
partners in business—like it had never done be- 
fore, but it also realised that policy obstacles are 
still far too many to forge lasting win-win 
partnerships. It was also a decade when clear, 
though still weak, links were established 
between what Indians eat and what Indian 
farmers grow. It's this farm to fork—via firm— 
link that holds out hope of a complete trans- 
formation of Indian agriculture in the next 
decade, and bevond. 

It's a transformation that will change the 


Indian farmers from being a passive recipient of 


massive subsidies (most of which work against 


their long-term interest) to active investors 
that help them build assets, cultivate what 
consumers (Indian and foreign) really want 
and get the best price for it. It will relieve the gov- 
ernment of some of the burden of massive agri- 
culture-related subsidies. It will truly unlock the 
600-million strong rural market for India Inc. 
which is bounty to die for in itself, but which 
could also help India become the food 
factory of the world. 

To understand how much of this poten- 
tial can actually be realised in the next 10 
years, let's understand what the last decade 
could not achieve and why. Corporate India's 
march into rural Indian was stopped or slowed 
for two primary reasons. The spurt in food 
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FLASHBACK 





e Value of agri output 
rose 9396, but that of 
industry grew 181% 
and services 210%, 


e Foodgrain production 


rose by only 1% 


10-19 


FAST FORWARD 


e If trend sustains oats 
share in GDP will fall 


08% 


by 2020, from 18% now 


e But over 50% population 
will remain dependent on 


rural sector. 


AY 
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THINGS TO 
EXPECT IN 
THE COMING 
DECADE 


e Notion of food 
security will change 
from the ability to 
produce food to the 
ability to buy food. 


e Government 
restrictions on pricing 
and trade of farm 
produce to be diluted. 


e To strengthen 
farmer's negotiating 
power, producer 
companies, farmer 
clubs, or farm 
cooperatives to 

be formed. 


e First level of food 
processing will happen 
closer to the farms. 


e Genetically modified 
foods will be widely 
accepted. 


price inflation in 2007 was at least partly 
attributed to companies buying foodgrains 
directly from farmers, often at higher than the 
rate prevalent in the local mandis. Though the 
prognosis wasn't correct, it resulted in several 
states re-invoking the АРМС Act, which pro- 
hibited sale of foodgrains to private companies. 
Then futures trading in several commodities 
was suspended. In effect, the still fledgling 
farm-to-firm linkage was snapped. 

Policy hurdles apart, industry, too, got dis- 
tracted. The rip-roaring urban demand and 


3 





the unprecedented growth in exports during 
2005-2008 made rural markets a lower priority 
for several industries. That's no more the case, 
courtesy the global meltdown and a subse- 
quent slowdown in urban demand. Rural is 
yet again the priority for India Inc., and why 
not. A large part of industry—ranging from 
mobile phones to two-wheelers and FMCG— 
has shown up impressive sales and earnings 
growth thanks to the rural demand. 

India Inc.'s return march to rural India is 
unlikely to flag—like it did in the middle of this 
decade—because of some fundamental 
changes underway. More than four times 
increase in public rural spending in the last 
decade has raised rural income levels to an ex- 
tent where farmers are beginning to think of 
themselves as investors, and not merely as cul- 
tivators. This means they are ready to pay for 
agriculture services and infrastructure—if 
they are made available to them conveniently 
and accurately. This represents a great busi- 
ness opportunity for a range of companies. 

In the past three years, organised retail has 
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opened up hundreds of stores selling fresh pro- 
duce. That is remarkable aggregation of de- 
mand for a country which had almost no or- 
ganised retail in fresh food at the beginning 
of the decade. This signals forging of a perma- 
nent link between farmer and the firms that is 
unlikely to be disrupted by a policy change. 
Says Rajesh Srivastava, Chairman & Managing 
Director, Rabo Equity Advisors, which runs a 
$100-million India Agribusiness Fund, spon- 
sored by Rabo Bank: "The coming decade will 
increase the linkages between the farms and the 
consumer markets—both domestic and global." 
So Mittal's dreams of flying out Jumbo loads of 
fruits and vegetable may just come true now. 

Srivastava also expects private sector to 
play a major role in sprucing up the rural in- 
frastructure, whether it is roads, power, telecom 
or even irrigation. The latter is most likely to 
come from the public-private partnership route. 
Then there is a small but rapidly growing link- 
age via technology. Hybrid seeds are getting im- 
mensely popular among farmers. The rapid 
adoption of Bt cotton surprised seed manufac- 
turers and government alike. It has vaulted 
India into the big league as far as cotton pro- 
duction and productivity is concerned. Hybrid 
maize is another success story. 

Food, along with beverage and tobacco, 
will be India's biggest industry for the next 20 
years, growing at an average rate of 8 per cent 
a year. Companies like Pepsi and Nestle have 
ambitious plans to occupy a growing share of 
Indians' food palate. This can only happen— 
and is already happening—through direct and 
increasing contacts between these companies 
and the farmers. Of course, not every farmer will 
benefit from these linkages. More than 70 per 
cent of India's land-owning farmers have hold- 
ings of less than 3 acres. Many of them won't 
benefit from the growing corporate involve- 
ment in farming. For them, a more targeted 
subsidy and schemes like the MGREGA (see pg 62) 
will continue to be relevant and essential. 

As Ajay Shriram of the psc. Group. which 
runs the rural retail chain Hariyali Kisaan 
Bazaar, says: “The Indian farmer is a sharp, 
focussed, savvy businessman. The private sec- 
tor has to deliver at the micro level even as 
the government has to put up the enabling 
framework for such participation to generate a 
winning formula for the farmers.” © 
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Food Security Isn't the Same 
As Foodgrain Security 


he best way to devise a strategic policy 

agenda is to envision the future, and 

work backwards to ensure that the 

current policy mix is not only com- 
patible with that futuristic vision but 
expedites converting that vision into reality. 
From that perspective, how does one envi- 
sion Indian agriculture in 2020? If I say 
that by 2020, foodgrains will account for less 
than 20 per cent of the value of agricultural 
products (including livestock and fishery), 
many people will find it hard to believe. 
And if I say further that agriculture will be 
largely driven by the private sector, it will be 
even more discomforting to many. 

This is because the agriculture policy de- 
bate is dominated (almost 80 per cent) by 
food security concerns. and food security 
basically means growing more grains, 
especially rice and wheat. And it is here in 
the grains sector that government assumes 
a higher role, be it in the form of fixing 
minimum support prices, or launching 
National Food Security Mission. etc. 
However, the reality is that agriculture mix 
has been undergoing a silent and steady 
shift away from grains. With rising in- 
comes, this change is driven by consumers' 
tastes and preferences. Between 199 3/94 to 
2006/07, the Nss data shows that the av- 
erage quantity of cereals consumed per 
person per month (weighted for rural and 
urban population corresponding to the 
1991 and 2001 census results) has come 
down systematically from 12.7 kg to 11.1 
kg. What goes up in Indian consumers' 
thali is fruits and vegetables, livestock (dairy, 
eggs. meat) and fish, the so-called high 
value agriculture. It is this changing com- 
plexion of the thali, which will drive the 
change in the fields of the farmers. Call it 
from plate to plough revolution in a demand 
driven system! The composition of the pro- 
duction basket is also changing as is evident 
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from the rising share of high value com- 
modities (fruit, vegetables. fisheries, and 
livestock products). The value of output of 
these commodities has gone up from 40.6 
per cent in Triennium Ending (те) 1992-9 3 
to 47.4 per cent in TE 2007-08, while the 
share of foodgrains has come down from 31 

per cent to 24.7 per cent over the same 
period. This will be good for the farmers as 
it helps augment their incomes and achieve 
household food security. 

But this high value segment is perishable 
in nature and needs very fast moving and 
modern logistics, linkages with processing 
industry and organised retailing. The 
wisdom of policy makers lies in making 
this changeover fast, by incentivising large 
investments in modern logistics, processing 
and retailing, and by removing hurdles, 
including on ғо, These are largely in the pri- 
vate sector, and hence my vision that future 
of agriculture will be increasingly driven by 
private sector entities. 

If this is the future of agriculture, one 
often asks what will happen to India’s food 
security? Will India be a major importer of 
grains by 2020? This question makes sci- 
entists and policy makers nervous and this 
is perhaps also why India is not making a 
fast move towards high value agriculture. 
My own reading of 2020 is that India can 
easily take care of its food security if it 
changes policy gears to concentrate on the 
eastern belt (east up, Bihar, West Bengal, 
Orissa, Chhattisgarh, and Assam), espe- 
cially with hybrids of rice and maize, in 
collaboration with the private sector. This 
belt has ample water to support rice culti- 
vation, and Punjab-Haryana belt should 
produce only high value basmati rice and 
wheat, conserving water, and graduate to 
high value agriculture; as much of western 
and southern India should do, given the 
pressures on water and land. © 
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Landmark Holdings 


Big real estate 
names are still 
reaping the 
rewards of bets 
made in the 
‘80s. Lesson: 
Be long-term 
greedy. 
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An Industry Waiting to 
Create Many Billionaires 


eal estate is a hot industry: For right 
and wrong reasons. Housing is the 
world's largest industry. Good! In 
countries with demographics like 
India, it sees high growth. Great! It has cre- 
ated extraordinary wealth in emerging 
markets. Cool! But it operates in India's 
great opaque environment of local permit 
regulation. Problem! Money siphoning and 
accounting jugglery are commonplace. 
Awful! There is a frenzy, with people chas- 
ing easy money. Counter-productive! This 
industry will create some captains of busi- 
ness, yet it will leave behind many losers. 

History shows that all bubbles, such 
as the real estate one we just came out of, 
have some economic logic: high margins. 
superior growth. easy financing. However, 
these positives are short-lived. People who 
see the ocean and are excited from afar, 
very often, find that they cannot deal with 
the tides and the undercurrents. 

My sense is that property development 
will remain largely fragmented and re- 
gional, in most asset classes, as it has been 
the case in the more developed markets. 
Consolidation will happen in rent-yielding 
assets, as specialised investors buy developed 
revenue-generating assets. History predicts 
this. Many developers, especially north 
Indian ones, came up with pan-India strate- 
gies. I think this was a strategic mistake. 
Empirical evidence—npir became a $12- 





billion behemoth largely on the back of 


one suburb of Delhi—was largely ignored. 
Developers sub-optimised the management 
of one project, just so that they could sign up 
another one. Many will find that they can 
shrink and grow rich. 

Real estate development is very different 
from normal investing. Every project is a 
start-up requiring an extraordinary pres- 
ence of mind and intensity. If you invest in a 
regular business, you expect earnings to 


27 2009 


grow, as well as the price-to-earning (РЕ) 
ratio to grow. If you invest in a housing 
project, there are only earnings from oper- 
ations. As a result, in order to get the same 
return in real estate compared to private 
equity, one has to be far more operations- 
oriented, as many pure financially-minded 
investors have now sadly acknowledged. 

I have to comment that land banks are 
like eyeballs from the dotcom boom of a 
decade ago. It is marginally useful but over- 
simplified information on which serious 
investment bets are being made. And peo- 
ple betting on sustained upward move- 
ment of prices should note that in the short 
term price run-ups may happen, but in the 
medium to long term, prices will be deter- 
mined by the wallet of the middle class 
Indian. As a result, the level of overvaluation 
is such that you should not be surprised 
to find that your favourite real estate stock 
has halved while its sales have zoomed. 

As far as project-level investing goes, 
real estate can offer a wide range of returns 
even in deals of the same vintage. Also. 
real estate just does not fit into a five-year 
cycle, which is a long-term investment 
horizon for many. Big real estate names 
are still reaping the rewards of bets made in 
the SOs. Lesson: Be long-term greedy. 

Someone asked me what it took to suc- 
ceed in Indian real estate. My first thought: 
Don't be an absentee owner (and try to 
learn the local language). Decide which 
segments you will play in (and which you 
will avoid). Make few concentrated bets (in- 
deed, diversification is a hedge against our 
own ignorance). Be driven by conviction 
(not market sentiment). Think bottoms-up 
(details!). Use standard good management 
(it's all in the implementation). Folks who 
have the temperament to play in this game 
will do exceedingly well. This industry is 
waiting to create many billionaires! © 
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Retail lending took off in the past decade. In the 
next 10 years, it will come of age. anano sonixan 


December 18, 2020. Location: A remote village in 
Maharashtra. Prakash Shinde, a lad in his mid- 
20s, is just through with his home loan application. 
He did it all with a handheld device. The bank just 
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needed his UIN (Unique Identification Number) 
and a "credit score" from a credit bureau that has 
the credit history of countless borrowers. Shinde's 
score of 850 is good enough to get him another 
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loan. Only last year, the alumnus of the five-year- 
old пм Satara, who is now a team leader at a rural 
call centre, had borrowed to finance the purchase 
of the latest Volkswagen sedan. But what about the 
rising levels of indebtedness? A CEO of a large pri- 
vate sector bank recently pointed out in his quar- 
terly mobile video conference with business jour- 
nalists that household debt as a proportion of dis- 
posable income is over 150 per cent in the UK 
and the us. In India, it is 50 per cent, although it's 
up from 10-15 per cent in 2009-10. That retail 
banking won't enter bubble territory is virtually ass- 
ured, courtesy the low interest rate regime— 
home loans at 5-6 per cent aren't quite burning 
holes in borrowers' pockets. 


uch a scenario 10 years down the line 
may not draw gasps of astonishment 
from city slickers, who don't think twice 
before entering ап АТМ or applying for a 
loan to fund a holiday. That's because 
the retail lending boom in urban India has 


A Citibank branch in Mumbai 





been in their face for some time now. And 
that's been largely thanks to the efforts early on 
in the decade of the likes of K.V. Kamath, the 


recently-retired Managing Director & СЕО of 


icici Bank. Kamath flagged off a retail banking 
thrust 10 years ago and in the process trans- 
formed стст from a development financial ins- 
titution into a full-fledged bank (by merging the 
institution and the seven-year-old bank). "The 
entry of banks into retail in the last decade 
coincided with the absence of an opportunity in 
corporate banking." explains Paresh 
Sukthankar, Executive Director, нрес Bank. 
The stage is now set for the next big leap: To 
take retail products and services to consumers 
upcountry. Talk to Kamath's successor, Chanda 
Kochhar, and she'll tell you that Indian banks 
have only scratched the surface of consumer 
banking. "The penetration of retail banking 
will only become deeper," she says. The initial 
thrust was on the top 20 cities. Today, it has 
expanded to the top 60, and in future will 
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FLASHBACK 


e Share of retail loans in 
banks total loans jumped 
from 5% to 22%. 


e Home loan outstanding 
rose from Rs 14100 crore 
to Rs 2.63235 crore 


2010-19» 
FAST FORWARD 


e Share of retail loans 
to rise further to 3596 in 
banks’ total loans 


e Mobile banking to 
expand rapidly in urban 
and rural areas 
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India's 
Emerging 
Retail Bankers 
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percolate to smaller towns and villages. "We are 
seeing more and more smaller cities and 
towns—Tier П, Tier Ш and even Tier IV— 
getting more active," adds Kochhar. 

Currently, it would seem like banks have 
topped out in consumer lending. For instance, 
for two of the biggest private sector banks in the 
country, ICICI Bank and norc Bank, retail adv- 
ances as a share of total advances stand at 
48-50 per cent and 58-60 per cent, respec- 
tively. Armed with low-cost deposits, an exp- 
ansive branch network and technology, the 
new-generation private sector banks gained 
an edge over non-banking finance companies, 
housing finance firms and even foreign banks 
(which, don't forget, were the pioneers in credit 
cards and auto loans). Even public sector mono- 
lith State Bank of India has of late revved up its 
retail act, with retail advances hovering around 
the 25-27 per cent mark currently. The dual 
advantage of low-cost deposits and a wide dis- 
tribution network are holding the public sector 
brigade in good stead in their retail surge. 

Yet, if you consider the entire banking 
universe, retail loans account for just 22 per 
cent (with corporate lending making up the 
rest). Whilst this is a marked improvement 
from what the figure was at the beginning of 
the decade (just 5 per cent), there's little doubt 
that the retail bandwagon has a long way 
to roll. Consider some numbers. Reserve Bank 
data reveals that housing loans account for the 
bulk of banks' retail portfolio, at 44 per cent. 
Yet, when you look at mortgages' share as a 
percentage of cpp, it is just 7 per cent in India 
as against 62 per cent in the us, 37 per cent in 
Europe and 17 per cent in China. If you look 
at the overall retail pie as a percentage of 
GDP, that's also relatively tiny at 10 per cent. 
For the us it is 90 per cent, and for China 
20 per cent. 

All those numbers can only improve. 
Bankers expect the retail pie to grow to 
30-35 per cent by 2020. From the banks' 
point of view, that will be just one of the engines 
of growth. The other will be corporate banking, 
which was a bit subdued in the past decade. 

If the retail lending pie is expected to expand, 
it's not just because of a similar trend in the 
West and in other developed markets. There are 
some fundamental reasons for that shift. For 
one, two-thirds of the population is under 35, 
and more and more of this group is getting 
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educated, working and inclined to spend. 
What's more. this population with an inc- 
reasing disposable income isn't just confined to 
the metros, but can also be found in smaller 
towns. At the same time, credit infrastructure 
like credit bureaus is making it easier for banks 
to pin down defaulters and chase "good" cus- 
tomers. Finally. as Indian interest rates align 
with softer global interest rates, the interest 
burden will reduce and encourage borrow- 
ing. In fact, the retail upsurge in the past decade 
coincided with falling interest rates—from 16- 
17 per cent in the '90s to almost single digits by 
2003-04. If, or rather when, rates fall even 
further, more borrowers will join the party. 

Remember, too, that retail banking is 
not all about retail assets (homes and cars), 
but also about liabilities like low-cost sav- 
ings and current account deposits. A number 
of banks are focussing on building strong 
retail liabilities franchise even as they woo the 
consumer with loan products. Maintaining 
the balance is crucial, as recent experience has 
shown; banks with a high exposure to 
unsecured loans (like credit cards and per- 
sonal loans) got burned—although they 
stand to gain from higher interest rates on 
these loan products, the risk of default is 
higher, too. Since then many banks have 
slowed down in segments like personal loan, 
two-wheeler loans and also credit cards. 
“Many banks are tightening their credit stan- 
dards,” says a head of a credit rating agency. 

Clearly, the first decade of retail banking 
had its lessons. Just one of them: Launching 
innovative retail products is fine, but banks also 
need to verify if this is what the customer act- 
ually needs. “The focus is back on the cus- 
tomer-centric model,” says Sukthankar. The 
branch has once again become the focal 
point—not just to collect deposits but also 
cross-sell other products by leveraging rela- 
tionships with customers. Retail banking is 
still evolving, and there will be many more 
lessons in store as bankers enter uncharted ter- 
ritory in the hinterlands. The mouthwater- 
ing prospect of tapping a virgin customer base 
will have to be tempered with risk-mitigation 
measures which ensure that this huge opp- 
ortunity thrown up, courtesy demographics 
and increasing purchasing power. doesn't 
prove to be a millstone around the neck of 
Indian banking. © 
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After Telecom, It's Microfinance 





| 


VIJAY MAHAJAN 
Founder & CEO of BASIX Group 


In the long run, 
MFIs will probably 
resolve into two 
segments-the 
developmental 
MFls and 
commercial MFIs. 


ith the exception of the mobile tele- 

com, perhaps no other sector has 

grown as fast and as big in terms of 

customer base as the microfinance 
sector in India in the past two decades. 
Today, the mr sector lends Rs 1,000 crore 
(11 digits) every month! The story be- 
gan in 1989, when Chaudhari Devi Lal, 
then Deputy PM, announced a waiver of 
all bank loans below Rs 10,000. After 
this, banks drastically reduced giving 
small loans. By 1992, when reforms set in, 
and banks were asked to focus on prof- 
itability and reducing non-performing 
assets, they got further justification to 
stop lending to the poor. Many develop- 
mental NGOS, like MYRADA in south India 
and PRADAN in north India, were engaged 
in promoting livelihoods for the poor. 
using bank loans. They found it increas- 
ingly difficult to raise loans for poor peo- 
ple from banks. Looking for other means 
for mobilising credit for the poor, they 
invented the “self-help group" (SHG) 
methodology. 

Since 1997, the sHG-bank linkage 
model was massively promoted by NABARD 
all over India and it steadily spread to var- 
ious states. By 2009, over 4 million SHGS, 
or over 60 million poor households, were 
linked to banks with over Rs 24.000 crore 
loans outstanding. Thus the world's largest 
microfinance programme in terms of out- 
reach got built in the last decade. 

Though an overall success, the $нс- 
bank programme had several shortcom- 
ings, too. It took the members of sHGs a 
year, and sometimes two or three years, be- 
fore they got access to bank credit. This 
was due to variability of response from lo- 
cal branch managers and support or lack 
ofit from the district administration. There 
were fewer NGOS in the poorer central, east- 
ern and northeastern states and suG-bank 
linkage there remained weak. The average 
amount of loan per member was small. 
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often below Rs 2,000. This was not 
adequate for significantly enhancing 
income of the household. 

BASIX was begun as an alternative 
to the Nco model. In 1996, BASIX estab- 
lished Bhartiya Samruddhi Finance Ltd. as 
a non-banking finance company (вес). 
creating India's first RBI-regulated micro- 
finance institution (MFI). 

But as the microcredit operations of 
MFIS grew, it became clear that unless 
commercial banks started lending to them, 
there would always be a shortage of funds. 
Thus in 1999, with advocacy from 
Sa-Dhan, the newly established mri asso- 
ciation, RBI Governor Jalan set up a task 
force, whose recommendations, adopted by 
the central bank in 2000, changed the 
play dramatically. First, the RBI permitted 
banks to lend to миз, whether they be 
NGOS or NBFCS; second, it allowed these 
loans by banks to be treated as priority 
sector, and third, RBI did not impose any 
restriction on lending rates. This led to a 
significant increase in funding to м$ 
since 2001. 

Many changes happened in the sector 
in the last decade. First, uris began grow- 
ing in the poorer states, with BASIX 
expanding its NBFC operations to states 
such as Orissa and Jharkhand, while SHARI 
went to Chhattisgarh. The scope of services 
also began to expand. sks decided to focus 
purely on microcredit. In 2005, sks 
became an NBFC and by using corporate 
methods of scaling in new geographies 
and urban areas, it is set to become the 
largest Mrt in the world in 2010. 

Looking forward, what is in store for 
microfinance? The current frenetic pace of 
growth of some ris is bound to slow down 
as the easier-to-expand areas are covered 
and operational constraints set in. The 
RBI and banks are also likely to tighten 
credit, as they find that rampant growth of 
MFIs is not necessarily translating into 





































enhanced access 
for the exclu- 
ded, but into 
over-indebt- 
edness of the 
more enter- 
prising bor- 
rowers in well 
served areas. Having said this, the sector has 
come of age and is bound to grow, and it will 


overcome these hiccups. Almost all major 


MFIS are becoming NBFCs and are getting 
more closely regulated by the RBI. As 
they receive equity from 
private investors, Mris will 
increasingly become Board- 
led and professionally- 
managed rather than being 
managed and led by the 
founders alone. They will also 
be increasingly relying on tech- 
nology for recording and monitoring trans- 
actions and reducing costs. Recently, 
30 top NBFC MFIs came together to join 
two credit bureaus to minimise 
over-lending. 

In the long run, ris 
will probably resolve into two seg- 
ments—the developmental ми and 
commercial mtis. Developmental 
vris will be more focussed on the 
poor and on social impact, and of- 
fer more broad-based financial serv- 
ices such as microinsurance and remit- 
tances. Many of them will go beyond finan- 
cial services and take a livelihood approach. 
They will have to increase their reliance on 
funding sources sympathetic to these ap- 
proaches—such as philanthropic founda- 
tions, social investors and governments. 

On the other hand, the commercial rts 
will focus on microcredit to those slightly 
above the poverty line. They will 
diversify in lending to include housing and 
personal loans. Their portfolio will grow 
and they will become increasingly depend- 
ent on banks for funding. Some of them 
would attempt to get a bank licence so as to 
mobilise deposits, but this will not be a com- 
mon possibility. Eventually, many of them 
will get acquired and become specialised 
divisions of banks catering to the “base of the 


STRIKING ROOTS 


Microfinance already lends 
over Rs 1,000 crore a month. 


Estimates based on industry trends 


pyramid”, but in 
search of the 
fortune 
there. They will be able to 
attract private equity and a few may also 
have iros on the stock market. 

Both forms of uris are a valid solution to 
widespread financial exclusion in India. If we 
have to ensure access to basic financial 
services (bank accounts, savings, credit, 
insurance, remittances) to all 220 million 
households, 1 20 million farms and 50 mil- 
lion microenterprises, then the financial 
sector will have to accept microfinance as 
the mainstream of finance, just as mobiles 
with pre-paid top-ups of Rs 10 have 
become the mainstream of telecom, to the 
point where telecom numbers will now 
have 11 digits! © 
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Nine years in a row | 


Aaj Tak wins the prestigious Indian Television Academy Award for 
Best Hindi News Channel - a record 9 years in a row. While we are on 
cloud 9 at this remarkable feat, we do thank our viewers, advertisers 
тапа cable operators for their continued support. 


Aaj Tak, as always - Sabse Tez. 


Waa dui 


www.aajtak.in 
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THE RISK 


«2004-2008 
FLASHBACK 


e Venture capitalists 
invested $178 million 
in 30 deals in 2004. 


e In 2008, the amount 
invested increased 

to $839 million in 

155 deals. 


e VC funding is 
estimated to double. 





REVOLUTIO 


A new generation of entrepreneurs is at work across 





India, but several parts of the ecosystem need to be 
put in place to ensure their success. 


RAHUL SACHITANAND & ANUSHA SUBRAMANIAN 


n a cool evening in late November. 
some 70 entrepreneurs from across 
sectors such as information 
technology. real estate, hospitality 
and clean tech met for dinner at 
Bangalore's Leela Palace to discuss the latest 
developments in their companies. The meeting. 
part of the Entrepreneurs Organisation—once 
called Young Entrepreneurs Organisation— 
represents a new and fast-growing interest in 
giving up risk-free jobs, biting the bullet of un- 
certainty and going solo. From a time when 
Indians preferred to stick to steady pay and 
focus on building a three-decade career in one 
company, executives today are crowding start- 
up events, chasing investors and splurging 
their savings. and, well, starting up. Across 
industries such as rr, mobile phones, hospital- 
ity and now education and clean tech, entre- 
preneurs are breaking loose from the confines 
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of a 9-to-5 job to set up their businesses. 
"There has been a night-and-day change 
over the past decade," says Laura Perkin, 
Executive Director of National Entrepreneurship 
Network (NEN). She says that since its inception 
seven years ago, NEN, which provides start-up 
support to colleges and entrepreneurs, now has 
over 70,000 students covered and works with 
470 educational institutes nationwide. Elsewhere, 
proto.in, a not-for-profit startup initiative 
focussed on the products segment, has seen 
attendance grow from 200 wide-eyed entre- 
preneurs and a couple of investors, to over 600 
people and 15 to 20 investors in its latest round 
held in Pune. "We began with interest basi- 
cally in rr and mobile value-added segments, 
but this has since grown into newer segments 
such as auto and clean tech," says Ravi Shankar, 
co-founder of proto.in. Earlier this year, a sum- 
mit organised by The Indus Entrepreneurs, 











Hari Prakash Shanbog (right) quit a cushy job with 
Wipro and teamed up with his friend Vidhyadhara 
$. Talaya (both 36-year-olds) to set up Ірото, а 
provider of learning solutions on mobile devices. 


Profile of the 
New Indian Entrepreneur 


e Risk-hungry e Has often quit a e Attends mentoring e Uses the Internet 
rather than lucrative job to clinics and start-up to lower 
risk-averse start a business forums marketing costs 





RAMEN SARKAR 
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Missing 
Pieces 


e Feeble early- 
stage funding. 


Entrepreneurshi 
calls in early stants 


e No hubs of 
—— rem 
like Silicon Valley 
or Boston. 


e Many ideas with 
scientists at 
institutes such as 
TIFR untapped. 


e More handholding 
needed in the form 
of mentoring. 


better known as rit, attracted over 1,700 people 
and many mentoring sessions were sold out 
well in advance and had to be repeated. 

Things haven't been so rosy for long. The 
first Indian entrepreneurs were traders who 
relied on family money and networks to run 
their businesses. Prior to liberalisation, this 
meant focussing on a closed—and slow- 
growing—economy, with a strong dose of re- 
straints in the form of licences and permits, re- 
strictions on import of machinery and limitations 
on foreign exchange. It wasn't until the econ- 
omy was liberalised in 1991 that most of these 
controls were lifted and entrepreneurship could 
be given serious thought. 

Even then the going was tough. "When I 
started my first company (rr&T) back in 1990, 
no one was willing to lend me money and a 
business was about factories," says serial 
entrepreneur and angel investor K. Ganesh. 
Others agree with this dismal view. "When I 
started my company iis Infotech in 1989, it 
took me a year to get the licences, and there was 
a 160 per cent import duty on software,” says 
Saurabh Srivastava, currently Chairman of 
us software major cA (formerly Computer 
Associates, Inc) and co-founder of the Indian 
Angel Network. “Socially, it was not an ac- 
ceptable thing to do—to become an entrepre- 
neur. Overall, it was a very difficult task. All this 
has changed in the last decade.” 

It all started in the late nineties, when 
everything with a dotcom suffix became hip, 
and growth-hungry venture capitalists (vcs) 
rushed to back anything in this segment. 
According to some executives, there were as 
many as 50-60 vcs looking to fund dotcom 
businesses during the 1999-2000 period. Just 
as quickly as the bubble bloated, it exploded, 
leaving many investors gasping for breath. 
Early ves in this market such as Ant Factory and 
EVentures went belly-up and others such as 
WestBridge Capital (now Sequoia Capital India) 
and ChrysCapital morphed into later-stage 
and private equity type of investors. 

Despite this blip, entrepreneurship was 
certainly here to stay. According to data from the 
Ministry of Corporate Affairs, from 1980 to 
1991, the average number of companies formed 
each year was 14,379 and from 1992-2006 it 
was 33,385. Emboldened by pioneers such as 
Shiv Nadar of Hc. and the seven founders of 
Infosys led by N.R. Narayana Murthy, many 
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VIVAN MEHRA 





“Socially, it was not 
acceptable to become an 
entrepreneur. All this has 
changed in the last decade" 


Saurabh Srivastava, Chairman, CA 


more wannabe entrepreneurs took the plunge, 
first in rr and then in other sunrise sectors like or- 
ganised retailing and financial services. 

While a glut of funding for a specific sector— 
the Internet—may have catalysed 
entrepreneurship in the early part of this decade, 
it was equally the explosive decline that saw vcs 
run for cover. This led to a shortage of capital, 
and the wannabes returning to the comfort of 
a regular job as battle-scarred investors were in 
no hurry to back a business plan. But as the 
Indian economy climbed onto a higher growth 
curve, even as returns began to dry up in mature 
markets, global investors started entering, and 
reentering, India in droves. 

The returning investors were smarter this 
time around, demanding more detailed business 
plans, keeping a closer track of how compa- 
nies were spending their money, and also more 
persistent on the returns front. Emerging 
segments such as mobile value-added services, 
and knowledge-intensive back office work 
increasingly got investor attention. Several 
greenhorn as well as seasoned corporate 
honchos saw opportunities to start up. Auto 
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industry veteran and former Maruti Suzuki Mp 
Jagdish Khattar started a chain of third-party, 
multi-brand auto service centres called 
Carnation after quitting his job with the Japanese 
carmaker. He recently tied up Rs 170 crore in 
funding from Punjab National Bank and plans 
to expand his network from 12 centres to 30 by 
the end of the vear. At the other end of the 
spectrum, Hari Prakash Shanbog, quit a cushy 
job with Wipro and teamed up with his friend 
Vidhyadhara S. Talaya to set up Ірото, which 
provides learning solutions on mobile devices. 

Simultaneously, the focus of entrepreneurs 
has shifted from providing services and products 
to Western countries to developing solutions for 
emerging markets. "India and the developing 
economy as a whole have unique problems 
and opportunities," says T.G. "Tiger" Ramesh. 
founder of Vignani Solutions, a provider of LED 
lighting equipment. "While some of this 
enthusiasm has been dampened by the current 


THE CHINESE WAY 
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slowdown-—and its after-eflects—some experts 
say that this may actually be a blessing in 
disguise. Companies with a strong business 
plan and some funding will attract talent at 
lower costs. And a meltdown in real estate 
means rentals and leases are cheaper. 

While entrepreneurship has been kindled 
and nurtured in places such as Silicon Valley 
and Boston in the us due to a mature ecosystem 
of academic institutes, entrepreneurship cells, 
investors and risk-friendly entrepreneurs, 
observers believe India is some way away from 
emulating this model. "The Silicon Valley 
model happened over 40 years and even the 
focus of this hub has changed, with no actual 
semiconductor fabs in the region any longer," 
says Ganesh, who has founded TutorVista, a 
virtual tutoring service. He instead says that in 
India, the focus needs to be on providing more 
early-stage (seed and angel funding) to nurture 
entrepreneurship in the country. 


China's government-led entrepreneurship model offers а few lessons. 
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Govt should play mentor says angel investor Compton 


he Zhongguancun Science & Technology Zone 

(ZGC) in Bejing is one of China's 53 national-level 
high-tech zones. Of 25 Chinese technology 
companies listed on NASDAQ by 2005, 13 were 
located in ZGC. By 2007, about 100 companies in Z6C 
were publicly listed in stock markets either in China 
or abroad. Baidu and Lenovo were incubated in 20С. 

Those are stats that Robert Compton, US-based 


2009 
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VC, angel investor and entrepreneur, loves to flash. 
He knows what he's talking about. Compton was in 
India recently on a road show to promote his new 
documentary, Win in China, which provides evidence 
on the "entrepreneurial explosion" in China. "Since 
2000, nearly every major Chinese university has 
added a full faculty of entrepreneurship professors, 
on-campus incubators and nearby research parks. 
Global VCs have poured into the major cities and 
loose networks of angel investors have sprouted 
around the country," explains Compton. Now hear 
out Compton's view on India. "The entrepreneurial 
infrastructure and education has barely moved in 
India in the last five years," shrugs the MBA from 
Harvard. "Students go to IIMs with the intention of 
getting a safe job, not to become entrepreneurs." 
Compton attributes China's success to the 
Politburo (which runs the communist government in 
China) run by 24 men and one woman. Half of them 
are educated as engineers and a third of them are 
educated as scientists. So what should the govern- 
ment back home be doing? "Play the role of a mentor 
and educate," says Compton. "There needs to be more 
incubators, entrepreneurship courses and on-campus 
research parks at universities.” Is anybody listening? 
ANUSHA SUBRAMANIAN 
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POST GRADUATE PROGRAMME IN MANAGEMENT 
FOR SENIOR EXECUTIVES 


INTRODUCING A 15-MONTH POST GRADUATE PROGRAMME 
IN MANAGEMENT FOR SENIOR EXECUTIVES. 
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PRAVIN GANDHI 
Partner, Seedfund 


For innovation to 
flourish, many 
attempts must be 
made, not by 
large companies, 
but by young 
talent. 


Can We Create an Indian 
Google, Cisco or Nokia? 


ntrepreneurship is the basic engine of 

growth in any economy. And when 

an economy is growing the way 

India's is, it throws up many oppor- 
tunities. Did we take full advantage of 
the opportunities thrown open in the last 
decade? Perhaps not. 

We had many new and exciting busi- 
nesses come up during the last decade. 
Consolidation and meteoric growth of 
rr and вро services was the hallmark of 
this decade. There are stellar stories—all 
start-ups that flourished in this decade— 
like the low-cost carrier Deccan Aviation 
(which, however, couldn't survive in its 
original avatar), Airtel, Biocon, Naukri, 
Indiabulls and Suzlon. Add to that many 
examples of social entrepreneurship. For 
instance, microfinance institutions to 
bank the unbanked, and connecting 
artisans to the urban world through en- 
terprises such as Fab India. Or taking 
alternative energy to places where there 
is no electricity... the list is long. But, is it 
long enough? 

Year 2000 saw a deluge of venture 
capital into India. About $2 billion was 
raised and $1 billiion or so invested in rr 
services and young companies. Most of the 
money was wasted as the premise of India 
being the next Internet frontier—after 
the Silicon Valley—was unsound. After 
the dotcom bubble burst in the us, most of 
the uninvested capital either vanished or 
moved up the value chain into mature 
companies. 

The year 2004 was when the uptick 
in the economy began. Money returned 
cautiously for growth capital and public 
markets. Many of the earlier companies 
with a good business model and great 
execution teams flourished, while thou- 
sands of companies (funded earlier) lan- 
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guished. All this raises crucial questions. 
Do we have a vibrant entrepreneurial 
ecosystem to replicate the success of 
innovative companies, not a few but 
many, as in the us or even in China? 
The answers to these questions are not 
convincing. Take a sample. 

Q: Is it easy to start and stop a business? 
A: Doesn't work here. 

Q: What about availability of capital 
& debt? 

A: Very poor. 

Q: Is the market ready for early adoption 
of innovation: 

A: Active angel investing and mentoring 
are keys to the success of the market here. 
To top it all, we need an education sys- 
tem that prepares entrepreneurs for chal- 
lenges, not merely one that creates smart 
employees. 

If these issues are not fixed, we'll not be 
able to create truly innovative enterprises. 
We'll have great services companies. 
offshoring, adoption of external business 
models to the Indian market. But none like 
a Google, or a Cisco, or a Nokia. 

But things have changed. Many 
incubators have come into being. Entrepre- 
neurship courses are the flavour of the sea- 
son. While funds are being made available. 
progress is slow and steady. 

For innovation to flourish, many at- 
tempts must be made, not by large com- 
panies, but by young talent. And, young 
talent, as we all know, needs nurtur- 
ing, and a pat on the back when its ex- 
periments fail so that it carries on with an 
unflagging spirit. In essence, we need 
to create a platform for success. The fact 
that so many Indians did pioneering 
work in Silicon Valley suggests that 
given the right environment, we can be 
better than the best.© 
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PHONE 


TARIFFS 


ANYONE? 


Intense competition is pushing Indian mobile phone firms 
to scope scenarios where they don't charge for voice calls. Even if that 
doesn't play out exactly to script, broadband access is set to be 
the next big thing for the consumer and industry—and, 
the country. кознам mitra 
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п October this year, a seemingly off-the- 


_ cuff remark by J.S. Sarma, Chairman, 
om Regulatory Authority of India, · 
reporters covering the annual meeting. 











f the International. Telecom. Union at 


` Geneva about considering “ imposing” per- - 


E second call rates on mobile phone service 


| rovi id ers — 10 per cent off the value of 





édging to zero or near- ero o levels ат voice serv- 


ices in the not-so-distant future. That is, free - 
voice calls, “This is an extremely challenging rev- : 


enue environment for operators", says Nokia 
India's Managing Director D. Shivakumar. | 

. Technically, free calls are possible even 
today; it's just that India does not have an 


_ enabling environment for its mass-scale uptake. - 


— inthe us, the 1.4 million users invited to use 

Google Voice can already make free calls to 
(almost all) phones in America. International 
calls are charged— starting at two cents a 
minute depending on where the call is landing 
(Canada is free). Yes, services such as Skype, 
- with 400 million customers and counting, 


Я have been around for a few years but a call to 
. апу fixed-line or mobile phone, even within the 


us, is charged, unlike Google Voice. | 

In India, regulations prevent Internet Service 
Providers (iss) from offering voice over Internet 
Protocol, or vorr, calls to phone numbers. 
(Computer-to-computer calls are free.) Some 


in the industry blame the powerful telco lobby _ 
in India for this suffocating rule. Naresh Ajwani, 


Secretary, Internet Service Providers Association 
of India, a business lobby, asks, "Have y you seen 


the profit margins of our telcos? They are ; 


exploiting users.” The only way rural India will 
get really cheap calls will be through vor, he in- 


sists. Before the current tariff bloodletting, telcos 
such as Bharti Airtel reported operating profit 


margins of about 42 per cent. 

That said, Skype and peers already have 
versions of their software that can be installed 
on so-called smartphones that retail at a start- 
ing price of Rs 5,000 in India. Better still, if you 
have a phone running Nokia's Symbian $60 
operating system (pretty much every high- 


end Nokia E-series and N-series device) youcan 


install Fring—a software that aggregates 


Skype, MSN Messenger, Google Talk or Yahoo! 
Chat offerings. With a data connection оп. 
phone or WiFi networks, voice calls - 
(often, admittedly, patchy) are free when made _ 
to someone who has similar це installed --: Broadband - ie 
Connections 50 Т mi lon. 
Short of Google Voice or a peer going : 
global, what will it take to have zero calltaifs 
in India? Market leader Bharti Airtel may have | telecom 
the answer: advertising. “There i isa certain 
cost to delivering a service and someone will 
have to pay,” says Sanjay Kapoor, Deputy _ 
Managing Director at the firm. "Whether it will _ 
be the consumers themselves subsidising voice 
through data or ifa Google-esque advertising- - 
supported model (takes) hold, there might 
well be new business models that evolve іп 
| voice.” Vodafone Essar has already piloted a free : 


on his or her phone. 


airtime deployment for consumers willing to 
choose an advertisement instead of their reg- 
ular ring-tone. According to Vinod Thadani, 
Executive Director, GroupM India; an adver- 
tising buying house, over 1.5 million mobile 
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phone users across several operators and sev- 
eral circles have decided that they will now sub- 
ject their callers to advertising already. This will 
be driven increasingly by advertisers trying 
to make the targeting of their ads more precise 
and phone firms scrounging the bottom of 
the barrel for new revenue streams. Eventually, 
that source could become big enough to sub- 
sidise free calls. No operator has offered con- 
sumers free airtime (as yet), but instead has 
been offering free caller ring-back tones. 


THUMBS UP TO LOW TARIFFS 


The number of subscribers is swelling, but falling mobile charges 
have operators scrambling for other modes of revenue. 


eel Subscribers 600 
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30% ВИННИ 2020" 10-plus megabits per second data throughput), 
аат the service delivers high speed data—something 
SV Dai es that will bring Fring and Skype phone calls up to 


a quality as good as voice calls today. Broadband 
customers. or those who own a connection that 
is at least 256 kilobits per second fast, is a 
minuscule 8 million today. 

Industry insiders such as Ramamurthy 
Sivakumar, Intel's India sales and marketing 
honcho, blame the absence of compelling con- 
tent and applications that appeal to a large mass 
of its citizens for the country's anaemic Internet 
penetration. "However, I believe as more relevant 
content comes online, more Indians will see 
the value of the Internet." Case in point: Indian 
Railways sells nearly 9,00,000 tickets online 
every month as consumers avoid the long 
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queues at the transport utility's ticket counters. 
Ditto with airline ticketing and job searches. 
where customers find going online less painful. 

Voice calls, then, could be the ultimate killer 
app that will give broadband services a boost 
in the country. Isps to tech vendors are ready to 
launch cheap (sub-Rs 1,000) computing 
devices and Internet call services in India that will 
connect between computers, fixed-line and 
mobile phones. Their market could be huge: 
Indians are talkative; they talk for over 200 billion 
minutes every month—second only to the us. 

Already, powerful others in the telecom 
food chain are pushing the envelope. This 
September, at Stuttgart, Anssi Vanjoki, 
Executive Vice-President, Nokia Oyj, the world's 
#1 maker of mobile devices, dreamt up a fan- 
tastic, connected world for his audience at the 
company's annual schmoozefest—a world in 
which a mobile phone will not just be your 
constant companion but will tell you all that 
you need and want to know about your friends. 
Driving such a world would be ubiquitous data 
services, a do-or-die condition for Nokia as it tries 
to transform from a fast-becoming commodity 
business into a services company. 

To be sure, zero call tariffs will likely exist 
with near-zero tariffs, for there will always be 
consumers who don't want to switch to data- 
based calling or want advertising to subsidise 
their calls. But, as broadband takes off, that 
could change. 

The virtuous effects on the economy could 
be unprecedented, too. Rajat Kathuria, an econ- 
omist with Indian Council for Research on 
International Economic Relations, a New Delhi- 
based think-tank, who postulated earlier this year 
that a 10 per cent increase in mobile phone 
penetration translates into economic growth 
of 1.2 per cent, believes that the big network 
effect on the economy is in the future. "Voice has 
opened up new business opportunities for peo- 
ple... but in every developed market data (broad- 
band-delivered) has played a critical role in GDP 
improvement," he says. Borrowing from Nobel 
laureate Paul Krugman's work, he stresses his 
point: “No matter how much money the gov- 
ernment throws into the economy. after a point 
real economic growth will come from produc- 
tivity increases.” 

The real economic leveraging of India’s 
500 million phones may, then, be just waiting 
to happen. © 
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hat a difference a decade can make. 
When fiscal 2000 ended, the Indian 
software industry's exports expanded 
57 per cent to Rs 24,350 crore from 
` the previous year, part of the surge 
fuelled by business fixing a millennium-end 
glitch in code-running computers. Infosys 
Technologies had just listed itself on the NASDAQ 
and with the dotcom boom at its peak, shares 
oftop software vendors were trading in the Rs 
10,000-15,000 range. 

With the spectacular dotcom bubble burst 
(the tech-dominated NaspAQ lost more than 
one-third value in about a month in the spring 
of 2000), the industry all but crashed with 
dozens of firms desperately seeking business, 
vcs running for cover—or going bust them- 
selves—and even high fliers hunkering down 
for a long winter that eventually consumed 
names such as Pentafour, International 
Computers and ir Global. 

A decade later, it is déjà vu for the infor- 
mation technology. or tr, industry that sprung 
back from the travails of 2000 (the slow- 
down lasted three years). An estimated 7.000- 
firms strong (companies registered with sre) 
sector generates nearly half of all urban 
incremental employment and is expected to 
end this fiscal with $70 billion (Rs 3.36 lakh 
crore) revenues, but finds itself dusting off 
from an even worse-meltdown—a broader 
recession, the worst since the 19 30s, resulting 
in painful aftershocks for the tech industry. 

The fears of becoming roadkill, though, are 
less this time for software and business process 
outsourcing (BPO) service firms here. “The 
Indian (rr) industry has had an incredible 
run...gaining a poster-boy image and plac- 
ing the country on the global map," says Som 
Mittal, President of industry body Nasscom. 
"What was an $8.2 billion (Rs 39.360 crore) 
industry in 1999-2000 (including domestic. 
hardware and software exports), has grown 
into a $64.1 billion (Rs 3.1 lakh crore) sector 
in 2008-09, employing over two million peo- 
ple. This has enabled the гг-вро industry to spur 
the Indian economy." 

With size, linkages with customers have 
changed. Clients—many of them the world's 
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top corporations—depend strongly on India- 
based tech providers for global businesses. 
Indian rr firms have grown from suppliers of 
mere coders (the low-brow body-shopping 
tag) and low-end services (used to solve a 
seemingly serious but the simple ү2к bug) 
into first, a provider of cheap, high-quality 
iT services and more recently, mission-critical 
applications and consulting projects. 

Companies first expanded delivery capa- 
bilities to competing low-cost locations such 
as the Philippines, Ireland and Latin America 
and then—as their work became more mission 
critical—closer to customers in North America 
and Western Europe, too. Companies bulked 
up too with the likes of Wipro and rcs making 
acquisitions to add service capabilities, 
specialised skills and revenues. while Infosys 
and others attempted climbing up the value 
chain with consulting arms. 

In return, customers got benefits of scale, 
cost and quality, feels Girish Paranjpe, Joint 
Chief Executive Officer of Wipro. In fact, he 
says, “we are now into the third wave which 
is all about transformation, which is all about 
integrated 1r-ppo offerings, and services such 
as system integration solutions." The second 
wave that gave Indian tr a firm footing in 
the global outsourced tech landscape in the 
decade gone by was when the industry 
demonstrated its strength in lines such as 
infrastructure management, system integra- 
tion and Bro. 

The climb up the value chain is evi- 
dent, according to research and advisory 
firm Gartner. From a wholly low-end tech- 
nical skills market the industry has moved 
to "about 20-25 per cent in the higher- 
end 'enhancement' bucket", including serv- 
ices such as engineering and systems inte- 
gration says Partha Iyengar, Research 
Director, Gartner. In a global rr services 
marketplace of about 100 firms that have 
revenues of $1 billion or more, India has 
produced six of them, he adds. 

It's not just Wipro (and the likes of tcs and 
Infosys) that have grown deep roots. As the out- 
sourcing-offshoring model matured, India 
became the destination for large facilities of 
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sector grew 784% from 
2000 to $64 bn in 2008, 


e In 2009, the sector's 
contribution to GDP will 
touch 5.8%, up from 18%, 


2010-19 
FAST FORWARD 


e» Indian IT evolves beyond 
cost arbitrage to large 
consulting businesses. 


e By current growth 
rates, the sector will end 
2020 with $142 bn sales. 
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global giants such as IBM, Accenture and HP, 
who in total have over 200,000 employees in 
India (India's biggest rr firm rcs has some 
1.23.000). What's more, the global biggies 
have big revenues from India operations: for 
instance, вм makes $2 billion from its local 
operations, estimates Mumbai brokerage 
Edelweiss Securities. 


HOW TO BREAK THE CURVE 


The challenge for India's IT/BPO services firms is to grow revenues 
faster than staff additions. 
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Blue Ocean Beckons 

IBM India revenues may be peanuts in the 
years to come. Of the $1.7 trillion (81.6 lakh 
crore) in tech spend (across rr and hardware 
buying) estimated by analysts at тос, around 
$500 billion (Rs 2.4 lakh crore) can be out- 
sourced. Today, just $88-90 billion (Rs 4.2 
lakh crore to Rs 4.3 lakh crore) is outsourced, 
including a sizeable offshore component. India's 
$60 billion (Rs 2.88 lakh crore) revenues ac- 
count for a small sliver (12 per cent) of the 
addressable market and an even smaller frac- 
tion of overall tech spend. 

The future demographics in these markets 
augur well for Indian rr. There is not only a 
sharp shortage of qualified tech talent in the 
West, more and more people are exiting the 
labour market as the population age there. 
Nasscom's Perspective 2020 report. for 
instance, says the number of people aged 60 
and above in the us will grow to over 50 mil- 
lion by 2020—nearly one-third more than to- 
day. The addressable market for outsourced 
tech services would then have trebled to $1.5 
trillion (Rs 72 lakh crore). 

"With the looming talent shortage in the 
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developed world and an increasing imbal- 
ance in the global workforce, India's demo- 
graphic advantage is likely to be a key driver 
of future growth," says R. Chandrasekaran, 
President and Managing Director, Global 
Delivery, Cognizant. The us Census Bureau 
has projected that of the 90 million people 
entering the 15 to 29 years age group in the 
20 years to 2025, India will contribute nearly 
30 million people. 

This age skew will likely help India capture 
large-scale opportunities that can be addressed 
with relatively inexpensive training and skills. 
To be sure, such business will likely be of lower 
profitability but of significant revenues. 
Nasscom projects that the BPO part of the total 
tech outsourcing business will grow faster 
than rr services. BPO exports ($13 billion last 
fiscal year or less than 30 per cent of total rr 
exports) are forecast to be larger in dollar 
terms than rr services by 2020. 

"This implies that the вро pie will grow 
about 1.5 times as fast as rr services over a 
sustained period," Viju George and co- 
analysts at Edelweiss Securities wrote recently. 
The Big 3 in India (res, Infosys and Wipro) 
will cherry pick from this opportunity, focussing 
on work around rr-Bro integrated platforms 
and end-to-end finance & accounting out- 
sourcing, they predict, leaving over 40 per 
cent of the potential work around "relatively 
lower-value customer interaction services (call 
centre, elementary data entry)" to others. 
Initiatives like rr-BPo platforms (essentially, 
software built around best practices in a par- 
ticular business that will allow users to bootstrap 
efficiency to industry-best levels) also offer com- 
pelling value to clients in times of recession. 
Already companies such as тс, Infosys and 
Cognizant have signed on clients like Nielsen, 
Sanofi-Pasteur and вт on these platforms. 


New Ways of Doing the Old 

The slowdown also has given the industry a 
chance to re-examine its business and con- 
sider stepping away from what has until now 
been a linear business model—headcount 
expansion in perfect tandem with revenue 
growth—and instead opt for models such as 
transaction-based pricing to take the pressure 
away from constantly recruiting people to 
keep the revenue pipeline flowing. Other 
elements in this non-linear strategy will be 
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"solution accelerators, business intelligence, 
analytics and consulting." adds Cognizant's 
Chandrasekaran. "What clients are really 
looking for is help to re-architecture their 
business models." 








"Newer sectors will add to the growth ofthe in- 
dustry. Emerging markets such as China. 
LatAm, APAC hold promise in terms of rr adop- 
tion," says Suresh Vaswani, the other Joint 
ско of Wipro, referring to the Latin America and 
Asia-Pacific regions. 

The next big market, however, for rr com- 
panies could lie at home—India, which next 
year will overtake Japan to be ranked the 
third-largest economy in the world in pur- 
chasing power terms. The domestic rr and BPO 
market would force companies to give up 
the key advantage of cost—and lose the ой- 
shore advantage—but the opportunity is 
one of growth. Tech research firm IDC puts the 
business potentially at $50 billion (Rs 24.000 
crore) by 2012. "India's domestic їТ-ВРО mar- 
ket is mature and there is increased focus 





on large transformational deals and the emer- 
gence of a robust and growing domestic BPO 
play. rr spending in India is growing at a 
pace faster than any other country in the 


^T 


Asia-Pacific region," says Nasscom's Mittal. 


"What clients are really looking for is help to 
re-architecture their business models” 


R. Chandrasekaran, President and MD, Global Delivery, Cognizant 


Even as the rr industry looks to re-tool itself 
to face the challenges of the current slow- 
down, there are a few looming challenges 
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The need for the tech vendors. too. is im- 
mediate: Analysts contend that the companies 
need to ramp up their non-linear businesses to 
a level that they add at least 3-4 per cent to 
operating margins to be able to offset prof- 
itability erosion from salary hikes and other cost 
increases expected in future. 

Besides re-inventing its service delivery 
model, the slowdown also forced the Indian 


industry to look beyond their core markets of 


financial services. manufacturing and tele- 
com to emerging opportunities in the public 
sector, health care, media and utilities, which 
according to Nasscom's Perspective 2020 
report conducted with consultant McKinsey 
& Co. could be a $190-220 billion (Rs 9.12- 
10.56 lakh crore) market in a decade. Already, 
business from these sectors is showing up. 
says Wipro. 

Elsewhere, many companies. including 
IBM and Wipro are looking beyond large 
enterprises and to the small and mid-size busi- 
ness market, which the Nassscom-McKinsey 
study predicts, could be a $2 30-250 billion 
(Rs 11-12 lakh crore) opportunity by 2020. 


2009 


that could spoil its comeback. For one, the 
strong leverage of a large. high-quality tal- 
ent pool could actually be its biggest handicap 
as experienced workers get more and more 
expensive. And, newer hands, especially in 
skilled rr positions. are difficult to find as hiring 
volumes ratchet up. According to Nasscom- 
McKinsey. there could be an employment 
shortage of 3.5 million people by 2020. fuelled 
by the low employability of graduates (just 
10-15 per cent of some 2 million who gradu- 
ate every year possess entry skills that can be 
honed through training to enter the tech 
workforce, estimates the industry body) and 
engineering graduates (slightly better at 26 per 
cent). Then, experts also argue that rules gov- 
erning the establishment of new businesses and 
labour laws governing them are unevenly 
enforced in different states, causing confu- 
sion among companies. 

Nasscom believes India could lose up to 1 1 
per cent of its current 51 per cent share in 
the offshored global rr services market due to 
these shortcomings. That threat of a missed 
opportunity should be a sobering thought for 
an industry and governments in the coun- 
tries still on a growth high. 
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HOW THE BULL CAME OF AGE 


Fuelled by a sustained burst of greenbacks from foreign portfolio 
investors, and a slow but steady increase in participation from retail 
investors, the stock markets have more than adequately captured 
the India growth story. There's no looking back пом. virenora verma 
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n early 2008, а bronze bull was installed at 


bull was put up, the markets came in for a vic- 


one of the entrances of the hallowed Phiroze 
Jeejeebhoy Towers on Dalal Street. the 
headquarters of the Bombay Stock 
Exchange. The sse officials would have 
thought the timing right for such an installation. 
Alter all, the Indian stock markets were boom- 
ing, and on January 10, 2008, the BSE Sensex 
had vaulted to an all-time high of 21.207. The 
bronze bull entered Dalal Street the following 
day. The mood after that was anything but 
bullish: Days alter the five-foot statue of the 
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ious battering. The Sensex began dropping 
and, on January 21, it crashed like never 
before—by 1.408 points or 7.4 per cent. The 
slump coincided with a similar setback in global 
markets. The bulls within the Bse building, 
though. could see only one culprit: The bronze 
idol at the entrance. Get it out, change its 
position, they pleaded with the BSE authorities. 

Since those heady days, the markets have 
witnessed a roller coaster ride. plunging to 
under 8.000 at the height of the global credit 
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crisis before recovering. The bull still graces the 
BSE. The mood in the BSE today isn't one of over- 
exuberance as it was a couple of years ago, but 
still nobody's blaming the bronze statue any 
more. Like the Indian markets, the brokers 
within the gsr have mellowed—and matured. 

Indeed, if markets rise and fall today, it's 
largely because of cues that filter through from 
the West. If the Dow Jones Industrial average 
sneezes, the Sensex and the Nifty back home 
catch a cold. But the day may not be far away 
when the Indian economy begins influencing 
global markets. In the next decade, if India 
does become the fourth-largest economy in 
the world (from #13 currently), by growing its 
GDP at over 10 per cent annually, the country 
and its markets will be one of the focal points of 
the global investing community. 

A few recent events back home—and the 
reaction to them overseas—are pointers to 
such an emerging scenario. When the Reserve 





Bank of India (кво purchased 200 tonnes of 
gold from the International Monetary Fund 
(IMF) in November, the global markets reacted. 
The price of the yellow metal touched a new 
high and treasury prices declined in the us and 
Europe. Similarly, India had to import 2 million 
tonnes of raw sugar in 2009 due to lower out- 
put. As a result, prices of sugar and sugar com- 
panies in the developed markets shot up. Also 
Indian companies are now being considered as 
serious potential suitors for global business 
sell-offs. “Whenever any of our global clients 
announce an auction of assets or sale, they 
are keen to know if there are any potential 
buyers from India,” says Manisha Girotra, ско 
& Chairperson, ups ac. 


Stock Market: 2000-09 


Such a scenario would have appeared like a 
daydreamer's castle in Spain at the beginning 
of the decade (and of the century). After 
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e More wealth was 
created on the stock 
market than in past 
decades. 


e Market cap of Sensex 
companies rose 67696 
during the decade. 
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ә If past trends hold, 


Sensex and Nifty could 
double or triple. 


e Stocks in sectors like _ 
education and power will 
lead in market cap. 
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THE INDIAN 
MARKETS 
ARE ON SOLID 
GROUND 


e Strong regulatory 
framework. SEBI has 
gained more powers 
and a code of 
conduct is in place 
for all market 
participants. 


ө The Futures & 
Options segment 
is booming, with 
average daily 
turnover of 

Rs 70,000 crore. 


€ Managements 
are more transparent 
today. 


€ Corporate 
disclosures have 
improved. 


notching a high of 6.000, the Sensex crashed 
to a low of 2.700 by early 2003. A securities 
scam perpetrated by one-time big bull Ketan 
Parekh coupled with the global meltdown in 
technology stocks brought the Indian mar- 
kets to its knees. It's from thereon, however, that 
a steady and gradual process of repair and 
reform was initiated and—looking back—has 
proved to be the bedrock for one of the most 
spectacular bull markets (that has still to run its 
course) that the world has ever seen. Paperless 
trading (or dematerialisation), a move to a 
rolling settlement from the earlier five-day 
weekly settlement, the introduction of equity de- 
rivatives and a focus on more disclosure of fi- 
nancial and other information to the investment 
community have all played their part in the 
Indian markets' coming of age. 

If the markets have flourished, it's also 
happened on the back of new businesses, sectors 
and institution-builders. At the beginning of the 
decade, the list of top 10 stocks was dominated 
by тт, ой & gas, and fast moving consumer 
goods companies. Telecom, media, organised 
retailing, real estate and infrastructure are sec- 
tors that hardly existed a decade ago, but today 
dominate the market cap sweepstakes. Foreign 
institutional investors have poured $60 bil- 
lion into Indian stocks in the past decade, and 
India today is one of the top 10 markets in the 
world by market value. 


Stock Market in 2020 


Since the beginning of this decade, the market 
cap to cpp ratio has been close to 100 per cent; 
this means that the value of cop and market cap 
are close to each other. If one goes by this 
trend, then India's stock market cap would be 
close to $3 trillion by 2020 (from $1.25 tril- 
lion)—the same as GDP. "With such huge 
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growth for Indian companies India can even 
have a higher price-earnings (P-E) multiple 
also," says Manish Chokhani, Director, Enam 
Securities. The current P-E is 15-17 (on 2009- 
10 earnings), and analysts don't rule out an 
average P-k of 20-25 in the years ahead. That 
p-E expansion will be similar to that witnessed 
in the us markets, between 1980 and 1990, 
when it climbed from 12-13 to 22-25 times. 

The growth in the Indian stock markets 
will revolve around four major investment 
themes: Consumption, savings. infrastructure 
and outsourcing services. In consumption, the 
biggest gainers will be the education and health- 
care (hospitals and laboratories) sectors, as 
disposable incomes increase and literacy and 
health become top priorities. "In the next 10 
years, there will be companies running col- 
leges and schools,” says Arun Kejriwal, Director, 
kris Research. He expects at least 50 companies 
in education or related areas to be listed in the 
coming decade. Another sector that will benefit 
from more purchasing power is leisure, which 
encompasses entertainment segments like 
broadcasting, movie production, and distribu- 
tion via cable or direct-to-home. 


The Savings Story 

Assuming the current ratio of savings is main- 
tained—savings in India are roughly one-third of 
cpr—India's savings will grow to $1 trillion by 
2020 from $350 billion currently. A big chunk 
of this money will enter newer financial products. 
For instance, if Indians have been traditional in- 
vestors in gold and property, they now have 
more sophisticated options such as gold exchange 
traded funds and real estate funds. Insurance 
will be another segment that will attract sav- 
ings. Currently, there are no listed insurance 
companies, but that could change. Also, large fi- 
nancial powerhouses will be created that serve as 
one-stop shops for all financial products and 
services. "The next Fidelity or Aic will come from 
India in the next decade," says Chokhani. 

"As Indians generate more wealth and bec- 
ome mature investors, a shift in saving habits is 
inevitable and you will see more saving habits 
flow into the stock markets." adds Chetan 
Parikh, Director, Jeetay Investments, a Mumbai- 
based portfolio management firm. Girotra sees 
that already happening as domestic institutions 
are playing a greater role as a counter-force to 
rn inflows. “The strong domestic growth and 
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provides end-to-end solutions in e-engineering and aerospace business. BEML also now 
foraying into aerospace manufacturing expanding its existing range. Holding lion's share in 
the domestic markets, BEML has spread its wings over 55 countries across the globe. 
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NIFTY IN JANUARY 2020 


A three-fold jump in the index in 1O years? That's a possibility. 


the earnings growth upon which P-E multiple valuations are 
based. But the law of averages holds good in the long run. 
Over a period of years, earnings growth averages out and so 
do P-E multiples. We applied the following methodology to make 
projections about likely Nifty levels in January 2020. While such 
an exercise will never yield pinpoint accuracy, it will offer useful 


[) epending on the economy, equity prices fluctuate as does 


directional trends. 


average P-E of the Nifty will remain at about the same levels for 
the next 10 years. We also examined the weighted earnings per 
share (EPS) of the Nifty, as computed by the NSE over this entire 
period, which encompassed several booms and busts. 

In January 1999, the EPS was Rs 76.66 and it was Rs 224.9 
by November 2009 (the NSE uses the last four quarters, ending 
September 2009 in this case). The CAGR of the EPS over this 


period is around 10.5 per cent. We assumed that this EPS 
growth rate could be maintained for the next 10 years. 





Methodology: The Nifty is a weighted average 
of the 50 largest listed businesses in India. The a2 


NSE computes the P-E ratio on a daily basis. 
Averaging out daily prices and P-E ratios of 
the Nifty from January 1999 to November 
2009, the average P-E over almost 

11 years, is about 17.8. The P-E оп 
November 27 when we closed our 
calculations was about 22 and the 

index closed at 4,941 on that day. 

At the bottom of the worst bear 
markets, such as in May 2003 and October 
2008, the P-E ratio hit lows of around 
10.7. At the peak of big bull markets, 
such as February 2000 and January 
2008, the P-E topped out at around 28.5. 

We assumed that the high, low and 


"2009 20" 208 205 207 
тн 9 Average Blow 


earning generation will ensure that like China, 
Indian markets are able to raise large funds 
through domestic investors," she adds. 

Over the next five years, infrastructure 
sectors like power, port, roads and railways 


will together soak up investments in excess of 


$330 billion, of which around $260 billion 
will be invested in just the power sector, acc- 
ording to Enam Securities. More ports and air- 
ports companies will get listed, as will city 
management firms (like municipal corpora- 
tions) and special economic zones. The fourth 
theme that will dominate is that of outsourcing 
of specialised manufacturing or services (like 
contract manufacturing or engineering serv- 
ices), thanks to the abundance of trained tech- 
nical manpower in the country. 

'There will, of course, be stumbling blocks— 
terrorism and maoism, an unstable political sys- 
tem, and a dependence on populist measures. 
India's huge population could turn out to be a 
liability ifa chunk of it continues to be unem- 
ployable (because of illiteracy). Another damp- 
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After that, it's simple. If the current 2009 P-E of 
Rs 2249 increases at a CAGR of 10.5 per cent until 


January 2010, that means it will be around Rs 618, 
after a total increase of about 175 per cent. 


Predictions: So, we can now make 
maximum, minimum and average 
projections over this period and, indeed, 
for every one of the next 10 years. 

If the average P-E of 17.8 is maintained, 
the Nifty will be at around 10,993 points 
by January 2020, If the high P-E of 28.5 is 
reached (because it's a bull market), the 
index could reach the dizzy heights of 17,604. 
If the low P-E of 10.7 is hit (because 
it's a bear market), the Nifty will trade 
at about 6,609. 


ener, says Parikh, could be the capital allocation 
indiscipline among Indian companies. "Indian 
companies need to become mature enough 
to not overpay for their global acquisitions: 
only then can they become global Indian com- 
panies,” adds Parikh. 

In the past decade, promoters have learnt 
plenty of lessons—right from the perils of div- 
ersifying into unrelated areas, to making non- 
strategic acquisitions, to the dangers of over- 
leverage. The next decade will teach them new 
lessons. Some businesses will learn from the 
knocks they take, whilst others may not be 
that lucky. Those companies that are able to 
build business models with a competitive edge 
in sunrise sectors will be able to ride on the 
coat-tails of India's economic growth. These 
will be the companies that investors will flock to. 


That will take the indices to record new highs. 


And there will be few reasons to curse the 
bronze bull at the BSE. © 

ADDITIONAL REPORTING BY 
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Quality of service 
is directly linked 
to viability. Clean 
water, clean air, 
clean streets, etc., 
are services that 
are to be paid for. 
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Reaping India's Urban 
Dividend and How 


HARI SANKARAN, MD, Infrastructure Leasing & Financial Services 


ndia's economic transformation since 

the unleashing of reforms has been 

breathtaking. Domestic industry has 

become globally competitive across an 
array of sectors, the financial system has 
shown its resilience through the current 
meltdown, the services sector is world class, 
and in infrastructure, private sector response 
has been overwhelming. 

Yet severe distortions persist: primary 
among these is that urban incomes are 
growing at least six times faster than rural 
incomes, with the trend set to worsen in the 
foreseeable future. As a result, over the 
next few decades. 300-400 million Indians 
are likely to migrate to urban areas—with 
devastating consequences. To understand 
that, just look at Mumbai: 80 per cent of its 
18 million people already live in slums or 
slum-like conditions. In short, deteriorating 
urban conditions will defeat the very pur- 
pose for which economic reforms were 
adopted: to improve incomes and quality of 
life of its citizens. 

If addressed, the challenges of urbani- 
sation could convert a potential nightmare 
into a dividend. Urbanisation could be the tool 
to distribute wealth more equitably, provide 
access to goods and services across a wider 
spectrum of our population, enhance pro- 
ductivity, and improve the quality of life 
(especially housing) at an affordable cost. 

At the heart of addressing the chal- 
lenges of urbanisation is the challenge of 
radically improving the governance frame- 
work that addresses a number of key bot- 
tlenecks: fundamental among them is that 
quality of service is directly linked to viability. 
Clean water, clean air. clean streets, etc., are 
services that are to be paid for. In this regard. 
a leading politician once said: "... the prob- 
lem is not the unwillingness to pay. but 
rather an unwillingness to charge." 
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Concurrently, we need a two-pronged 
on-the-ground strategy. First, we need to 
establish employment-generating town- 
ships around select urban centres with 
mass transport connectivity and the full 
complement of infrastructure services 
(physical and social). A case in point: The 
initiative of the Gujarat government to 
establish Gujarat International Finance 
Tec-city (Gurr) between Gandhinagar and 
Ahmedabad, with all state-of-the art inf- 
rastructure and connectivity to the two 
cities. It is expected to generate close to 
1 million jobs on full occupation. 

Second, re-zone urban conglomera- 
tions to improve service standards, property 
classification and rating, and induct pri- 
vate players to augment and improve serv- 
ices. A decentralised approach to the man- 
agement of urban local bodies (1185) would 
make the tasks manageable and amenable 
to quicker on-the-ground results. In this 
context, the use of the funds in schemes 
such as the Jawaharlal Nehru National 
Urban Renewal Mission for viability gap 
funding or as an annuity support mecha- 
nism would enable vigs to improve services 
whilst ensuring that the pricing of services 
is consistent with the conundrum of will- 
ingness to charge. 

A Greek philosopher once said that 
unplanned success will eventually result in 
a downfall. The reforms have brought 
unheralded prosperity largely to the 
urban population. A large number of our 
rural brethren, then, will move to urban 
areas. If we can prepare the ground to 
meet their aspirations, we end up with an 
urban dividend that will fulfil the vision 
of the reform programme. If we fail, we 
would have to deal with an urban night- 


mare that will wreck the foundations of 


the reform agenda. © 
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nd secondary education increased rapidly 


during the decade. But things can change on a large scale only if the sector 
manages to find the top talent it requires as good teachers. manu клизни 
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FLASHBACK 
e Shortage of 8 lakh teachers in primary 


and upper primary. Higher education, too, 
short of teachers. 


Teachers’ salaries estimated to more 
than double. 


Professionals can teach part-time if their 
teaching income is tax-free. 
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irst, the good news: India needs 

nearly a million teachers at 

the elementary level and half- 

a-million at the secondary 

level. And private school 
chains are ready to pay up to 
Rs 30,000 a month to fresh primary 
school teachers. Great numbers for 
the unemployment scene! 

Now, the bad news: Less than 
10 per cent of the current teachers 
are worth hiring, 80 per cent became 
teachers because they had no other 
choice and the teachers training 
setup simply cannot process the 
numbers required. 

Over the past decade, India’s 
education system has been shining 
at the upper end, when it comes to 
the Indian Institutes of Technology 
and Indian Institutes of Management, 
whose alumni now head many global 


corporations. But the boom also put 
the spotlight on the large numbers 
of schools with poor infrastructure 
and poorly-paid teachers outnum- 
bered by students. 

According to government esti- 
mates, India faces a shortage of 
800,000 teachers in primary and 
upper primary schools. Over the next 
10 years, secondary schools will have 
to recruit 500,000 teachers. This has 
left schools with a pupil teacher ratio 
(РТК) of 32.4 at the elementary level, 
given that 5.7 million teachers are 
handling 185 million students. The 
average PTR improves for higher 
classes, but that could be because most 
students have dropped out by then. 

R. Govinda, Vice Chancellor, 
National University of Educational 
Planning & Administration (NUEPA), 
says the low ртк at the secondary and 








higher level is a result of low average 
pass percentage, high drop outs and 
low gross enrollment rates. 

"In addition, there are only a few 
schools which teach from Grade 
1-12. The present structure breaks 
the students’ momentum once they 
pass out of the highest grade (5 or 8 or 
10) in their school." says Govinda. 

The shortage of teachers has 
prompted many players to focus on 
teacher training, compensation and 
technology. The Bangalore-based 
National Public School (Nes) chain, for 
example, pays Rs 30.000 per month, 
against government levels ranging 
from Rs 14,500-21.500 per month. 

K.P. Gopalkrishna, Chairman, Nps 
Group. says his package aims to make 
the teachers’ social lives better. 

“There is serious competition for 
talent from other sectors and it is difficult 
to attract qualified teachers. Today, 
less than 10 per cent of the teachers are 
worth hiring,” says Gopalkrishna. 

Anand Sudarshan, ско & мр, 
Manipal Education, says the situa- 
tion at higher levels is even more iron- 


ical, as graduating students at elite 
institutions can walk away with 
monthly pay packets that are multiples 
of what a professor earns. 

Then, according to him, only 20 
per cent of the teachers are teachers by 
choice; the rest land up in the profes- 
sion because they could not get any 
other job. 

Institutions such as BITS Pilani 
are thinking one step ahead. They 
put bright ме or Ms students in a teach- 
ing job with a moderate stipend. “After 
grooming them for a few weeks, we 
ask them if they want to continue 
working with us... almost 80 per cent 
of them want to stay put,” says 
G. Raghurama, Deputy Director, 
BITS Pilani. 


Sudarshan says there are plenty of 


good people in other professions who 
would have become teachers if the 
compensation had been good. 

“There is a strong possibility that 
these professionals may start teaching 
part-time if they are given assurance 
that the income they earn from teach- 
ing will be tax-free,” he says. 


What Next? 

One solution: Give autonomy to ins- 
titutes and teachers. Experts say stu- 
dents at higher education institutes 
don’t need a subsidy. “Why should 


a student, who is getting job offer of 


Rs 32 lakh annually, need govern- 
ment support?” asks Sudarshan. 

Prof Rangan Banerjee, Dean (R&D), 
irr Bombay, said irrs and пмѕ are facing 
a faculty shortage because the coun- 
try is not producing enough PhDs. 

“In most countries, the number of 
PhD degrees awarded annually range 
between 5 and 9 per cent of the eng- 
ineering graduate degrees awarded... 
In India, only around 1,000 students 
go for a PhD every year. This is just 
0.33 per cent,” says Banerjee. 

His solution: Multiply this number 
by 10. “But it's not an easy job. 
Involvement of industry to sponsor 
special doctoral fellowships is one 
way." he says. © 
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INDIA'S BEST DECADE-HEALTH 


HI-TECH, YET 


Technology has invaded the healthcare sector 
like never before. Can insurance make it 
affordable for all? £. xumar snarma 
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hen, a ст (computed tomography) scan- 
ner, and that too just a head scanner, 
was the biggest thing in medical tech- 
nology. says Dr Prathap C. Reddy. 
Chairman, Apollo Hospitals Group. rem- 
iniscing about the time he launched India's first 
"corporate" hospital. Apollo Hospital. in 1983. 
Apollo, he says, went a step ahead and was the 
first to bring to India a whole body scanner. 
Now. plain cr scanners are dime a dozen 
and Apollo has upgraded to a 320-slice 
cr scanner, typically for the heart and brain. It 
isa very powerful machine in its class and can 


even measure subtle changes in blood flow or 
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&. А telemedicine centre in 
Wardha district, Maharashtra 





minute blockages in the blood vessels. 

Fast forward to January 2010: Roughly 
50,000 villagers in 50 villages near Nagpur in 
Maharashtra will have primary healthcare 
services delivered to them through handheld 
devices. Under the project, started by CARI 
Hospitals’ care Foundation, Hyderabad, a 
healthcare worker will be able to prescribe 
medicines for simple ailments like a fever or a 
tummy upset using software programmed by 
experienced doctors and specialists. 

And ambitions all around are huge. "Since 
inception, we have treated 19 million people and 
in the next 10 years should double that num- 
ber,” says Reddy. In tune with its efforts to 
reach out to more people, he says. while Apollo's 
tagline is “Touching Lives”, the vision now is to 
“Touch a Billion Lives”. 


The Decade of Technology 

Over the last decade, there has been a big leap 
in medical technology and the spread of cash- 
less health insurance has made it more ай- 
ordable and accessible. Gone are the days when 
healthcare was provided mainly by charita- 
ble and trust hospitals: Apollo was followed 
by a host of corporate players, and all are now 
expanding their reach and thinking of health 
cities of giant hospitals. 


Hospital surgery has been revolutionised by 
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Healthcare Financing 





E Others 
Ош of Pocket 


Figures in per cent Source: Technopak 


E Insurance 
B Govt. 


Over 709/ of the 
expenditure on health- 
care is still being 


of pocket". 


Less than 159/ of 
India's population 
today has some 
form of health 
insurance cover. 


technology: From hesitant beginnings with 
keyhole jobs in the last century. the past few 
years have seen everything from laparoscopic 
gastrointestinal surgery to interventional rad- 
iology. Dr B. Soma Raju, Chairman, CARE 
Hospitals, points out that minimal invasive 
surgeries allow patients to go home in a day. in 
cardiac care there is patient-awake surgery, 
where the procedure does away with general 
anaesthesia, a heart-lung machine and 
ventilator. All this reduces cost. 

“India also has robotic surgeries being done 
now, not just for heart operations, but even in 
the case of cancer treatment,” Soma Raju says. 

If technology has transformed medical 
practice, outsourcing is 
helping the government 
sector. Thus, Chiranjeevi 
Yojana in Gujarat pro- 
vides healthcare to preg- 
nant women; the govern- 
ment pays for services ren- 
dered by the obstetrician 
in private practice. 

The Andhra Pradesh government funds 
Health Management & Research Institute 
(HMRI), a unique public-private initiative 
founded by B. Ramalinga Raju, the tainted 
Founder of Satyam Computer Services. HMRI 
has a helpline (104) for tele-advice and another 
that has 475 vans complete with nurses, lab 
technicians, pharmacists and computer ope- 
rators for delivery of drugs and services to the 
people of the state. 


Next: Outreach and Costs 


By 2020, Indians in the remotest village should 
be able to get advice over broadband from spe- 
cialists in metros or even foreign hospitals. 
Already, there are some small projects that 
combine mobile telephony, broadband con- 
nectivity and satellite links to shrink distances. 

Pranay Lal, Technical Advisor (Policy), 
International Union Against Tuberculosis & 
Lung Disease, says: “Over the past year or so, 
technology, particularly sms text messaging 
and community radio services, has been used 
to alert people to stick to their treatments reg- 
imens and to avoid drop outs.” 

Insurance, too, is slowly increasing its cov- 
erage. Dr Rana Mehta, Vice President 
(Healthcare) at consultants Technopak 
Advisors, says: “Community Health Insurance 
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"Universal coverage through health 
insurance will gather more momentum if 
health insurance is backed by a cashless 
health service delivery infrastructure" 


Suresh Gurumani, CEO, SKS Microfinance 


schemes are slowly penetrating the rural mar- 
kets with more than 25 schemes. covering 
over 10 million lives all over India." A McKinsey 
& Co. report, India Pharma 201 5, released in 
2007, noted: "We expect insurance coverage 
to double from current levels to cover around 
20 per cent of the population by 2015." Acc- 
ording to Suresh Gurumani, CEO, SKS 
Microfinance, universal coverage through 
health insurance will gather more momen- 
tum if health insurance is backed by a cashless 
health service delivery infrastructure—a par- 
adigm shift that's in its early days. 

Still, while technology combined with ins- 
urance can improve access and affordability, the 
process can be aided further by playing the 
volume game—large volumes that lower unit 
costs. This path is already being chalked 
out by Dr Devi Prasad Shetty, Chairman. 
Narayana Hrudayalaya. 

Shetty says: “The cost of a heart 
surgery today (Rs 3-5 lakh) will soon fall 
and you will see operations at Rs 50.000- 
60.000 in the next 5-7 years." But this 
can happen only if the size of the average hos- 
pital is raised to 2.000-5.000 beds, against 
50-70 today. "We need to do 25 lakh and not 
just one lakh heart operations in a year." he 
adds. Few will disagree. © 
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hen Piyush Mehta decided to leave 
PepsiCo to join Genpact (earlier 
GE Capital International Services) 
in 2001. he had absolutely no 
idea that the industry he was join- 
ing—business process outsourcing 
(pP0)—would be rewriting the rules of the job 
market in India and changing it lorever. He 

also had no inkling of the stupendous growth 
the sector would experience. But being an 
нк person, he not only had a ringside view о! 
the apocalyptic transformation taking place 
but was also, in many ways. lending a helping 
Shand to it. "We (the вро industry) changed thi 
"employment landscape of the country.” says 
Mehta, Global Head (HR). Genpact. And so 
did other emerging sectors like telecom. inl 

rastructure, real estate, retail and insurance. 
which, together with the high Gb» growth 
that accompanied them, made the first decade 
of the millennium a defining one. Says Sanjeev 
Bikhchandani, Founder-cro, Naukri.com, 
who built a Rs 27 3-crore business from 
scratch in the last decade, courtesy the bur- 
geoning job market in India: "The urban job 
market is clearly linked to Gor growth and 
the rest follows." 


The Turning Points 


As businesses grew in the post-liberalisation 





years, so did the market for talent. However. 


^ Pode the dynamics of the talent market underwent 
SARKAR/WWw.indiatodayimages.com 
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a qualitative shift in the late '90s when 
multinational companies operating in India, 
which had hitherto been run as part of their 
parents' Asia-Pacific operations, started to 
report directly to their corporate headquar- 
ters in the us and elsewhere. as part of the loc- 
alisation of decision-making. At the cusp of 
the millennium. several new sectors came up, 
which. in turn, created a demand for new 
roles and skills. This forced India Inc. to hunt 
for the right people. an exercise that esc- 
alated into a war for talent in later years. 
In fact, many of the early telecom and 
вро companies were built mostly with people 
drawn (read poached) from the ғмсс big- 
gies. New growth areas like real estate and 
infrastructure, too, further skewed the talent 
demand-supply equation. "The major turn- 
ing point for the job market is entrenched in 
boom across three sectors—Bpo, rr and tele- 
com. To top this, private sector retail banks 
expanded massively. All this while, of course. 
a massive influx of overseas capital gave the 
wherewithal to Indian companies to grow.” 
says Bikhchandani. 

As new sectors came up and the existing 
ones expanded, the barriers to entry into the job 
market were reduced. "Unlike the conven- 
tional route of engineering and management 
education being the dominant suppliers of tal- 
ent, undergrads and graduates found oppor- 
tunities in service sectors like retail and ins- 


urance." says S.Y. Siddiqui, Managing 
Executive Officer-Administration (HR, Finance 
and rr), Maruti Suzuki India. The auto major, 
too, lowered its entry barrier during the last 
decade to recruit arts and commerce graduates. 
But, beyond this frenzy to acquire talent. 
the urban workplace itself changed, and with 
it, the mindset of employees. Says Deepak 
Gupta, Country Head, Korn/Ferry 
International, an executive search firm: “The 
biggest trend of the last 10 years has been 
that companies in India have moved from 
being hierarchical to much flatter organisa- 
tions. This was triggered by cost and growth 
pressures. Organisations became informal 
and open." This was a consequence of out- 
sourcing—both domestic and overseas. In an 
outsourced environment, the workplace 
moved to a different level—from cost arbi- 
trage to knowledge arbitrage. This skewed 
the employer-employee balance in favour of the 
latter, which threw up new challenges for 
the employers— winning. attracting and ret- 
aining talent. "Employee attrition”. as a result, 
became a dreaded word for managements. 
The slowdown brought some respite to the 
employers by tilting the balance back tow- 
ards the employer. But given the now-certain 
recovery and, more importantly, the demo- 
graphics of India, it could prove to be just a 
breather. “In two years. we will be scram- 
bling for talent globally,” predicts Gupta. 





A war for talent, gravity-defying salaries and skyrocketing training 
budgets marked India's job market in the first decade of the millennium. 
All these will intensify in the next. saumva внАтТАСНАВЧА 


«2000-09 
FLASHBACK 


e Scramble for talent 
perd as focus shifted 
rom cast arbitrage to 

knowledge arbitrage. 

Highest decadal rise in 

Salaries; crore-plus 
ckage at the top level 

me the norm. 


2010-19» 
FAST FORWARD 


ә Entrepreneurial 
opportunities to worsen 
the talent crunch. 


@ CEO salaries to rise 
much faster than that 
of entry level, 
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The Price of Talent 
Average salary hikes in 
India during 2002-10. 
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Advantage Millennial Workforce 
Peter Promnitz, Head (Asia Pacific), Mercer, a 
global нк consultancy, predicts that the Indian 
workforce will rule the workplace across the 
world in the next decade. courtesy its dem- 
ographic dividend. "The next 10 years will be 
very different for India from the rest of the 
world, thanks to the composition of its workforce 
and the pace of its growth. India has highly 
educated talent... that's why you will see them 
ruling the workplace all over the world." 
Economies across the us, UK and Europe will 
be adjusting to slower growth and an ageing 
population all this while. But as talent becomes 
scarce in the next few years, India's challenge 
will be getting trained manpower, says Promnitz. 

According to India Labour Report 2008, 
from 2001 to 2026, the country's population 
is projected to grow from 1.029 billion to 1.4 bil- 
lion. The proportion of population in the work- 
ing age of 15-59 years will rise from 57.7 per 
cent in 2001 to 64.3 per cent in 2026. India is 
a young nation, as 54 per cent of its current 
population is aged 24 years and less, as per 
Census 2001. Between 2001 and 2026. the 
total population is projected to increase by 
371 million and 83 per cent of the increase will 
occur in the age-group of 1 5-59 years. That's 
India's long-term demographic dividend. By 
2020. the country is expected to represent 17 
per cent of the world's working age population. 


Employability of the workforce was one of 


the biggest challenges of India Inc. in the last 
decade and there's no let-up in sight. The rr and 
rris industry, which trains thousands every 
year to bridge the skills gap. has been one of the 
worst hit, and is set to remain so. Says Som 
Mittal, President, Nasscom: “Today Infosys. 
Wipro and rcs are training thousands of their 
employees and that is a strain. Our challenge in 
the next decade is: Can we move it (training) 
back to colleges?" Mittal is also worried about 
where he will get his future rr workforce from. 
According to Nasscom projections. the indus- 
try is expected to employ close to 10 million 
people by 2020 from around 2.2 million at 


present. "At present, we have 95 per cent of 


work happening in six cities, but that's not 
where people are. We have been encourag- 
ing people to set up offices in 4 3 cities іп the next 
tier, but the infrastructure in these cities is a 
challenge again... How do we scale beyond 
these six cities?" he asks. 
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"Our challenge in the next 
decade is: Can we move 
training back to colleges?” 
Som Mittal, President, NASSCOM 


Employee First 

The paucity of right, trained talent also triggered 
a phenomenon that caught managements by 
surprise, For most of the last decade, barring the 
two slowdowns, employee became a wanted, 
fussed-over commodity. Says D.K. Srivastava, 
Corporate vr-Global нк Head, на. Technologies, 
which started the “Employee First, Customer 
Second” initiative five years ago; “As emp- 
loyers, we have been placed in the unenvi- 
able position of needing to market our com- 
panies to our employees each and every day. 
If we neglect to engage our own employees, 
hundreds of other opportunities await.” 

In fact, the relationship between the 
employer and employee (particularly star per- 
formers) has undergone a maturing process, 
with both taking accountability for an indi- 
vidual's progress now. Gita Dang. Founder- 
Director, Talent Advisory Services, who has 
closely observed the talent industry. calls this "a 
talent storm caused by business changes." In 


India, it essentially had a larger number of 


executives recognising that they, and not the 
company. were responsible for their career 


growth, earning opportunities, monetising of 


skills and experience. "I believe this was the 
sharpest wake-up call for learning how to 


T 


de 


"stay relevant" in today's world," she says. 

Says Manish Sabharwal, Chairman, 
TeamLease Services. a staffing firm: 
"Employment in the last decade moved from 
being a marriage to a contract. Companies 
that will differentiate in the next 10 years will 
be those that ready and train their own emp- 
loyees. Retaining talent will be the toughest 
challenge. Companies may increasingly lose tal- 
ent to the entrepreneurial ecosystem as well." 

The advent of knowledge economy meant 
that intellect was more valuable than bricks. 
And that was reflected in employee costs. 
Businesses went global and compensation fol- 
lowed. "In the last 5-7 years, very few compa- 
nies could afford not to look at global compen- 
sations,” says Govind lyer, Managing Partner, 
Egon Zehnder, a search firm. Another creation 
of the last decade has been the high variable pay 
at senior levels. Says Dang: “There is much 
greater comfort with and understanding of 
variable pay or pay for performance today.” 
In fact, according to Gangapriya Chakraverti, 
India Business Leader (Information Product 
Solution), Mercer India: "The link between pay 
and performance is being established for every 
job there is and the lack of this link is being 
questioned even in corporate boardrooms.” 

So, what lies ahead for the talent? "The 
top 1 per cent of Indian talent will grow much 
faster. An inevitable consequence of India's 
growth will be emergence of superstar cas. The 
bottom-rung may not grow as fast,” says 
Sabharwal. And there will be increased com- 
petition, too, in the form of global executives 
seeking the "India experience". "Global tal- 
ent has started looking at India seriously." 
says Tanuj Kapilashrami, нк Head, нувс India. 
The bottom line: It won't exactly be a smooth 
ride at the workplace for the Indian employee 
in times to come. For employers, it could be 
much worse. © 
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< 74 Labour Market: 
The Next 10 Yrs 


REWAL he first decade of this 
Chairman, millennium saw the 
TeamLease Services acceleration of India's four 


labour market transitions; 
farm to non-farm, rural to urban, unorganised 
to organised employment and subsistence self 
employment to decent wage employment. The 
next 10 years will not only see an acceleration 
of these transitions, but a maturing of their 
consequences for employers, employees and 
policymakers. The "youthification" of corpo- 
rate India means that the mai baap world of 
employers-which wanted employees to bend 
at the knee rather than exercise their mind—will 
be replaced by flatter structures, faster pro- 
motions and the end of lifetime employment. 
This new relationship will increase demands for 
backpack benefits that are portable, change 
training patterns and move all compensation 
into a cost-to-company structure. Migration 
will continue to change the geography of work 
as we rapidly increase the number of cities with 
more than a million people (today that is 34) 
and rapidly reduce the number of villages with 
less than 200 people (today there are 2 lakh of 
them). Reforms will create competition in edu- 
cation that will finally move the focus of learn- 
ing from living to earning. The returns to skill 
will increase and consequently the privatisation 
of skill development. But while some of this 
grass will grow at night while the government 
Sleeps, radical progress requires a strong policy 
will to take on the vested interests in our current 
employment and employability regime. 
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IP Soft India Pvt Ltd 
Head-Database Management(Oracle DBA) 
Location: Bangalore 


| Job ID:5239322 


Description: Responsible to create database 
standards, implement monitoring and 
maintenance tools, and define overall 
strategies to maintain and improve QoS. 


EMC Corporation 

Principal Engineers 

Location: Bangalore 

Job ID: 6939572 

Description: Exp. in implementation of 
application development using C++ with 
windows background; skills in design & 
implementation of complex multi threaded 
programming. 


The Tata Power Company Ltd. 

Payroll / Compensation Manager 
Location: Mumbai 

Job ID: 7572238 

Description: Applicant must have done 
Bachelors/Masters in Commerce with a 
minimum of 7-10 years of exp in Accounts 
and Administration; must have knowledge 
of various acts. 


ICICI Bank Limited 

Branch Manager 

Location: Chennai, Mumbai 

Job ID: 7555731 

Description: Responsible for development 
and expansion of branch by recruiting 
business associates; monitoring the branch 
sales targets, etc. 
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| Shreyas Technologies 


Director Systems(Printer/Imaging) 
Location: Bangalore 

Job ID: 7349849 

Description: 15 yrs exp in engineering with 


| 7 yrs in engineering mgmt. Is responsible 


for managing the portfolio of projects for 
one of the software/firmware labs in the 
Hub; and more. 


‚ KPIT Cummins Infosystems Ltd 


Oracle Apps Financial Lead 

Location: Bangalore 

Job ID: 7511404 = 
Description: Aspirant must have exp. in 
Oracle Financials deployments & 
implementations, Oracle financials 
AR/AP/GL/FA/CE; technically sound in 
PL/SQL,Forms/Reports, Oracle Dev suite. 


Thomson Reuters 

Principal Consultant - BW 

Location: Hyderabad 

Job ID: 7557134 

Description: 10+ years exp in SAP BW/BI 
development, with a focus in FI and SD 
modules. Manage, Lead, Design, Develop 
and Support SAP BI and Reporting 
environment across Thomson Reuters. 


TATA Projects Ltd 
Business Head - 


| Location: Mumbai 


Job ID: 7555264 

Description: Expertise in downstream Oil 
and Gas Projects, refineries, petrochemicals, 
piping etc business; must have knowledge of 
project & contracts management. 
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‘Specialist -ematrix Application 
Location: Coimbatore 


2 Description: Must have eMatrix application 
knowledge = Engineering, Sourcing, & Supplier 
central; exp. іп Java/]2ee, JSP/Servlets, Oracle & 
IDE Eclipse; knowledge in Tomcat, clearcase. 


(ioe Patni Computer Systems Ltd 
| | Tibco BPM/ Iprocess Leads/Designers 

Я | Location: Hyderabad 

| Job ID: 7514536 

Description: Must have design & 
architecture experience on TIBCO BPM 
products: Business Studio, iProcess 
Modeler, iProcess Engine, iProcess 
Decisions, iProcess insight & Analytics. 





T | Quality Manager-Black Belt Six Sigma 

| Location: Bangalore 

| | JobID:7573548 

| | Description: Looking for process 

; improvement & cost optimization 

’ specialist; responsible for training staff in 
the tools and techniques of Six Sigma and 
Lean methodologies. 


Accenture Services Pvt. Ltd 
EMC-Documentum ECM Tools Developer 

; Location: Bangalore 

| JobID:7576534 

, Description: We need people who thrive on 
technology challenges and are driven by fast 
paced work environments. Graduates (full 
time) with 4 - 12 yrs of exp with EMC- 
Documentum ECM Tools. 
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New Horizons India Ltd 


| Desktop Hardware Engineer L1 


Location: Mumbai 

Job ID: 7574676 

Description: Applicant must have relevant 
working experience; technical skills and 
good communication skills. 


Capgemini 

Hummingbird Report Developer 

Location: Pune 

Job ID: 7576368 

Description: Incumbent must have strong 
experience of developing reports using 
Hummingbird BI tool; good SOL 
knowledge; should understand 
Hummingbird architecture. 


Tech Mahindra Limited 

Solution Designer 

Location: Pune 

Job ID: 7577938 

Description: Designer must have 
understanding of Network Discovery 
space; exposure to Intelliden & Subex 
TrueSource; familiarity with networking 
skills, MTOSI & XML. 


Wipro Technologies 

OBIEE Architect-L2 

Location: Kolkata 

Job1D:7552511 

Description: Responsible for managing the 
design & architecture for large complex 
projects & reviewing directions given by 
lower level architects. 
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Sales and Marketing Jobs brought to you by monster.com 
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To apply for above jobs logon to w 


Oracle Financial Services Software Ltd 
Pre-Sales Manager 

Location: Bangalore 

Job ID: 7579009 

Description: Person must have knowledge 
of finance fundamentals including banking 
products, accounting and associated 
activities; experience in corporate 
banking/treasury. 


Nous Infosystems Pvt. Ltd. 

Business Development Manager 

Location: Bangalore 

Job ID: 5388663 

Description: The incumbent should have 
24 yrs of hardcore software services sales in 
the UK market; person msut be an 
engineering graduate with MBA in 
Marketing or International Business. 


Zenith Infotech Ltd 

Telesales/ Telemarketing Executive 
Location: Mumbai 

Job ID: 7422078 

Description: Graduate with relevant 
experience and good communication skills; 
will be responsible for cold calling and lead 
generation. 


Symantec Corporation 

Channel Sales Manager 

Location: Mumbai 

Job ID: 7566590 

Description: Responsible for managing 
large opportunities, competitive sales 
situations by engaging the right system 
integrators /global strategic partners to win 
large deals. 
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CMS Info Systems Pvt Ltd 

AreaSales Manager 

Location: Pune 

Job ID: 7513220 

Description: Applicant must have business 
development exp in IT technology services; 
understanding of IT service delivery & 
managed services, IT data center & IT 
infrastructure mgmt. 


Tata Teleservices Limited 

Deputy Manager-Sales 

Location: Shimla 

Job ID: 7550065 t 
Description: Key functions: acquiring new 
customers; increase the revenue-ARPU 
increase, unique recharge, zero depletion; 
focus on areas of improvement relating to 
channel expansion. 


Infomedia 18 Limited 

Business Development Executive 

Location: Chennai 

Job ID: 7577114 

Description: The role covers sale of 
advertisements for online portal; achieving 
revenue targets; identify & develop new 
prospects; ensuring retention of existing 
clients; maintaining accurate reports. 


SIEMENS 

Sr. Executive - Sales / Marketing 
Location: Baroda 

Job ID: 7566273 

Description: Tasks: Manage the P&L (OV. 
TO, SM), product & business development. 
global fleet management & marketing 
communication, drive commercial sales. 
pricing strategy & marketing. 


>> And click the "Go" button 
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TATA Consultancy Services Ltd. DEM E eius 


Ier hs | Bcom/BBA Freshers 
Reconciliation - Associate | | Location: Mumbai 
Location: Bangalore u | EAE 
‘Job ID: 7575273 | = z мге eL Job ID: 7409342 





‚ Description: The job profile will involve 
| Financial Analysis of various financial and 
investment products and instruments, Н 
will be a back office profile with no calling 


Description: Looking for graduates with 
/ experience іп banking/finance/accounts, 
`. reconciliation (Banking) and AP/AR/GL; 
© must have excellent communication skills. 


or sales involved. 
eT , KPIT Cummins Infosystems Ltd | rcc о ӨҢ 
| SrExecutive Accounts and Taxation | | i | anager 
| Location: Pune | : , Location: Pune 
| Job ID: 7575267 | Deloitte. JobID:756695s 


Description: CA responsible to provide 
| indirect. tax. advice, compliance. and 
————' consultancy services across a range of 
indirect tax matters and industries; must 

have expertise in indirect taxes. 


Description: Looking for CA with 
experience more than 4 years with IT 
«industry handling end 10 end accounting 
and knowledge of taxation, IFRS. 
























Thomson Reuters o. Genpact India 
Financial/ Business Analyst | | Process Developer (Finance & Accounting) 
| Location: Bangalore | ‚ Location: Jaipur 
HOMSON REUTERS | Job 1D:7575574 | GENPACT ¥ | Job ID: 6792636 
| Description: MBA with high numerical NE SC 2 | Description: Tasks: Audit of loan/ lease 
| skills, competent financial skills (cash flow, | | documents; preparing of invoices; working 
' NPV, EBITDA etc), research and synthesis I — — on general accounts; forecast planning; 
skills; exp. of using Thomson Reuters tools preparing client statements; manage access 
e.g. 3000Xtra preferred. database. 
WNS Global Services اک ت ر‎ as 


\ Seni : 
| Senior Manager - Finance Senior Accounts Executive 


| Location: Pune 7 ‚ Location: Bangalore 
| Job1D:7559482 ` P/N ов 
|| Description: Responsible for the | | | Description: Duties: processing of vendor 
| budgeting, planning and MIS, cost analysis, | bills; preparation of payment advice & Eds 
' productivity evaluation and enhancement, returns; reconcilation; preparation of 
budgeting, variance analysis, invoicing, accurals, journal vouchers, weekly wire 
statutory and SOX compliances. requests & monthly cash forecasts. 
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INDIA'S BEST DECADE-ENTERTAINMENT 


BILLION DOLLAR BABY: 


Domestic 


Box Office 
75% 


50% 
40% 






BIGGER, FITTER, STRONGER 


COURTESY ШШ 


DHIMAN CHATTOPADHYAY AND ANUSHA SUBRAMANIAN 


f Bollywood were to script a movie about its 
life over the past two decades, it would 
essentially be the story of a baddie who 
torments everyone in the first half and 
then inadvertently ends up becoming their 
biggest benefactor. The baddie in this case 

would not be an Amrish Puri or a Prem Chopra 

but an intangible monster, Piracy, who 

torments Industry through the '90s, pushing it Ы | | ee ы, ИЕ (м. 

to the precipice and leaving it with no option but 

to fight back. And Industry does just that, by first ~, 

getting itself corporatised and then acquiring the 


Vf) к" " 
10-09 digital technology to finally shoot down the 


FLASHBACK monster. In the last shot, though, unlike the / О 
e Ghajinigrossed diminishing silhouette of the hero walking и \ 
Rs 189 crore, highest away into the sunset, Industry walks back “ i 

in this decade. towards the audience, bigger, fitter, stronger 

e Biggest grosser of and, of course, shirtless with a six-pack. 

1990s, НАНК, collected The “connection” may seem ironical and 


Rs 60 crore. 2 "ns 
even shocking to many. but the fact is that 


Bollywood and its denizens certainly have their 

brush with piracy a lot to thank for. Says Ravi 

Chopra of вк Films, the legendary production 

Overseas earnings to house—with classics like Naya Daur (1957), 
ve ы Waqt (1965), Hamraaz (1967) to its credit — that 
Bollywood estimated nearly stopped making movies in the 90s aller 
to become a Rs 7,000- getting bogged down by the menace: "Piracy 
crore industry by 2015. was killing us. Our films were just not mak- 





134 BUSINESS TODAY December 27 2009 


Т Al ol Т. 


International 
Box Office 


6% 
18% 
25% 


Satellite 
5% 


15% 
12% 


Ancillary 
2% 
2% 
5% 


© *2015 figures are estimates 


Sources: Studies by PwC, 
FICCI-ESY, and industry 





2000-09 INDIA'S BEST DECADE-ENTERTAINMENT 


Indian film 
industry has 
grown rapidly... 


(Size of Indian 


film industry) 14100 


10,930 





2004 2006 2008 2015* 
№ Indian Film Industry 

W Hindi Film Industry “Estimated 
Figures in Rs crore 

Source: PwC-FICCI 2008 report on 
the Indian entertainment industry 


... but is only 3% 
of Hollywood 


(Size of Hollywood) 
2002 $51 billion 
2008 $ 70 billion 
2015 (Est) $100 billion 
Source: Motion Picture Association 
of America 


ing money. In a way, though, it was piracy 
that helped our fight back. We had to tackle the 
menace and digital technology offered us the 
answer." Chopra goes on to credit digital tech- 
nology with making Bollywood a billion-dollar 
baby in the decade gone by. "Digital prints 
have helped us in more ways than just wipe 
away piracy. It has made the industry a richer 
and more efficient place," he adds. 


But piracy was not the lone scourge of 


Bollywood in the '90s. It thrived in an industry 
that was already riddled with all sorts of struc- 
tural problems: It was unorganised, lacked 
institutional funding, and followed archaic 
production practices. As a result, moneylend- 
ers financed films by charging 40 per cent in- 
terest on loans. films on an average took two 
years to complete and another two months to 
reach the smaller towns. That huge time lag left 
the path clear for pirated videos to eat into a 
film's box office revenues and also hasten the 
death of single screen cinema halls. But, by 
the 
fight against piracy became a rallying point 
for the industry to push for its makeover. 


hurting where it stung most—profits 


'The script took a turn in 2000 when Indian 
film industry was granted "industry" status by 
the government. This paved the way for insti- 
tutional funding of films. The production houses. 
too, were forced to reorganise themselves as 
professionally-run businesses. as did the allied 
sectors of the film industry: Music, videos, mar- 
keting and distribution, etc. Corporatisation 
also brought new technologies to Bollywood. 
including digital print technology. 

But digital technology didn't attack piracy 
to begin with. In the initial days. it helped pirates 
create better copies of films. giving production 
houses their worst nightmares. But as the 
newly-corporatised industry looked for ways to 
maximise its returns, it stumbled upon the 
benefits of multiple prints. It realised that 500 
digital prints cost as little (or as much) as 50 
traditional film reels and also they could reach 
even the smallest town with a single hall on Day 
1 itself. The battlelines had been drawn. 

"The old film 
Rs 60,000. To release a film in 100 theatres at 
one time, one would need Rs 60 lakh. If the film 
flopped, the cost of the print wasn't recovered, 


reels cost about 


leave alone the cost of production." says Sanjay 
Gaikwad, cro of vro Moviez, which pioneered 
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"In a way, it was piracy 

that helped our fight back. 
We had to tackle the menace 
and digital technology 
offered us the answer” 


Ravi Chopra, Producer, BR Films 


digital print technology for films in India. 
The impact of digital prints on the industry's 
fortunes was swift. In 2004, a riccr survey 
found that box office collections from small 
towns had gone up 30-120 per cent in a year, 
and gave a new lease of life to single screen 
halls since the advent of digital prints. Also, with 
digital prints, a film could now even be shipped 
overseas for a simultaneous global release! 
Suddenly, overseas rights became the buzz- 
word as money began to pour in from foreign 
markets in the opening week itself. As the 
piracy market suffered, ту channels stepped 
in. Satellite rights of films started to be sold for 
huge amounts from around 2004 and today 
some producers make as much as 20 per cent 
of their total income from selling satellite rights. 
While digital prints wiped off piracy and 
opened up the industry to a whole world of 
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2000-09 INDIA'S BEST DECADE-ENTERTAINMENT 


10 years 


from now, overseas 


SLICING THE PIE 


Who earns how much from a film that grosses Rs 100 crore. 


GROSS NET GROSS DISTRIBUTOR'S SHARE *PRODUCER’S SHARE 
Rs 100 crore Rs 67 crore Rs 33.5 crore Rs 23.45 crore 
(a film's total (after 33 per cent (half of net gross goes (from box office) 
earnings) deduction for to the firm that buys + 
entertainment tax) the film's rights) Rs 10.05 crore 


(from selling rights*) 


*Satellite, home video, music, gaming and mobile and Internet rights. Smaller rights such as airline rights, hotel rights and 
in-film branding rights are also exploited. These sometimes constitute up to 40 per cent of his total earnings from a film 


opportunities, corporatisation unshackled the 
industry from many of its limitations, logistical 
as well as creative. “Corporatisation is chang- 
ing the way films are produced in India. What 
it has done is put certain systems and processes 
in place,” says Siddharth Roy Kapur, CEO of 
оту Motion Pictures that has financed over 
50 Hindi films in the last few years. Film- 
makers like Mahesh and Mukesh Bhatt, co- 
owners of production house Vishesh Films, 
and Madhur Bhandarkar, to name a few, have 
been the direct beneficiaries of this change. 
"There has been no looking back for me... I 
made Page 3, Corporate and Traffic Signal with 
Percept Pictures and Fashion with UTV. 
Corporatisation brought about the necessary in- 
dustry standards and also made funding easy 
for film-makers,” says Bhandarkar. ша was 
one of the first banks to fund films and by 
2005-06, Eros, Studiol8, vrv, Adlabs and 
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earnings from films 


would equal if not cross domestic earnings " 
Mahesh Ramanathan, C00, Big Pictures 
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others jumped onto the funding bandwagon. 
"The likes of Onir and Anurag Kashyap are 
examples of how corporate funding has brought 
a whole new genre of film-makers to the in- 
dustry,” says Sameer Gupta, Head of Cinema 
Capital Venture Fund, that financed the 2009 
hit movie All the Best. 

Bollywood also came to benefit from glob- 
alisation. An increasing number of Indian films 
came to be shot at locales in Europe using foreign 
technicians keeping in mind the global audience. 
On the other hand, co-production deals be- 
came the order of the day, as non-resident 
Indians and Hollywood production houses such 
as Warner Brothers and others sought to jump 
onto the Hindi films bandwagon. The reverse is 
also happening: (ту has signed а $30-million 
co-production deal with Will Smith's Overbook 
Entertainment and Sony Pictures Entertainment 
for two Hollywood films. 

Indeed, Bollywood came of age in the first 
decade of millennium. Industry status and 
consequent professionalism, no doubt, played 
a part in this. But none was as crucial as the dig- 
ital revolution—and by implication, the fight 
against piracy—in making Bollywood bigger, 
fitter and stronger. Where does all this take 
Bollywood now? “Ten years from now, the 
industry would have globalised to an extent 
where overseas earnings from films would 
equal if not cross domestic earnings,” says 
Mahesh Ramanathan, coo, Big Pictures. Others 
say that reliance on home video will increase 
significantly. regional and Hindi cinema will 
benefit from the rapid development of screens 
across the country, video-on-demand and 
pay-per-view will bring newer revenue streams 
and there would be consolidation in the 
industry. But everyone agrees that as far as 
the size of the industry is concerned, there's 
going to be just one way—up. © 
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HARVARD ; 
BUSINESS ’ 
PRESS 


hen the Harvard Business 

| Review first published 
John Kotter's paper. Leading 

„| Change: Why Transformation 

| Efforts Fail, in March-April 1995, 

it shot to the top of the reprints 

list. The book that followed 

| (Leading Change) in 1996 was an 

| immediate bestseller. Another 

| classic here, Blue Ocean Strategy. 

| has the most foreign language 

| translations. 





BESTSELLERS OF Who Moved My Cheese 


RANDOM Spencer Johnson 


Good to Great: Why Some 
HOUSE Companies Make the 
Leap...And Others Don't 
ho Moved My Cheese is a Jim Collins 
charming parable about how How the Mighty Fall: And Why 
to tackle change, not just in the work- Some Companies Never Give In 
place but also in life. Don’t miss Good Jim Collins 
to Great (1996) by Jim Collins which Know-How: The 8 Skills That 


overtook In Search of Excellence to Separate People Who Perform 
become the best-selling management {гот Those Who Don't 
book of all time. Richard Branson's Ram Charan 


Screw It, Let's Do It is another classic, Execution: The Dis cipli ne Of 


but which сво can act by the title? Getting Things Done Ram Charan 

| | The Long Tail: Why the Future of 

| | Business Is Selling Less of More 

| 0 | Chris Anderson 

| An Алая Woy fo | 
i 
| 


Lords of Finance: The Bankers 


Who Broke The World 
Liaquat Ahamed 


The Fifth Discipline: The Art 
& Practice of the Learning 
Organization PM Senge 

Losing My Virginity 

Richard Branson 


Screw It, Let's Do It 
Richard Branson 
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Blue Ocean Nel How to Create 

^ Uncontested Market Space and 
Make the Competition Irrelevant 
Kim & Mauborgne 


Redefining Global Strategy: Crossing 
Borders in a World Where Differences 
Still Matter P. Ghemawat 


10 Rules for Strategic Innovators: From 
Idea to Execution V. Govindarajan & Trimble 


The First 90 Days: Critical Success 
Strategies for New Leaders At All Levels 
Michael Watkins 


The HR Value Proposition 
D. Ulrich/ W. Brockbank 


BESTSELLERS OF 
G ita Piramal's Business Maharajas profiles some of India's 
top business families. Rich in anecdotes, the book creates 
a lode of information about the notables. Subroto Bagchi has 
two bestsellers on this list, both rich in ethical advice. India 
Unbound, by a former multinational CEO, is a mix of “memoir, 
economic analysis, social investigation, political scrutiny 
and managerial outlook". 





SCORECARD 





Balanced Scorecard: Translating 
Strategy Into Action 
Kaplan & Norton 


Private Label Strategy: How to 
Meet the Store Brand Challenge 
Nirmalya Kumar 


Leading Change 
John P. Kotter 


Future of Management 
Gary Hamel 


The HR Scorecard: Linking People, 
Strategy, and Performance 
D Uirich/ BE. Becker/ МА, Huselid 


India Unbound: A Personal Account Of 

À Social And Economic Revolution From 
Independence To The Global Information 
Age Gurcharan Das 


Business Maharajas 
Gita Piramal 


Go Kiss The World: Life Lessons 
For The Young Professional 
Subroto Bagchi 


Beyond The Last Blue Mountain 
A Life Of JRD Tata AM Lala 


We Are Like That Only Rama Bijapurkar 


The Case of The Bonsai Manager: 

Lessons from Nature in Growing 

R Gopalakrishnan 

The Creation Of Wealth: The Tatas From 
The 19th To The 21st Century AM Lala 

The Elephant Paradigm: India Wresties With 
Change Gurcharan Das 

The роп bel Entrepreneur: 


Golden Rules for Success in 
Today's World Subroto Bagchi 


Dare To Dream: A Life of M.S. Oberoi 
Bachi J Karkaria 
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McGRAW-HILL 


his list is a mixed bunch, ranging from one on Jack 

Welch's stint as СЕО of GE, to the rise of our very own 
Dhirubhai Ambani. Management guru C.K. Prahalad 
figures with his The New Age of Innovation, which posits 
that old factors of competitive advantage are fading and 
corporates must sharpen business processes. 


Envisioning An Empowered Nation: Technology 
For Societal Transformation 
A.P.J, Abdul Kalam, А. Sivathanu Pillai 


The New Age of Innovation: Driving Co-created 
Value Through Global Networks 
CK. Prahalad , M.S. Krishnan 


A New Beginning: The Turnaround Story of indian 
Bank Ranjana Kumar 


Leadership in The Era Of Economic Uncertainty: 
Managing In A Downturn Ram Charan 


The Toyota Way: 14 Management Principles 
From the World's Greatest Manufacturer 
Jeffrey K. Liker 


How To Talk To Anyone: 9? Little Tricks 
for Big Success in Relationships Leif Lowndes 


The Welch Way: 24 Lessons from the 
World's Greatest CEO Jeffrey Krames 


Dabbawalas Shrinivas Pandit 


Dhirubhai Ambani Against All Odds 
А.б. Krishnamurthy 


Finding Your Strength In Difficult Times: 
A Book Of Meditations 
David Viscott 
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N° all best-sellers are about 
theory or advice: people also love 
stories about iconic cEos as the one on 
Steve Jobs and his second stint at 
Apple, iCon Steve Jobs, Apple did not 
like the book's approach to Jobs’ 
idiosyncracies. Then, there's also the 
one on Buffett's investment methods, 
The Warren Buffet Way. 


iCon Steve Jobs: The Greatest Second 
Act in the History of Business 
Jeffreys Young & William Simon 


Leaders At All Levels: Deepening Your 
Talent Pool to Solve the Succession 
Crisis Ram Charan 


The Five Temptations of a CEO 
Patrick Lencioni 


The Warren Buffett Way, 2nd edition 
Robert G. Hagstrom, Bill Miller & Ken Fisher 


India's Global Wealth Club: The 
stunning Rise of its Billionaires and 
their Secrets of Success 

Geoff Hiscock 


Reminiscences of a Stock Operator 
Edwin Lefevre 


The Dhandho Investor: The 
Low-Risk Value Method to High 
Returns Mohnish Pabrai 


Get Your Frog Out of the Well C Boyer 


The Five Dysfunctions of a Team 
Patrick Lencioni 


The Official Guide for GMAT Review 
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BANKERS DAY OUT 


The BT-KPMG Best Banks Awards ceremony captured the best 
efforts of Indian bankers in a challenging year. 


he creme de la crème of banking world came together 
to honour and reward the best performers on 
November 26 at rrc Grand Central, Mumbai. The 
event kicked off with commemoration of those who 
died in the last year's terrorist attacks in the city. Bankers 
couldn't help but talk about how responsible they felt to get 
an award on the day which marked the anniversary of a 
ghastly act. Shikha Sharma, мр & сво of Axis Bank, adjudged 
to be the best bank this year, said: "It's the strongest reminder 
of our responsibility to provide banking to every citizen 
in the country.” She iterated the message thrice as the 


bank won award across three categories. 
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Aroon Purie, Editor-in-Chief of India Today Group, 
kicked off the award ceremony by talking about resilience 
of Indian banking system amidst these tough times. That's 
why KPMG's Executive Director Ravi Trivedy added that 
the survey laid more emphasis on the strength of the banks 
than growth. Purie also called for rating the banks on th 
basis of customer-friendliness and satisfaction. 

The bankers got a dose of sane advice from the chief 
guest for the occasion and the Finance Secretary in the 
Union government, Ashok Chawla. While giving startling 
statistics about India's unbanked population in India, he 
reminded bankers about this hidden opportunity and the 


| 


ш, CMD, Bank of Baroda; R.S. Reddy, CMD, Andhra Bank; Агооп Purie, Editor-in-Chief, india Today Group; Jaideep Iyer, Deputy. 

Vijit Sonal Head Sic capt DBS India; M. Venugopalan, MD & CEO, Federal Bank; Amitabh Chaturvedi, MD & CEO, Dhanalakshmi 
Finance Secretary; Anil Valturi, VP & MD, India.GEM, Sun Microsystems; Anil Nair, MD, Avaya Global 

ü Ies Sic = iocari Conto int, Scotiabank 


ME 





need for Indian banks to scale up their operations. The funds from banks even as bankers point out to the 


last issue was bound to get a volley of questions from the au- quality borrowers. 
dience. A banker asked: "Doesn't scalability result in too-big- As the event progressed. bankers waited eagerly for th« 
+ to-fail kind of banks?" 


banks need to be of optimum size to be able to take India's 


The Finance Secretary clarified that final results. Some like yes Bank's Mp & ceo Rana Kapoor 


let the younger blood in the organisation step onto the 





growth to the next level. He also cleared the air about the stage and take away the honours. And as goes 


years-old debate of a super regulator for financial mar- 
kets. “It's not in the zone of our consideration” he said, 
thereby putting to rest all the speculation around the 
issue. He was also quizzed about the routine dilemma he 
faces when corporates complain about not getting enough 


THE WINNERS’ STRENGTH 


Award Large banks Mid-size banks Small banks 
Overall Winner Axis Bank YES Bank DBS Bank 

Growth Axis Bank Dhanalakshmi Bank DBS Bank 

Quality of Assets Andhra Bank The Nainital Bank* Scotiabank & BOA* 


Productivity & Efficiency Federal Bank Karur Vysya Bank JPMorgan Chase 


Consistent Performer Axis Bank 


*The Nainital Bank is the subsidiary of Bank of Baroda; BOA: Bank of America 


that bankers never leave an opportunity to sell a 1 OI 
bank account, Amitabh Chaturvedi. Managing Dii 

f Dhanalakshmi Bank, gave an open invitation to cot 
porates who were unable to get finance from the bis 
boys in the banking circle. Turning around to the Finan 
Secretary after collecting his award for the best mid-sized 


bank on the growth parameter, he quipped: “I 


porate complains to you that banks are not ling 
please refer them to us." It was then time to celebrate tl 
victory with champagne, wine and delicious [1 
ditional food. 

rhe sponsors, associated with the event lude 


Presenting Sponsor Sun Microsystems, Associate Spons 
\уауа Global Connect, Liquor Sponsor Whyte & Mackay 


and Tv Partner Bloomberg vrv. © 





Thank you, Ladies and 
Gentlemen, for completing 
the picture of success. 
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M.K. Aiyappa, Deputy Commissioner & 
District Magistrate, Mandya District, 

- getting the prize from A.V. Prabhu, Zonal 
= Неаб (South), Honda Siel Cars India 
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sparks of brilliance." For B. Ashwin, 
Chief Operating Officer (coo) at ING 


Life Insurance, it was a "string of 


pleasurable moments in the company 
of fellow golfers." "The whole idea is 
not to come here and win, but meet- 


ing new and like-minded people. If 


you win at the end of the day, that's a 
bonus," said Ashwin. 


In all, 82 select golfers made best of 
the Pro-Am event to indulge in a bit of 


serious golfing in an atmosphere of ca- 
maraderie and light-hearted banter. 

The other two winners in 
Individual category were: David 
D'Souza, мо of Garden City Fashions, 
and B.K. Satish, proprietor of Business 
Point, in Handicap 0-8 and Handicap 
9-16 categories, respectively. 

The winners in the Team cate- 
gory were: M.K. Aiyappa, Deputy 
Commissioner and District Magistrate, 
Mandya district; Dr N. Chadrashekar, 
Wockhardt Hospital; B. Ashok, CEO, 
МЕР Solutions; and Alex Jacob, 
Director, Alex Consulting. The 
Runners-up in the Team category 
were: Praveen Singvi, Mp, Muldar; 
C.P. Rangachar. mp, Yuken India: 
Carl Dujardin; and Dr S.G. Ram 
Narayan Rao, Modern Eye Hospital. 

The three winners in the Individual 


IT 
CWELCOMGROUP 


palaces and resorts 


«а? 


| 


шо 528 щи Аерозе1ри! 





Handicap category received a hand- 
crafted timepiece from Edox, spon- 
sored by Ethos Summit (official time 
keeper for the event). They will also 
participate in the finals to be held in 
Delhi on March 27-28. 2010. Besides, 
the seven winners from both Individual 
and Team categories will also get a 
three-day and two-night stay at The 
Venetian Macao Resort Hotel—one 
of Asia's entertainment hot spots. 
The official magazine for the event 
was Golf Digest India. Business Today 
General Manager Vipul Hoon and 
Honda Zonal Head (South) A.V. 
Prabhu Kumar did the honours, giving 
away trophies and other gifts to the 
winners. Rajendran of Ethos Summit 
(National Operations) gave away 
watches to Individual winners and 
Anuj Bidani, National Sales Head, 
Venetian Macao Resort Hotel, gave 
away prizes to the Individual winners. 
The вт-Рго-Ат is sponsored by 
Honda Siel Cars India Ltd., in associ- 
ation with rrc Welcomgroup Hotels, 
Religare Enterprises, Ethos Summit 
(official time keeper and prize sponsor). 
l'he Venetian Macao (international 


destination partner), Cleveland Golf 


(equipment partner), Urban 18 (SIM 
partner), and Teacher's. 





Praveen Singvi (centre), MD, Muldar, and 
Carl Durjadin (R), CEO, Xsysys Technologies, 
part of the runner-up team, with their 
prizes. Durjadin is also a winner in 

the Individual category 


“Тү: 





В.К. Satish, Proprietor, Business Point, 
getting the prize from Rajendran, National 
Operations Head, Ethos Summit, and 

Anuj Bidani, National Sales Head, 
Venetian Macao 


zat Sponsors 





David D'Souza, MD, Garden City Fashions, 
winner in the Individual category, receiving 
the prize from Rajendran and Anuj Bidani 
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GLIMMERS 





OF HOPE 


BT showcases five experiments that were 
flagged off in the past decade and have the 
potential to improve the quality of life of the 
masses-if they can scale up nationwide. 





he recipe is straightforward: Education, housing, electricity (or 
other energy solutions), water and health—all in affordable and 
roughly equal proportions—on a base of technology, 
innovation and plenty of empowerment. The end result? A 
population that's literate, healthy, reasonably content—and in 
a position to contribute to the country's economic growth 
(along with their own prosperity). The formula for such progress 
is not rocket science. Rather, execution has proved to be, over the decades, a 
complex challenge. Over the past few years, however, a clutch of state govern- 
ments, non-government organisations (NGOS), companies looking to tap new 
markets and path-breaking entrepreneurs has been working on projects 
aimed at improving the quality of life ofthe underprivileged. Some are for- 
profit (with the hope that these masses will one day generate incomes, and 
eventually some of it would be disposable), others not quite. As вт finds out, 
many of these experiments are working like a charm in a localised manner. 
For the hundreds of millions in the country to benefit, however, what's needed 
are many, many more such experiments; and the ability to scale them up and 
make them viable. The good news: A start has been made. Read on: 
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Fun school: М.Р. Vijaya T 
with Chennai schoolg 





The World Is 
Their Classroom 


| t started as an exercise in 38 schools 
in 2003 in the Chennai Corporation, 
went up to 264 schools by 2007. 
before scaling up to all the 38.486 
schools in Tamil Nadu. Today, this 
model of activity-based learning (ABL) 
that seeks to address gaps in primary 
education covers all the government- 
aided schools in Tamil Nadu. 
Jharkhand, Karnataka, Madhya 
Pradesh, Rajasthan, and Chhattisgarh 
have started pilot projects. A few other 
states have similar plans. Neighbours 
like Sri Lanka and China are showing 


keen interest after a recent World 
Bank report and місе vouched for it. 

Developed under the aegis of M.P. 
Vijavakumar, then Chennai 
Corporation Commissioner who later 
became Director. Sarva Shiksha 
Abhiyan, Tamil Nadu, Api adopts a 
combination of two sets of systems: 
The Rishi Valley school systems (ad- 
vocated by thinker J. Krishnamoorthy, 
who stressed that an environment that 
makes the child a complete human 
being should be created) and 


Montessori systems. The uniqueness of 


this model: It makes learning fun, 
meaningful and child-centred. The 
results are showing in improved 
academic performance and attendance. 


For instance, in 2002, before imple- 
mentation of ABL, the rate of primary 
and upper primary school completion 
in Tamil Nadu was 64 and 68 per 
cent, respectively. By 2008, after ABI 
implementation, it increased to 9 3.94 
per cent and 92.7 per cent. Similarly, 
repetition rates as high as 24 per cent 
and 19 per cent for primary and upper 
primary in 2002, dropped to 4.84 per 
cent and 5.41 per cent in 2008. The 
drop-out rates (transitioning from pri- 
mary to upper primary and onto higher 
classes) dropped from 12 and 13 per- 
centage points for primary and upper 
primary, respectively, in 2002 to 1.23 
and 1.9 per cent. 

Clearly. ABL has all the right 





Activity-based 
learning 


School children till 
5th standard. 


Learning is made more 
enjoyable, children think its play and 
fundamentals get firmly rooted 


All government schools and 
most private schools in India and other 
developing countries. 


ingredients—quality, focus and scal 
ability. Things can only get better 

and bigger—from here. as long as 
people like Vijayakumar are around 


"If we don't do it when we have some 


influence, who will,” he shrugs. 
NITYA VARADARAJ 
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INDIA'S BEST DECADE-DEVELOPMENT 


Solar-based 
LED lighting 


Typically, those earning 
Rs 2,000-4,000 per month 


BENEFIT: Can reach places where 
grid electricity will take a long 
time to reach; can be more 
cost-effective in the.Jong run, 


TENTIAL: To provide lighting for 
almost half of the country's 
households. __ 


Sights on the sun: Solar LED lights 
up a rural hamlet in Karnataka 





Let There Be Light 


Imost half of the country's house- 

holds have no connection. or an 
unreliable one, to a grid for electricity. 
That's a grim statistic but, for Ashis 
Kumar Sahu, Chief Operating Officer, 
SELCO Solar Pvt Ltd, therein lies a huge 
opportunity. seco Solar has been pro- 
viding "sustainable energy solutions 
and services to underserved house- 
holds and businesses" since 1995. 
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That sustainable energy solution is in 
the form of solar-based LED (short for 
light emitting diode) lighting. which 
converts sunlight into electricity. SELCO 
also facilitates third-party finances. 
installs, services and designs solutions 
based on the customer's needs. "We 
have so far served over 1,00,000 
households in the last 14 years and 
plan to double that number in the 


next 4-5 years," says Sahu. His tar- 
get market: Typically, households that 
earn Rs 2,000-4,000 a month or, in 
the case of farmers, those with annual 
cash flows of Rs 40,000 per annum. 

Solar-based Lep lighting may just 
be the next big thing because of the 
gradual reduction in the cost per 
unit—from Rs 20 per unit five years 
ago to Rs 16-17 per unit currently— 
although it is still more expensive 
than conventional sources of electric 
power. But then, for the government 
to take electricity grid connections 
to the country's remotest corners will 
be a very long-term exercise—and a 
more expensive one, too. With the 
help of a back-of-the-envelope 
calculation, Sahu reckons that a 
Rs 4 per unit of grid power connection 
actually works out to around Rs 9-10 
per unit (after factoring in costs like 
transmission and distribution losses 
and cost to the environment). In 
future, the extent of decline in solar- 
based lighting prices will be linked 
to the way volumes pick up and on 
the number of players entering the 
field. If solar-based LED power is 
expensive today, it's because of all 
that goes into it—a panel, a battery 
plus installation charges which, 
depending on the model and the 
solution requirement (single light or 
home lighting). vary between 
Rs 2,000 and Rs 6,000. 

Yet, that's not deterring more 
players from entering this segment of 
energy. Karnataka alone today has 
15-16 players, says Sahu. That's 
because the high cost notwith- 
standing, millions of Indians have 
little choice: It's either a kerosene- 
lighting solution or solar power. Yet. 
cost reduction measures coupled 
with innovative financing options 
and perhaps even interest subsidies or 
waiving off the requirement for pay- 
ment of margin money while tak- 
ing a loan for poor households and 
farmers on such lighting products 
are the need of the day. 

E. KUMAR SHARMA 


T 


| tcan go down as one of the wonders 
of Independent India. The 1 lakh 
check dams that the Gujarat govern- 
ment, local people and Ncos have built 
in the past decade as part of a state- 
wide campaign launched by the then 
Chief Minister Keshubhai Patel in 
1999, and then taken to a mission- 
ary level by his successor, Narendra 
Modi, has created something that gives 
hope to the entire country. (Check 
dams are barriers built on shallow 
rivers, or even streams, for the purpose 
of water harvesting). The message: If 
Gujarat can bring up the once- 
depleting water table in the state, the rest 
of India, which is struggling to cope 
with a water crisis—created by overuse 
of water and the lack of water table 
recharge measures—can also do it. 
An ongoing study being con- 
ducted by the Central Ground Water 
Board in Gujarat has found that the 
water table in the state, which was 
depleting at a frightening pace till 
about seven years ago, is now going 
up, with the decade-long check dam 
drive being one of the main contribu- 


Economics of conservation: Villagers 
in Saurashtra, West Gujarat 


am Water, Water Everywhere 


tory factors. Another factor that has led 
to a rise in the ground water table is the 
{Шр given by the Modi government to 
drip irrigation. Modi's mantra has 
been: "If you want to save future gen- 
erations then recharge groundwater 
instead of mercilessly exploiting it." 
People are listening, especially farmers. 

The Gujarat government has 
followed a multifaceted strategy to 
conserve rain water through check 
dams. At one level, the state rural 
development department makes small 
check dams in partnership with the 
water user groups in villages that have 
been formed for the purpose. This way, 
nearly 30,000 check dams have been 
built since 2000. But a bigger initiative 
is of the state irrigation department 
through the Sardar Patel Water 
Recharge programme under which 
nearly 70,000 check dams have been 
built since then. Under this pro- 
gramme, 80 per cent of the cost of 
building the dam is borne by the de- 
partment while the rest comes from the 
people. often in the form of free labour. 

The recharge of the ground water 


Check dams in 
Gujarat villages 


One lakh. 


Gujarat's water table, which 
was depleting till about seven years 
ago, is now rising. 


The whole of India can avert 
a water crisis with similar measures 
at the states’ level. 


table because of check dams has helped 
increase Gujarat's crop production 
(along with successive good monsoons 
and water from the Narmada dam). 
Says Mathur Savani, who runs 
Saurashtra Jaldhara Trust, which has 
played a major role in Saurashtra in 
constructing check dams with the 
help of the government: "The check 
dam revolution of Gujarat has a mes- 
sage for the entire country that India 
can overcome the burgeoning water 
crisis if the government and people 
come together with a firm resolve and 
a clear-cut plan." 

UDAY MAHURKAR 
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Fist years ago, Karnataka Milk 
Federation requested cardiac 
surgeon Dr Devi Shetty to endorse its 
low-fat milk product as the best diet for 
heart patients. Dr Shetty agreed but 
demanded something in return: The 
cooperative body must offer health 
insurance to all its members (milk 
producers). The idea caught on. On 
June 1, 2003, the state launched 
Yeshasvini, a health insurance scheme 
targeting members of cooperative 
societies. Eventually, the scheme was 
extended to their family members as 
well. They can join the scheme by 
paying Rs 150 per head per year and 
get a medical coverage of Rs 2 lakh. 
The scheme is run by Yeshasvini 
Trust, a government initiative 
involving both senior officials and 
healthcare providers. 


the 


Health 


There are 410 hospitals that are 
currently open to these members. 
“The intention of the scheme is to pay 
for all varieties of surgeries,” says Dr 
Shetty, a member of the Trust and 
Chairman of Narayana Hrudayalaya. 
The biggest success of the scheme, he 
says. lies in not just covering three 
million farmers but in proving a con- 
cept that with just Rs 10 a month 
(Rs 5 when it started), it is possible 
to run a health insurance scheme. 
In the 12-month period ending May 
31, 2009 about 75,000 members 


The Home Remedy 


N eetu Chauhan, 24, a housemaid, 
and her husband Guddu 
Chauhan, 35, a driver, have a family 
income of roughly Rs 15,000 a 
month. Till recently, they were staying 
in a slum in Worli in central Mumbai. 
Today, the duo has moved into a 360- 
sq. feet flat in the suburb of Virar on 
the outskirts of Mumbai. The 
Chauhans bought their dream house 
for around Rs 6.5 lakh. 

Like the Chauhans, there are an es- 
timated 14 million households with 





earning members working in the 
informal sector in India's cities. Within 
these, 9 million would be those where 
earning members are typically driv- 
ers, vegetable vendors, and small food- 
stall owners getting between Rs 10,000 
and Rs 20,000 a month—with no 
salary slips. "We gave the Chauhans a 
15-year loan of Rs 5 lakh after per- 
sonal interviews with Neetu and Guddu 
and their family supported by checks 
with the employer; we confirmed their 
incomes based on which the loans 






PROJECT: 


AR ence: Members of 
co-operative societies and families. 


How ir worxs: For Rs 150 per year, 
individual medical coverage of Rs 2 lakh «lil 





магаз: 3 million. 


had surgeries and about 2 lakh 
members availed treatment as 
outpatients, free of charge. 

K.R. BALASUBRAMANYAM 


were granted," says Rajnish Dhall, 
Director, Micro Housing Finance Corp. 
a micro-mortgage finance company. 
"The estimated market size (for 
homes in the Rs 3-10 lakh range) is 
Rs 13,00,000 crore with potential 
demand from 21 million urban house- 
holds (with household incomes 
between Rs 7,000-25,000 a month),” 
says Ashish Karamchandani, сво, The 
Monitor Group, India, who has been 
has been closely involved in this space. 
E. KUMAR SHARMA 


PROJECT: 





MAIN TARGET MARKET: Urban poor 
earning Rs 12,000-15,000 per month. 


Can provide affordable homes 
to roughly 21 million urban households. 


M 


Rs 13, | 0000 crore. 
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Business Today and Park Avenue congratulate Most Powerful Women in Indian Business, 
who were felicitated on November 13, 2009, at ITC Grand Central, Mumbai. We would 
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C.P. Rangachar, MD, Yuken India Ltd., part of the runner-up team 


sy 

ct 
5: 
1 


B. Ashok, CEO, WEP Solutions, tees off. He is part of the winning team 
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BT-HONDA PRO-AM CHAMPIONS 2010 


Golfing Ga Ga 


The 15th anniversary of BT Pro-Am of Champions 
draws an impressive CEO crowd in Bangalore. 


arl Dujardin, CEO of 


Xsysys. started his 

game with hope at the 

Eagleton golf course 

in Bangalore on 
November 21. The sky was unusually 
clear over the city, which, until some 
48 hours ago, had received copious 
rainfall. When Carl teed off from the 
17th hole, his first shot landed the 
ball straight into water—one of those 
hurdles golfers have to surmount. 
His game seemed headed for disas- 
ter on a pitch he plays on every week 
when his tryst with the first hole 
ended in a bogey. 

But when the Bangalore round 
of the Business Today-Honda Pro-Am 
of Champions 2010 was over after 
some four hours, Carl was among the 
three winners in Individual category 
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(Handicap 0-8). "It was a lucky day 
for me in spite of starting my first 


shot on the 17'^ par three hole in 
the water. | did hit more fairways 
than I normally do. I missed 4 or 5 
fairways today, but still managed to 
hang on and recover from a difficult 
position. It was that 140-yard blind 
shot on the most difficult— 1 Oth 
hole—that saved the day for me, the 
ball landed three feet from the pin." he 
said, still trving to come to terms with 
the reality of his win. 

Not quite lucky this time was 
Shankar Suryanarayanan, Chief 
Marketing Officer at the Landmark 
Group. who won in the Individual 
category last vear and played the 
finals in Delhi. This time. too, he 
enjoyed his game to the fullest and 
was lavish in his praise for the near- 


perfect conduct of th Honda Pro- 
Am event. Indeed, « have often 
commented that they eagerly await 
the event and feel privileged to be 
invited. Such universal appreciation 
for the annual indicates just how the 
event has carved a niche for itself over 
the past 15 years. The event drew an 
impressive turnout of the Who's Who 
of the Bangalore corporate world to 
Eagleton, a picturesque golf resort off 
the Bangalore-Mysore highway 

The вт Pro-Am of Champions, 
India's only stand-alone Pro-Am golf 
event, which began in 1995, has es- 
tablished itself as the premier Pro-Am 
in the country. “It was very well 
organised and I am privileged to be 
part of the event," said Sukhi 
Malhotra, Chief Manager at Tata Tea, 
whose game was "a little erratic, with 


asd" 





WE MEAN BUSINESS 





At Finnair things that matter to you, matter to us 





TIME 


* Finnair takes the short and fast route to Europe via Helsinki 


= CONVENIENCE 


* Daily flights from Delhi * To 50+ destinations in Europe * Lie flat business class seats 
* Award winning wine cellar * Choice of Indian or continental cuisine served by Indian crew 
* State of the art in-flight entertainment system 
* The new Helsinki airport rated amongst the finest in the world 


COST 





* Surprisingly friendly fares 


it www.finnair.com/in, call toll free 1800 102 1233 


contact your travel agent. 
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Track your 
stocks on 
your mobile 


SMS 'portfolio' 
to 543210 





INDIA'S BEST DECADE 


BACK TO THE FUTURE 


Few could have predicted the breathtaking 
changes over the past 10 years. 


Price of Gold (10 gm) 
] 2000 Rs 4,475 





Most Popular Mobile Phone 

Em Internet 

Model Моа 3310 

Cost Rs 10,000 = 56.6 kbps, dial-up 
-— user dies ura ad Cot RS 2,500 / 500 hrs 
Model Nokia 2330 | | 

Cost Speed 1 mbps, unlimited downloads 


Cost / month 


Features 128х160 pixel screen 65,000 colours, 
MP3 ringtones, 1,000 entries phonebook, 
VGA resolution camera 





Lowest Delhi-Mumbai Airfare 
2000 Rs 6,000 





High-end, Branded PC 
Cost Rs 75,000 


Features 400 Mhz Intel Pentium Il, 15" 32,000 colour CRT 
monitor, 868 hard-drive, 512MB DDR RAM 





2000 Rs 1.8 lakh 





Cost U, 
жө S12 sa ' Tel и тә, ak ati, 
T ? ‚ 868 0083 RAM 
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Conversations for a Smarter Planet: #5 in a Series 





Smarter money for a smarter planet. 


Money today has been reduced to zeros and ones. Most of the 
world's ‘money’ flows from a paycheck to a bank to a store and then, 
through the store's supply chain, only to be deposited in another 
business's account 


Without question, electronic money has helped *he world's economy 
grow and prosper. This digitization has contributed to advances like 
ATMs, credit cards and online banking. The transformation happening 
underneath is far more profound. Unprecedented computing power 
and advanced analytics turn oceans of ones and zeros into insights, in 
real time. Which means we could have a safer, more transparent and 
intelligent financial system for a smarter planet. 


We see' many of these changes happening in India today 
By embracing Information Technology. banks in India are today 
Servicing customers better and making forays in previously 
untapped markets - like rural areas. Risk reduction, real time 
application of data and transparency are some of the benefits that 
the industry is enjoying today. IBM today remotely hosts and 
manages the entire IT infrastructures of small, co-operative banks 
пке the Madhav Nagarik Sahakari Bank in Rajasthan and the 
Kurmanchal Bank in Uttarakhand. This enables the banks to provide 
Services like Internet banking, mobile banking and ATM facilities to 








semi-urban and rural customers, expanding their reach to the most 
remote corners of the country 


We also see it happening at the level of national governments. The 
newly integrated information system for the Czech Republic Ministry 
of Finance, for instance, provides insights to help set monetary 
policy, and to handle state budget resources and public finance 
more efficiently 


We see it helping multiple interconnected institutions. The Operational 
Riskdata eXchange Association, a consortium of 52 leading 
financial institutions, uses data to help improve statistical modeling, 


accurately quantify risk exposure and address regulatory 
compliance needs 


These changes are exciting, but more are needed. Because the 
benefits of smarter finance are clear — for regulators, bankers, 
investors, companies and communities, rich and poor around the 
world, all of whose prosperity depends on a money system that is 
stable, secure and accessible to all. 


Let's build a smarter planet. Join us and see what others are thinking 
at ibm.com/smarterplanet/in/banking ^ 








